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Twenty Years Ago 


the firm of A. F. Gallun & Sons, Milwaukee, originated and named the now 








famous brand of 


Norwegian Veals and Calf 


“A Gallun Quality Leather” 


Retail Shoe Merchants 


who appreciate the best in leather and who want their customers to 
get the original will do well to specify that their shoes be made from 
Gallun’s Norwegian Veals and Calf, a line of hand-boarded finish leather 


that we have sold continuously for twenty years under this name. 
Two Other Great Leaders: 
Aztee Calf Viking Calf 


A smooth finished leather that Available in black and _ five 
is pliable, strong and pleasing colors. A Smooth Finished 


Fashionable shades. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC. H.A. Ely, Mgr. 11 East Street, Boston 
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CHERRY VELVO 


918 X 
BLACK VELVO 





IN STOCK 
C-D Widths 


MAKE JULY A BIG MONTH 


“Your snappy $3.35 oxfords are making our sum- 
mer profits show a big increase,” writes a successful 
retailer. Victor last. 12 edge. Wingfoot heel. 
Feature these 2 Big Sellers as your new mid-summer 


styles and Make July A Big Month. 














MARION SHOE CO. 
MARION, INDIANA. 























__I I WESTERN OUALITY OEASTERN STYLE |_— 
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VELOURS CALF 





7]N BARBERRY 

lone finds a 

Hiseq) SOft deep red 

fees) tone, pleas- 

ing to the eye and immediately 

responsive to admiration. Shoes 

of character will bear an added 

distinctiveness when made 

with this new leather. Barberry 

is possessed of the same supe- 

riorities which have won a 

deep regard for the P & V 
trade-mark. 


«ww dbdpeen whee — 


Sold all over the World 











~ DrIsTER «VOGEL | EATHER GO. 


MILWAUKEE,WIS. ST LOUIS, MO. LONOON, ENG 
BOSTON, MASS. CINCINNAT!,. O NORTHAMPTON. ENG 
NEW YORK,NY ST. PAUL, MINN. KETTERING, ENG. 
CHICAGO,!ILL SAN FRANCISCO, CAL LEICESTER, ENG 
PHILADELPHIA, PA. NEW ORLEANS, LA. FRANKFURT, GERMANY 
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| NATIONAL PARK 


| HIKING BOOTSeOxFORDS|| 
i a Year ROUND WEAR _j 











“Just take a look, they 
are built with these 
essentials in mind— 
Beauty — Lightweight 
—Flexibility and main- 
ly Quality—, and then 
they are backed by a 
wonderful line of co- 














operative advertising” No. 31508 


Mahogany Eric Calf, 8-8 Leather Heel, 

*““Oh.—No wonder.” Modified English Last, Plain Soft Toe, 

14 Inch Boot, Hooks and Eyes, 

. One quarter Gusset Tongue—Sizes 
You need not wonder 214-8 A-D $6.25 


either—Just write or 
wire for a salesman or gg 
Catalogue. QP 


Stock Department 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, MISSOURI 











California and South Coast: Seoched : Northwest: 
Williams-Marvin Co. _ ine Pacifie Trade. for Fithian-Barker Shoe Co. 
San Francisco and Los Angeles BY Portland, Ore. 
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Clearance Sale! 
BIG CUT IN PRICES 


These Models are representative 
~a of styles offered at poe 
this sale. 


Sale begins MONDAY, JUNE 25th 
and ends FRIDAY, JUNE 29th 


Don’t fail to come early and get your choice. 
We are offering at this sale, discontinued lines of 


WOMEN’S, MISSES’ and CHILDREN’S—MEN’S, BOYS’ 
and LITTLE GENTS’ LOW and HIGH SHOES 
AT BIG REDUCTIONS 


These models are representative of 
+« the many styles offered at => 
this sale. 


You are cordially invited to attend this Sale 


Lazarus Fried & Sons, Inc. 


Established 1879 


118-120 Duane St. New York, N. Y. 
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| The Walk-Over Industry 


























Always in Stock 
~ for theyre always in Style 


The backbone of profitable business— 
selling steadily throughout each season— 
spelling quick turnover with a substantial 
profit in every pair. 


Fashionable but not freakish, these 
Famous Walk-Overs meet the demands of 
a great majority of women. Take up the 
loss of “fly-by-night” styles by stocking 
these staples to supply a demand which is 
constant and enduring like the quality of 


the shoes themselves. 


Bank on them to sell in 
the future as they have 
sold in the past. 


DEPT. 6 


CARRIED IN STOCK ' f " 
P< 
Campello and St. Louis ‘ 


A sale surprise awaits the shoe merchant 
who stocks Famous Walk-Overs, for to 
say they are Walk-Overs is half the sale 


—the quality is world renowned. 


Send for a Booklet of 
Famous Walk-Overs In Stock 





CAMPELLO~BROCKTON, CMassachusetts 
Sr. Louis, Missouri 
U.S.A. 
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“As Others See Us” 


No. 2 } 
Taken from 


THE DUNLAP DEALER 
Published by 
THE BETTMANN-DUNLAP CO. 
Cincinnati, O. 








vr yn Bb 











ABOUT TONY RED 


REESE & Cook Company, of Boston, Mass., tan 

“Tony” leathers in such fine quality that their 

supply is not sufficient to meet the demand. They 
must, therefore, limit their customers. 


aos 


CO ee eee Sen Sone omen 


The Bettmann-Dunlap Co. is one of the largest users 
of “Tony” leathers. If you desire evidence, write or 
wire Creese & Cook Co., Boston, Mass. 


And did you know that the name “Tony” when 
applied to leather is registered by that Company and 
can be used by no other tanners? Like all good pro- 
ducts, Tony leathers are imitated. But the name 
“Tony” may not be applied to the leather in any 
shoes unless it be a product of Creese & Cook Co. 


To insure your customers getting genuine “Tony” 
leathers, sell them Dunlap shoes. 














The strong demand for TONY BROWN and TONY TAN is attributable 
largely to the faith of the shoe trade in the standards represented by TONY 
—as established by TONY RED. 


CREESE & COOK COMPANY 


SALESROOMS TADS AEN TANNERIES 
95 SOUTH ST., BOSTON /) 1 OS SS DANVERSPORT, MASS. 


ame 


ip < 
P. A. HENRY & CO. P SAMUEL WOLFENSTEIN 
706 Broadway, Cincinnati, O. G, Yon, 39 SPRUCE STREET 
LeatherTrades Bidg., St. Louis, Mo. ‘S ON > NEW YORK CITY 
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Heel Huggers— 


A Complete Line of 
Fashionable Footwear: 


Heel Hugger Shoes are made over 
exclusive Heel Hugger lasts, from 
special measurement Heel Hugger 
patterns. 


Embodied in this brand of foot- 
wear, is a combination of features 
heretofore never combined in any 
one shoe. 


They are made in such a manner 
that they positively cannot slip at 
the heel nor bulge at the sides. 


Five Styles in Stock. Made in 
Both Strap and Oxford Patterns. 

















Made 
WITH Special 
HEEL HUGGER 


Features 


\ B 0689_Y 


Women’s Maduro brown kid quarter, 
brown Buck vamp and underlay, one-strap 
two-button Adair sandal, brown kid collar 
and strap, tip and heel stay, Heel Hugger 
640 last, welt sole, 1% inch military heel. 


Not in stock. Can make in three weeks. 


Prices quoted on request. 


Factory conditions have improved to 
such an extent that we are now once 
more in a position to make good 
shoes within three weeks from receipt 
of order. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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When Business Is Dull— 


Youths’ $2.65 = ‘| Sell These!!! 


Boys’ 2.90 [Ree nee \. for Sport and 
I 3 2 i = ge N 
Men’s 3.256 os Ne . eee Wear 


TRADE MAPK _ REG/STERED. 





They bring a new class of trade. They make new 
customers. They create “outside” business with a 
new purpose. 


Suitable for all outdoor sport wear, tramping, camping, 
tennis and for general athletic utility. 


They fill in the dull gaps with EXTRA and IM- 
MEDIATE PROFITS. 


Stock them—Show them! THEY SELL THEMSELVES! 


Sample on Request 


WITCHELL SHEILL CO. 


DETROIT : - MICHIGAN 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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- Our Betty 


A decidedly attractive 
No. 191. 


Price $4.50 and striking cross strap 
Sonny Conus, Stomp, designed with cut out 
Red Kid Straps, 


a pe Bh, overlay straps and with 
— special attention paidto 
No. 252 — Same : : +2 

only Military wood the fitting qualities. 
Heel. Price. . $4.35 











Immediate orders given 
prompt shipment. 














No. 100 

Price $4.50 
Black Satin Betty 

Bees ae Cross Strap, Black 

cae es Suede Overlay 
Black Satin Betty Strap, Full Spanish 
Cross Strap, Black Louis Covered Heel 
Suede Strap, Mili- Short Vamp, Paris 
tary Wood Covered | in i Last, AA to C. 
Heel, Newport Last Fi 
AA to C 











Price $4.50 
Black Satin Betty 
Cross Strap, Black 
Suede Overlay 
Strap, Full Spanish 
Louis Covered Heel 
Euclid Last, AA to 
Cc 











THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET 
BOSTON 20, MASS. 
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Stylish Toes make Stylish as 
There’s Beauty in a Vulco Reproduction 


Vulco-Unit Box Toes are used by leading manufacturers and 
specified in the orders of progressive retailers everywhere 


THE GENUINE VULCO-UNIT BOXTOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG, CO. 


argest Manufacturers of Box Toes in the World 
ill SUMMER STREET. BOSTON. 


Chicago GW. KIBBY & CO. ( é } GEO.A.SPRINGMEIER CO. Cincinnati 


SIMI SE MIE A TE ATE LE OD. 


OSCAR E WRIGHT CO. | St Louis 
t = EP SEE a 
1 a 

. Q — 
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= OHNSIN EROS 


ARCH SULACEEY 


| SHOE 

















Staple Styles with Orthopedic 
Features 


FOUR OXFORDS READY TO SHIP 


‘““ARCH SOLACE” Oxfords have proven extremely popular with the trade that appreciates 
staple selling merchandise of honest value. 


se is 


No. 300 — d Lace Oxford, 13-8 Goodyear No. 301 — Brown Kid Lace Oxford, 11-8 Goodyear 
sees a Bia. Metal Arch Support, we - Wingfoot Rubber Heel, Arch Support, 123 Last $4.35 


No. 303 — Same style in Black Kid . - $4.10 


No. 302 — Same Style in Black Kid........... ns 


Sizes: AA, 4 1-2 to9; A,4to9; B,31-2to9; C,31-2to9; D,3to9 
Sizes 8 1-2 and 9, 25c extra 


ecMade in the Fan Tine Tree State. 


JOHNSON BROS(‘E3 


HALLOWELL 
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MAXI 


will give - an entirel ly new 








AXIMUS isn’t in the least 
hard or heavy. It is light in 
weight, satiny to the touch, and 
creases nearly as finely as glazed 
kid. 
Look right through its transparent 
enamel finish, and see that 


MAXIMUS is strictly full grain. 


And this transparent finish is also - 
so elastic that it gives equally with 
the elastic strength of the leather 
itself. 




















No handsomer patent lea- 
ther shoes— No more com- 
fortable patent leather 
‘shoes — No longer wearing 
patent leather shoes can be 
made than from MAX- 
IM US. 


Si indadi on ss Brands 
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MU S~ 


viewpoint on Patent Leather 


ECAUSE of its remarkable 

pliability, MAXIMUS will 
give a higher percentage of sat- 
isfactory service than any pat- 
ent leather on which you can 
standardize. 


This is principally due to the 
exact balance of elasticity we 
maintain between the enamel 
finish and the leather itself. 


John R. Evans & Company 
Camden - New Jersey 


Branches in All Principal Shoe Centers 












Foot Comfort 


Guaranteed 


to Your Trade, at 


50% 0r"I% « foot 


without the use of arch supports 








DEP-STEP 
METATARSAL PAD 


Retail 50% a foot 











END VIEW OF HEEL 
Showing Corrective Wedge PE P-STEP siaae 


Retail 50* a foot 


















Pep- STEP COMBINED 
Retail $12° a foot 



























“Foot Comfort at 50c or $1.00 per foot’ without 
the use of arch spuports. 

Live dealers will find a large increase in their shoe 
business by featuring an ad like that. 


Your own and your competitors’ customers will 
appreciate such a service. 

It will bring foot sufferers to your store. You can’t 
sell shoes on the street. 

Pep-Steps give you a nice}profit with practically 
no selling cost. 

They are—almost—air-light—no metal. They fit any shoe, 
oxford, pump, or sandal ani while relieving or correcting foot 
ailments. They keep shoes shapely, good looking and com- 
fortable. 

Pep-Steps are worn ani praised by thousands of former suf- 
ferers of weak or flat feet: by thousands who have had cal- 
iouses—corns—bunions, tired, aching limbs. etc. 

A thirty-day money back giarantse with each pair. Could any 
offer be fairer 

Orthopedic Authorities endorse our method. 

A trial order of % doz. each style, m+n's ani wom2n's best 
selling sizes will be sent on request. 

Pep-Step combination costs $1.25 per pair, Retail $2.00. 
Pep-Step metatarsal pad, $.60 per pair. Retail, $1.00. 
Pep-Step heel pad, $.60 por pair, Retail, $1.00. 


PEP-STEP 


318 W. Division St., Chicago, III 





















Pep-Step. 318 W. Division Street, Chicago, Hl. 
Plese send Trial Order to 
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Retail Salesmen 
Wanted 


A SPLENDID OPPORTUNITY FOR 
THE RIGHT MEN 


The J. C. Penney Company needs capable salesmen for 
managers of its new stores. Would you like to be manager 
of a retail store in which you own a one-third interest— 
paid for out of the profits of the business? 


If you are between 25 and 35 years old, have good hab- 
its, can give us the highest references, have had thorough 
experience in small or medium size department store, or 
are experienced in general store work in special lines— 
either clothing, shoes or dry goods, 


We Want You 


While of course we want to secure the very best experi- 
enced men, we are not expecting the superman. Experi- 
ence has taught us that some of the greatest successes 
come from the ranks of average men. We believe that every 
man has within him “that something’ which will lead 
him to success if properly guided and given the right op- 
portunity. Limited experience, plus aston a lot of 
ambition, industry and a desire to achieve are the prime 
factors we are looking for in young men. Investigation 
will prove that this is an exceptional opportunity. 


The investment of money is not necessary for your 
success with us. The financial backing of our company is 
ample. What we need are young, healthy, vigorous and 
capable salesmen who are determined to go to the top 
while they have youth and energy. We pay you while you 
are proving your ability. 





Here is our proposition outlined briefly: 


EW Men come to us first as retail salesmen in one 

st of our stores. During the period of proving their 

ability they learn the greater possibilities of co- 

rative effort. Their progress depends upon 

eir ability and effort. As our new stores are 

gm the managers are selected from our sales 
orce. 


When a man makes a success of the manage- 
ment, he is sold one-third interest in a new store 
and becomes its manager. He may afterward ac- 
quire a partnership in other stores which are the 
outgrowth of the one in which he first received a 
financial interest. To those who do not 
the capital to purchase a one-third interest in a 
new store, the money is loaned by the J. C. Pen- 
ney Company and is repaid from subsequent 
profits of the store. 


The J. C. Penney Company, started in 1902 with one store, now op- 
erates 371 stores in 29 states, selling dry . shoes, clothing, for 
men, women and children, and kindred s. Our cash sales for 1922 
amounted to $49,035,729. Plans are now being made to open 104 ad- 
ditional stores this year. If you have had thorough experience in one 
or more of the above lines, it is to your interest to investigate our plan. 


Write today for our booklet, “Your Opportunity,” which fully ex- 
plains our plan. Give your age and number of years’ experience 
in our lines of merchandise in your first letter. We may arrange 
for a personal interview later. All correspondence strictly confidential. 





Address your letter.to 


J. C. PENNEY COMPANY, Inc. 


Wm. M. Bushnell, Manager of — 
Star Building, St. Louis, Mo. 
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Two New Ones for Sport and 
Outdoor Wear 


A Moek-Moceasin and a True Moceasin 








The kind of footwear 
you can sell with a just 
pride in the perfect sat- 
isfaction these quality 
moccasins will give. 


No. 1740—W. L. Women’s Chocolate Elk Mock No. 2848!4—A true Rangeley Moccasin. Choco- 
— Moccasin, Oxford Height, La-Tex rubber sole. late Elk with Beige Elk instep Strap, Duflex 
Fibre sole and special Tennis heel. 


Makers of 


Rangeley Moccasins Mock-Moccasins Woc-O-Mocs 
Bass Shoes for Hard Service 


SEND FOR CATALOG 


G. H. BASS & CQ, stmxers Wilton, Maine 


Dealer Influence is secured thru advertising in the Boot Shoe Reserder. 
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WHITE SHOES IN STOCK 
READY FOR IMMEDIATE DELIVERY 



























No. B 713—All white cloth five eyelet ox- No. B 720 White Cloth one strap “Edna” 
mre, qutside tip. aerrow, epace vamp CT, N t 30 D SS — ee a 7 
ace stay, white ivory sole, we an ee! w ee. as 

i ng} ~~ eapreeennuetansy $4.00 e ays _Pemmaitesatinmbassit elie. $4.35 










BURROWS SHOE CO., Inc. 


ROCHESTER, N. Y. 
New York City Sales Room: 602-604 Marbridge Building 







For Brisk Summer Sales 


Begin attracting summer trade now. These snappy 3 W's 
Lenox Shoes will help you. 
Novel, durable, well made, they quickly win the favor of 
parents who are particular. 
Our In-Stock Department gives prompt and efficient 
service. Orders receive immediate attention. Wire or 


7029 Gray Saddle. D and E, Patent Vamp and Write your needs today. 
Quarter. i> . $1.60 - . 


ras Same.Ressaie-848 WEIMER, WRIGHT & WATKIN CO. 


35 S. SECOND STREET, PHILADELPHIA 















No. 6571 









6571 Patent Vamp and Foxing. Gray Suede, 












Strap and Collar, Rubber Heel. D & E, No 6520 
11 %-2.... eu setes oo cs cee 2 “ 

P; Ch Inst t McKay, Lenox last. Patent Chrome 
6572 D&E. 8% to Il. me. 2 wf » eee «=| (eee aieetie 
6573 D&E. 8% to Il, Spring Heel . . .$2.30 tia Bee < Spring pest er 

6536 8 4 ru r hee . 
Same’Red Trimmed. 6535 114-2 D&E 2.15 rubber heel 6521 8% to 11 D&E.. des ogeu evans 9} 
6592 D&E. 11% to 2, Rubber Heel. ......$2.50 4g8921%.6C. D&E 2.60 rubber heel 6520 11% to 2DSE.. cose e eves ae es ss EM 
6593 D&E, 8% to 11 Rubber Heel.......$2.30 6534 1114-2 Pippin last 2.10 rubber heel 4643 2%to 7C& wees -+ $2. 
6594 D &E. 8% to 11. Spring Heel........ $2.30 (Narrow Toe) (Narrow Toe. atin Girls) 
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. : ca olors 
QNuepings or 


s Nude 
UC 1 eC Ormond 
Salmon 
Beige 
: . . ‘ Taupe 
Even the casual buyer of a pair of buck shoes is quick to Congo 
note the superior finish and mellow feel of Rueping’s Buck rege 
Sides. Nigger Brown 
Otto Brown 
va ; Tobacco B 
Because it is a product, not a byproduct—made of skins panes toca 
carefully selected for the purpose, not those selected for a avewn 
White 
Greys of 


quality in their buck shoes by specifying and insisting upon various shades 


other purposes—shoe dealers will insure uniformly high 


Rueping’s Buck Sides. 


In Rueping’s Buck Sides you may select from the largest 


and finest run of colors available. 








Color cards cheerfully supplied to shoe 
buyers and to manufacturers’ salesmen. 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


é Boston Cincinnati Montreal Chicago Southampton England 
Branches: St. Louis New York Milwaukee San Francisco ere 
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Pigskin, as a leather, moves in most exclusive 
society. 

Noted Outfitters to gentlemén will readily agree that 
pigskin is a favorite leather for cigar or cigarette 
cases,-as welt as numerous other daily companion 
appurtenances of the man about town. 


For long continued “never-grow-shabby” service, 
there’s no leather like Pigskin. 
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Full of Elastic Conforming 
Strength—and Twice as Light 


The call for light, airy shoes for women has greatly increased 
the use of HUB Pigskin Counters. 


Especially in the very popular sandal styles, manufacturers have 
found that HUB Pigskin Counters afford the important “‘stand- 
up,’ shape retaining properties, with fifty per cent less weight than 
sole leather counters of equal strength. 


Such is the elasticity of HUB Pigskin that it conforms most 
readily to the graceful, delicate lines of the new last. 


Once shaped to the last, the inherent strength of HUB Pigskin 
Counters prevents any possibility of bulging or spread- 
ing. The original graceful lines are there to stay. 


Most every day we hear some manufacturer say, 
“I wonder how we overlooked such a perfect 
counter before—especially at such an interesting 


saving in price.” 


A. C. Lawrence Leather Company 
210 South Street, Boston, Mass. 
Branches: 


New York Philadelphia Chicago 
Rochester Cincinnati 


H UB Counters are made 
of choice pigskin, selected 
from a very limited area of 
the skin—the prime flex- 
ible leather suitable for 
just counters, and nothing 
else. 





} 
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IN STOCK 


Shoes that Meet the 


Present Demand 


= FG. 


TRADE MARK 
Are Always Good 


Value 


We Make Them That Way ‘ 


‘atent Leather—One-Strap Sandal—Turn 

Fa or 129—Wedge Heel, C to D, 3 to 8... . .$1.70 
Fairy 229—Spring Heel, C to D, 8% to 11. .$2.05 
Fairy 329—Low Heel, C to D, 11% to 2... . $2.60 


— SHOE MANUFACTURING CO. 
nd Annville, Pa. 309 Arch Street, Philadelphia 





Eliminate the Guesswork! Specify 


= ar Ws 


Brown’s Quality Calfskins 


n your fall orders and assure yourself in advance of a definite standard of quality 
recognized everywhere as the highest. 
These “‘Sunpru” Shades will be good for Autumn: 


“ATTA” Brown 61 “ATTA” Red 71 
“ATTA” Tan 91 


No. 14 (Medium Brown) No. 21 (Dark Brown) No. 31 (Light Tan) 
Black and Brown Suede Samples on Request Dull Calf 


C D.BROWN & CO. INC. 
| 


b = 


—— 


A 


BOSTON STORE, 50 ee ST. 


>...» be - . mit | | 
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GOOD 


ae 
No - 


YEAR 


YOODYEAR Wingfoot Heels are popular— 
tremendously popular. There are many reasons 

why they should be in such great favor, but they all 
come down finally to the one good reason—gquality. 


We make them, first, to be a better wearing heel. 
And with that longer wear we combine the advan- 
tages of style and fit. There is no substitute for 
- Goodyear Wingfoot Heels. More people walk on 
Goodyear Rubber Heels than on any other kind. 


Goodyear Means Good Wear 


WENGEOOT 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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For the Boy Who Cares 


““BOBS’’ Shoes And Oxfords 


Mahogany and Gun Metal Full Grain Calf Leathers 
Orders Shipped Same Day Received 











Check Your Stock 
Mail Us Your 
Order To Day 


There’s a big field for 
“BOBS” in every locality. 
Let us show you how you 
can cultivate and cash in 
x 768 on it. K 1703 
MAHOGANY CALF MAHOGANY BAL 
Sizes 1 to 5‘... $3.50 a eee $3.40 
aa ite cnseccancdvasenenees . 


Sizes 6to 8... .. -sesseeee 2S Topmeg 5% 10 Days— Net 30 Days 


KANNALLY-WICK CORPORATION 


Ready For MANUFACTURERS Send Us A 
Trial Order 


ieaenetiints HIGHLAND, ILLINOIS To-Day 


Shipment 


Oooo 052679252625 25 2672 925672526262 ININIONINIMN NNN OOo 
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TIPS:—Guaranteed Not to Come Off 


CONSUMERS APPRECIATE THIS FEATURE OF 


“HUBTIP” «“NO-METAL-TIP” SHOE LACES 














Made of First Quality, Fast Color Braid from Tip-to-Tip 
Cannot PULL OFF, FRAY OUT or CATCH IN HOSIERY 
DISPLAY A CABINET OF ‘“SHUBTIPS” 

Easily and Conveniently handled. Packed in Single Pair Cartons, 72 pair in Cabinet 


TODAY’S PRICE LIST 


27 ih. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


EITHER BLACK, BROWN OR RUSSET *.* ASSORTED CABINETS SUPPLIED 
YOUR FINDINGS JOBBER CAN SUPPLY YOU 


MANUFACTURERS 


FRANK W. WHITCHER CO. _ Boston and Chicago, U. S. A. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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oh erer’s 


FLOWER, § GITY’KID 


i‘ popular shade- 
4 10 Submit samples ) 
gh . ; i 


Oscar Scherer & Bro.,Inc. 


ORIGINATORS OF AND LEADERS 
IN FANCY COLORED KID 


29 Spruce St., New York 


FACTORY AT NEWARK N.VJ. 
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The only upper leather that 
will outwear the rest of the shoe 
beyond repair— 


WILO ELK 


You can fasten soles to an upper of 
this leather as long as the welt and 
stitches will hold together. 
Ten Colors 

BEIGE SILVER GRAY 
LIGHT SMOKE DARK GRAY 
DARK SMOKE RED 

COFFEE BLUE 
CHOCOLATE WHITE 


—And more coming to harmonize with fall sport costumes 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 
10 Spruce Street, New York 
308 Leather Trades Bldg., St. Louis, Mo. 


WOVE 


6 Wi 























SUMMER SUGGESTIONS 








White Kid, Buck or Canvas Covered Buckles 


for your 


WHITE PUMPS 
Dainty colored Celluloid Slides set in-Highly Colored Stones 


for your 


STRAP SLIPPERS 
Flapper Tongues 


In combinations of 


WHITE and PAISLEY COLORED LEATHERS WHITE and HIGHLY COLORED LEATHERS 
COLORED LEATHERS IN ALL STANDARD COMBINATIONS 


for your 


SPORT OXFORDS OR STRAPS 
We have a “KLASIC” ORNAMENT for every shoe 


ABE MANHEIMER & CO. 


LOCUST STREET at FOURTEENTH - - ST. LOUIS 
Are you on our MAILING LIST ? If not, advise us. | Our 1923 and 1924 CATALOGUE is now on the press. 





ill 
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Even Better Than Last Year 


i Now Stules-tiew Business 


9° 42 


nfidence 


Repco Makes Shoes Look New 


 * he is a liquid enamel 
which restores that much 
desired newness to sole edges 
and to heels. 

Your customers prefer Repco to 
any other brand of enamel be- 
cause Repco is easily applied 
without danger of soiling hands 
or clothes. 


Repco contains no varnish, shel- 


lac or other gummy substance— 
but materials that protect the 
leather and prolong its life. And, 
best of all, Repco clings firmly 
and evenly to the surface. It 
does not rub off. 


Repco is made in every stylish 
color—white, ivory, light gray, 
dark gray, champagne and Ha- 
vana brown. 


For Sale by Shoe Finding Jobbers 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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AIMPER CABRETTAS 


Cabrettas of Character 























COLORS 
Carefully Selected Raw Stock FIELD MOUSE 
LOG CABIN 
SILVER GRAY 
Carefully Manufactured PEARL GRAY 
RED 





BLUE 


Carefully Sorted Selections © cree 


HAVANA BROWN 





IVORY 


Moderately Priced We can also match 


any color at shori 












notice. 


! KALLMAN-NEWCOMB COMPANY 


63-65 SOUTH ST. SINSINNATL BOSTON, MASS. 



















ST.LOUIS 













The ‘Famous 


Shoe for en 
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In Stock 


These new WEBER 
(Union Made) styles on 
















CO ONMMONMNNNE 





the DRAKE last. - 
Style 899 Style 325 Style os -_— 
Tan Calf 4 Color 6 Gun Metal Calf P & V Lotus Veal — 
No. 93 Lace Oxford , Sa 
Six r titchi ¥ tip, arounc . 
ix rows stitching acrons tin Buy them with the assurance FOR ng ve 
DRAKE LAST ° ~—T" Width C — Sizes 6 - il 
Xs Wingfoot Rubber Heet which the WEBER traditional we < - Pe i 
idt — Sizes 6% - ° ° P $4. 
Width C — Si 6 -ll rice 
Width D —Sises 5 - 1 quality gives you. = 
Price $4.35 = F 
Ti00eg8 











Weber Bros. Shoe Co. NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Room 437 Marbridge Bldg., H. Harris Rep 






1. F. STAPS, 735 Boston Block, Minneapolis, Minn. 
Cc. E. QUIGLEY, Maryland Hotel, St. Louis, Mo. 
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See the Complete Berry Line 









AT 


BOOTH-106 
BOSTON SHOW 


We Urge Our Friends in the 
Trade to Visit Us While in Boston 


BOSTON SALESROOM 
186 Lincoln St. 


The 


Evangeline Time 
Stock No. 4867 
To 





Evangeline 











White Ostex One Strap, White Ivory 
Sole, White Welt, 1144 inch Heel, White 
Rubber Top Lift, Goodyear Welt, 


95 Last. , 
P A-D $3.25 


Buy 
W hites 





Crumbs of Comfort 


| Stock No. 4442 
Black, Kid Oxford, Imitation Stitched 
Tip, Rubber Heel, 68 Last. 

Price $2.50 
No. 4444—Same style, 
Price $2.75 


Shoes 


Brown kid. 


x 
: 


Send for Complete 
Catalog of Stock 


Stock No. 486% 


Wos. White Ostex Strap, White Ivory 
Sole, White Welt, 154 inch Heel, White 
Rubber Top Lift, Goodyear Welt, 


96 Last. 
Widths A-D $3.25 





Crumbs of Comfort 


Stock No. 3606 
Kid Oxford, Kid Tip, Rubber Heel. 
76 Last, Turn. 
Price $2.50 


A. H. BERRY SHOE CO. 


BOSTON SALESROOM -- 





186 LINCOLN STREET -- 


Fe ee ee eee ee Te ee MMT e nn inenniiiinelmUnnieniiiiiit en tlh 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


PORTLAND, MAINE 


(4th Floor) 
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In Stock 
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No. 78 Last 


% 
CAHILL’S 
ANATOMACALLY CORRECT 
ARCH BRACE SHOE— 


fits the foot—never forces the foot to fit the shoe. Last 78 
is strictly orthopedic, with wide toe and one inch heel, 
flexible shank. Live merchants are rapidly discovering 
the profit-making possibilities of our Arch Brace line. 
There is a chance that your vicinity is not covered by an 
exclusive agency. 


OOOOOOOOOOOOOO I Ie 





-_—- 


In stock, with flexible Arch Braces, 
Sizes: 3 to 10; Widths: A to D; 
Black Kid $5.10; Brown Kid, $5.60; 
Other styles straight rubber heel, 
10c less. Made in four weeks: 2% 


to 10; AAA to EE. 
The CAHILL SHOE Co. 


Cincinnati, Ohio 
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Trade Mark Reg. 


Soft As Velvet 


These unusual shoes for little toddlers are soft, yet firm, flexible, 
but with a trace of arch which helps the foot as it begins to exer- 
cise. Mothers are always overjoyed at discovering these shoes. 
Let them be found in your store. 





I wo-Strap $12.00 
of First per 
Quality Elk Dozen. 
in All Popular 
Shades 
Pear! Chrome T 
Sele Terms 
Guasunterd aah 
3 ¢ 30 Net 
not to rip. 


Send for catalog of In-Slock—Soft Soles, “‘Tri-To-Walk™ 
and Hard Soles 


LITTLE WITCH SHOE CO. 
(With which is consolidated Stevens Soft Sole Shoe Co.) 
144 WASHINGTON ST., SALEM, MASS. 
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Why tanners of smooth, white 
leathers recommend Cinderella 
White Kid Polish and Cleaner to 
the shoe manufacturers to whom 
they sell their leathers. 


THEN 


Guess why over 100 slipper 
manufacturers mail-order Cin- 
derella Silver Slipper Cleaner. 


f pre 


fl 
este 


OCLEANED 
WHITE 
a 





Retailers sell these polishes put 
up in attractive packages for 
home use. 


Produced by 
EVERETT & BARRON CO. 


Providence, R. I. 

‘ SLIPPER 
Makers of highest quality CLEANER 
footwear finishes 


Fer Profit Making Deal, Fill Out 
and Send This Coupon 
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“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 
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JULY IS NOT A SLOW MONTH 


WITH MISS JUL-I AT YOUR SERVICE. 
IT IS THE SMARTEST PATTERN 
THAT IS BEING FEATURED FOR THE 


EARLY FALL. oe again we are featuring 
2 cing an initial order t jose “BETTER SHOES”’ that 
Convince yourself by placing initial ord pavone QUICK TURNi- OVERS. 


JUL—I 





**RUD-O-PROCESS 
High-Grade Flexible’’ 


Stock No. 287—Beige Kid (standard) Har- 
ness Cross Strap as illustrated. 14-8 Junior 
Spanish Full Breasted Heel. Widths A to D 
OS 2 rr EaeeaE 
Stock No. 288.—as No. 287, but on a 
Modified French Last. 14-8 Junior Spanish 
ye Preested Heel. Widths A to D es JUL-I Is JUST A PAUL RE- 
Stock No. 289—as No. 287 with a 9-8 
Cuban Heel. Widths A to D. Sizes 3 to 7. $5.25 VERE TO WHAT WE WILL 
Stock No. 290—Patent Colt with Beige SHOW YOU AT THE COP- 
Kid Collar and Strap (standard). Pattern 


Pui Breasted Fee! Wiha Ato D Sires LEY-PLAZA, DURING THE 
Senadj ba bk al BSG Bob tenon 6 Dede. WEEK OF THE BOSTON 
Hebd Hh ge nn Neon oy Smeg Pele STYLE SHOW, JULY 9. 
Stock No. 292—as No. 290-with a Rg 
ban Heel. Widths Ato D. Sizes 3 to 7..$4.85 


Stock No. 296—Same pattern as No. 287 

in Black Satin and Black Ooze Calf Collar Our Mr. Schvey will be at the 
and Straps. 14-8 Junior Spanish Full Copley-Plaza the entire week of 
Breasted Heel. Widths A to D. Sizes ve the Boston style show, July 9. 


Bond Shoe& 


Manufacturing ::: Wholesalers 


112 Reade St., 109-11-13 W. B’way, New York, N. Y. 


Pittsburg Office Philadelphia Office Baltimore Office Cleveland Office 
Blackstone Bidg.. 345-5th Avenue 32 N. 3rd Street 100 N. Eutaw Street Old Arcade Bidg 
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The New 
ARMORTRED “CUSTOM” HEEL 


e Allows the Shoe to set flat and 
| “ tread flat 


By graduating the heel from back 
to breast ('% inch thick at back 








and 7/16 inch at breast, as shown 
above) a perfectly flat striking 
surface is afforded. 





This illustration shows how Ar- 
mortred CUSTOM Heel helps to 
give the whole shoe a perfectly 
flat tread. 


This illustration shows how the 
ordinary heel tends to rise and 
strike at the breast, but not at ‘by 
the top. é oes 


Another Important 
ARMORTRED Improvement 


Originated by Quabaug Rubber Co. 


Notice the next line of samples shown you by 
the salesman and see if they tread flat. Ifthey 
don’t ARMORTRED CUSTOM HEELS will 
correct this fault. Be sure to say ‘‘CUSTOM.”’ 


Quabaug Rubber Co. 


North Brookfield, Mass. 


ORTRED 


RUBBER HEELS 
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The new ARROWHEAD 
— te ing 

Vv e buyi j 
guide — a Hosiery ff 
Dictionary and f 
Encyclopedia), 
Send for your 

copy today 


/ 


5 oa 


N this Arrowhead catalog is a wealth of ho8iery Sdatg 

that heretofore has been extremely difficult for buyers 
to obtain. It thoroughly explains many technical phrases 
and is a liberal education in the principles of hosiery 
manufacture. 
It’s a catalog—but the mere name “catalog” doesn’t 
describe it. It’s a reference book—an encyclopedia of 
hosiery terms—a dictionary—a buying guide—a valuable 
addition to the group of books that hosiery buyers like 
to keep at their elbows. 


Of course, it lists all Arrowhead numbers and describes 
them in detail. Eight popular numbers are shown in full 
color. 

Our sales and advertising policies are outlined and many 
practical suggestions are made as to the best means of 
getting more profits from Arrowhead Hosiery. 

Get this catalog. Use it as a guide to the extensive Arrow- 
head line—use it as a ready reference book—a friend at 
your side with the information you wish at the very mo- 
ment you wish it. 


If You Have Not Already Received the New Arrowhead 
Catalog Write Us for a Copy Free of Charge. 


RicumMonpb Hosrery Mui tts,°Inc. 
Established 1896 


CHATTANOOGA 


TENNESSEE 
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Rice & Hutchins make 
every kind of footwear 
for every member of the 
family, for every type of 
shoe store, that caters to 
any class of trade. 


No Matter What They Earn— 


Rich man, poor man—Rosie O'Grady or the “grand 
lady,”—no matter what the buying power of your 
customers may be, there are Rice & Hutchins shoes 


to suit every purse. 





No job lot merchandise, but each grade a specialty 
of nine specializing factories that guarantee the 
fullest value per dollar asked. 


Of the eight Rice & Hutchins Distributing Branches 
pick the one nearest you. Test its service from the 


standpoint of style, variety, price and quality. 


The ability to give you what you want when’ you 
want it, is the basis of our bid for your orders. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S. A. 


ATLANTA CLEVELAND 
BALTIMORE NEW YORK 
BOSTON PHILADELPHIA 
CHICAGO ST. LOUIS 
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Is This a New Era 


WO years ago when manufacturers, wholesalers 

and retail merchants were striving to liquidate 

stocks and pay loans, David Forgan, one of 
Chicago’s foremost bankers said: “The trouble with 
most of us is that we are so close to our business that we 
cannot see it or beyond it.” 

In other words, you could see why it might be nec- 
essary for the John Wanamaker organization to clean 
house but you could not see where you were going to be 
hit. But you were hit just the same and sooner or later 
you likewise had to liquidate. Had the average mer- 
chant got away from his business long enough and far 
enough to have seen it through the eye of others, he 
would undoubtedly have “got out from under’’ sooner 
than he did and saved himself many dollars by so doing. 

Today the average merchant conducting a general 
family shoe store is facing a problem that is even more 
serious than the liquidating of an over accumulation of 
war-time stock bought at war-time prices. 


Here is a concrete example, a counterpart of which 


may ‘be found in every city in the country. 

A merchant in a southern city of about 30,000 people 
has through twenty-five years of honest dealing, built 
up a business amounting to about $160,000 annually. 
That looks like a mighty fine business for a city of thirty 
thousand. And so it is. 

To all appearances, the store is prosperous. Its owner 
pays his bills promptly and his credit is good but here is 
the rub. He is trying to serve every man, woman and 
child in his trading zone. 

In the women’s section is everything from women’s 
field shoes and corresponding grades of dress shoes up to 
the highest grades made in Brooklyn and Philadelphia, 
women’s shoes from $2.50 to $16.00. 

In men’s shoes, likewise, from $3.50 work shoes to 
514.00 dress shoes. Then add children’s shoes, rubbers 
and accessories and you have a picture of the stock. All 
iold, the stock inventories about $65,000. Consequently 
‘iguring inventory against sales at cost, the annual turn- 
over is less than two times. 


of Merchandising? 


This condition has not always obtained in this store 
nor can it long continue. One of two things is going to 
occur; either a larger volume of business must be ob- 
tained; or, second, the investment must be lessened. 

That is the problem this merchant has to solve and 
there are several thousand merchants sharpening their 
pencils and their wits in an attempt to solve the same 
problem, each in his individual store. 

For years this merchant has sold a certain line of 
women’s high grade shoes. The agency for those shoes 
is a source of pride. He has customers who have been 
wearing that make of shoes for years but of late it seems 
difficult to satisfy these customers. They want the style 
leaders but when he gets them, the price is too high for 
the majority of these customers. To satisfy the few who 
will pay the price is a problem because of the wide range 
of sizes and widths necessary ; then comes a heavy mark 
down to close out the others. If he sticks to staple ox- 
fords and straps in these grades, he must lose the good 
dressets who want the fancier shoes. 

A similar condition prevails in the men’s very high 
grade lines, not so much mark down because of chang- 
ing styles but too much stock in comparison with volume 
of sales. 

By featuring the high grade shoes in advertising and 
in the windows, an appreciable increase is seen in the 
sales but the increase is obtained at the expense of the 
medium and lower grade lines as automatically the 
sales in these departments suffer for lack of publicity 
and display and unfortunately the store has only 
limited window space. 

This store has grown up from a small beginning and 
few changes have been’ made in methods of accounting. 
It has not been departmentized; no system of stock 
accounting has been installed: no record of pairs bought 
or sold has been kept so it is impossible to tell what de- 
partments ‘or what grades are showing a profit and 
what are showing a loss. The percentage of mark-up 
necessary to show a profit on any particular line can 
only be guessed at. 
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In a much larger city is a small store selling only 
women’s shoes of the novelty type at one price—six 
dollars a pair. 

The floor space occupied by this store is not one-fifth 
as large as the one in the smaller city but it is on a good 
corner and has windows in front and all along one side. 
In this limited space, this concern is doing about 
$460,000 annually and showing a stock turn of about 
nine times a year. 

In this store, a very accurate account is kept of pairs 
as well as dollars. Every week (every day if need be) 
it can tell the number of pairs on hand, pairs on 
order and pairs sold. lt is even departmentized so the 
manager knows the sale of satins, patents, sport shoes, 
etc. 

This is about the extreme of specialization and is 
possible only in the larger cities. lt is only within very 
recent years that this plan has been developed and now 
every city of any considerable size has such stores. 

Another new development in some of the larger cities, 
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are the specialized stores for men selling shoes at $6.50 
and $8.00. Here again is a business peculiar to the 
larger centers and not applicable to small cities and 
towns but they point the way to the future. 

The old line wholesale shoe houses that sold every- 
thing from a baby’s cack to men’s and women’s fine 
dressshoes are growing scarcer every year. Many of the 
houses still exist but generally they have trimmed down 
their lines and are concentrating on fewer things or a 
shorter range of prices. 

Some place between the extreme of the old time 
general family store that attempted to serve every- 
body from flapper to laborer and the store that serves 
only the one or the other alone lies the future of the 
successful store in the small city and town. A certain 
group in every community is demanding more in the 
way of style if their mind is centered on style. They may 
be demanding more in the way of service, special atten- 
tion, charge accounts, deliveries and so on. If so, they 
should have it and pay the price for it. 





fortable right away. 





Problem No. 5 in the Fitting Contest 


For this week’s contest, we are presenting a customer who has 
worn a fairly broad toe shoe but has trouble with his feet hurting him 
directly under the arch, just in front of the heel. His shoes run over 
to the outside, quite a bit. What kind and size shoe would you fit him 
to? Sitting measurements being, length 10 1-2, ball 9 5-8, waist 9 1-4, 
heel 12 5-8, ball to heel 7 7-8. A prize of a copy of Dr. Marshall’s 
“Foot Knowledge” goes to the best answers. 


ville, Ark.; A. de la Torre, Nogales, Arizona, were very close and deserving of mention. 


The Winning Answer 


Here is just the shoe for foot comfort for you, Mr. Sorefoot. The leather is a very fine, soft kidskin which 
won't irritate your enlarged joints and won’t require any breaking in. 

This shoe is what we call a combination last. That is, it fits snug in the heel and keeps your heel from 
sliding up and down and also prevents your foot from slipping forward and crowding the toes in the toe of 
the shoe. But best of all, it fits a little wider across the ball of the foot. Notice this vamp seam is high enough; 
that it does not press on the joint. This shoe is made particularly for your foot. 

There is a clever depression in the sole under the great toe joint and the leather in the upper is nicely 
pocketed out over the joint so when your foot slides into the shoe, the bunion just fits into a pocket already 
made, You don’t have to stretch the shoe all out of shape before it even starts to be comfortable. It is com- 


I would fit a soft kid “‘bunion last’”’ shoe, medium, round or square toe bal style, flexible welt sole, size 
714 in length, C ball with built-in pocket for bunions. A or B heel and instep. 
Opinion of Dale J. McCreary, care Walk Over Boot Shop, Springfield, Ohio. 


for Shoe Salesmen 


A big field entered in the contest for the solution 
of problem No. 3. The prize goes to Dale J. McCreary 
of Springfield, Ohio. The answers of W. J. Casey, 
Troy, N. Y.: Henry Brosell, Duluth; A. M. Axelson, 
Crystal Falls, Mich.; Lawrence L. Kay, Geneseo, IIl.; 
Herbert B. Taylor, Auburn, N.Y.; Nate Rosenbaum, 
Belding, Mich.; Ray Stoddard, Sedalia, Mo.; J. E. 
Abramson, Chicago, Ill.; Floyd A. White, Blythe- 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Always Steady Progression in Style... .. .40 


A Study in Retrospect. The merchant is the 
community’s shoe style interpreter. 


Inexpensive Trims for Small Windows. . .42 


In which drapes for backgrounds of small, 
shallow windows are effectively employed. 


A New Store with Old World “Atmo- 
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The arch effect is emphasized. 


How Hosiery Helped to Increase Shoe 
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“The plan works like compound interest,” 
says Maz Diamond of Milwaukee. 


International Association of Display 
Men Convenes 


The most successful meet in 26 years—A 
colorful display; record-breaking sales from 
exhibits. 





Jat Visiting with the Pabhsher 


Caged Squirrels 


President Lowell of Harvard University, speaking 
to his senior class, made this remark: 


“We live in an age of action, rather than of con- 
templation, perhaps excessively so.”’ 


That’s a good thought to hold, especially right 
now. 


The old-fashioned country boy used to catch a 
squirrel and put him in a wheel cage. How the little 
cuss used to make the wheel spin! But he didn’t do 
much thinking while he worked. 


It is pretty easy for us all to get in the same men- 
tal attitude as the squirrel. Did you ever quit work 
and just sit down and ponder and plan for a week or 
two? 


I know it would be good for my business. I be- 
lieve it would be good for yours. 


tte 
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ways steady Proaression 
° in Siu } 


Style always progresses from a starting point to full growth 
with a continuity easily traced, and therefore serving as pre- 
cedent 

The styles that represent a gamble are those whose very exis- 
tence is based on freakishness, which in itself is outside the pale 
of sound business judgment. Demand for shoes, like business 
conditions, in panic or good times, passe or popular, is never the 
same in any two places. There are too many kinds of local ele- 
ments to permit anyone to truthfully say, “This is today’s style, 
everybody's wearing it,” or “This is dead, nobody wants it. 

Somebody wants everything that’s made, for eventually every- 
thing is used. The crux of the whole thing is to find quickly, 
and that’s where the merchant who knows his town’s feeling 
toward fashion will determine the rate of progression in style. 














A Study of Style in Retrospect 


There are some styles that will never “die.” The strip pump is 
a thing of beauty and utility. Its lines are recognized and accept- 








ed by women everywhere as in good taste. In 
it is the foundation for a distinct family of styles 
each of which possess the lines of the pump, and 
which satisfy the wearers’ feelings for those lines. 

For distinction leave a little tongue at the 
throat. A step farther on the scale of pump 
style and you have pinking, also a larger tongue 
—something new, but still the inherent grace of 
the pump to approve of its right to stay in the 
family. Finally, the subject of ornamentation 
is fully covered by another member of the 
family with buckle attached to tongue. 


Who First Wore Straps ? 


That's a question, but it might also be con- 








strued as an answer to those who are willing to 
testify to the death of certain styles. Straps are 
good style because they are beautiful, too, and 
a thing of beauty is a joy forever no less in shoes 
than in other things. Straps come and go, but 
the season of straps doesn't end until each mem- 
ber of the family is presented. Starting with the 
simple one-strap the demand spreads out em- 
bracing the various kinds of one-straps but still 
including the one-strap itself. Take the ones 
pictured: 
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The strap from the throat is added, cutouts ap- 
pear in quarter and in vamp, combinations 
become the vogue. One may take the medicine in 
strong or weak doses, the choice is there and so 
closely related that without overloading the de- 
mand for straps is fully satisfied. 


The Two-Button Strap 


Without getting away from straps you have 
the two-button, a strap just the same but wider 
and with opportunity for cutout and underlay 
in the strap itself. How simple it is to split this 
wide strap part way or all the way, making it a 





two-strap, and from here on with a simple change 
get the cross-strap. 

From now on it is just one series of straps 
crossed and intertwined, straps with cutouts 
each with all the embodiments of the first strap 
but with an interchangeable appeal. The new 
blends with the old again, the vogue gaining in 
momentum and the merchant keeping pace with 
the growing popularity easily because the style 
is fundamentally of the long swing variety com- 
ing on gradually until it is little effort to guage 
it, and which gives one the opportunity of watch- 
ing new style developments. 











Every style develops a. family of its*own and 
all are good within that family, if.the range is 
based on the known requirements’of a neighbor- 
hood. The merchant is the one to.interpret the 
style-of the country; each merchant .in his town, 
for it isn't possible to go to headquarters miles’ 
away for official sanction on any individual inter- 


pretation of a style for the country. 
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Showing how drapes can be used to form the background of a small, shallow window 


Inexpensive Trims for Small Windows 


By FRANK P. TAYLOR 


T is not always necessary to spend a great deal of 
money to make a real display. There are hundreds 
of ideas which cost only a little money and a little 

effort. 

Poplin or sateen for drapes can be bought at the local 
store and are valuable in window decorating. The art 
of draping material in window displays has returned 
to many of the stores throughout the country. 

Selection of color is very confusing at times for the 
layman, but this can be over- 
come by following the seasons 
of the year. For spring use 
tints such as pea green, pink, 
lavender, yellow. Stronger 
colors can be used for sum- 
mer, deep blue, strong green 
also black and white. For 
fall use orange, purple, yel- 
low and green. Christmas use 
red, green and white. 

Making successfu! business 
pulling windows will be an 
easy matter if you plan in ad- 
vance. 

Draw a rough plan of 
the window, lay it out the 
same as one would a dummy 
news ad. Buy the window 
supplies in advance, so when 
you are ready to dress the 
windows every thing will be 


on hand. Work from the center of the background 
and balance the display on both sides. 





Maine Shoemen Meet 


Portland, Maine, June 18.—The Maine Retail 
Shoemen’s Association held its meeting and election of 
officers, following a banquet at the Elk’s Club on Tues- 
day, June 12. President James A. McFaul, retiring 

from office, presided at the 
meeting and introduced for 
the first speaker of the eve- 
ning, W. L. Douglas, ex- 
Governor of Massachusetts, 
president of the W. L. 
Douglas Shoe Co., Brockton, 
Mass. He delivered a very 
interesting address, dwelling 
mostly upon his past expe- 
riences in the shoe business. 
A. J. Laythe talked about 
the efficiency of storesystems. 
Mr. Laythe is the owner 
of several retail shoe stores 
and is in active business in 
Clinton, Massachusetts. 
Enslyn Gardner, secretary of 
the New England Federation 
of Retail Shoe Merchants. 
talked on advertising. 
(Continued on page 48) 
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The New Stetson Shoe Shop at 136 Boylston Street, Boston—Its windows have a distinctive 
appearance, so has its attractive interior 


New Store with Old World ‘‘Atmosphere”’ 


By HELEN M. HANEY 


made its appearance at 136 Boylston Street, 
Boston. 

One is immediately impressed by the rich front, set 
in bronze, with Italian marble baseboard and “Zenith” 
arches, extending to the third floor. This Zenith mate- 
rial, resembling light stone, gives to this shop all of the 
architectural beauty of some stately European chateau. 
Another glance and the prospective customer realizes 
that this shoe store combines old world ‘“‘atmosphere”’ 
with new world appointments, and, withal, has a most 
inviting aspect. 

Its windows are eighteen feet long, with a four-foot 
width in back, narrowing down to a 214-foot width at 
the front. The eighteen-foot walk to the door, flanked 
on both sides by the glass windows, slopes from a 
twelve-foot width between the windows at the side- 
walk to a 414-foot doorway. The flagged walk is of 
brick. The walls of the windows are of the rock-like 
Zenith. 


QO: May 22 an attractive new Stetson Shoe Shop 


Long Mirrors, Gilt Framed 


These walls are hung with four large mirrors—two 
in each window; the mirrors are divided by fine lines 
into little panes. Between each mirror is the Stetson 
Shoe trade-mark in white on a red circle, and at the 
right of each mirror are the letters “SS’’ in white on a 
red circle—the insignia of the Stetson shops. The floors 
of the window are of walnut, and little tables are used 
to a large extent for the display of the shoes. The win- 
dows have a fringed valance in ecru, which valance 


conceals the thirty-four reflector lights placed at the 
top. Among the other features of the window are the 
two ten-paned windows on either side of the back- 
ground, near the store door, these affording, when 
opened, entrance to the windows from the inside. 


Men’s Shoes on First Floor 


As the customer goes up the walk to the door, the 
view into the men’s department, with its arched en- 
trance, is most artistic—the many window-paned ele- 
vator closing; the iron-bracketed lamps, with rosy tinted 
shades, high up on either side of the elevator: the 
men’s artistic display case at the left; the public tele- 
phone at the right, with attractive panels and window 
effects; the hand-painted mural decorations, repre- 
senting landscapes, birds, or flowers; the polished brass 
grille work of the cashier’s desk—all attract attention. 

The designers of this store have used the arch effect 
to good purpose. It is evident everywhere. The long 
mirrors, two on either side of the men’s and women’s 
departments, have above them a sunburst design, and 
between the top row of cartons, which occupy three- 
quarters of the space from the floor to the ceiling, 
mural decorations are set in frames resembling the arc 
of a circle. The mirrors very cleverly conceal stock 
closets with adjustable shelves. Above each mirror are 
twin electric bulbs. . 

The floors throughout the store are the Stedman 
manufacture, in blocks of shaded black and white, re- 
sembling real mosaic. The settees in the men’s depart- 
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Above is shown the new goring 
type of shoe which permits of a 
high throat pattern without lacing, 
straps or other fastenings. It is of 
suede in one of the dark brown 
shades from the line of the Watson 
Shoe Co., Lynn, Mass. 





Current Style 
and 
Advance 
Trend 


Above is the at-presen { popu 
lar cut-out sandal effect. This one 
in green from the line of the United 
Ladies Shoe Mfg. Co., Inc., Brook- 
lyn. To the left is another popular 
sandal type, in patent, by the 
Bleecker Shoe Co., Inc., of New 
York City. 




















ment face each other. These are upholstered in a dull 
red and blue velvet tapestry in checked effect. Each 
settee holds four persons comfortably—altogether 
fifty-two persons may be fitted at one time. Rich brown 
velvet rugs are placed between the settees. At the rear 
of the store French windows again appear, and these 
windows are the inside set, the outside set being the 
regulation windows. The men’s shoe department is 
seventy feet deep. The finish throughout is of 
walnut. 

Taking the elevator, the customer interested in 
women’s shoes ascends to the second floor. This depart- 
ment is divided into a footwear parlor and an alcove 
rest room. The very first thing noticed is a fourteen- 
foot walnut display case resembling a buffet. Four or 
five attractive shoes are placed on this instead of cut 
glass or china. Over this unique display case is a long 
picture of the Stetson Shoe Company’s factories, and 
“to shed more light on the scene,” a candle is placed 
on the woodwork on either side. A turn to the left and 
the customer enters the fitting parlor, in which Dres- 
den effects in curtains and upholstery, amber-shaded 
lamps and the writing “nook,”’ all beautifully lighted 
from the charming French windows, make of ‘this sec- 
tion a delightful shopping place. A walnut table, deco- 
rated with a skin in beige ooze, a smart model in beige, 
and a most artistic lamp, also occupy this aleove. 


The mural decorations of the “nook” are the most 
beautiful of all, representing peacocks and other rich 
effects. And through the French windows customers 
may step on to the steel balcony, with its iron grille 
work. From these windows an excellent view of the 
passing throng and Boston Common may be obtained. 
On the second floor, also, is the office of Manager 
Charles B. Syer. The establishment is equipped with a 
complete system of interior house phones. 

On the third floor are the retail offices of the store. 
These are light and airy and overlook the Common. 


Sample Rooms Well Lighted 


On the fourth floor is the wholesale department. 
This is finished throughout in walnut, with two large 
and well-lighted sample rooms. One is finished in oak 
and one in walnut. These sample rooms have the Sted- 
man flooring in the same pattern as noted in the retail 
shoe store. The lights here are very interesting, being 
on the style of the indirect lighting, except that there 
are no circular shadows—a real sunlight effect is there- 
fore obtained. 

And thus are the wholesale and retail shoe depart- 
ments of the Stetson Shoe Company most happily 
housed under one roof, making for greater intensity of 
effort and greater facilitation of business. There. is also 
a good-sized basement for stock. 
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How Hosiery Helped to Increase Shoe Sales 


‘‘\ Compound Interest’? Coupon Plan in Which Friend Customer 
Co-operated with Milwaukee Merchant 


SYSTEM which creates interest in the brand 
A of hosiery offered, and which results in ‘ncreased 

business in shoes, is in successful operation at 
the shoe store of Max Diamond, 407 Grand Avenue, 
Milwaukee. 

Max Diamond, manager of the store, conceived the 
idea of offering a special inducement to customers to 
send their neighbors to his store. Because of its loca- 
tion on the principal business street of Milwaukee, a 
large share of the trade was transient, and the amount 
of friendly advertising done by customers relatively 
small. So the special inducement was made necessary. 

The scheme of Mr. Diamond, roughly outlined, is as 
follows: 

A Card with Coupons 

Each customer buying a pair of shoes at the Diamond 
store is given a card, with three attached coupons. All 
coupons are numbered alike, the number corresponding 
to a similar number printed on the master coupon kept 
by the store, which contains the name, address and 
telephone number of the re- 
cipient of the card. The cus- 
tomer is instructed to tear off 
the coupons and give one 
each to a group: of three 
friends, asking them to buy 
their next pair of shoes at 
Diamond’s. When these three 
coupons have been handed in 
by three buyers, the store 
telephones the woman, and 
informs her that she has 
waiting for her at the store a 
pair of Phoenix silk stock- 
ings. The hosiery is valued at 
about $1.25. Coupons must 
be turned in at the time of 
purchase to make the offer 
valid. Each coupon _ is 
stamped with a date about 
one month in advance, after 
which the offer expires. 


A Ten Per Cent Return 


According to Mr. Dia- 
mond, about ten’ per cent of 
the cards given out have 
their coupons turned in by 
new trade within the time 
limit. The system has been in 
operation almost a year and 


has maintained the ten per cent average very well. In 
nearly all cases, the buyers are persons who never before 
have bought footwear at Diamond’s. 


A Good Advertisement 


The advantages of the system are apparent, but may 
be well recounted for emphasis. In the first place, the 
system is one which advertises the store well. Each cus- 
tomer carries home with her, a memento of Diamond’s 
which she is going to keep, and remember, and think of 
until she has disposed of the coupons thereon to her 
friends. The name Phoenix Hosiery is also kept in her 
mind. And finally, each new customer who has entered 
the store at the suggestion of a friend will carry with 
her a similar batch of coupons which she will present 
in turn to her coterie of friends. 


Successful Business Getter 


“It works like compound interest,” said Mr. Diamond. 
“‘Tt constantly increases the circle of our trade and makes 
new friends all around. Because we sell only to women, 

we are not sure how such a 
plan would work out in a 
general shoe store. But we 
can say that it is one of the 
most successful business-get- 
ting and advertising schemes 
for both hosiery and shoes 
that we have ever heard of 
or used. The cost of giving 
away the Phoenix hosiery, 
which is the No. 356 grade, 
is nominal when the sale of 
three pairs of shoes is con- 
sidered.” 





First Meeting of Or- 
ganization 


Boston, June 20—The 
American Sole and Belting 
Leather Tanners, Inc., held 
its first meeting at 204 Essex 
Street, Tuesday, June 19, 
with T. R. Elcock of New 
York presiding. The organi- 
zation will exhibit at the 
Boston Show, July 9 to 12, 
and will feature two things: 
serviceability of leather 
and the style values of 
‘leather. 
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Two-Day Meeting at Lynchburg 


The 25th annual meeting of the Southern Shoe 
Wholesalers’ Association will be held June 28 and 29 at 
Lynchburg, Virginia. The meeting will open at The 
Virginian Hotel at 9:30, Wednesday morning, June 28. 
In the afternoon the factories of Lynchburg will be 
visited. A night session will be held at the hotel, com- 
mencing at 8 P.M. 

Thursday morning there will be a session at the Vir- 
ginian Hotel and it will adjourn at noon. There will be 
no afternoon session Thursday, but there will be a meet- 
ing at night and an informal banquet will be held. J. K. 
Orr of Atlanta, Ga., will be toastmaster. 

Some evils in the Shoe business and hew to remedy 
them. 

Styles. Will mahogany colors prevail in Fall 1923, and 
Spring 1924) Will Sport Shoes take the place in a large 
measure of White Shoes for the Summer of 1924? 

How can the Jobber cope successfully with the Style 
Problem in footwear as it exists to-day? 

Parcel post. Should not Jobbers charge extra for these 
shipments? 

Terms. Should we not continue to recommend terms 
of 60 days, no dating, or has the time come to change to 
30 days? 

Are our members satisfied with 8 and 8% profit on 
Tennis and rubber goods or should we insist upon 8, 8 
and 5%? 

Larger gross profits for the jobber. 


Your salesman is the main spring of your business. 
How are you treating and paying him? 

To cut down expenses, can many samples be elim- 
inated by carrying photos and swatches like clothing 
men carry? 

The officers include: Herbert E. King, Bristol, Tenn., 
president; H. E. Payne, Charleston, West Virginia, 
first vice-president; F. A. Brown, Dallas, Texas, second 
vice-president; E. K. Marshall, Charleston, W. Vir- 
ginia, secretary treasurer; executive committee, W. J. 
Carroll, Baltimore, Md.; 1. E. Dooley, Knoxville, Tenn. ; 
L.S. Strauss, Richmond, Virginia; W. J. Martinez, New 
Orleans, La.; J. E. Norvell, Huntington, W. Va.: 
W. E. Pitts, Montgomery, Ala.; F. A. Brown, Dallas, 
Texas; H. E. Payne, Charleston, W. Va.; Herbert E. 
King, Bristol, Tenn. 





Merchants Plan Bus Line 


Washington, June 15.—Washington merchants are 
drafting plans for the establishment of a motor bus line 
to bring customers into the congested and one-way 


- streets area from points just outside. Charles J. Colum- 


bus, secretary of the Merchants’ and Manufacturers’ 
Association here, declared that the inauguration of 
such a service is considered by some of the merchants, 
as necessary to counteract the effect on business of the 
one-way traffic scheme which is to be placed in force 
next month, upon completion of the thirty-day notice 
already given by the commissioners. 
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International Displaymen Convene 


The Most Interesting and Constructive Program Ever. 
Election of Officers Held 


Cleveland, June 20 
. J. CRONIN of New York City was elected presi- 
J dent of the International Association of Display- 
men at the convention in this city today. He suc- 
ceeds William H. Teal of Toledo, Ohio. Other officers 
elected were: Jack Cameron, Des Moines, Iowa, first 
vice-president; H. H. Tarrasch, St. Louis, second vice- 
president; Ray T. Whitnah, Wichita, Kansas, third 
vice-president; L. A. Rogers; Chicago, was re-elected 
secretary, and O. E. Wheete, Tulsa, Okla., was re- 
elected treasurer. Harry Fadem, secretary of the Cleve- 
land Association, who was advertised as having put 
over the largest and best of the 26 annual conventions 
of the organization, conducted a hard fight for secretary 
against Rogers, but the Chicago man was re-elected by 
a comfortable majority. The next convention of the 
association will be held in Buffalo. 


J. J. Cronin Is President 


No one was placed in nomination in opposition to 
Mr. Cronin, but there were contests for the other of- 
fices. Alvin McEachnie, Buffalo, and Carl Goettman, 
Pittsburgh, contested with Cameron for the first vice- 
presidency. George Rooney, New York, was defeated 
by Tarrasch for the second vice-presidency. 


The convention was the largest and most successful 
from the standpoint of attendance, educational value 
and wealth of all forms of window displays and interior 
decorations, that the association has held. 


There were 1,100 delegates registered at Hotel Win- 
ton, the headquarters. Silver cups were given winners 
in the competitive demonstrations, gold medals to 
those finishing second, and silver medals to those taking 
third place. 


Winners of Contests 


For wax form draping the winners were: G. Gordon 
Meyers of the John R. Coppin Co., Covington, Ky., 
first; Ludwig Fruhauf of the Cohn-Hinkle Co., Wichita, 
Kan., second, and H. W. Hoile of the Borabaugh-Brown 
Co., Oklahoma City, third. 

Men’s clothing display: J. Everetts of the S. E. Cul- 
len Co., Ottumwa, Ia., first; E. J. Cowgill of the Met- 
ropolitan Co., Dayton, second, and J. Hilgers of Olsen 
and Verhusen, Madison, Wis., third. 

Men’s shoes display: W. N. Speer of the W. C. Strip- 
ling Co., Fort Worth, Tex., first; C. W. Menhall of the 
Higbee Co., Cleveland, second, and Ray Young of the 
Harry Katz Co., Oklahoma City, third. 

Draping silk materials: C. J.'Gehring of the Rike- 
Kumler.Co., Dayton, first; O. A Luke of the Higbee 


Co., second, and M. L. Hoffstadt of the People’s Store, 
Charleston, W. Va., third. 

Full dress suits display: Clement Kieffer of Klein- 
han’s, Buffalo, first; M. Wolfson of Baer Brothers and 
Prodie, Chicago, second. 

Live model draping: Ellsworth H. Bates of C. W. 
Klemm, Bloomington, IIl., first; L. L. Wilkins, Jr., of 
Kerr Dry Goods Co., Oklahoma City, second; Earl C. 
Sterling of Paul Davis Co., Waterloo, Ia., third. 

Feature demonstrations: Claude Clary of La Salle 
and Koch Co., Toledo, first; H. W. Linz of Louis Trax- 
ler Co., Dayton, second, and J. N. Donahue of the Fair 
Store, Cincinnati, third. 

Displaying dress goods: W. A. McCormick of the 
Boston Store, Chicago, first; H. L. Webster of Loken 
Brothers, Madison, Wis., second; Carl H. Shanks of 
W. R. Zollinger, Canton, third. 

Men’s shirts and neckwear display: Clement Kieffer, 
Jr., of Kleinhan’s, Buffalo, first; A. A. Hansen of F. G. 
Clayton Co., Detroit, second; H. W. Linz of Louis 
Traxler Co., Dayton, third. 

Men’s hats display: A. L. Meadows of Washer Bros., 
Fort Worth, Tex., first; Clement Kieffer, Jr.,Klein- 
han’s, Buffalo, second; S. Fischer of Fischer Display 
Service, Chicago, third. 

Women’s ready-to-wear display: G. R. Lacey of Fair- 
weather’s, Ltd., Toronto, Can., first; Ray A. Young of 
Harry Katz, Oklahoma City, second, and R. M. Coy of 
S. C. Meacham, Fort Worth, Tex., third. 

Thursday morning of the convention was occupied 
with competitive display exhibition, and the closing 
session on Thursday afternoon was occupied with re- 
reports of committees and the appointment of standing 
committees. 


Sales Records Broken 


The executive committee and board of directors met 
Thursday evening to transact routine business. Dele- 
gates, who have attended many conventions, say that 
the display here was the most colorful they had seen, 
and men who made exhibits say that their sales broke 
all records. Velvet draperies, artificial flowers, evening 
gowns, electrical booths and latest creations for display 
transformed Hotel Winton into a fairyland. 

The entire second and third floors and the mezzanine 
were taken over for display. The opening session 
brought an address of welcome by Victor W. Sincere, 
head of the Bailey Company, Cleveland, and of the 
Cleveland Retail Merchants’ Board. Samuel Gross 
of the May Company, Cleveland, also joined in wel- 
coming the delegates. Clement Kieffer, Jr., Buffalo, in 
his response praised Cleveland men for the excellent 
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arrangements made and spoke highly of the warm hos- 
pitality that was shown -visitors. 


Oplimistic About Business 

The keynote sounded by the speakers in their ad- 
dress was an optimistic one, so far as business pros- 
pects are concerned. They pointed to factories working 
at full capacity, the scarcity of labor and the excellent 
bank reports to verify their prophecy of good business 
continuing. The growing importance of artistic and 
intelligent display of goods in show windows and in the 
interior was stressed. Delegates were urged to watch 
trade papers for the trend in decorations and to be on 
the alert to keep up with the procession. 

Herman Frankenthal, for 26 years display manager 
for B. Altman & Co., New York, demonstrated draping 
uncut materials on living models, while the delegates 
watched and applauded his results. It was in 1888, 
while working in Philadelphia, that he conceived the 
idea of draping uncut materials for display. Today he 
is one of the greatest displaymen in the country. 


Association Has High Ideals 

The ideals of the I. A. D. M. were described by E. J. 
Berg, display manager of the Burges-Nash Company, 
Omaha, Neb. Other speakers included: J. Duncan Wil- 
liams, Chicago; Tom Leslie, director of displays, Na- 
tional Retail Clothier, Chicago; J. L. Cameron, display 
manager of Harris Emery Company, Des Moines, 
Iowa; Frank T. Grooms, Holoplane Company, Toronto, 
Canada. 


Maine Shoemen Meet 
(Continued from page 42) 


New Officers 


Officers for the ensuing year were elected and include: 
Grover C. Hanson, Portland, president; Charles Kow- 
rey, Lewiston, first vice-president; Clarence Christie, 
Kennebunk, second vice-president: A. I. Cropley, Port- 
land, third vice-president; Paul R. Merrill, Portland, 
fourth vice-president: Morton A. Lane, Portland, sec- 
retary; A. B. Carr, Westbrook, treasurer. 

Directors appointed included: John DeLorge, Bidde- 
ford, R. E. Andrews of Norway, Paul Leveque of Lewis- 
ton, and T. F. Cusick of Gardiner. 

There were 45 members present including W. L. 
Douglas, Enslyn Gardner of Boston, J. H. Laythe, 
Clinton, Massachusetts; J. W. Nason, Kennebunk, 
Maine; C. L. Christie, Kennebunk; C. H. Green, 
Biddeford; A. B. Carr, Westbrook: S. T. Wilder, Mel- 
rose; Philip H. Houston, Frank Chase, Charles H. 
Bailey, E. E. Crocker, A. W. Hutchinson, Ralph H. 
Keyes, Henry C. Weaver, George K. Kilpatrick, H. G. 
Neipert, Paul K. Merrill, F. L. Purrington, Harry S. 
Solomon, Robert E. Pinkham, Raymond O. Seavey, 
Preble Davis, Grover C. Hanson, James A. McFaul, 
Charles A. Davis, T. Henry Black, Daniel F. Murphy, 
Harry H. Straw, P. E. Howard, Frank L. Murphy, 
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Merton A. Lane, Merton A. Lane, Jr., W. J. O'Neil, 
A. F. Dean, Ralph H. Gavett, Martin E. Cuskley, 
Walter C. Griffin, and Harold Steed of Portland: 
Charles A. Lamey, A. B. Wellehan, Paul Leveque of 
Lewiston. 





Israel Company Adds Shoe Line 


New Orleans, June 3:—Meyer Israel and Company 
has just installed a shoe department. This store is one of 
the leading clothing stores here and the new department 
is in the rear of the main floor. It can be seen from the 
front with ease. The patrons of this department will 
enjoy exclusion from other departments when buying 
shoes. 

The finishings are of mahogany and shoes are dis- 
played in modern show cases along the walls. Above 
these show cases there are compartments for the display 
of merchandise. All of the shoe boxes are of color to 
match the fixtures. Above the shelves are displayed ar- 
ticles for sale by other departments. 

The whole store has been remodeled and modernized. 
And to handle the new merchandise the company has 
secured the adjoining building on St. Charles Street. 
This company controls only the second, third and fourth 
floors of this building. The remodeling of this building 
cost more than $100,000, added 10,000 square feet to the 
floor space.. 

In remodelling the building special care was taken to 
see that it did not give a cramped appearance. To ac- 
complish this, the center show cases are low. The aisles 
are wide and roomy. The shoe department is separated 
from the rest of the store by two show cases. These cases 
are low so as not to obstruct the view, but not so low as 
to deprive this department of privacy. The cases con- 
tain three shelves on which goods are displayed. The 
backs of these cases are of wood. The passage between 
them is hidden from sight from the front of the store by 
the center line of show cases. The department hasvan air 
of exclusiveness. 

Prices range between $6 and $16, so that exacting 
persons can be fitted. The clerks are not as anxious to 
make a sale as they are to make friends. They have 
orders to see that the men are fitted right, and the in- 
structions are easy to obey because the store carries 
4,600 pairs of shoes in its forward stock, and a like 
amount in the reserve, one of the largest stocks in New 
Orleans. This is done so the store will always have 
many sizes on hand, according to Meyer Israel, presi- 
dent. The stock room for the shoe department is on the 
fourth floor. 

The floor space of this department covers 1,700 
square feet, being 34 feet wide and 50 feet deep. 

Two nationally-known brands. of shoes are carried. 
Thomas G. Humphreys is manager of this department. 
Mr. Humphreys has been in the shoe business many 
years. He was formerly with the Porter Clothing Com- 
pany of Birmingham. 
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The LAST 


“cc 


More than just “combina- 


tion.”’ 


Its orthopedic features pro- 
duce in the shoe, support for 
the arches, and relief to the 
wearer from all foot discom- 
fort. 


The first pair makes loyal, 
profitable customers. 





’Phone Your Jobber 








Buston, Mass 


> 


In Stock. with a 


wi despread number 
of leadin 


WHOLESALERS 
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Finally Perfected 


A FULL CONE 
HINGED LAST 











UNITED LAsT COMPANY 


HEADQUARTERS, BOSTON, MASS. 


TEN FACTORIES 


BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 
United Last Company, Ltd. 
Montreal 
with Branch Office at Toronto 


Our new origination constitutes a dis- 
tinct advance in the art of hinge last- 
making. 


Makers of strap pumps and oxfords will 
find this last particularly helpful, in that 
it prevents the straps from riding above 
the cone, and into the hinge opening when 
the shoe is being lasted. 


This last can only be obtained 

through us, and at the present 

time is only made in our Au- 

burn factory. We shall shortly, 
however, be able to pro- 
vide it from a number of 
our other factories. 





SIX SHOW ROOMS 


BOSTON 
212 Essex St. 


CINCINNATI 
803 Syracuse St. 


ST. LOUIS 
Adv. Bidg., Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St. 


MILWAUKEE 
10 Metropolitan Bidg. 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





June 23, 1923 


TASRAMSON'S 


BOOT AND SHOE RECORDER 





SS 


cy 





No. B582 $1.85 


B582— White Canvas Patent Trimmed One Strap, 
two button, imitation turn, 9/8 Heel, widths B to 
D, code “‘Enid” + $1.85 
B580—Same as above except | with — “Cuban 
heel, code “Thelma”... . $1.85 


No. B587 $2.35 
B587— White Whipcord One Strap, Two Button, 
Green Kid Trimmed, Imitation Turn, 9/8 Heel, 
widths B to D, code “Cannes” . $2.35 
B589— White Whipcord One Strap, Two Button, 
Red Kid Trimmed, Imitation Turn, 9/8 Heel, 
widths Bt o D, code “‘Reviera” .. $2.35 
B815—White Whipcord, One Strap, White Kid 


Trimmed, Imitation Turn, 9/8 Heel, widths B to 
D, code “Olga”’ : ii . $2.35 


No. B830 $3.15 


B830— Black Satin Two Button One Strap, 
suede trimmed, imitation turn, B to D, code “Rain- 


- $3,15 


HANNAHSONS SHOE CO. - 








A New Parisian Sandal 
Trimmed with Colored Kid 


No. B5607 $1.75 
Imitation Turn 9/8 Military Heel 
Widths B to D 
B5607 — White Canvas One Blue Kid 
Forestrap. 
560: 


8—As above except Green Kid Forestrap. 
B5609 — As above except Red Kid Forestrap. 


Strap, 











NO EXTRA CHARGE FOR SINGLE PAIRS 








A New Satin Cross Strap 
Trimmed with Suede 


No. B210 $3.50 


B210 — Levor’s White Washable Kid One Strap 
Imitation Turn, leather lined, covered 9/8 Heel. 
B to D, code “Trixie” 


No. B650 $2.35 


B650 — White Whipcord One Strap, Genuine 
Turn, 14/8 m Full Louis heel, widths A to boss 
Etta’ . 





No. B-889 $3.85 


B889 — Black Satin Cross Strap, vy i Trimmed 
Side Cut Outs, Genuine Turn, 15% /8 Full Louis 
Heel, Pearl Buttons, A to D, code ‘ Mabel” . $3.85 

















Even Better Than Last Year 


Me 


g-l2 


New s Stules Hew -New Business 


nfidence 


Mi 18 


No. B885 $3.60 


B885 — Black Satin One Strap, Soutache Braid 
Trimmed, Pearl Button, Genuine Turn, 1544/8 Full 
Louis Heel, A to D, code “Elaine” $3.60 


HAVERHILL, MASS. 


Send for new style book just issued 





NY 


ANNARSONS [le 
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Pledged to Make an Organ 
of Free Public Opinion 

















A. B. P. Standard No. 3 


“To eliminate, in so far as possible, his personal 
opinions from his news columns, but to be a leader 
of thought in his editorial columns, and to make 
his criticisms constructive.”’ 




















HE publisher of this paper together with other members of 

the A. B. P., Inc., has subscribed to this Standard. He has 
subscribed to nine other standards also, covering every de- 
partment of business paper practice. 


Business papers of the class of (NAME OF PAPER HERE), 
do not just happen. They must be built upon a solid founda- 
tion of correct principles, and operated with skill, with in- 
telligence, and with the interests of the field as a whole as the 


main objective. 


We do not believe that a publication which is a personal 
propaganda sheet, or which is forced to function within the 
narrow limitations of one man’s ideas and prejudices, can at- 
tain to the stature demanded by the progressive business and 
professional men of the country. 


In any event there is no place for such a paper within the 
ranks of The Associated Business Papers, Inc. Our type of 
publisher must be open minded, quickly responsive to every 
need of his field, and faithfully report the news without bias. 


He should not hesitate fearlessly to attack evils, and he 
should be just as ready to support every beneficial movement. 
He will not be content to merely reflect opinion, but he will 
have the capacity to crystallize and lead opinion in the right 
direction. 

In short, Standard No. 3 means that the A. B. P. publisher 
must be the highest type of public servant—and he is. 

















THE ASSOCIATED BUSINESS PAPERS, Inc. 


JESSE H. NEAL, Executive Secretary 
HEADQUARTERS: _ 220 WEST 42nd STREET . NEW YORK CITY 
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The Direct Avenue 


toa 


Five Hundred Million 
Dollar Market 


Not only has the Boot and Shoe Recorder the largest circu- 
lation, by far, of any paper in the shoe and leather industry; 
it represents a buying power scarcely equalled by any busi- 
ness paper. 

The Boot and Shoe Recorder is a bond of common interest 
between more than eleven thousand shoe merchants of the 
better class and the shoe manufacturing and leather interests. 


If you are a shoe merchant you recognize in the Boot and 
Shoe Recorder the voice of the shoe industry. You are one of 
eleven thousand progressive merchants who harken to it each 
week for many a valuable suggestion and for accurate business 
guidance. 

If you are a manufacturer advertising in the Boot and Shoe 
Recorder. you appreciate this open sesame to the minds of the 
largest and most important group of shoe merchants in the 
country. 

No one has ever questioned the eminence of the Boot and 
Shoe Recorder circulation in size or in the buying power it 
represents. And in the same way no one could question the 
value represented by the advertising rates of the Boot and 
Shoe Recorder. They are low when considered in the light of 
circulation—eminent position—and the influence of the 
Boot and Shoe Recorder with its readers. Consider the 
importance of the market—and the economy of approach. 


An A. B. C. and an A. B. P. publication of course. 


BOOT and SHOE 


RECORDER 


REAT NATIONAL SHOE WEEK 


207 South Street 
BOSTON 


Chicago Cincinnati New York Philadelphia Rochester St. Louis 


Advertising Rates as of July Ist, 1923 





Speco | 13 6 52 


1 2 
Tran | Time Times | Times Times 


One Page | $150.00 | $120.00 | $110.00 | $100.00 
lg Page 90.00 65.00 60.00 55.00 


4% Pare | 50.00 35.00 | 32.50 30.09 
\% Pare | 30.00 18.75 | 17.50 | 16.25 
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‘Constant Comfort 


‘‘America’s Best Comfort Shoes”’ 


QUALITY 





MEET US AT 


BOOTH 
167 


MAKE IT YOUR 
HEADQUARTERS 











QUALITY 


No. 86R—Black Kid One Strap Sandal, 9-8 
Wingfoot Heel 

In Stock—Auburn, B to E; St. Louis, B to E; 
Los Angeles, C to E $2.10 
No. 386R— 
In Stock 


Same ‘Style in Next Grade 
Auburn, C to E; St. Louis, C to E. 
$1.85 


No. 478R—High-Grade Black Kid Oxford, 11-8 
Wingfoc ot Heel. 

In Stock “a St. Louis, and Los Angeles, 
AAA-A to E $3.35 


No. 878R i Style in Havens Beowe Kid. 


In Stock— enere, AAA-A to B-D; St. Louis, 
AAA-A to B-I $3.60 


Over-Night 
Service from 








Even Better Than Last Year 


Me g-i2 
a Hon Stlae-Hew -New Business 


nfidence 


AUBURN 





MEET US AT 


BOOTH 
168 


MAKE IT YOUR 
HEADQUARTERS 








No. 78R—High-Grade Black Kid Oxford, 13-8 
Wingtoot Heel. 

In Stock—Auburn, A to E; 
Los Angeles, A to E 

No. 77R—Same Style with Plain Toe. 

In Stock—Auburn, A to D; St. Louis, B to 
eS yas $3.35 


St. Louis, A to D; 
$3.3: 


No. 452R—Best Quality Black Kid Perforated 
Oxford, 11-8 Wingfoot Heel, Combination Last. 
In Stock—Auburn, AAA-A to B-D; St. Louis, 
AAA-A to B-D $3.75 
No. 852R—Same Style in Havana Brown Kid. 
In Stock—Auburn, AAA-A to B-D; St. Louis, 
AAA-A to B-D $4.00 











LOS ANGELES 


No. 456R—Black Kid Plug Oxford, 10-8 Wing- 
foot Heel, Combination Last. 
| gets Auburn and St. Louis, 
Cc F 


AA-B to 
$2. 


\% 


No. 49R—Best ay & ~ Kid One Strap 
Pump, 12-8 Wingfoot H | 
In Stock—Auburn, AA = "E; St. Louis, A to 
E $3.35 


No. 749R—Same Style in Havana Brown Kid. 
In Stock—Auburn, A to D; St. Louis, A to D; 
Los Angeles, A to E $3. 


COMPLETE LINES of Oxfords, Strap Sandals, Boots and Juliets Always IN STOCK at Auburn, St. Louis and Los Angeles 


AULT-WILLIAMSON SHOE CO, Manufacturers; Auburn, Me. 


ST. LOUIS STOCK DEPT., 414 NORTH 12th STREET 








BOSTON OFFICE, 139 LINCOLN STREET 


LOS ANGELES STOCK DEPT., 109 E. 8th STREET 
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Merchants Report Business Good 


Erratic Weather Has Retarded Sales of Summer Footwear— 
Brown Shades Prove to Be Good Sellers 


ESPITE the fact that weather con- 

ditions have not been conducive to 
the buying of summer shoes, for the past 
week business on this type of footwear has 
been fairly good. 

Retail shoe merchants had looked for- 
ward to a big white season, but the un- 
seasonable weather has prevented the 
early wearing of white footwear; never- 
theless thus far quite a quantity of white 
shoes have been sold, and there is every 
hope that the weather will continue warm, 
so that there will be plenty of inducement 
to wear white clothing. 

A full week of real summer weather will 
make a great difference in white shoe 
stocks. As the weather is now, a day of 
warm weather, followed by several of 
cold weather, has a tendency to upset the 
buyer’s mind. When it is warm the shopper 
thinks of white shoes, but when the 
weather is cold she thinks of darker colors. 

Black shoes have sold very well when 
the weather has been cool. Patents and 
satins are running neck to neck in fancy 
strap and cut-out designs. 


Brown Shades Good 


All of the light shades of brown, such as 
sand and beige are very good sellers. 

Several of the stores are showing new 
strap patterns in bronze kid, which are 
taking well now, and it is believed will be 
popular sellers in the Fall, when from all 
indications, all shades of brown will be 
sales leaders. 


Men’s Business Good 


In men’s shoe stores, business has been 
exceptionally good. While black shoes are 
selling well, with very few exceptions tan 
shoes have been a little in the lead, and 
the lighter shades of tan have been better 
sellers than the darker. 

Sport shoes have been going very good, 
and the leading seller in this type of foot- 
wear is a tan soft toe, trousers crease, with 


a crepe rubber sole. These are good shoes 
for golf and sport wear, and many of the 
men are wearing them for street wear as 
well. 


Interest in Orthopedic Shoes 


The development of so many different 
ideas in orthopedic shoes, the putting out 
of so many health shoes by the different 
manufacturers, and the national adver- 
tising campaigns conducted by them on 
their products, has brought to the atten- 
tion of the general public the necessity of 
taking proper care of their feet. 

This has not only been manifest by 
customers insisting on being fitted properly, 
but by their buying shoes that will cor- 
rect little ailments that have made their 
appearance before they develop into ser- 
ious foot troubles. 

This demand for health shoes on the 
part of the public, has brought about the 
opening of little specialty shops that sell 
only shoes conducive to good health, and 
many of the up-to-date shoe stores have 
set aside a section of their store where they 
make a specialty of fitting feet that are 
hard to fit, or where they take care of 
troublesome feet by fitting to them cor- 
rective shoes. 


Walk-Over Has Novel Display 


The Walk-Over Shoe Company has de- 
voted the space of one of its windows in 
its State Street store to a window trim 
that has attracted quite an amount of 
attention. 

In the center of the window there is the 
skeleton of a foot, which has an electrical 
attachment which puts the skeleton in 
motion and shows the movement of the 
bones in their sockets. 

Grouped around this unusual showing 
are corrective shoes and foot appliances, 
with a wax figure in nurse’s uniform to 
help make the display impressive. 
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The Walk-Over Shoe store is one of the 
stores that maintains a special department 
for the fitting of feet that are hard to fit. 


Sport Hosiery Selling Freely 


Chiffons in the light colors for wear with 
colored kid shoes as well as blacks, con- 
tinue in popularity for dress wear. 

Sport hose have been selling very well. 
English lisles in stripes and checks, also 
in plain color effects in ribs are going well 
for golf wear. Golf hose of three quarter 
length in light wool and having a turn 
back cuff at the top, in checks and plaids 
are also good sellers. 

Miss O’Brien, buyer of hosiery for the 
Alfred J. Ruby stores, reports an excep- 
tional business on sport hose. One of her 
newest features is a silk and lisle with a 
drop stitch about an inch apart, having a 
tan background with contrasting stripes 
running around the hose. These stripes are 
of varied widths but of the same color. 
This pattern comes with green, blue, 
purple and lavender stripes. ‘““These are 
very good sellers,” says Miss O’Brien, 
“we hadn’t had them on display a half 
hour when we sold several pairs.” 


Chicago Wins Daylight Hour 


Chicago will continue to set its clocks 
as it pleases. The anti-daylight savings 
bill, prohibiting any city in Illinois from 
adopting anything but central standard 
time, was killed in the House at Spring- 
field on June 15 by a vote of 59 to 51. 

This was a close fight, but the working 
people of Chicago are pleased at the out- 
come, as the extra hour of daylight means 
much in the city to people who are em- 
ployed from eight to ten hours each day, 
as it gives them an opportunity to enjoy 
some of the pleasures of the parks and the 
lake, that people who are not employed 
can enjoy during the daytime. 





Preparing to Close 


The Louisville store of Endicott-John- 
son has been doing some good clean-up 
work in disposing of a part of the retail 
stocks on hand, prior to the planned clos- 
ing of the store late this month. 
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Weather Unkind to Merchants 


Hot Period Needed to Stimulate Demand for Whites, Business 
Is Reported as Excellent in Sports and Colors 


USINESS is excellent, with only a 

spell of protracted hot weather needed 
to send volume soaring above the best pre- 
vious records. The public here wants to 
buy, according to merchants, but the 
weather man simply will not give the re- 
tail shoe merchant a fighting chance to ac- 
commodate the shopper. White footwear is 
moving a little better now than two weeks 
ago, but has not yet attained its usual mid- 
June volume. Unless the much-desired hot 
weather arrives soon, the average merchant 
will have been dealt a severe blow, for 
stocks of white footwear in this city, es- 
pecially in the outlying stores, are far 
from low. 

Sport footwear moves well as does the 
colored slippers, which are seen frequently 
on the streets now, and consequently are 
subject to a steady demand in the shoe 
stores. Prices of retail shoes are holding 
up well, with no substantial slashing done 
as yet, despite a somewhat backward 
season. 


Men’s Shoes Selling Well 


Tan oxfords in fancy patterns and 
crepe rubber soled sport shoes are causing 
a nice stimulation in men’s footwear busi- 
ness. Until the past week, black and the 
tan and brown shades had been dividing 
business on a 50-50 basis, but now the 
tendency is decidedly toward the lighter 
shades. The creased footwear is receiving 
little attention from the sane buyer, either 
dress footwear. 


in sport, business or 


Manufacturing Slows Down 


A gradual slump in shoe manufacturing 
is commented upon in the latest report of 
the Wisconsin Industrial Commission. The 
slight dropping off in the number of men 
being sought by the companies is inter- 
preied by the state officials to indicate a 
letting down of the high speed activity 
which has dominated the industry through- 
out the Spring. Whatever slackness may 
hereafter be felt in the manufacturing end 
of the industry will be the regular summer 
slackness. Fall orders are good and in 
some cases manufacturers will have to in- 
crease production to fill them satisfactorily. 


New Department Announced 


Addition of a shoe department to Her- 
man’s ladies ready-to-wear shop on Grand 
Avenue, Milwaukee, is announced by 
Herman Reel, head of the Reel Quality 
Shop and owner of Herman’s. The new 


department will be in charge of James G. ° 


Townsend, and will occupy a space of 
15 x 80 feet on the main floor of the store. 


Herman’s is located on the southeast cor- 
ner of Third Street and Grand Avenue at a 
spot conceded to be the busiest in the city. 
Despite this fact, the new department will 
cater entirely to novelty footwear and 
staples will be almost totally neglected. 
Only leading style models will be carried, 
according to Mr. Reel. Mr. Townsend is 
now in the East, selecting a line of foot- 
wear for the new department. 


Ad Campaign Called Off 


Because of the lateness of the season, 
the proposed advertising campaign of the 
Milwaukee Shoe Retailers’ Association, 
intended to push the sale of white footwear, 
has been cancelled. 


Form New Company 


Organization and incorporation of the 
Retailers, Tallow and Calf Skin Associa- 
tion of Milwaukee are reported by the 
secretary of state of Wisconsin. The new 
company has capital of $100,000, consist- 
ing of 1,000 shares at $100 par. The com- 
pany is formed by prominent meat dealers 
of Milwaukee for the purpose of dealing in 
animal fats, hides and by-products. It is 
incorporated by J. Herman, E. Priebe, E. 
H. Nemkowitz, C. Turck, A. J. Gahn, and 
J. T. Seng, all of Milwaukee. 


Favor Saturday Closing 

An average of 75 per cent of Milwaukee 
merchants in the down-town district and 
principal outlying business sections, who 
answered questionnaires sent out by the re- 
tail division of the Association of Com- 
merce, are in favor of closing their stores 
at noon Saturday during July and August, 
according to V. M. Pace, sales promotion 
manager of Gimbel Brothers. A number of 
merchants, opposed to Saturday closing, 
are in favor of closing at 5:30 each day 
during the two months. Report on the 
canvass will be made before the June 
monthly meeting of the division. 


Oshkosh Sales Successful 


So successful were the special bargains 
offered by Oshkosh merchants in the re- 
cent effort to stimulate Monday sales, that 
they will become a permanent part of 
Oshkosh retailing practice. Monday is 
generally conceded to be the quietest day 
of the week, and by means of special bar- 
gains, merchants hope to make it one of 
the busiest. Each store designates some 
one article on which a special bargain price 
is placed. Monday bargains are then ad- 
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vertised in local newspapers on Saturday 
night. 


A New Building 

Contracts for the erection of a new 
three-story shoe manufacturing plant in 
South Milwaukee, Wis., have been let, ac- 
cording to the Mid-Western Shoe Manu- 
facturing Company, a new concern, which 
is building the structure. The plant will be 
52 x 130 feet in size and work on it will be 
rushed to completion in order to permit 
operations to commence as early as pos- 


sible. 


Talks on Salesmanship 


“Closing a Sale’’ was the subject of an 
address made by Harry N. Tolles, of the 
Sheldon School of Chicago, before the 
weekly meeting of the Optimist’s Club of 
Milwaukee. ““The most important element 
in any sales transaction is the man who 
makes the sale,”’ said Mr. Tolles, in urging 
greater interest on the partof the merchant 
in the sales force in his establishment. 


Credit Men Meet 


More than 140 credit men were present 
at the joint meeting of the credit men’s as- 
sociations of the Fox River Valley, held at 
the municipal club house in Oshkosh. 
Franklin K. Adams, vice-president of the 
First Wisconsin National bank of Mil- 
waukee, was the principal speaker. Mr. 
Adams urged amore general education of 
the young men and women of the day in 
economic subjects. Discussion of credit 
matters occupied the greater share of the 
meeting. A banquet was served with Rob- 
ert P. Boardman, as master of ceremonies. 
Credit men of Green Bay challenged the 
credit men of Oshkosh to a ball game, 
which will be played at the next meeting of 
the joint associations. 


Stores Not to Close 


Stores of Oshkosh, Wis., will not be 
closed on Saturday evenings this summer. 
Merchants of the city decided to that 
effect at a meeting of the retail division of 
the Association of Commerce, thus dis- 
posing of a subject that had been under 
consideration for some time. Group meet- 
ings were held at which the question was 
discussed pro and con and it was finally 
decided that merchants of the city would 
not act until the matter had been taken 
up for consideration by other cities of the 
Fox River Valley. Fear that trade would 
go to cities which kept open house on 
Saturday night was primarily responsible 
for the decision to remain open. 


Warns of Bad Checks 


George Bartlett of Milwaukee, secre- 
tary of the Wisconsin Bankers’ Association, 
has issued a warning to merchants of the 
state to beware of certified checks which 
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are presented by persons unknown to the 
bank. False certification stamps are the 
latest recourse of the clever crook, and 
merchants in all parts of the country are 
being victimized through this method. 
Mr. Bartlett claimed that a short time 
ago a man deposited $600 with a Milwau- 
kee bank, and had his check certified. 
Then he had a stamp made from the certi- 
fication on his check and proceeded to 
draw checks on other banks and “certify” 
them. He got away with from $4,000 to 
$5,000. 


Retail Shoe Merchants Meet 


The Milwaukee Shoe Retailers’ As- 
sociation held a meeting recently and 
several vital subjects came up for dis- 
cussion. President A. T. Jenkins presided. 
He announced that there would be a 
special directors’ meeting in July and a 
special association meeting in August, 
just previous to the annual convention of 
the state convention, which will be held in 
Milwaukee August 7-9. The vacancy on 
the board of directors caused by the recent 
death of Oscar Hart has not yet been filled, 
owing to a lack of quorum of directors to 
confirm the president’s appointment. A 
resolution on the death of Mr. Hart was 
passed and a committee consisting of 
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Messrs. Diamond, Wuerl and Klein was 
appointed to prepare a resolution, a copy 


of which and a letter of condolence to be 


sent to the widow. 


The question box round table dis- 


cussion brought out a few important 


matters, such as a discussion of arctics for 
the coming season for which the sentiment 
seemed to be for the four-buckle black. 
A census of the merchants showed that 
they anticipate an average of 35 per cent 
men’s and 85 per cent women’s low shoes 
for the coming season. 


Increase Consumption 


Reflecting on the situation in the shoe 
retailing industry, President Jenkinsstated 
that figures show that in 32 years the shoe 
consumption has not increased and that 
at present it is not overproduction of the 
factories but under-consumption by the 
public. He said it was necessary to create 
an occasion for the individual to buy more 
shoes and that one pair a-year more per 
person would be a wonderful stimulant to 
the business. Occasions such as Easter for 
Spring, June for white, September for Fall 
and Thanksgiving for dress and Winter, 
could be opportunely used. The suggestion 
for a united opening of the white season 
was then made. 





ST. LOUIS 


Business Has Reached High Mark 


Retail Shoe Merchants Enjoying Splendid Sales of All Types 
of Summer Footwear—Shortage of Salesmen 


USINESS in the retail shoe stores for 

the week ending June 16 was the best 

for many weeks. All stores, regardless of 
the quality of merchandise handled, re- 
ported sales of unusual volume. This pace 
was continued throughout the week with 
some days being reported as the best for 
the year. One large store reported that 
Thursday was the biggest week day in 
point of sales since occupying its new loca- 
tion. Saturday was comparable with the 
best Sa urdays of the season. All stores 
were serving as many customers as pos- 
sible. Walk outs were frequent. This 
situation effected all the stores and it 
availed the prospective shoe purchaser 
little in pursuing these tactics. The 
shortage of shoe salesmen continues. This 
condition is becoming acute in some stores 
where a great many salesmen are required. 
The manager of the shoe department of 
one of the large department stores had the 
following to say with reference to serving 
customers and the volume of business being 
transacted on white business: ““There is a 
lot of excellent white footwear which can 
be bought ata price and a sale would allow 
one to make a killing. But how on earth 
could you handle a sale in here? There are 
as many customers being served right at 


present as it is possible for us to handle, so 
why put on a sale? Our white footwear 
business has been so good that we are 
very close to last year’s figure. All of this 
in spite of the terrible weather we have 


experienced for the last month.” 


White Business Good 


White shoes have been the big element 
in business. At least 95 per cent of the 
business has been on white footwear. Much 
depends on the buyer as to what is selling 
best in the way of materials. In the stores, 
where canvas was bought in preference to 
kid, the story is that canvas is selling best. 
In the store where kid was the favorite 
you find the same answer in that white kid 
is the best seller. One merchant stated that 
there was a shortage of white kid at the 
present moment. He added that he would 
purchase $10,000 worth of white kid if it 
were available in the desired patterns. 
This same information has been- coming 
from other stores. 

The assistant buyer in one of the large 
department stores said that if the demand 
for white shoes continued the way it had 
during the past week the stock would be 


greatly embarrassed. The weather, which 
for the most part of May was wet and re- 
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tarded the buying of white footwear, 
caused the retail shoe merchant great con- 
cern. 

One disappointment in the white field 
has been the colored trimmed shoes. With- 
out exception they are scarcely moving. 
One retail shoe merchant declared that 
they were not even asked for, much less 
being bought. It’s the same story thatit has 
been for the last two years. The early sea- 
son advice is colors. When the actual buy- 
ing starts few customers desire colored 
trimmed white shoes. Hence when the 
clean up comes the loss is taken on this 
item. 

Green Best in Colors 


In colored kid footwear, green is having 
a run that bids fair to hold for some time. 
Blue is not as strong, but is holding well 
in the demand. Red kid has lost its popu- 
larity. 


Shoe Mart Has Big Thursday 


M. M. McCain, manager of the Shoe 
Mart, reported that Thursday, June 7, 
was the biggest Thursday in point of 
sales and dollar volume the company has 
experienced since occupying its new 
quarters. 

The unusual angle of the event was that 
the razing of the building next to the Shoe 
Mart was going on and a special watchman 
was ordering people into the street and off 
the side-walk. 


Mathews Goes to Chicago 


F. H. Maxted, manager of the St. 
Louis Hanan & Sons store, announced 
that A. L. Mathews, hisassistant, has been 
transferred to the Hanan State Street, 
Chicago, store. Mathews has been con- 
nected with the St. Louis store for some 
time and has accumulated considerable 
experience in the Hanan organization. 


Ames Back from East 


Frank Ames of the Ames Shoe Com- 
pany has just returned from a vacation 
spent in the East. He was accompanied on 
the journey by Mrs. Ames. 


Strayer Breaks Arm 


Charles Strayer, sales manager of the 
Johansen Bros. Shoe Company, met with 
an unfortunate accident recently. While 
attempting to crank his car, he broke his 
arm just above the wrist. The break is a 
bad one. However, he is on the job every 
day at his office. 


Corrective Shoe Department 


Arrangements are being rapidly com- 
pleted for the new corrective footwear de- 
partment of the Grand Leader. Additional 
space and new furnishings are being in- 
stalled in the new department. This end of 
the business has grown so large during the 
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past year under the management of 
Charles Lasky, that it will require two 
salesmen to serve the customers. The lo- 
cation is just west of the North Seventh 
Street door and at the west end of the 
shoe department. 


Manufacturers Show Gain 


The Federal Reserve Report of general 
business in this district issued recently 
states that shoe manufacturers eporting 
announced a 6.3 per cent gain in April over 
the same period of a year ago. The report 
follows: “Sales of the 11 reporting inter- 
ests in April were 6.3 per cent larger than 
for the corresponding month in 1922, and 
21.2 per cent under March this year. The 
decrease in April under March is due to 
seasonal considerations, though somewhat 
larger than usual. The demand throughout 
the entire line continues active, with an 
especially heavy call for novelties and 
colored leather goods. Prices were un- 
changed during the period under review 
on finished goods and raw materials held 
firm at the recent advances. Factory opera- 
tion continues at the recent high levels 
and plants turning out novelties are 
working at full capacity.” 


Issues Helpful Hints 


The “Shoe Horn,” house organ of the 
Swope Shoe Company, in its last issue 
publishes some helpful hints in fitting 
gore slippers. “We are st:ll having what we 
feel to be entirely too many clean-ups. 
Both the sandals and the gore slippers re- 
quire unusual care in fitting. The elastic 
and extra material in the instep of gore 
slippers is very apt to hurt and in sandals 
the foot is very apt to slip forward giving 
the same effect as a short shoe. If every 
one will be especially careful when fitting 
either of these types of footwear, we will 
be saved a lot of trouble and expense in ad- 
justing complaints.” 

Another item, which is useful informa- 
tion tothe sales force, follows: “As much de- 
pends on the manner in which colored kid 
shoes are cleaned, we must ask all sales 
people to be very careful in recommending 
cleaners. Any cleaner that will clean colored 
kid easily is apt to take the color out if it is 
rubbed at all hard. We have found that 
about the best thing is the French cream 
which is a white paste.” 


s 


Opens New Office 


Kallman-Newcomb Company,  well- 
known Boston converters of cotton goods 
and shoe linings, as well as manufacturers 


of colored cabrettas, have opened anew St. — 


Louis office. John C. Henley, formerly 
with A. M. Roblee, is manager. The new 
office is located at 317 North 16th Street. 
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CINCINNATI 


Seasonable Weather Booms Whites 


Colored Trimmings on White Footwear Are Popular—Colors 
Continue to Sell Freely, but Plain Whites Lead 


HE retail shoe merchants report that 
business during the week ending 
June 16 was exceptionally good and that 
their sales are now averaging higher than 
for the same period last year. The weather 
of late has been seasonable and has been 
warm enough to bring out feminine buyers 
in search of suitable footwear for the sum- 
mer months. The result has been that 
shoe stores have been doing a satisfactory 
business on white footwear, the preference 
seeming to be for the all-white shoes. There 
are some whites being sold with colored 
trimmings and a number of this type are 
seen on the streets of Cincinnati, but the 
bulk of the white business ison plain whites 
or whites with trimmings of white leather. 
The popularity of the colored footwear 
in various shades continues unabated, al- 
though there are signs that it is approach- 
ing the end of its reign. The beginning of 
the white season has placed the novelty 
colored shoes somewhat in the background 
and they are not being displayed in the 
windows of local retail stores as con- 
spicuously as they were a few weeks ago. 
There are an amazing number of them 
seen on the streets, however; and the sales 
are still large. But the end of their vogue 
within a very short time is predicted by 
local merchants, who are getting them off 
their shelves as rapidly as possible. 

One fact to be noted is the good condi- 
tion in which most of the Cincinnati re- 
tail merchants are situated as far as their 
stock is concerned. They are not carrying 
large quantities of footwear and have been 
purchasing in a cautious manner so that 
they will be in a favorable condition to 
follow the style trend in footwear rather 
closely. This, of course, is a distinct ad- 
vantage and is to be contrasted with the 
situation in which the merchants found 
themselves a year or so ago when they were 
overstocked with goods. 


Outing to Be in Kentucky 


The Shoe and Leather Club of Cincin- 
nati is making elaborate preparations for 
its annual outing which will be held at 


Cody’s Farm in Kentucky on Saturday, 
July 14. George Mohr is chairman of the 
committee in charge of the affair and 
many good things are promised those who 
attend. The members who have attended 
the various outings in the past will testify 
to the fact that every minute is filled with 
real pleasure and it is anticipated that 
there will be a large turnout for this year’s 
event. 


Salesmen on Territory 


The sales force of The Homan-Hughes 
Company, Cincinnati, left this week with 
select samples of Fall footwear. 


Recreation Park for Workers 


The Selby Shoe Company, Portsmouth, 
Ohio, has acquired a country site of ap- 
proximately 65 acres as a recreational 
spot for its employees. The object in se- 
curing this site is to provide a good place 
where the employees could go to spend an 
afternoon or evening or, if so desired; to 
rent or lease a camp and live there all 
summer. The new site is located near 
Portsmouth on the Ohio River and is 
highly desirable for baseball, tennis, boat- 
ing, swimming, and all other outdcor 
sports. Every Saturday afternoon a crowd 
of men employees, numbering from 50 to 
100, are giving their time to cleaning up 
the river bank, laying out the land, etc., 
so that in a very short time the grounds 
will be ready for picnics. Later things will 
be in shape to accommodate parties for 
week-ends and vacation camping. 


Seeking Fall Business 


The Kenworth Shoe Company,Coving- 
ton, Kentucky, is now sending out its 
salesmen for Fall business. The following 
men have left for the road: George E. 
Brooks, Ohio and Indiana; Sam Stanfield, 
Georgia, Alabama and Florida; J. B. 
Gresham, Texas, Oklahoma, Arkansas and 
Louisiana; W. S. Rubel, Chicago; and H. 
Claire Dalton, Virginia, North Carolina, 
South Carolina, and Washington, D. C. 





CLEVELAND 
Merchants Enjoying Good Business 


Seasonable Weather Inspires Generous Buying in Retail 
Stores—White Shoes Going Strong 


UNE promises to be a month of es- 
pecially good sales, not only in the 
shoe stores but in all retail lines. It is true 
that inclement weather slowed buying in 
the earlier months of the spring, but the 


demand opened with a stronger volume 
once the sun set the mercury in thermome- 
ters up to beyond 80 degrees and caused it 
to remain there. 

The week ending June 16 was one of 
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pleasant weather with summer suits in 
order, with the exception of one day, when 
it was rather chilly for the season. 

Merchants in the shoe stores, especially 
those in the down-town district, exper- 
ienced excellent trade. Saturday, always a 
day for buying on account of the half 
holiday granted by the factories. 

Shoes that are appropriate for wear on 
the greens of the golf links, fishing, hiking, 
tennis and all other forms of outdoor 
sports and recreation, are now being sold. 


New Stores Prospering 


Spring has brought the opening of an 
unusual number of new shoe stores in this 
city. 

Reports brought in to the different 
headquarters of the agents of shoe manu- 
facturing establishments in The Arcade 
are to the effect that these new stores are 
in the main prospering. The number of 
people who rely on the smaller stores for 
supplying their-need seems to be on the in- 
crease, but at the same time, the larger 
stores down-town report their volume of 
sales has been growing. 

Merchants point out that the annual 
increase in the population is between 
30,000 to 50,000 and that some years it is 
even greater. This, of course, means a 
natural increase in the number of all re- 
tail establishments. 

At a recent banquet of the Cleveland 
Real Estate Board, one of the speakers 
who has made a study of population growth 
of the different cities, made the assertion 
that in the next 15 years the city of Cleve- 
land will double its population, and that 
the growth of space devoted to retail sales 
must keep pace. 


At the Retail Stores 


A visit to a number of the stores in this 
city disclose that never was there a 
greater variety of models for wear in the 
spring and summer season than are on 
display at the present time. 

The Stone Shoe Co., which has been 
enjoying a particularly good patronage, 
has been having excellent results with a 
sport oxford of beige and tan and gray 
and black; a white calf trimmed with 
patent, red or green, while a_ sandal 
trimmed in gray, red, blue, green, patent 
and beige has been another leader. 

The Pocock-Wolfram Co., has an 
unusually fine display of white footwear. 
There are white elk, with cut-outs, white 
kid, white cloth with colored trimmings. 

The Chisholm stores with their attrac- 
tive windows, are built especially for 
elaborate displays of shoes, are a mixture 
of white, glorious red, green, mottled, 
patents glistening in the sunlight, sandals, 
satins, etc. These stores report a good run 
on sports, although they have no com- 
plaint to make about the demand that 
has come for white canvas. 
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SAN FRANCISCO 


Colors Strong Favorites of Women 


Advent of White Footwear Season Has No Effect on Demand 
for Brilliant Shades 


OMEN’S colored footwear has at- 

tained the predominating position as 
seller in the estimation of retail shoe mer- 
chants. With the advent of the white 
season, the anticipated lull in the demand 
for colored footwear did not materialize. 
Red, blue, green, beige, and other high 
colors are still selling freely. 

Paul Tieburg of the Royal Shoe Store, 
923 Market Street, has just returned from 
a trip of two months to New York and 
other Eastern points. While the trip was 
primarily a pleasure trip, Mr. Tieburg 
took advantage of the opportunity to 
transact some business. He brought back 
a large stock of colored shoes and has been 
amazed at the rapidity with which they 
have been selling. ‘They have been simply 
eating them up,”’ said Mr. Tieburg. “I 
have never seen anything like it since I’ve 
been established in San Francisco.” 

H. E. Cornwell, general manager of the 
Walk-Over Shoe Store on Market Street, 
reports that Monday, June 4, was the 
biggest day he ever experienced in the 
store. This is the more remarkable from 
the fact that sales of men’s shoes are 
rather quiet at this time. Colored shoes 
are going “like hotcakes’’ and the men are 
doing themselves well in golf and outing 
shoes, while the specially made shoes like 
the Ground Grippers and other corrective 
shoes have a regular clientele, and are not 
much affected by seasonal fluctuations. 


Shoe Department Moved 


Thomas Butler, buyer for the ladies’ 
shoe department at Hale’s Department 


Store, is highly elated over the results of 
moving his department “‘off the aisle, into 
a corner.’’ He says he insisted and kept on 
insisting that he wanted to move, and now 
the whole second floor of the big store is 
being remodeled, and all departments are 
being shifted. 

There will be a ladies’ department and a 
children’s department, and although the 
stock has just been moved, the sales have 
more than doubled for the corresponding 
dates of last year. Mr. Butler says that 
not only his department, but all other de- 
partments that have been moved have 
been helped by the change and have ac- 
quired more “‘pep.’’ He expects to add six 
girls to his sales staff to handle the in- 
creased trade. 


G. E. Fleming on Eastern Trip 


G. E. Fleming, buyer for the ladies’ shoe 
department of the Emporium, left on 
June 15 for a business trip to New York 
and other Eastern cities. He will be gone 
about two weeks. Mr. Fleming says that 
business has been very satisfactory in his 
department and is picking up every day. 


M. O. Michelson on Tour 


M. O. Michelson of the Florsheim- 
Shaefer Shoe Company is on a trip through 
the San Joaquin Valley to Los Angeles, 
stopping at Fresno, Bakersfield, and other 
towns on the way. He is accompanied by 
his wife and is traveling by automobile. 
Mr. Michelson was formerly with Hanan 
& Son, Geary Street. 





DES MOINES 


Marked Increase Over 1922 Sales 


Retail Shoe Business Good—Special Campaign Planned to 
Stimulate Sales of White Footwear 


ECAUSE the weather has been very 

cool and rainy here during the entire 
spring, it may lead one to believe that the 
retail shoe merchants have not had a good 
volume of sales. This is not the case as an 
inquiry in all the downtown stores shows a 
decided increase in this years’s sales over 
those of last year. 

The last three days of the week ending 
July 16 have been true Iowa corn weather 
—good and hot—and an unusually good 
business in the shoe stores resulted. 


Bright Colors Lead in Sales 


The most popular line today is the 
bright colored footwear that the women 


are wearing. ““The most popular numbers 
in the Arant Shoe Company store,” said 
Joe Russell, store manager “‘are beige and 
sand colors while green is also quite popu- 
lar and red is not being so well received.” 
The Egyptian effects in sandals are still 
going well and the demand is expected to 
continue unabated for at least two months 
longer. Many of these styles are much 
more attractive with buckles or other orna- 
ments and there has been an excellent de- 
mand for them with novelty styles. 


Sales Campaign on Whites 


Due to the cool, rainy weather, which 
prevailed here during the entire spring, 
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white shoes have not sold as well as ex- 
pected. However, due to a like experience 
last year the retail shoe merchants were 
more conservative in stocking white shoes 
this year and will therefore come out all 
right. 

There was a meeting last week of sev- 
eral of the downtown shoe merchants for 
the purpose of discussing ways and means 
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to force their white lines before the open- 
ing of the summer sales. As there are only 
two weeks in which to dispose of white 
shoes at regular prices, as after July 4, the 
public will buy white shoes only when 
they are on sale, it was decided to spend 
all newspaper advertising appropriations 
next week exclusively on white shoe 
advertising. 





LOS ANGELES 


White Footwear Paramount in Sales 


Colored Trimmings 


Prominent Features in Emphasizing 


Style—White Kid in Sandal Effect Is Popular 


HE past couple of weeks have been 

very good from a business standpoint, 
according to retail shoe merchants. Al- 
though the warm weather has been rather 
spasmodic, with short hot spells alternat- 
ing with periods of coolness, the sales of 
shoes, especially women’s and children’s, 
have been very gratifying. 


Optimistic About Whites 


Wetherby-Kayser’s are very optimistic 
about the white situation. Colors are sell- 
ing well, but from now on they believe 
they will be sold only as extra pairs. The 
big sales will be on white kid sandal‘effects, 
in many instances with colored trimmings, 
but it will mean a genuine white footwear 
season at that. 

The sports costume finds its reflection 
in the shoes and a touch of color on strap 
or instep carries out the prevailing color 
scheme. All whites will probably hold 
paramount place during the next couple 
of months. 

There is always a big demand for white 
footwear in Los Angeles and there should 
be a bigger demand this year than ever, as 
the last census approximation gives a 
population of 900,000, which means more 
purchasers. According to the telephone 
company, 40,000 new residents have come 
to Los Angeles since the first of the year. 
It has been established that individuality 
in footwear is only on the brink of its vast 
possibilities. 

Patents Picking Up 

Patent leather is coming back into high 
favor, according to Baker’s. Some of the 
new styles carry the high Spanish heel with 
modified stage last and sandal pattern, 
with colored kid. For dress wear, the de- 
mand is for satins which are holding up 
wonderfully., It is expected to be very 
strong during the early fall, in fact, some 
go so far as to predict that patents and 
satins will make it a black season. Toes 
and heels are 


are noticeably rounder 


getting higher. 
Ven Wearing Square Toe 
In men’s shoes the square toe effect is 
the thing. Colors are lighter and nine out 


of ten men are wearing brown shoes of 
various shades. The others are wearing 
white or black, mostly white. 
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Gude’s to Open New Store 


Gude’s will open on West Seventh 
Street early in the fall in the new Union 
Oil Building at the corner of Seventh and 
Hope Streets. This is in the same block as 
the Bootery and on the same side of the 
street. This will mean another high-class 
shoe store in this shopping center. The 
new store will be ready for occupancy 
about September 15 and plans are already 
under way to make it a worthy expression 
of the Gude ideals. 


New Store. for Hollywood 


A Young Shoe Store is to be opened in 
Hollywood soon, adding another link to 
this popular chain. 

The Children’s Shoe Store, at present 
located on Broadway, is soon to move to 
Hill Street, near 8th. 


White Footwear Moving Fast 


Bright Colored Hosiery Worn with White Shoes—Good 
Demand for Colored Sandals and Slippers 


ETAIL merchants report a good 

demand for shoes and an excellent 
demand for hosiery. Movement of white 
shoes has been big since the latter part of 
May, while there is still a very fair demand 
for colored sandals and slippers. The 
combinations, in which white shoes are 
trimmed in colors, have been in fair 
demand. Bright hosiery such as red, blue 
and green, is noticeable with white shoes, 
especially in the costumes of young 
women. 

In men’s shoes, sport stuff is moving a 
little better as a result of fair weather, but 
the season is still somewhat“backward, 
and flannels are not being worn to any 
extent as yet. Children’s shoes are only 
fair for the season, they generally become 
quite dull after school is out. Athletic 
shoes for children, made of canvas and 
rubber, are going quite well. 


Re-Organization Plans 


Sam Davis, National Association Field 
Secretary, has been in Louisville for a 
couple of days and has been putting a lot 
of “‘pep’’ into the retail merchants. A 
special meeting was held Monday evening, 
June 18, for the purpose of reorganizing 
the local shoe association, which has been 
practically inactive for the past several 
years. The old organization some years 
ago took in the wholesale merchants and 
manufacturers, and became more of a 
social than a business organization. The 
new organization will be a body of retail 
merchants exclusively. 

It is reported that J. C. Fedler, Jr. 
is slated for president; G. B. Hays, of the 
Petot Co., for the secretary’s job; and 


Harry G. Schutz, of Walk-Over store, for 
treasurer. Fedler some years ago held 
office, and Schutz was treasurer on several 
occasions. Roger Dougherty, secretary 
of the old body, stated that he was not 
interested in holding any office again, 
having served either as secretary 
president for about nine years. J. C. 
Hero is president of the old body. For 
several years past the local association 
hasn’t held any real business meetings. 
An occasional outing, with a winter meet- 
ing to arrange attending the National 
convention, has been about all that was 
undertaken. 

While in Louisville, Mr. Davis got a 
number of retail merchants together at the 
Tyler Hotel on the evening of Jtihe 14 
for a conference and dinner, and on the 
next day made a talk before the clerical 
force in the shoe department of Kaufman 
Straus & Co., and another selling talk in 
the evening before sales people, depart- 
ment managers, etc., at a meeting arranged 
in the store of Byck Brothers. 


Officers Elected 


The Kentucky Retail Clothiers’ Asso- 
ciation meeting in Louisville, June 12 and 
13,, re-elected L. G. Boone, of Elkton, 
president; while Harry Klein, Lexington, 
was made vice-president; A. L. Harbison, 
Shelbyville, treasurer; and J. N. Williams, 
Jr., Elkton, Ky., secretary. General re- 
ports indicated good business, and much 
improvement in tobacco districts as a 
result of the tobacco pooling plan. A note 
of caution was sounded in the matter of 
heavy buying. Collections were reported 
fair to good. 
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932—Men's Cocoa Brown Kip Bal. 
Outed, Perforated Vamp, Scroll Tip, 

S.S.. W ingfoot Heel, Classy Last, 
Stock C & D width. Price. . $3.25 


946—Men’s Mhg. Rueping’s Full 
Grain Calf Oxford Bal., 4 row Vamp 
and Tip stitching, Sin Je =, Rubber 
Heel, Classy Last, Stock Cc D 
width. Price 


919—Men’s Rueping’s Blk. Full Grain 
Calf, Can Bal. A 4 row Stitchiag, 

Single Sole, ingfoot Heel, Classy 
Last, Stock C 2 Deiith. Price. .83.65 


935—Same as 949 Except Gun Metal 
Side, Stock D width. Price... .. . .$3.25 
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PACE MAKERS 


Here are the money makers in the 
“popular price’ field. 


These MENZ-EASE “Pacemakers” 
will write good and steady profits 
onto your balance sheets and build 
more than their money's worth of 
good will and appreciation with your 
customers. 


Their QUALITY is high in compari- 
son for it has never been neglected 
for price. 


The WORKMANSHIP and FIN- 
ISH is equal to the best. 


STYLE is not sacrificed for either 
quality or workmanship and these 
snappy, up-to-the-minute lasts are 
fine fitting and comfortable. 


These are the reasons why MENZ- 
EASE Shoes are making money and 
friends for MENZ-EASE dealers. 


They are the reasons why MENZ- 
EASE Shoes are the pacemakers in 
the “popular price’ field. 


Order now and set the pace in your 
community. 


THE MENZIES SHOE CO. 


Branch Stock Rooms 
8514 5th St., Portland, Oregon 
613 Main St., Dallas, Texas 


NEW ENGLAND DISTRIBUTORS 
H. E. SMITH & SON, Inc., Worcester, Mass. 


FOND DU LAC WISCONSIN 
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“Our Spring and Summer Stock Style Catalogue on your desk 
will prove a ready reference guide in buying profitable retailing 
men’s welts.”’ 


Stock No. 528 


BROADCAST LAST 


Imported 112 Light Brown Cubist Oxford 
Single Sole Wingfoot Heel AtoD 


The Dalton Company, Inc. 


Makers of Fine Shoes for Men and Women 
BROCKTON, MASS. 


Says: 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 209 South State Street 
1618 Republic Bldg. 








Sure Symbols ot Summer 28 05F802"us 
COLLINS and STAPLES y, 
WHITE 
Polar IXloth 
TURNS 


The Season’s 
Best Novelty 


ae Cool & White 
**Mertie”’ —_ se er 
Day or Night 
Samet cates y: IN STOCK 


girdle, 15 last, 12-8 Cuban heel. 
Widths. Price........ 


You will find our par IN STOCK DEPARTMENT helpful for quick 


“‘Shirley’’ ’ turnovers. Terms 5% 10 days. Use code names for telegrams 
Less than 4 pairs, except samples, 25 cents service charge. 





No. B780—White Polar Kloth one’ strap. 
George H. Lewis, Southern Mageogenentipe See our exhibit at the Boston Show 


White Kid front strap and girdle, 4 cut-outs in 
girdle, 20 last, 14-8 eae | Louis heel, Ry Gene Ricker, Boston Office, 183 t Booth 5, Haverhill Section,July 9 to 12. 


. B,C widths. Price 


COLLINS and STAPLES, HAVERHILL, MASS. 


L. W. Stockbridge, New England and Pa. 
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An Outing Robin Hood Would Envy 


given by 


The Boston Shoe 
Travelers Association 


To Visiting Buyers at The Boston Show 
Tuesday, July 10, 1923 








A day of respite from the routine of business, hours devoted to 
enjoying life in the open, a recess in which to renew the pep and 
energy you have consumed. 





At Norumbega Park, a natural beauty spot, where towering trees 
form a vast umbrella from the sun and where the breezes are 
cooled by the picturesque Charles River. There are no more de- 
sirable outing grounds in New England, and Tuesday, July 10, 
1923, the park belongs to the Boston Show visitors. 
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Here’s the Schedule 


Leave Essex Hotel at 9:15 A.M. sharp. Special cars provided. 


A pure “joy ride’ out Comfonwealth Avenue, through the 
Newtons, arriving at Norumbega 10:15 A.M. 


Sports in athletic field 10:30—12:30. 
Dinner at 1:00 P.M. 


Performance at park theatre and other entertainments after 
dinner. 


Return to Mechanics Building at 4:30 P.M. in ample time for 
the Style Show in the evening that the buyers may obtain re- 
served seats. 


— 





Forget your worries this day and be a boy again. 
It’s a free junket for all buyers. 
“Go back to nature and come back young.” 
A. L. Puffer, Pres. 
B.S. T. A. 
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Novelty Leaders For 
Rapid Turnover 


A smart novelty featuring a new 
design in the popular cross-strap 
in shining patent with a medium 
Louis heel. 


Up-to-date styles whose excellent workmanship and 
moderate prices quickly appeal to every woman. 


Allen-Goller footwear is a profitable investment for 
large buyers interested in purchasing case lots for quick 
selling. The Allen-Goller salesmen will be glad to-show 
you the entire line. 








Buyers visiting the Boston Market during July are 
cordially invited to call at our Boston 
Office, 207 Essex Street. 
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ALLEN, GOLLER SHOE Co. 


60 K STREET, SOUTH BOSTON, MASS. 
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olors for Beautiful, Shoes in 
Harmony with the demands 


i ah Style and Good Taste are found 


Hy) <in.the Schmidt Calf Leathers 


Qolor K*Color CD and Black-in 
Smooth ana Gric Grain-aneet, 
‘the recommendation: of ‘the 
National Style Conference 
, S4 


+), @Dith these Colors your line 
4 & ywill-be complete 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
Pre-War Peak December, 1922 Today 
ae a 32 @$0.35 $1.40@$1.50 $0.65 75 $0.50 @$0.60 
npnes 28@ .30 1.40@ 1.50 45 “50 45 @ 50 
eeconna 26@ 28 1.30@ 1.40 43 45 9 : 45 
ones 18@ 22 15@ 1.00 26 ‘30 28 ‘30 
taste DO 16@ 20 165@ .90 4 "26 126 ‘22 
ARC NRE. +8 45@ 50 1.40@ 1.60 65 80 ‘60 "70 
top grade (side leather) -28 .30 -.90@ 1.00 .35 40 .35 46 
Sete asccuseeed 24@ 26 65@ .70 124 ‘26 28 32 
~“aheeenepr 1.40@ 1.65 80 90 ‘90 1.00 
SRN 28@ ‘30 1.35@ 1.60 ‘70 ‘80 70 ‘80 
Se sdiednbatiens 28@ :30 1.35@ 1.50 ‘60 "70 ‘65 75 
Me siceucdacduces 20@ .24 70@ 1.10 ‘35 ‘55 35 @ .55 
“Rae Oe 18@ 22 60@ 1.00 30 58 35 @ .50 
as oko 6@ 12 20@ .36 oo 118 .. @ .20 
Seine 25@ :30 85@ 1.05 4S ‘50 45 @ .50 
spite SOUR 9 EE 40@ .. 1.40@ 1.60 70 ‘80 65 @ .70 
Sole Leather (Price Per Pound) 
Green hide sole. ...........cescceees $0.32 @$0.33 $0.56 @$0.58 $0.34 2s $0.31 @$0.34 
ee ons da ewesign ..@ .36 se... “46 50 52 @ .56 
No. 1 oak backs..................... 33 ‘39 3 95 ‘55 i ‘58 50 @ .60 
No. 1 oak bends, shoe mfrs.’ use... ... 46 7 -98@ 1.05 -68 65 55 @ .65 
No. 1 oak bends, finders’ use.......... ..@ 48 1.15@ 1.25 70 ‘80 75 @ 85 
Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 
Native steers, as used in sole leather, 
DOE ik ec peceiuthassie --@90.18% $0.52 $0.55 -» @$0.14 -- @$0.17 
Heavy Texas steers, forsoleleather.... .. 18 os 50 7 14 “a 16 
Light native cows, for side leather .. 17 ae 62 12K 12 - @ .14 
eps et ee OR WM eS ie 07 ts” «= e.iine 12” 
oO. |, 1or \e ee °. o - le . 
No. 1 Chicago City calfskine for fine 4e 
calf lea Se a aee ee baataneess = | 17 89 1.02% 1s 20 14 @ 419 
Kips upper leather... ....cceecces ee ° a e ° e. ° . 
B. A. hides for sole leather..........- ‘30 42@ 26 14%@ (15 20K 8 ‘21 








Limited Buying Injures Leather Business 


er business right now is the curtail- 

ment of volunie. The larger shoe 
manufacturers have not been buying in the 
quantities that they should at this time of 
the year. There has been more of a tenden- 
cy to shop around and examine the mark- 
et, looking for weakness when really no 
weakness in prices is justified. 

The recent break in hide and _ skin 
prices does not mean lower priced leather, 
for the leather now coming through the 
tanneries has for the most part been made 
from high priced hides and skins and the 
finished product should bring enhanced 
prices raiher than the reverse. 

Prior to the recent break, raw hides 
and skins were on a basis of from 15 to 40 
per cent higher than a year ago. This had 
the effect of keeping leather values very 
firm and the sole leather market in par- 
ticular showed an advancing tendency 
all through the Spring. 


Activity in Colors 


The feature of the business during the 
past month has been the continued ac- 
tivity in colored leathers for novelty foot- 
wear. It has been a good season for the 
high grades of calf and kid leathers al- 
though tanners were inclined to. produce 
colors on a consérvative basis not caring 
to acctimulate much leather ahead with 
style tendencies so fickle. The buying 


‘ie principal handicap to the leath- 


therefore has been very close to the needs 
of shoe manufacturers. Of late, the ten- 
dency has been much stronger toward the 
staple or more conservative shades and 
colors such as the different shades of 
brown, champagne and field mouse. 

With regard to colors, there have been 
so many names introduced to describe 
the shade that the leading producers of 
colored calf and kid designate by numbers, 
their various colors. 


Sole Leather Business Quiet 


There has been no essential change in 
prices the past week or two. Sole leather 
lines are dull at present and labor condi- 
tions in certain sections are more of a hin- 
drance to active trading than is the matter 
of price. Union steer backs are bringing 
55c. for No. 1; heavy; medium grades are 
quoted at 52c. per lb; oak steer backs are 
quoted at 50 to 56c. per lb; and cows 45 to 
50c. Oak bends range from 60 to 80c. ac- 
cording to quality and tannage. The gener- 
al feeling is that an increased demand 
would be followed by higher prices. 


Calf Leather Trade Fair 


The calf leather market is still firm with 
sales moderate. The top selections of full 
grain colors: are bringing 50c. per foot. 
The regular staple lines on the top grades 
bring 45, 40 and 35c. per foot. Some 
cheaper grades are quoted at 20 to 25c. 


There is a fair call for suede leathers with 
top selections bringing from 50 to 60c. per 
foot. The top selections of black suede are 
offered at 48 to 55c. There have been better 
sales of chrome calf in colors and black in 
the western markets of late. More interest 
is also being shown in the light tan shades. 


Side Leathers Cover Wide Range 


Side upper leathers show no particular 
improvement. Prices are on the same basis 
as for the past few weeks and shoe manu- 
facturers show more tendency to shop 
about for concessions. Tanners, hewever, 
are firm against making them. Top grades 
of chrome colored sides bring from 28 to 
32c. per foot; 24 to 26c. for medium and 
18 to 22c. for cheaper grades. Side leathers 
embrace many tannages including elk and 
buck, veal and kip. These leathers are 
quoted all the way from 20 to 44c. per 
foot according to the tannage and nature 
of the leather wanted. 


Fair Business in Patent 


There have been fair sales of patent 
leather for immediate delivery. The aggre- 
gate taken with old orders keep japanners 
and finishers busy. The top selections of 
full grain chrome patent sides are quoted 
at 45c. for No. 1; 40c. for No. 2 and 30 to 
35c. for No. 3. Cheaper grades of patent 
leather and snuffed sides bring from 48 to 
25c. (Continued on page 69) 
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No. 261—$3-15 No. 260'2—$2-75 
Women’s Oxford. Black calf tip Women’s Oxford. White buck tip 


and trim. Recede last. strap and trim. Recede last. 
No. 262'2—Brown calf—Recede Last—$3.15 No. 2102—White buck—Medium Last—$2.75 
No. 225 —White buck—Brogue Last—$3.15 No. 262 —Black calf—Recede Last—$2.75 | 





-1n stock for 
quick delivery 


No. 250%—$2-50 : ai No. 236—$3-25 


Women’s Oxford. Recede Last. ete Women’s Oxford. Black 
Plain white canvas. calf saddle. 
No. 4250—Recede last —$1.85 No. 238—Brown calf —$3.25 
No. 4254—Growing Girls’ last—$1.85 No. 211—White buck—$3.25 





No. 290—$3.-15 aN wait No. 1302 ~$2.85 


Women’s Strap Sandal. Black Men’s Oxford. Plain white 
calf tip and saddle. canvas. Recede last. 


No. 289—Brown calf—$3.15 No. 4120—Full Last—$2.25 


These Regent Keds can be ordered from our nearest branch. 


United States Rubber Company 








99? 
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Between Seasons in Rubber Trade 


Weather Has Retarded White Canvas Sales at Retail to Some Extent—Four 
Buckle Arctics Moving Swiftly from Factories to Stores 


HE cold rainy weather which has 

been more or less country wide 

during May and many days of June 
has not been conducive to much white 
canvas rubber soled footwear selling, but 
four buckle arctics for next winter have 
been moving from the manufacturer’s 
hands just as fast as they can be turned 
out. The retail merchants, having experi- 
enced a shortage last year and feeling 
sure that the four-buckle arctic has come 
to stay, believes in having enough in 
stock so that he will not lose a sale which 
he might just as well have as the man 
next door. 


Rolled Edge Rubbers Popular 


There are also many rolled edged rub- 
bers being bought, for, as one retail mer- 
chant says, ““My men’s trade believe that 
they are much stronger—they look so, any- 
way—and men like something that will 
wear well.”’ 

One of the problems of the merchant 
and manufacturer at the present time is 
to get a brogue rubber that will take all 
of the flare heels. There are many types of 
brogue rubbers which will fit well over the 
extension sole and flange heel, but not so 
many kinds of rubber shoes as there are 
leather shoes—and “‘there’s the rub.” 


Tyer Rubber Company to 
Produce Footwear 


Early last winter it was announced 
that an entire reorganization of the Tyer 
Rubber Company of Andover, Mass., had 
been effected and that certain radical 
changes were anticipated. Since that 
time, numerous rumors have been heard 
but little authentic information given out. 

On May 14, the Tyer Rubber Company 
commenced the manufacture of rubber 
footwear in its factories formerly used 
for the making of automobile tires. The 
company intends to produce gum shoes 
or rubbers, overshoes, boots and tennis 
shoes. The factories are modern in con- 
struction and are equipped with new ma- 
chinery of the most advanced types. 
Everything is being done to make excel- 
lent working conditions. 


High Grade Product 


The policy of the company calls for the 
manufacture of a product of high grade 
which will be offered direct to the retail 
trade. While it is starting on a compara- 
tively small scale, yet the plans call for 
10,000 pairs daily next year. 

The new organization is well equipped. 


Myron H. Clark, president and general 
manager, has had an unusually broad and 
valuable experience, including several years 





MYRON H. CLARK 


President and General Manager of the Tyer 
Rubber Company 


as factory manager of the Glove Company 
and Shoe Company at Naugatuck, Conn., 
and as general manager of the footwear and 





GEO. L. LAWRENCE, Jr. 
Factory Manager of the Tyer Rubber Company. 


miscellaneous factories of the United States 
Rubber Company. Walter E. Piper, 


treasurer, was formerly general superin- 
tendent of the Boston Rubber Shoe Com- 
pany, Malden, Mass., and later purchased 
all war rubber footwear for the United 
States Government. George L. Lawrence, 
Jr., factory manager, was factory manager 
of the Boston Rubber Shoe Company. Mr. 
Lawrence has also had considerable ex- 
perience in the leather shoe field, having 
been with the McElwain Company for 
several years. 

These men have surr6unded themselves 
with men of experience in various phases 
of the industry and the combination 
should prove very successful. 





Limited Buying Injures 
Leather Business 
(Continued from page 67) 


Kid Trade Fairly Busy 


Glazed kid tanners have had a fairly 
good season although the volume has been 
smaller for the past few weeks. There is 
not the active demand for the more radical 
colors although greens, blues and reds are 
still being produced to some extent. The 
different shades of brown are receiving 
more attention, likewise the champagne 
shade. The call is not so good for blacks, ex- 
cepting in the lower grade tannages for 
cheap shoes and slippers. There is no es- 
sential change in prices, the top selections 
bringing from 65 to 80c. per foot and the 
very choice up to $1.00. The medium 
grades of kid are quoted at from 40 to 60c. 
per foot and as low as 20c. The outlook is 
considered very favorable for glazed kid 
both in the domestic market and abroad. 





Providence Notes 


Rubber Mills Increase Wages 


Announcement has been made by the 
Woonsocket Rubber Company that 1400 
workers in the Alice Mill and about 550 
in the Millville plant of the Company will 
receive an increase in earnings in the form 


-of a bonus effective from June 4 to Decem- 


ber 15. The amount was not stated. 


At the plants of the National India 
Rubber Company in Bristol, it is an- 
nounced that a 5 per cent increase in wages 
will go into effect. A five-day schedule is in 
effect with a curtailed schedule in the Keds 
division. 








No. B 259 
Black smooth calf with patent tip and in- 
lay—kid quarter lining—Wingfoot rubber 
heel—Derby last. This combination of 
black calf and patent leather trimmings on 
this pattern makes a particularly aitractive 
5.15 


THER, 
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No. B 149 
‘lan Norwegian calf fall style oxford with 
medium brown smooth calf apron—cre ased 
vamp—calf quarter lining—extra heavy 
sole—rope sole stitch—Wingfoot heel— 
Yale last (Top grade).............. $5.40 


Early Fall Styles 
for Well Dressed Men— 


With the sort of styling that particular men want Goding links 
the sort of shoemaking that all men appreciate. 


It will pay you to push the Goding Shoe from the start of the 
season because this shoe is as good right through as it is on the 
surface—because the last fits and the fit lasts—because the makers 
provide effective selling helps. 


Now is the best time to get acquainted. Drop us a 
postal today and a Goding man will call. 


THE GODING SHOE COMPANY 
833-855 W. Chicago Avenue CHICAGO 


SJ (0)2 
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Big Demand for White Footwear 


Combined with;the Continued Call for Colors Results in Good 
Business for Retail Shoe Merchants 


ANY sales of women’s white foot- 

_wear, almost all based on plain 
white models, and the continued run on 
colors are factors which are responsible for 
good business, the retail shoe merchants 
report. Many merchants agree in predict- 
ing a strong calling for colors during the 
summer season. However, some merchants 
are not so optimistic on this subject and 
contend that colors are almost dead. But 
the fact remains, nevertheless, that bril- 
liant shades are still selling freely. 

One retail merchant, in anticipating a 
continued demand for colors, said he 
thinks women will choose colored shoes to 
wear in contrast to white skirts and also 
to harmonize with colored sweaters or 
other fancy clothing of a vivid complexion. 

White Kid Big Seller 

Plain whites made of kid, built on the 
one-strap pattern are reported from every 
source as being in great demand. Whites, 
with varied colored trimmings, are also 
popular, but do not compare with the 
volume of sales of plain whites. The trim- 
mings include red, green, canary yellow, 
blue, and occasionally black. “We sell 
more white kid than ever before,”’ is the 
way one retail merchant characterized the 
sales of white kid. He reported a call for 
buckskin and canvas. . 

Business is ahead of 1922 for this parti- 
cular period, most of the merchants report. 
This topic opens the way to the question 
of whether the so-called staple lines are 
affected by the strong demand for colored 
footwear or the extreme styles. “Staples 
and colors are about 50-50,’’ one mer- 
chant reports. “It used to be about 65 or 
70 per cent in favor of staples over style 
numbers, but the colors have undoubtedly 
cut into the call for more conservative 
types.”” Some retail shoe merchants claim 
staple sales continue very well and show 
no signs of suffering from color demands. 


Gun Metal Cloth Pretty 


Sandals, finished in many hues, are find- 
ing generous sales at the store of George H. 
Wirth. However, white kid is the big seller 
there. Colored trimmings on white shoes 
are selling well and there is a call for real 
high-class brocades. A new model re- 
cently added to the broad line includes a 
gun metal cloth pump on the one-strap 
pattern. Hosiery of the same color to 
match makes an attractive combination. 
Gun metal is dark gray, presenting a 
glossy finish. : 

Whites and colors“are selling freely at 
Hanan & Son’store. Goloted novélties in 
strap and*’sandal effétts retain Théir popu- 


larity. A new number is a champagne kid, 
with cross straps. It is built on a French 
last and has a decided round toe and ex- 
tremely high heel. A cut-out effect is 
styleful and the cross straps offer a pretty 
appearance. 


Sport Models Sell Well 


Colors have been enjoying free sales at 
the Thayer McNeil Company store on 
West Street, but whites have exceeded 
other types. Colors are expected to slump 
at this store as the salesmen contend there 
is a strong and persistent call for whites 
and sport footwear. The popularity of 
gray suede is affected by the white season. 

A limited number of pumps on the one- 
and two-strap patterns, made of stamped 
calf with a Paisley finish, are new style 
numbers. This model sells for $25 a pair 
and makes a striking window display. 
Otter and gold shaded hosiery are appro- 
priate colors for the pump. 

Many sales of whites are reported at 
the Walk-Over store on Tremont Street. 
Sandals of many colors continue to sell 
well. The cut-out effect is not too pro- 
nounced or too elaborate. Business is 
ahead of 1922 for the corresponding period. 
A big demand for whites is expected to 
continue. 

Men are buying light tans. Black ox- 
fords are also popular. The crepe rubber 
sole is a feature in sport models. 


White and White Trimmed 

At the new Stetson Shoe Shop, 136 
Boylston Street, Manager Charles B. 
Syer said that women are buying a great 
many oxfords, as well as a variety of fancy 
shoes in straps and sport models. A good 
many Colonials are being shown and Mr. 
Syer believes that quite a few types of 
these shoes will continue to be good this 
fall. As to all white and white trimmed, it 
is a 50-50 proposition. 

On men’s lines at the Stetson Shoe Shop, 
many plain toes are being sold in the light 
and darker shades of calf; also in the 
medium shade of brown in Norwegian 
grain, with some tony reds. Men’s leather 
“scuffs’’ for travel are on display here, as 
well as riding boots for men and women, 
and a good demand is found for same. 


Sales Managers to Organize 


A recent meeting of sales managers, 
connected with member-concerns of the 
New England Shoe and Leather Associa- 
tion, was held in Boston recently and it 
was voted unanimously that there should 
be organized a sales managers’ council as 
one of the activities of the association. 








Where to Buy 


Women’s Shoes 











FINE TURN NOVELTIES 


We are now prepared, in our new 
factory, better footwear. quicker 
deliveries and increased service. 


Latest Models, All Leathers and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 








HAVERHILL, MASS. 
USA 














BLEECKER STYLES 


Are the last word in footwzar 
for stylish women 








Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET} 
Haverhill, Mass. 


Boston Office 
207 Essex Street 





FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slippers and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











E. A. & M. C. Witherell Co. 
M.uinuafacturers 
Women’s Turns, 
Bootsand Slippers 


tog F 
Haverhill, Mans. 
Boston Office 

Bidg Reem 4% 











J. W. BARNARD & SON 

Andover - - Mass. 

Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 

for Ladies 

IN STOCK 











N? matter what policy you may 

pursue in selling to the shoe 

trade, nevertheless, you need the 

Boot and Shoe Recorder 
All the Time 

















Where to Buy 


Men’s Shoes 








—— 








NETTLETON | 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N. Y.. U.S.A. 


MEN'S FINE SHOES Ew CLUSIVELY 














Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 

















Commonweattu Suoe & Learner Co. 


WHITMAN, MASS. 








One Pair 
Sells 
Another 














M. A. PACKARD CO., Makers 
BROCKTON 
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Another meeting will be held soon to per- 
fect the organization. 

The advisability of this step was thor- 
oughly discussed, and everyone present 
was of the opinion that such an auxiliary 
would be of the utmost value to the asso- 
ciation and the New England shoe and 
leather industry generally. Already 20 or 
30 sales managers have enrolled as active 
members, and hope to include every 
manager in our association. 

a There had previously been organized 
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councils of our advertising, traffic, credit 
and export managers, the traffic council 
already having arranged to hold monthly 
luncheon meetings. 

Members are urged to see to it that 
their various heads of departments enroll 
in these councils, so that through this 
means, and that of the exposition and 
style revue organization, the association 
may be enabled to present a solid front in 
facing and solving various problems of 
the allied industries. 





PHILADELPHIA 


Retail Sales Show Great Increase 


Shoe Manufacturers Report Uncertainty in Buying Among 
Merchants—White Footwear Demand Expected to Increase 


HILADELPHIA retail dry goods 
and department stores report an 
increase in sales of 34.5 per cent for May 
over the corresponding month of last 
year. All of the stores in Philadelphia dis- 
trict reported to the National Retail Dry 
Goods Association that their sales had 
increased. The largest increases were made 
by stores doing more than $500,000 busi- 
ness annually. 


Labor Scarce in Many Industries 


The scarcity of labor is the outstanding 
feature of a summary of business and 
financial conditions issued by the Federal 
Reserve Bank of this district. Labor 
scarcity is reported in the following indus- 
tries; bricks, chemicals, anthracite, cotton 
goods, electrical supplies, furniture, fash- 
ioned hosiery, seamless hosiery, iron and 
steel, leather belting, heavy leather, upper 
leather, lumber, paints, paper, paper 
boxes, rubber tires, rubber mechanical 
goods, shipbuilding, shoe manufacture, 
silk goods, refined sugar, heavy under- 
wear, light underwear, woolen worsted 
goods, and woolen worsted yarns. De- 
mand in most lines is reported as being 
fair to good. Prices, with a very few ex- 
ceptions are firm or higher. Stocks are 
light or moderate, wages are either un- 
changed or higher and collections are fair. 


Uncertainty Among 
Merchants 


Factories here report retail merchants 
very much in doubt as to what to buy. 
This situation, added to the falling off in 
the demand for the fancy colors, the slow- 
ness in the demand for whites, and the 
labor unrest in the East, contributes its 
share to keeping factory production down. 
Factories generally feel that both retail 
merchants and wholesalers are ready to 
buy, but do not know what to buy. Prac- 
tically every kind of leather and every 
style of shoe has at one time or another 
been heralded as a leader. In the midst of 


all these prophecies the trade is sticking 
pretty close to the staples in its buying 
and is buying those only on a hand-to- 
mouth basis. So slow is, the demand that 
some factories, which have been running 
to about three-fourths of their capacity, 
have cut down to about 40 per cent. 

While the demand for whites still seems 
to be a little backward, the more optimis- 
tic factories point out the fact that whites 
never move very heavily before the begin- 
ning of July. They are confident that if 
July and August are hot months trade in 
whites will be satisfactory. 

Predictions about boots continue. While 
the people, who most frequently predict a 
good season for boots in fall, are the glazed 
kid manufacturers, it is admitted in some 
other quarters that there may be more 
demand for boots in fall than there has 
been for some years. No big run on them, 
however, is expected for several years. 


About Prices for Fall 


The consensus is that prices will be 
higher in fall. One factory reports that it 
will take its chances on the market on 
both sole and upper leather. On the former 
price recessions are expected and on the 
latter the kind of leather which will be in 
demand is so uncertain that this factory 
does not think it safe to contract. 

There is some demand for white kid and 
white reignskin with kid trimmings. 
There is also some demand for black kid in 
oxfords and one-straps and for brown kid. 


Immediate Wholesale Business Quiet 


Wholesale merchants report immediate 
business very quiet. Fancy colors have 
dropped off, whites have been inactive, 
and buying is not very brisk. A few hot 
days a week or twoago stirred things a bit, 
but the chilly days which immediately 
followed took all the life out of the demand. 
There is a fair demand for men’s patent 
leather oxfords. Prices are advancing and 
further increases are expected by fall. 
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Travelers’ Quarterly Meetings 


The Philadelphia Shoe Travelers’ As- 
sociation, at its June meeting held in the 
City Club on June 8, decided to meet 
quarterly instead of monthly. Two of the 
four meetings each year will be purely 
social in character. It is planned to con- 
fine the business at the other two meetings 
to the election of officers and the reading 
of semi-annual reports which will have 
been summarized by the president. 


Shoe Men to Picnic 


July 18 has been selected as the date 
for the annual picnic of the travelers, and 
the retail and wholesale merchants. 
While the place has not as yet been 
definitely decided upon, the committee is 
considering going to Alcyon Park, Pit- 
man, New Jersey. 


Some Sole Leather 
Concessions 


One tanner here is reported to have 
made a concession of several cents a 
pound on some sole leather for future 
delivery to a shoe factory. There is not 
much factory buying for immediate use 
and very little buying ahead. Finders are 
buying on a hand-to-mouth basis and are 
constantly seeking lower prices. Leather 
substitutes are cutting very heavily into 
the sale of sole leather, dealers report. 


Retail Offerings 


The Walk-Over stores are offering for 
men lighter weight shoes with plain 
stitching in soft, smooth Russia calf at $8. 

Hallahan’s are offering at $7.90 san- 
dals in red, green, and blue with Spanish, 
Louis or covered box heels. 

Winkelman’s are offering a hand-made 
one-strap white linen pump at $8. 

Dalsimer’s are offering a summer 
weight oxford for men at $9 in tan or dull 
calf or patent colt. 

Claflin’s are offering white buckskin 
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oxfords with tan saddles, and crepe rubber 
soles at $11.50. 

Niederman’s are featuring a cross-strap 
oxford of white reignskin cloth trimmed 
with white calf. It has a Cuban heel. The 
price is $7.50. 

Strawbridge and Clothier are featuring 
a sale of 1000 pairs of black glazed kid- 
skin oxfords with solid leather soles, 
leather military heels with rubber top- 
lifts, and soft cushion inner soles. The 
price is $3.85. This store is also offering 
black satin one-strap pumps with black 
kid lining, leather soles, and military 
heels with rubber top-lifts at $3.85. 

John Wanamaker is offering women’s 
semi-sports shoes in white with black 
trimming. There are uppers of white buck- 
skin and base of black patent leather; or 
wing tip and heel foxing of black. Both 
styles have extended sole and low heel of 
black. Each is a buckled one-strap slip- 
per. The price is $12. This store is also 
offering a fringed-tongue oxford of white 
buckskin with white leather sole and heel 
at $12. Other white oxfords in canvas or 
canvas with buck combined range in 
price from $7.50 to $9.50. Other offerings 
of this store include a lot of women’s one- 
strap pumps in white canvas, white 
leather like buckskin, dull black calfskin, 
and russet calf including both turned and 
welted soles. The price is $8.50. This store 
is featuring business men’s shoes with 
crepe rubber soles. One model is a tan 
calf oxford with perforated toe and saddle- 
effect decoration at $7.50. Another per- 
fectly plain model with soft vamp and 
dark tan saddle is offered at $7. This store 
is also featuring three models of white kid- 
skin sandals. One has a broad French toe 
and short vamp, with oval cut-outs, the 
sides cut away to the sole, and a high 
Spanish heel. The price is $17. Another, 
with moderate toe and high Spanish heel, 
is also cut to the sole at the sides with 
parallel cut-outs on the vamp. The price 
is $16. The third has low Spanish heel and 
tongue-like strap up the front. The price 
is $11. ' 





BROCKTON 


Business Normal in Brockton Factories 


Many Concerns in Readiness to Exhibit Products at Boston 
Style Show—Orders for Fall Deliveries 


ADICAL labor leaders and their fol- 

lowers, who attempted to disrupt 
contract relations between the Brockton 
shoe manufacturers and the Boot and 
Shoe Workers’ Union, have been defeated. 
Business as usual is the condition at shoe 
factories in Brockton and the Brockton 
district. All departments are operating 
normally. Several hundred bright young 
men and young women, with previous 
factory experience, have been added dur- 


ing the past few weeks to the number of 
operatives working on the higher paid and 
more skillful jobs. These operatives are all 
members of the Boot and Shoe Workers’ 
Union. The plan of promoting these men 
and women to the higher wage operations 
has been uniformly successful. Every 
merchant who buys made-in-Brockton 
footwear is assured of prompt deliveries of 
goods either for immediate or future 
use. 








Where to Buy 





Men’s Shoes 














HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON MASS 
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Men's SHoes ~HAND TAILORED 


WHEN East’ Vistr Us 
Wien IN Your Town We Wit Visit You 








Stock Dept. 5 
Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
f 


SHOES AND RUBBERS 
Every Wednesday and Friday 














FREDERICK S. PECK 
Worcester, Mass. 
Men’s and Women’s 
Spert and College Shoes 


Boston Salesroom 
207 Essex Street 











Where to Buy 


Men’s Shoes 














TRewson BROS . SHOE 
FINE SMOEMAKERS 


BROCKTON 
MASS. 











FOR MEN ON THEIR FEET 
THIS SHOE CAN'T BE BEAT. 
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Bustum Offive: Koom 214, United States Hotel 


Where to Buy 


Men’s and Women’s Slippers 
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BEST-EVER 
le Leat! 


Depietve and Novelty 
imone Sandals 
Write for Prices 




















BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. ¥. 








in Medium and+ 
I1GH GRADE 
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dll styles made of Dometic and 
Imported Satin Brocadesand Meta! Cloth 


$2.10 per pair and up 
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Where to Buy 


Ballet Slippers 














BALLET SLIPPERS 
IN STOCK 


Order ahead for fall. Nov- 
Ft in —— s Ti lea- 


straps to fy at to 

prices. Write for samples 

Orient al Slipper Co., Inc 
118 Phoenix Row 
Haverhill, Mass. 














Chicage 
WM. SUMNER SMITH CO 
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Brockton at Boston Show 


Several Brockton concerns will be repre- 
sented at the Boston Style Show in July 
through exhibits at various booth loca- 
tions. Others will display their lines at 
Boston offices and hotel rooms. In fact, 
Brockton will be on deck during the entire 
month of July as regards the showing of 
samples to visiting buyers. Conditions 
throughout the country are such as to 
afford the shoe manufacturers of Brock- 
ton confidence in the future. All trades are 
fully employed and well paid with pur- 
chasing power to buy the class of goods 
which appeal to those looking for men’s 
and women’s welts. Factories are now 
starting on their new runs. The month of 
July will be a busy one at the many plants 
in this city both as regards the production 
of goods and the writing of orders for 
immediate and future deliveries. 


Committed to Arbitration 
Principles 

Practically all Brockton shoe manu- 
facturing concerns maintain contract re- 
lations with the Boot and Shoe Workers’ 
Union. In consideration of an agreement 
on the part of the Boot and Shoe Workers’ 
Union to furnish the union stamp to em- 
ployers, free of charge, together with 
other important considerations, the em- 
ployers agree to hire only shoe workers 
who are members of the Boot and Shoe 
Workers’ Union in good standing. All 
questions of wages or conditions of labor 
which cannot be mutually agreed upon 
are submitted to the Massachusetts State 
Board of Conciliation and Arbitration. 
The decision of this board is final and 
binding upon the employers, the union,and 
the employees. The Boot and Shoe Work- 
ers’ Union is the only shoe workers or- 
ganization affiliated with the American 
Federation of Labor. 


Decision for B. & S. W. U. 


The Massachusetts Supreme Court 
recently issued an important decision of 
much interest to Brockton. The decision 
was given in the case of President Collis 
Lovely of the Boot and Shoe Workers’ 
Union against Austin E. Gill of the Shoe 
Workers’ Protective Union of Haverhill. 

The suit was instituted to restrain the 
protective union from interfering with the 
contract between the Boot and Shoe 
Workers’ Union and Haverhill shoe 
manufacturers. 

The Shoe Workers’ Protective Union 
demurred to the bill of complaint on the 
grounds that the contract of the Boot and 
Shoe Workers’ Union with the manu- 
facturers in Haverhill was illegal and that 
the arbitration clause was illegal. This 
contract with arbitration clause is the 
same as is maintained in Brockton. The 
Supreme Court decided that the contract 
with arbitration clause is legal and that 
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the Shoe Workers’ Protective Union of 
Haverhill had no legal right to interfere 
with the contract. The court overruled 
the demurrer. 


Manufacturer’s World Tour 


Vice-President Myron L. Keith of the 
Geo. E. Keith Company recently returned 
from a trip of four months around the 
world. He was accompanied by Mrs. 
Keith. The journey from beginning to end 
was made under favorable conditions. 
Places visited included: Gibraltar, Egypt, 
Algiers, Italy, India, Ceylon, Sumatra, 
China, Japan and the Hawaiian Islands. 
In returning Mr. and Mrs. Keith landed 
at San Francisco and crossed the country 
to New York. 

Mr. Keith had an excellent opportunity 
for studying the business situation in 
many places he visited. He says the con- 
ditions all over the world are not good and 
that there is a spirit of unrest with people 
poverty stricken and many governments 
uncertain. He reported Japan as the most 
prosperous country he saw. Vice-Presi- 
dent Keith found a Walk-Over store in 
nearly every city on his route and en- 
joyed visits with The Geo. E. Keith Com- 
pany’s foreign representatives. 


Forty-Three Years With One 
Concern 


Alonzo E. Nelson, chief of George E. 
Keith Company’s powerhouse, recently 
observed his 43d anniversary of his em- 
ployment with this shoe manufacturing 
concern. He has been employed as an 
engineer with the company since the No. 1 
factory was established. President Harold 
C. Keith and other officials of the concern 
personally extended congratulations to 
Mr. Nelson, with a substantial check as a 
practical acknowledgment of faithful 
service. 


Opened a Branch Factory 


The Diamond Shoe Company, maintain- 
ing a plant in Brockton with a capacity 
of 6,000 pairs daily, has opened a branch 
in Boston where 1,500 pairs daily will be 
produced. 


Jack T. Welsh in New York 


New York, June 18—Jack T. Welsh, 
vice-president and sales manager of the 
Boyd-Welsh Shoe Company of St. Louis, is 
now residing in New York. He is in charge 
of the Boyd-Welsh company’s office and 
studio. John C. Boyd, president of the 
company, is continuing in his capacity 
as manager of the factory in St. Louis. 








New Shoe Stores 


Young’s Shoe store, Hollywood, Cal. 
Herman’s, Third Street and Grand 
Avenue, Milwaukee, Wis. 
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HAVERHILL 
Pattern Making Business Flourishing 


Universal Call for Novelties Factor in Development of New 
Pattern Ideas—Short Vamp and Round Toe Style Features 


N accessory of the shoe manufac- 
A turing business, which is one of 
Haverhill’s most important industries, is 
that of shoe pattern designing. There are 
several concerns in Haverhill engaged in 
this line of work, all of which specialize on 
novelty patterns for women’s footwear. 
With the universal demand for novelties 
which now prevails, pattern makers have 
their hands full, and in fact are busier than 
at any previous time. 

Haverhill manufacturers, as well as 
those in’ surrounding territory and else- 
where, are continually seeking or develop- 
ing ideas in reference to new patterns. 
The skilled initiative and assistance of 
Haverhill pattern makers are thus con- 
stantly in demand. One of the newer con- 
cerns in this line of work is Lawrence J. 
Ewing, who established a pattern design- 
ing shop in Haverhill last October. His 
location on Wingate Street is in the heart 
of the shoe district. Mr. Ewing, although 
a young man, has had valuable experience 
in this line through native ability and 
association with leading shoe manufac- 
turing concerns. He recently returned 
from the Brooklyn Style Show where he 
obtained valuable suggestions relating to 
novelty shoe patterns. 


Daily Freight Shipments 

Beginning the present month, the 
Boston and Maine Railroad will forward 
from Haverhill each night a car with less 
than carload freight to New York City 
via Fall River line. This car will arrive in 
Fall River the day following its departure 
from Haverhill. The freight, which it con- 
tains, will leave Fall River on the night of 
that day and will be ready for delivery in 
New York City the next morning. For in- 
stance, shoes shipped from Haverhill on 
Monday will be in New York on Wednes- 
day morning; goods shipped on Tuesday 
from Haverhill will arrive in New York 


on Thursday morning, etc. The Fall River 
route assures the fastest scheduled time 
and lowest freight charges, and is thus of 
special interest to merchants outside of 
New England buying Haverhill-made 
footwear. 


Short Vamps and High Heels 

Beginning in New York City, and 
spreading to all cities of the United States, 
comes the demand upon Haverhill manu- 
facturers for the extreme round toe, short 
vamp and high heel last. In every factory 
making women’s novelty footwear these 
lasts and patterns are daily utilized in 
larger quantities than ever before. Some 
of the vamps measure as little as 2 7-8 
inches, while many of the heels are 2 1-2 
inches in height. These meastrements rep- 
resent the extreme effects in this new 
last; those which are preferred by mer- 
chants everywhere. 


Making a Western Trip 


Louis Hartman of Hannahsons Shoe 
Company is calling on the trade in several 
of the large cities of the Middle West in- 
cluding Pittsburgh, St. Louis, Chicago, 
Buffalo, and other points. This is Mr. 
Hartman’s customary trip at this season of 
the year for the purpose of getting in 
touch with many of the concern’s large 
customers as to their immediate and future 
needs on Hannahsons footwear. 


Shoe Concerns Incorporate 


The Haskell-Brown Co. of Haverhill 
and Farmington, N. H., recently incor- 
porated as the Haskell-Brown-Bradbury 
Shoe Corporation. The officers are: presi- 
dent and general manager, A. W. Brad- 
bury; vice-president and secretary, W. 
Haskell; treasurer, Carroll R. Brown. Mr. 
Bradbury, the new member of the con- 
cern, who is a Farmington man, has had 
extensive shoe trade experience. 





LYNN 


Trend Toward Sturdier Colors 


Gores in Straps and Oxfords and Some Boots Being Made for 
Fall—French Last is Popular 


YNWN style making goes on. There is 

a bit of an abatement in the distri- 
bution of shoes. It may be due to the 
weather, to the change of seasons, or to 
the common trade habit of slowing up at 
the end of the sixth month, to take stock, 
and to prepare for the last half of the year. 


However, style making goes on. White 
shoes, and white trimmed shoes, are com- 


ing forth from stock or on order for the 
bright and cheerful days of summer. New 
fall models, now appearing, show a trend 
towards the sturdier colors, such as the 
browns, and even blacks. Lasts show the 








Where to Buy 


Children’s Shoes 
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SHOES G STOCKINGS 
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AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 








Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 
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Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 181 Essex Street 
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Shoe Illustrations 
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| Where to Buy 


Hosiery 
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Reg. U. S. Pat. Off. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Stock 


Harrington Waring 
41 Union Sq. W. New York 

















Where to Buy 


Engraving and Printing 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street Boston, Mass. 
Telephone Beach 4960-4961 
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Where to Buy 


Miscellaneous 
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Service Complete Copy to Mailing 
F S. ROOT COMPANY 


poston. mass. MULTIGRAPHING 


When to Employ Us—When you want quick 
action as regards multigraphing, filling in, ad- 


and the mailing of SALES LETTERS 


A and d- Tel. 3172 Hay 
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French style, with the short vamp, and 
the London style, with the longer vamp 
and the walking tread. Patterns show 
gores more strongly, the newest number, 
straps and oxfords, and, perchance it is 
worth while to mention, some boots, still 
selling. 

Lynners are getting ready to welcome 
visitors to the big show in Boston. Then 
will begin the big drive of fall fashions. 


Some La France Shoes 


A shipment of 1,200 pairs of boots from 
the factory of Williams, Clark Co., Lynn, 
is among the interesting items of June, 
interesting because it is different from the 
common run of shoe shipments, they being 
made up almost entirely of low cut shoes. 
But no days go by without Williams, 
Clark Co. sending some boots, either from 
its stock department or from its factory, 
where they have been made on order. 
Soon, by the way, the making of boots for 
the fall stock, as well as on order, will be 
started in the factory. They will be prac- 
tically all of black and brown leathers. 

A new fall and winter sample line, 
about to be shown to buyers, will present 
75 different types of footwear. Colors in 
this sample line will be chiefly browns and 
blacks. There will also be some grays. 
Browns will range from dark to light. 
Suedes, as well as smooth finishes, are in 
the line. Patents will be shown strongly. 


Strap Patterns Popular 


Patterns provide for straps, especially 
one and two straps, oxfords for sport, 
street and dress wear, and boots. Heels 
will run from 8-8 to 14-8 high. The shoes 
continue to feature “meaty” soles. An- 
other new last will be added to the “Rest 
Cure” line. 

Speaking of lasts, this firm has some 
types of lasts which it has used for 20 and 
even for 30 years. Some lasts have actually 
been worn out from use in the factory; 
the same as an old man wears out in his 
work. The reason for this is that wearers of 
the shoes persist in calling for shoes made 
“over the same last.”” The firm has ac- 
tually kept lasts out of its sample line, 
thinking to make way for new lasts, but 
customers have repeatedly called for the 
familiar lasts so strongly that it has had 
to put them into its line again. Deep 
rooted is this business by the way. 


Several Rest Cure Models 


Sales of Rest Cure shoes, the specialty 
of Williams, Clark & Co., steadily increase. 
The firm now has a complete line of Rest 
Cure shoes for morning, afternoon, and 
evening wear. There are oxfords, of soft 
brown kid skin, to be worn about the 
house in the work of the morning; strap 
pumps or oxfords of white fabric, suede, 
kid, or kangaroo leathers for the shopping 
trip of the afternoon; and dress pumps, of 
patent leather, for a formal evening affair. 
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All of these shoes have the broad ball, 
which secures a comfortable tread, the 
arch supporting shank, which holds up the 
framework of the foot, and the snug fitting 
heel, that keeps the shoe from slipping. 


More Cushing Shoes 


New types, in the Cushing Shoe Co. 
samples, show more gore style oxfords, 
new walking oxfords, and pumps with one, 
two, and three straps, and, also, cross 
straps for street and dress wear. Bottoms 
are welted all. Heels run from 8-8, on 
walking styles, to 16-8 on dress styles. 
Top lifts are of either rubber or leather. 

Gores look good for fall as well as for 
mid-summer. A leading pattern is a lattice 
front oxford, with gores in the sides. This 
shoe slips on to the foot like a glove on to 
the hand. It is selling, East and West. 


Moderate Shades of Brown 


Leathers show a trend toward moderate 
shades of brown and gray, especially in 
suedes, for dress, and toward browns and 
blacks for street wear. Many of the walk- 
ing style shoes are of smooth finish leathers. 
Others show grains, like the Scotch grain. 
Colors are blended on many shoes. For 
instance, a suede shoe is trimmed with 
smooth calf of the same color. Or there are 
color combinations, as, for instance, a 
patent shoe with gray trimmings, or vice 
versa. 

Lasts show the French styles, short of 
vamp, round of toe, and high of heel, and 
the walking types, a trifle longer in vamp, 
lower in heel, and a bit toward the 
squarish in toes. 


Faithful Stitchers 


Possibly it is worth while to pause a 
moment, in the busy drive of trade, to 
ponder a moment on the career of three 
stitchers in the factory of J. J. Grover’s 
Sons. Miss Emma Clough stitched shoes 
for the firm 47 years, and Miss 
Minnie Hassett and Miss Helen Allen 
have stitched shoes for the firm for 46 
years each, and continue to stitch shoes. 
Miss Clough went to her reward last week. 
She was a shoe stitcher before she made 
shoes. 

A Whittier or a Lucy Larcom might 
have written a verse in praise of these 
faithful workers. 

Some may ask if any stitchers, or shoe 
workers, have served any shoe firm as long 
and as faithfully as these three. 


Geisha Slippers for Men 


The snappiest styles in men’s slippers 
ever, that Merrill Porter Co. have made in 
their long career, are the new Geishas, a 
Prince Albert pattern, easy fitting slippers, 
with plump weight soles, and uppers of 
Geisha leather. This is a new stock, a 
light buff in color, and plated in Japanese 
designs, geisha girls, cherry blossoms and 
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other designs, from Japanese art, being 
embossed on the surface of the leather. 

Also, the firm is making men’s slippers 
of red, green, blue, and other colors, and of 
patent leather, too. But the bulk of busi- 
ness is on slippers of golden brown kid, an 
ever reliable style. 

Counting both staples and novelties, 
the slipper business of Merrill, Porter Co. 
shows quite an increase over a year ago. 


New Bender Shoes 


Add the Bender Shoe Co. to the list of 
Lynn firms making novelty McKays, with 
wood heels, for this firm will spread such a 
line of shoes in the Boston market in July; 
especially at the style show. 


Something Different 


For something different, contemplate a 
long toe, high arch, high heel shoe, with a 
green kid vamp and quarter, a red kid 
ribbon saddle strap and collar, and a red 
heel. 

It was made in a Lynn shop for export. 
And the order came for it by cable. 
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Brown Patent Leather 


More brown patent leather is being used 
in Lynn shoes. It is used chiefly for trim- 
mings of shoes of brown, either smooth or 
suede finish. The trimmings consist of 
vamp collars, straps or overlays. 


Another Munroe St. Method 


Merchants of Munroe Street, Lynn, 
eager to keep the shoppers coming their 
way, had flag raising exercises on Flag day. 
At a given signal, 50 flags were unfurled to 
the breeze, from as many stores, while a 
throng looked on. Mayor McPhetres and 
Rey. Chester J. Underhill made speeches. 
The band played, Boy and Girl Scouts 
marched by the flags and saluted them. 


Travelers Abroad 


William F. Dee, of the Dee Flexity 
Stain Co., of Lynn, sailed last week for 
Europe. 

Elmer E. Sanborn, of Sanborn, of Lynn, 
Inc., pattern makers, sailed this week for 
South America. 





ROCHESTER 


Man and Wife on 50,000 Mile Hike 


Women’s Novelty Footwear is Selling Well in Strap and 
Sandal Effects—Walk-Over Window Display Attractive 


HE presence in Rochester of Mr. and 

Mrs. R. E. Baker, who are making 
a 50,000 mile round the world hiking trip, 
gave William Pidgeon, Jr., another oppor- 
tunity to score a bull’s eye. Both Mr. and 
Mrs. Baker wear Arch Preserver shoes 
and attest to their comfort on a walking 
trip. “Bill’’ took advantage of this oppor- 
tunity and used liberal newspaper space 
to tell the people of the city of Rochester 
that the Arch Preserver line was carried 
in his store. 


Eastwood Uses Mails 

William Eastwood & Son Co., is using 
direct by mail advertising extensively to 
feature its new men’s shop located in the 
Powers Hotel Building. 

At the present time the company is 
sending out a series of letters to the busi- 
ness men designed to sell the idea that 
Eastwood shoes cost more, but are worth 
more. 

An extract from letter number two of 
the series follows: 

“‘We maintain a high standard of quality 
in every grade of Eastwood shoes. In 
comparison with ordinary shoes in the 
same grade, Eastwood shoes cost more to 
produce, because of carefully selected 
materials, solid construction and our 
exacting requirements as to workmanship. 
And they are worth more, on the basis of 
length of service and satisfaction in serv- 


ice — their correct style, ability to retain 
their original shape, comfort on the foot.” 


Walk-Over Windows Attrac- - 


tive 

H. J. Van Arsdale, manager of the Walk- 
Over store, has arranged an attractive 
window display in the new store which 
is attracting much favorablecommentand, 
furthermore, doing much to bring cus- 
tomers into the store. 

The windows are trimmed with several 
pairs of attractive new patterns which 
are much enhanced by the use of fabric 
backgrounds and throws of the same 
material arranged over the display stands. 


LaSalle Shop Doing Well 


Fred Meyers, proprietor of the LaSalle 
Boot Shop, one of Rochester’s newest shoe 
stores, reports a good business from the 
day the store opened. He says the store 
has shown a steady, healthy growth in 
business every week since it opened. 

The LaSalle Boot Shop is featuring 
women’s novelty footwear at popular 
prices and its liberal use of newspaper 
space is building up a real trade. Mr. 
Meyers features women’s strap and 
Egyptian sandals at $6.00 and $7.00 and 
by studying the local situation as well as 
the style trends in other centers and 








Where to Buy 


Standard Shoe Materials 



































T. Ww. conser he F. E. JONES, Treas. 
NALD, Vice-Pres. 


F. E. JONES Co. 
FANCY COLORS 


MAT KID 


95 SOUTH ST. BOSTON, MASS. 








Largest Merufactivers 
in the World of 


Black Glazed Kid 
Kid/ Suppass LEATHER ©. 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & Bate «co 
Tannenes at Dan versport Seuth St Beston Mas». 





COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. Ls CHAMBERLIN 


84 Summer St. 
Formerly Walpole Shoe Supply Co. 





ELDITE 
ILLER 


THOMPSON-FIELD COMPANY, | 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 
BROCKTON .MASS. 

















Where to Buy 


Shoe Ornaments 











fh ESH FROM KING TUT’S TOMB 
In line with t style tenu- 
encice toward designs Egyptian, 
we are showing a remarkable 
array of Egyptian ornaments. 
—! can be made immedi- 
ately. 
EDW. E. KAHN CO. 


BROOKLYA, ALY. 


We specialize in Artistic 
Rhinestone men te for 
Women's Shoes, Samples 
sent on uest. 

Inquire tA 








For Good Silk or Cotton Tassels, 


Bows or Ornaments 








Th e Van ity 
Novelty Works 
1261 Atlantic Avenue 
Brooklyn, N. Y. 
‘Just Enoagh Better Te Be Thereaghly Werth White 
BONGIOVANNI BROS. 
Largest Rhinestene Buckle 
Manufacturers in America 
High Class Buckles at Popular Prices 
2927 3RD AVENUE NEW YORK CfT¥ 











—— 
Ti- : 
‘ine marr Oi 
500d sm Tomaltiat 
ever si! ol 05 


L. ALTERSON 


»W 5 St.. New 





D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 


PROVIDENCE - - - R. I. | 














Where to Buy 


Shoe Store Supplies 




















IN-STOCK 


Bathing Shoes and 
RUBB 90c. PER PAIR 


Ladies’ and Misses’ Red, 


BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N. Y. 
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playing every style for all it is'worth, at 
the same time endeavoring to be one step 
ahead of the style clock and by featuring 
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each pattern as they come in, he hasbuilt 
up a real following in three months of 
merchandising. 





BUFFALO 
June Promises to Be Record Month 


Ideal Weather, Commencement Exercises and Weddings are 
Factors in Swelling Sales of Shoe Merchants 


ROPHESIES made several weeks 
ago by retail shoe merchants that 
June would be a record month for the sale 
of summer footwear are being fulfilled. 
The week ending June 16 surpassed the 
six days previous, principally because of 
the fact that the weather was ideal for 
shopping. Other factors contributed to the 
upward swing in turnover, among them 
the commencement and June wedding 
events as well as the beginning of the 
exodus of the city’s better class to beaches 
and other resorts with its consequent 
demand for appropriate footwear. 
Merchants who purchased colored shoes 
with caution, are now wishing they had 
been a little less conservative. Not only 
are flappers taking to this typeof embellish- 
ment, but more mature women are like- 
wise adorning themselves with red,green, 
and other fancy colored shoes, with hosiery 
to match and contrast. White kids, with 
contrasting trimmings, are likewise enjoy- 
ing a brisk demand and at the present rate 
downtown shoe merchants will find their 
shelves pretty well denuded of summer 
styles. 
Price Is Secondary 


It seems to be the experience of shoe 
merchants, not alone in the shopping 
district, but in the smaller business com- 
munities as well, that: price cuts no 
figure if the slioé suits the eye of the pros- 
pective purchaser. This applies to all 
classes and the men, who purchase with 
less abandon than the gentler sex, are also 
taking the elastic off the bankroll with 
greater regularity than since the period of 
inflated wages. As a matter of fact in some 
industries wages are higher now than 
during the war and it is usually the case 
that this means good business for retail 
merchants. 

Unless clerks revolt, shoe stores are 
threatened with becoming parking spaces 
for weary feminine shoppers, who refuse 
to conform to the modern style of wearing 
large shoes and as a consequence suffer 
untold discomfort after trudging scorching 
pavements for a few hours. 


Problem for Shoe Merchants 


According to clerks in Buffalo’s down- 
town stores, the proportion of “lookers” 
increases greatly with the hot weather to 
the inconvenience of the great majority, 
who are really desirous of purchasing 
shoes. The problem is one which is causing 


some merchants much concern and 
annoyance. 

“Some women seem to think we are here 
merely as a public convenience and not 
to assist them in making a purchase” 
said a clerk in one of the leading shoe 
stores.”” It doesn’t make any difference 
whether they wish to buy or not, just so 
long as they can cool their aching feeo 
in hot weather. 

“The other day I tried a dozen pairs of 
shoes on one woman who leisurely re- 
quested me to keep pulling down nearly 
every style in stock. I found what I 
thought was a perfect fit for her and just 
what I could gather she wanted, when 
she gently broke the news to me that she 
had not even a 50-cent piece in her purse 
with which to make a deposit on the shoes. 
Other customers who were really desirous 
of making a purchase were kept waiting 
meanwhile.” 


Organize to Boom Business 


J. L. Newhouse of the Newhouse Shoe 
Company and W. M. Cromley, managee 
of the Brownell Shoe store, are prims 
movers in the formation of a business 
men’s association, comprising merchants 
located on Roosevelt Square, Jamestown, 
N. Y. The objective of the organization is 
to bring more business to this section of 
the city, by improving the square and 
attracting people there by means of band 
concerts throughout the summer and> 
through newspaper advertising. Officers 
of the association will be elected at a 
meeting to be held in the private dining 
room of Stumpf’s restaurant at an early 
date. 


Ringle Opens New Store 


William R. Ringle, who at various times 
has managed Kinney stores in Phila- 
delphia, York, Pa., and more recently in 
Buffalo, opened on July 16 a store of his 
own at 1182 Hertel Avenuein one of the 
most promising communities in the city. 
The store will be known as “The Family 
Shoe Store” and as the name implies foot- 
wear for man, woman, and child will besold. 

Mr. Ringle will feature Dunn & Mc- 
Carthy’s and P. W. Minor’s lines for 
women and Endicott-Johnson’s footwear 
for men, boys,and children. Hosiery for 
every memberof the family will also be 
carried in stock. 
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1,000 Retailers 
—whose slogan 
is‘‘Forward’’— 
have investiga- 
ted, and now 
back up every 
claim we make 
for our 


BUSINESS 
WOMAN 








A Combination Last ; 
of rare fitting qualities ‘ 
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Everywhere you'll find B. W."dealers, all enthusiastic! Everywhere you’ll find 
B. W. wearers equally enthusiastic. The magnificent fitting qualities of this 
masterpiece in footwear design and construction put the song of joy in every- 
one’s heart and satisfying profits in the _retailer’s register. 


All the style, all the comfort, all the 
time! See and be convinced. Write 
us to send salesman or sample pair. 


IN STOCK AND READY TO SHIP 























1 


OCW Co eee 


No. $403—B. W. Corrective, Black Kid. .$4 50 
No. $404—B. W. Corrective, Brown Kid . $5.00 


No. 400—B. W. Black Kid Oxford 
acti ans 4-9, AA-D 


No. 401—B. W. Brown Kid Oxford 
%-9, AAA-D 


3c 
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All with 13/8 ev Rubber Heels. Net 30 Days. 
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- CINCIN f 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Reg. U.S. 
Patent wif, 


There are no shoes 
better than Cin- 
cinnati- made 
shoes. There are 
mone so good as 
ROTH'S. 
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IN STOCK 
No. 799 


Madison Last, Velour Calf, dark 





tan piping around quarter, plain 
toe, one-half light leather box in toe, permanent crease up vamp, 
sloop edge ee $5.85 





IN STOCK 
No. 741 

P. & V. Black 

Velour Calf, 

lain toe, % 

tie r box, permanent crease up vamp . ‘ eee. 05.50 

No. 858—Same as above in Tan Gallun’s Viking color No. 4. . 85.50 


Men of 


Discernment— 


the critical fellows who look for the fine points of style 
and craftsmanship in a shoe—these readily take to the 
CERTIFIED Shoe; and they stick toit because it is in 


every way as good as it looks.. 








It pays to have identified with the name of your store, 
the name of a shoe that can be depended on for 
unvarying high quality year after year. 


STONEFIELD-EVANS SHOE CO. 
ROCKFORD - - - ILLINOIS 


Chicago Salesroom, 410 Security Bldg. J. Wurmser 





Dealer Influence is secured thru advertising in the Boet and Shoe Recorder. 
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@ SHO TRAVELER ® 


(This Department is conducted by Helen M. Haney , Associate Editor) 


Pullman Surcharge Hearing June 20 


N.S. T. A. Represented by President Frank J. Weber and Treasurer 
“Dave” Davis—B. §. T. A. Entertains Buyers July 10 


with the officials of the National 

Shoe Travelers’ Association was the 
public hearing on the Pullman Surcharge, 
which was held at ten o’clock, June 20, at 
the Great Northern Hotel, Chicago, Illi- 
nois. The boys were ably represented on 
this occasion by President Frank J. Weber 
and Treasurer “Dave’’ Davis. 


Big Outing Planned 


Another thought which is very much ex- 
pressed at National headquarters, Boston, 
is the big entertainment of visiting buyers 
to the Shoe and Leather Exposition and 
Style Show, by the Boston Shoe Travelers’ 
Association. The entertainment will take 
the form of an outing at Norumbega Park, 
by the side of the beautiful Charles River 
on Tuesday, July 10. 

President A. L. Puffer announces that 
the visiting buyers will leave in sight-seeing 
busses and private cars, donated by the 
boys and the manufacturers, over 300 of 
which have been placed at the disposal of 
the guests. The party will leave the Essex 
Hotel at 9.15 A.M. sharp, prior to which 
the usual parade through the business sec- 
tion of Boston will take place. 


O™ of the big thoughts the past week 


An Interesting Ride 


The ride to the park will be through some 
of Boston’s finest suburbs, via Common- 
wealth Avenue and the Newtons, and the 
arrival at the Norumbega will be at 10.15 
A.M., so as to be in time to take part in the 
sports which will be held on the athletic 
field from 10.30 to 12.30. Among the sports 
will be the historic baseball game be- 
tween the visiting buyers and the salesmen, 
tugs of war, running races, tub races, 
swimming races and canoe races between 
the manufacturers and buyers. Prizes will 
be awarded for the various races. 


A Dinner De Lure 


At one o'clock, dinner will be served. 
The dinner will be distinguished by no 
speechmaking, but on the contrary many 
“gastronomical’’ feats are expected to be 


achieved, on account of the excellence of 
the food and the music, which it is said, 
always whets the appetite to further ac- 
complishment. 

In the afternoon, those who wish may 
attend the theatre in the park, take part in 
athletic sports, or simply rest under the 
cool, friendly shade of the big trees, the 








“DAVE” DAVIS 


Treasurer of the N. S. T. A. and Chicago 
Salesman for Thompson Bros. Shoe Company 





while canoes glide by on the picturesque 
river at their feet. 


Return to Hall for Style Show 


The return to Mechanics Hall will be 
made at 4:30, in-ample time for the Style 
Show in the evening, so that the buyers 
may take advantage of the choice seats 
reserved for them, where they may see 
every line of the latest footwear creations 
displayed on the runway. 


Reception Committee in Charge 


A reception committee, composed of the 
following “‘tried and true” B.S.T.A. mem- 


bers will have charge of the event: Presi- 
dent A. L. Puffer; National Secretary, T. 
A. Delany; S. L. Curry, Frank Lord, Frank 
Fanning, W. M. Oakman, George J. 
Lovely, L. A. Hunt, “Tim” Murphy, Wil- 
liam Noll, William P. Brennan and George 
L. Starks. 


Gene Murphy BoostsN.S.T.A. 
Membership 


Gene Murphy, President of the Pacific 
Coast Shoe Travelers’ Association, wrote 
a letter of real welcome to all attending 
the California Shoe Retailers’ Convention 
of June 11-14. “‘Gene”’ believes that con- 
ventions are decidedly advantageous to 
the trade from the standpoint of unsel- 
fish advancement—the continual effort 
to do one’s best, to get ahead, without 
crowding others or injuring their oppor- 
tunities—in realizing that when one man 
advances, he may carry a score of men 
with him if he so desires. 

Mr. Murphy is a live wire among the 
shoe travelers way out on the states 
bordering “Old Father Pacific’? and was 
one of the big guns at the California 
Convention. It is the intention of Mr. 
Murphy to enrol every shoe salesman on 
the Coast in the representative member- 
ship of N.S. T. A. 


“Syd” Curry Back from Trip 


“Syd” Curry, who makes the big cities o 
the country for Ordway & Clark, Inc., is 
sojourning in Boston these days and spends 
his spare moments attending meetings of 
the reception committee of the B.S. T. A., 
as he, in company with all the rest of the 
boys of the Hub, want all of the visiting 
buyers to the National Shoe and Leather 
Exposition and Style Shoe, Inc., to have 
the time of their lives on July 10, the big 
day at Norumbega Park, Massachusetts. 
“Syd” will be much in evidence at the 
Style Show, where, as usual, he will be 
kept busy greeting old friends the country 
over. 
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The Teresa 


An attractive ae | 
made in White Kid with 
two Buckles. Made over 
our, popular #7260 \ast 
end conpying a w, abe 
Bote Teor 

Notin atock, bat can be 
made within 5 weeks 


Frice *6/5, 3% 30 deys. 


BOSTON STYLE SHOW 
| BOOTH 23 MECHANICS BLDG. | 


Sample Rooms—Copley Plaza 





MOORE- AHAFED’ 
*MHOE *"MFG°CO’ 
BROCKPORT. N.Y. U4A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.B WAY AT 34 UST 
JACK E. JESTER, MGR. 


Littien O- Tires 
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MATTHEW J. LENNON 


Now covers the entire State of Michigan for 
The Goding Shoe Company, including his old 
territory of Detroit. 





Lennon Has Enlarged 
Territory 

Matthew J. Lennon, who for several 
seasons covered the city of Detroit for 
The Goding Shoe Company, Chicago, has 
recently taken over the entire state of 
Michigan. If he can duplicate through the 
state his success in the city, he surely will 
be “burning things up” for Goding. Mr. 
Lennon, or “Matt,” as he is generally 
called, is well known alike to merchants 
and shoe travelers in his state as for fifteen 
years previous to joining the Goding selling 
organization he was shoe buyer, for E. J. 
Hickey & Co., Detroit. 


“Bob” McKnight Visits 
Boston 
“Bob” McKnight, who travelsthe Coast 
for C. H. Alden Company, was in Boston 
recently and ran into the National office to 
say ‘“Howdy”’ to Secreta y T. A. D. 


Hinds a Boston Visitor 
W. S. Hinds, who represents Rice & 
Hutchins, Inc., in Baltimore and adjacent 
territory, was in Boston last week and 
made a call at the headquarters of the N. 
S. T. A., 183 Essex Street. 


Fry with Frank & Hyman 
E. M. Fry, who some time back resigned 
his position with Frank & Hyman, is once 
more connected with that firm and is now 
devoting his entire time to the road. 


GeorgeA. Laney with J.E. Tilt 


George A. Laney, represents the J. E. 
Tilt Shoe Company of Chicago in Cali- 
fornia, Arizona, and New Mexico. 


H. H. RIPLEY (“HARRY”) RIPLEY 


President of the Southern Shoe Travelers’ Asso- 
ciation and big business getter jor L. B. Evans’ 
Son Company 





“Harry” Ripley’s Business 
Enormous 


“Harry” Ripley, officially known as 
H. H. Ripley, President of the Southern 
Shoe Travelers’ Association, not being 
satisfied that his factory was running at 
full capacity, went to New York the other 
day to sell more slippers for the L. B. 
Evans’ Son Company. Mr. Ripley re- 
ceived an urgent call to “Come right on,” 
so being a good soldier, he obeyed and 
“took orders” most graciously, although 





Bes 
- “ 

f 

hy 

k 

iS 


Here is Frank W. Lord, salesman for Hazen B. 
Goodrich ¢ Co., and A. A. Scard, buyer for Crosby 
Bros.Co.;Topeka, Kansas. Thefellow inthe center 
is an eight pound river bass taken from Caw 
River, Sunday, May 13. He was caught in rapid 
walter by Frank Lord with an eight ounce rod. 
It took just forty minutes to land this fellow. 
Mr. Lord did not lose any time from business as 
Mr. Scard brought him back Sunday evening 
and then was good enough to hand him a very 
nice order. So, taking all together, Sunday, Ma 

thirteenth, was a rather lucky day for Frank. 





P. A. MORGAN 


Who operates out of the Rice ¢ Hutchins 
Chicago Company. 





he did not make any promises as to when 
shoes would be shipped. 

“Harry” had intended going to Green- 
field by motor over the 17th to spend the 
week end “Bunker Hill” holiday “hitting”. 
the picturesque Mohawk Trail, but he dis- 
covered that the Elks were to have their 
State Convention in that town and 
realized that the Weldon would be a bit 
crowded. He therefore canceled his reser- 
vation at the Weldon, although the man- 
agementof that splendid hostelry had made 
room for him there, turning down over 
250 other guests to accommodate this 
popular shoe salesman. 


Tom Egan with Roberts, John- 
son & Rand 


Tom Egan, a well-known shoe traveler, 
who for many years represented the E. J. 
Egan & Co., of San Francisco, will in the 
future represent the Roberts, Johnson 
and Rand Shoe Company of St. Louis 
in San Francisco. 


“U. S.” Hotel Sample Rooms 


Reservations have already been made 
for sample rooms at the United States 
Hotel, Boston, for July for the following: 
George Gregory, Cahill Shoe Company; 
Walter Wichgar, Cincinnati Shoe Com- 
pany; Mr. Carter of Bonar-Allen, Inc.; 
D. L. Teitelbaum, Rosenwasser Bros.; 
E. A. Fargo, Fargo, Hallowell Shoe Com- 
pany; A. G. Spivey, Graham Bros. Shoe 
Company; Mr. Leavitt, with Greenberg- 
Miller, Inc.; Mr. Burroughs of the Little 
Falls Felt Slipper Co.; Mr. Urquhart of 
the Little Falls Felt Shoe Company; 
A. E. Luedke of the Edward A. Luedke 
Shoe Company; E. G. Kalb, Kalb Shoe 
Mfg. Co; A. N. Wolf, Miller, Hess & Co. 
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Lashtoned by 
“BRAOVER? 


Smart patterns decidedly different, in welts 
and McKays, is a feature in Brauer footwear. 


The “Chase” can be made in many beautiful 
combinations on a choice of three beautiful . 
lasts. 





“The Chase” : 
fwd : Fashion cards sent regularly upon request. 
Delivery 


BRAUER BROS. SHOE. @. *5i2¥!s 
} Fashioners of Women’s Novelty Footwear 




















GROPING IN THE DARK 


Time was when the purchase of advertising space was a “‘blind groping in the dark.” 
Advertisers had no means of checking a publisher’s statement of circulation and often 


these figures were unreliable. 


In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to suppiy 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 


There are no dark spots in the Boot and Shoe Recorder circulation. Our records 
are audited by the Audit Bureau of Circulations. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Cc. C. CRISLER 
Who travels for the Goding Shoe Company of 
Chicago in West Teras, Arizona, New Mezico 
and parts of Colorado. 





GEORGE KEYO 


In charge of Hannahsons’ Boston office, Room 706, 
183 Essex Street. 





Crisler Captures Southwest 


Meet Charles C. Crisler, go-getter for 
the Goding Shoe Company of Chicago in 
West Texas, Arizona, New Mexico and 
parts of Colorado. He answers to the name 
of Charlie and is quick on the job. Several 
times this season ‘‘Charlie’”’ has won the 
first prize awarded each week by his firm to 
the man opening the most agency ac- 
counts. That’s not such a sad commentary 
on his speed. Moreover, “Charlie’’ is 
hailed as an arbiter of styles and his ideas 
on merchandising are much sought by his 
“constituents.” 








FRANK A. GORDON 
Who covers ieee Ay trade for the Goding 
Ss Company. 





George Keyowith Hannahsons 


F George Keyo, well known to the New 
England shoe trade, has been placed in 
charge of Hannahsons Shoe Company’s 
Boston office, at Room 706, 183 Essex 
Street. Here he may be found every day 
from 8 A.M. to 5 P.M. 

Mr. Keyo entered the shoe business 
with the Hosmer Codding Company, was 
later with the F. E. Burke Shoe Company 
and recently manager of the Associated 
Shoe Company. Mr. Keyo knows shoes, he 
has a very wide acquaintance and is de- 
lighted with the opportunity to show this 
popular line to his many friends in the 
New England retail field. 

Says Alfred New, Advertising Manager 
of Hannahsons: 

“The constantly increasing interes{ in 
the popular Hannahsons line of fashionable 
fabric novelties has made necessary the 
appointment of a permanent representa- 
tive in Hannahsons Boston office.” 


C. L. Petterson, Jr., Says 
“Field Mouse”’ 


C. L. Petterson sells the leathers of 
Henwood & Nowak, Inc. This young man 
was formerly with H. S. & M. W. Snyder, 
before that with the Columbia Leather 
Company. During the World War, 
he was one of the instructors in grenade- 
throwing overseas. Mr. Petterson’s terri- 
tory is Lynn, Haverhill, all of New 
Hampshire and Pennsylvania. He reports 
that his trade is not buying on reds nor 
blues, but are all calling fer field mouse. 
He believes that this color is going to be 
exceedingly good for this fall and winter. 


Cc. C. McNUTT 


Who represents Battreall Shoe Company in’ 
Colorado and Northern New Mezico. 








McNutt Reports Opti- 
mistically 


C. C. McNutt represents the Battreall 
Shoe Company in Colorado and Northern 
New Mexico, says that his territory is still 
on the map. The merchants in this section 
are quite optimistic, although their busi- 
ness for the past nine months has not been 
up to expectations and their early buying 
has been light. They are planning on good 
volume for later buying. The farming 
sections, he writes, are going on with 
larger crop planting, with very flattering 
prospects to date for good crops and fair 
prices for products. 





G. VON REINE 


One of the city staff of Rice g Hutchins, 
New York Company. 
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Don’t Overlook This Profitable 
STETSON Source of 


White Duck Oxfords Desinens-— 
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Style 61R 


During this summer many 
Hy i OLD-STYLE 
white oxfords will be bought by i 
women— Remodelled into 
New Strap Effects and Oxfords 
Ci i i S 1 offer—send at t f ld stock 
In anticipation of this demand, sack sipln oink cok yom ait bo eommataieae ot thn onan 


Dep t. 5 has planned its stock of plete change in your shoes without detection. 

this St. Regis White Duck Ox- BROOKLYN SHOE REMODELING CO. 
ford on the Miss Hawes Last 205 ROCHESTER AVE. - - BROOKLYN,N.Y. 
so that it will be in a position to 
give excellent service. 

















GREELEY 
Order a few pairs now and fill BOUDOIRS 


your stock from Dept. 5 as you 
There are many years 
make your sales — of experience put into 


the Boudoirs I make. 


’ You- are buying abso- 
If you haven’t a copy of Stock lutely reliable Boudoirs 


Book 32R send for one. In Black or Colored when you specify 
~ 36 pair lots “Greeley Boudoirs.” 


If Your Jobber Cannot Supply You, Write Us. 
Even Better Than Last Year A. W. GREELEY .°. Haverhill, Mass. 














| Ye 9-2 

| inte APPROVED BY 
| nse eg 
Dept. 5 Yomulesed Fost 


use. 

Make your stock of 

i children’s shoes 
complete b 


, y sending 
The / ae 


'STETSON SHOE CO. BURKLEY 


South Weymouth, Mass. wus Oe OO. 


Brockton, Mass, 
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For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher 


SHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher. 











—are made of fully’ seasoned maple and 
held’ together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 
UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


NL A SL LS 
PTI OM OM OleOle lee MT Te TT Te TTT TTT TT TT 
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we have 


IN STOCK 
Stock No. B122—Welt—Price... .$4.85 
these two Sand Suede with Tan Russia Trim, Light 
Stitched Sole Natural Leather Heel with 
Stock No. B832—Welt—Price. . . .84.85 patterns for Rubber Lift, 54 Last—Widths AA to C. 
Sand Suede Calf, Trimmed with Cham- Stock No. B12 Welt—Price. . . $4.50 
pagne Silk, Light Stitched Sole with 13% your conventence Seme as shove Satin vad Black Sucde Calf 
R. L. Heel, 77 Last—Widths AA to C with Cut Out Front Apron Light Welt. 
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AT BOOTH 152 
Boston Shoe Style Show 


We will display a most attractive 
assortment of rapid retailing styles of 


Men’s and Women’s Welts 







Don’t leave the Show without giving 
our line the once over, as. later you 
may feel keenly disappointed. 








The Preston B. Keith Shoe Company 


Brockton -- (Campello Sta.)  --- Mass. 
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The Heel That Gives Both 
| Comfort and Long Wear 


HERE is a certain point in the 

compounding of a rubber heel 
—a certain expert blending of 
resiliency and durability — that 
when reached produces a rubber 
compound that is “just right” for 
wear and comfort. 


To know when this point is reached 
is the secret of good rubber heel 


SpriviesteP 


manufacture. One extra degree of 
softness and the heel is robbed of 
some of its wearing quality—one 
fraction too little and it is too hard 
for comfort. 


“U.S.” Spring-Step Rubber Heels 
are made scientifically correct so as 
to insure both comfort and long 


Rubber Heels 


United States Rubber Company 
Also makers of USKIDE Soles—the “Wonder Sole for Wear” 
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The ‘‘Betwixt and Between” Season 


HE travelers selling to the whole- 

sale trade find the present season 
one where they must rest for a bit before 
going ahead to secure more orders. Just 
now their factories are busy finishing 
shoes ordered late for at-once delivery. 
In these rush days, the wholesale trade 
often buys only six weeks in advance, so 
goods for July and August are in many 
cases only in the making; while goods for 
next spring will not be sold until late fall. 
Everything in straps is the popular seller, 
seemingly there is no let up. 

The boys supplying the wholesalers, 
big department and chain stores are 
usually only two or three to a firm, some- 
times only one and there is now a tendency 
on the part of the successful wholesaler 
to have distributing places all over the 
country. The jobber is really coming into 
his own again, as the men selling to the 
jobber all emphatically declare. 


Stevens Back from Trip 


W. O. Stevens who travels for the 
Burlington County Shoe Company, has 
just returned home from a trip through- 
out the country and is now receiving the 
trade at his office 113 Lincoln Street, 
where it will be “open house” until after 
July. 4. 


“Dave” Hilliard in New York 


“Dave” Hilliard, who represents the 
Canobie Shoe Company and also the 
McCormick Perry Shoe Company, being 
a member of the latter firm, celebrated 
“Flag Day,” by TIeaving for New York 
with a lot of brand new things in women’s 
turns and McKays. His office is at 113 
Lincoln Street, once a part of the old 
United Statés Hotel. “Dave” will be at 
the Style Shoe of July 9-13, in full force 
and with all the latest numbers. 


Grafton Back from Trip 


Mr. Grafton of Ireland-Grafton Com- 
pany has just returned from a very suc- 
cessful trip all over the country. 


Hamburger Says Business Is 
Fine 
“Harry” Hamburger of the Harry E. 
Adams Company is making his regular 
trip to the jobbing trade. He reports a 
very good business on his line-of-finé welt 
novelties. 


“Harry” Goss at 113 Lincoln 
Street, Boston 


“Harry” P. Goss, who represents the 
lines of J. H. Murray Company women’s 
turns, slippers and pumps, and the boys’ 
and girls’ lines of Perkins Bros. Shoe Com- 
pany and the Mohican Shoe Company, 
has recently taken up headquarters at 
Room 202, 113 Lincoln Street. Mr. Goss 
sells the big department stores and jobbing 
trade and chainstores all over thecountry. 


Boston Much Visited 


“Harry” says that it is really surprising 
the frequency with which buyers come to 
place orders here—for instance, from 
Detroit and the other western cities, as 
often as every two or three weeks and 
even weekly. 

Mr. Goss has an experience ‘“‘on the 
street’”’ of some twenty-three years and 
has an extensive acquaintance with shoe 
men, who all like him immensely, because 
of his genial manner and good nature. 


Some Snappy Patterns 


Harry understands shoes from A to Z 
and is ever at work designing some new 
pattern. He showed the Recorder repre- 
sentative some novel effects in strap 
patterns which his factory had recently 
turned out on his suggestion. There were 
some pretty cross straps in champagne 
kid, plain and trimmed with blue and red. 
He said that his 13-8 to 16-8 Spanish and 
Cuban heels were very popular. 


Novelties in Three Straps. 


His three-strap models in black suede 
and patent leather, and gray and brown 
and black, (some with little diamond like 
perforations extending from where the 
top strap joins the shoe all around the 
sides and back,) were very pretty; many 
of these were combined with suedes. His 
black satin one straps with narrow strips 
of black suede at the side, parallel all the 
way, instead of converging, at the sole, 
were very graceful. 


“Cute” Models for Kiddies 


He also likes to sell his “kiddies shoes.” 
Among his smart models for boys and 
girls were moccasin effects, with eyelets 
for the girls and hooks for the boys, of 
smoked elk, with fancy stitching around 
the top piece. 
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HARRY P. GOSS 


Who represents the lines of the J. H. Murray 
Company, Perkins Bros. Shoe Company and 
the Mohican Shoe Company. 





Color Study Necessary 


Mr. Goss believes that it is absolutely 
necessary in these days to study colors 
and color combinations if one would be a 
successful shoe salesman; also to be 
abreast of what is going on in the way of 
designing and to have a few ideas of one’s 
own, for it is true, he says, that many new 
patterns are being rushed into the works 
every week. 


“Oh, for Plainer Effects”! 


He has noted a tendency to plainer 
stuff, and wishes with many others that 
affairs might take such a turn, as it would 
make for lower prices and less confusion 
as to style. For instance, said he, “It 
takes a factory three weeks to make a new 
shoe; then it must be put into the sample 
room, and shown to the trade—then the 
wholesaler must introduce it to the mer- 
chant and the merchant to the public— 
so that really the quickest way that you 
can insure a style being a good one is 
three months—and thus are styles often 
killed before they are properly introduced. 


Drew a Fishing Expert 


H. W. Drew who represents the Silsby- 
Morris Shoe Company, Letts & Litvack, 
Inc., and the Swartz Shoe Company is 
now enjoying his summer home at Crow's 
Point, on the road to Nantasket Beach, 
Massachusetts. Dr. Drew’s favorite sport 
is lobster fishing— ‘Harry’ Goss says that 
H. W. Drew is the deep sea fisherman ex- 
pert of the Boston bunch having head- 
quarters at the United States Hotel. 
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SPORT ANY 
OXFORDS 
IN STOCK * A 


Two Real Live Crepe Sole Sport Models 
Soles Put on the Right Way 
Stock No. 841 


$5.85 
Gallun’s No. 3 Tan Norwegian College Oxford 
Brass Eyelets Calf Lined Geach Last 


Stock No. 842 $5.25 
Coffee Elk Cube Oxford, Plain Toe, No Box 
Trune Last 


Sizes and Widths B,7-10 C,6-10 D, 6-11 
FREDERICK S. PECK 
40 THOMAS STREET, WORCESTER, MASS. 


Build your business with 


PECK’S BETTER SHOES 











IN STOCK 





Imported hand braided Leather Slipper—For 
travel, bath, beach and camp. 


Ladies’, 3 to 8 
Men’s, 6 to 11 


Minimum quantity, 36 pairs per run. No 
samples. Satisfaction guaranteed. 





Golo Slipper Company 
129 Duane Street, New York, N. Y. 








E. T. GILBERT MFG. CO. 


THE WHITE WAY---A Powder Puff for White Shoes. 


A convenient and attractive little pad-like 
cleaner with an invisible compartment 
containing a cleaning powder ich we 
manufacture under our own formula. 
The pad rolls up and fastens in con- 
venient size to carry in pocket or hand 
bag. The easiest and simplest device for 
cleaning white footwear. 
Packed in Neat Display Boxes 
Price $2.00 per dozen 
Write for Sample 


Ico 


228-236 South Ave., Rochester, N. Y. — 








Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf — 
Russia Calf — 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S.A. 











SHOE lata 


o 
Finest Quality 
Fresh Water Pearl 
White 
Black 
and 
Size 14 Colors Size 16 


Shanks guaranteed for machine sewing. If you cannot 
procure our buttons from your jobber, write us and we will 
supply them. 

Prices and samples sent on request. 


HAWKEYE PEARL BUTTON CO. 


New York Office Muscatine 
930 Broadway : Iowa 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the 
Shoe and Leather Trade 


BUSINESS REVERSES 

Phoenix, Arizona—Hyder Bros. Inc., boots and 
shoes, reported offering to compromise at 33)4 per 
cent. 

Norwich, Conn.—Louis Mintz, (162 MainStreet) 
boots and shoe: s, reported asking general extension, 

Chicago, II. —Max Diamondstein, (3434 Roose- 
velt Road) =| merchandise, reported assigned. 

Virden, fir H. Mitchell (“Mitchell's Shoe 
Store") boots ~) shoes, reported petitioned or 
petitioner in bankruptcy. 

Fayette, lowa—Horace M. Troy (Troy's Clothes. 
Shop) boots and shoes, etc., reported assigned. 

Kingstown, Kansas—F. E. Hoard, (Hoard Merc. 
Co.) general merchandise, reported petitioned or 
petitioner in bankruptcy. 

Cambridge, Mass.—Max Haflich, boots and 
shoes, reported petitioned or petitioner in bank- 
ruptecy. 

poieneepeite, Minn.—John E. Erickson & Son 

“Erickson s Boot Shop”) (Franklin and Chicago 
sea (1601 Nicollett Avenue) (11 No. 7th 
Street) boots and shoes, reported petitioned or 
petitioner in bankruptcy. 

Kansas C ity, Mo.—Shep Bros., (Shapiro Bro- 
thers) (18th Street and Troost Avenue) (18th and 
Vine) boots and shoes, etc., reported offering to 
compromise at 30 per cent. 

Passaic, New Jersey—Pincus M. Jacobs (335 
Harrison Street) boots and shoes, reported peti- 
tioned or petitioner in bankruptcy. 

Trenton, New Jersey—Max Suffness (681 South 
Broad Street) leather and findings, reported peti- 
tioned or petitioner in bankruptcy. - 

Newton, New Jersey—A. & M. Shoe Manu- 
facturing Company Inc. (Clinton and Water 
Streets) manufacturers of shoes, reported receiver 
appointed. 

Newark, New Jersey—Celia Neibart, (24 Seventh 
Avenue) boots and shoes, reported petitioned or 
petitioner in bankruptcy. 

Brooklyn, New York—Hyman Levenson (125 
Greene Street) (Manhattan) leather goods, re- 
ported netitioned or petitioner in bankruptcy. 

New York City—Henigan Hess & Co. Inc. (160 
Pearl Street) exporters and ay re 
petitioned or petitioner in bankrup 

New York City—Adolph ay (2733 Third 
Avenue) boots and shoes, etc., reported petitioned 
or petitioner in bankruptcy. 

Hockaway Beach, N. Y.—Benjamin Cassell 
(76 Boulevard) (Arverne) boots and shoes, reported 
called meeting of creditors. 

Syracuse, New York—Amrose Matt, (1006 

South Salina Street)boots and ig ed 
pe titioned or petitioner in je aye 

Cincinnati, Ohio—The ‘hanidt Co. Inc. 
(3223 Spring Grove Avenue) pansinstesing chemi- 
cals and fertilizers, re ed receiver appointed. 

Cleveland, Ohio—Samuel Ruskin, (8304 Quincy 
Avenue) (10,810 Union Avenue) boots and shoes 
etc., reported pacitloned ar petltiqnert in peahouptey 

Oklahoma City, Oklahoma—Klein Dry Good 
Company, boots and shoes, etc., reported peti- 
tioned or petitioner in bankru tcy. 

Clearfield, Pennsylvania—Jacob Harris, boots 
and shoes, etc., reported petitioned or petitioner in 
bankruptcy. 

Philadelphia, Penn.—Timothy J. Carey, (De- 
lancey Street) boots and shoes, reported petitioned 
or petitioner in bankruptcy. 

Greensburg, Penn.—Morris Miller, boots and 
shoes, reported petitioned or petitioner in bank- 
ruptcy. 

ae Penn. — Schneider, pbeuppenthem, 
etc., report petitio or petitioner in bankruptcy. 

ve Marion, 8. C.—A. Solomon, boots and shoes, etc.. 

titioned or petitioner in bankrupt tey, 
4 ‘exas—Jules T. Tobian, boots a 8, 
reported petitioned or petitioner in ba ptcy. 

Weatherford, Texas—R. T. McDade Company, 
boots and shoes, etc., reported petitioned or peti- 
tioner in bankruptcy. 

Cisco, Texas—S. Nedler (““‘The Boston Store’) 
boois, shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Sena. Texas—H. K. Hickey, boots and shoes 
etc., reported asking general extension. 

Wic inte Fe Falls, ‘Pexas—Boots and shoes, etc., re- 
ported petitioned or petitioner in bankruptcy ‘and 
offering to compromise at 35 per cent 

Richmond, Virginia—William S. Gaulding (2524 
Venable Street) neral merchandise, reported 
petitioned or petitioner in bankrupt i 

Seattle, Wash.—Samuel Sirke r irkel’s Shoe 
store) (917 First Avenue) boots and om etc., re- 
ported assigned. 

Milwaukee, Wis.—Samuel Goldin (Goldin's 
q uality Shoe Store) (728 Walnut Street) boots and 

oes, reported assigned. 


BUSINESS CHANGES 


Paris, Arkansas—George M. ae Conk 
ly a reported succeed > eo 
aina 


Los Angeles, Cal.—Harry Tygrett (6100 York 
boulevard) boots and shoes, succeeded by Phillips 
and Wilson. 

San Jose, Cal.—Economy Shoe Store, boots and 
shoes succeeded by L. Hart and Son Company. 

Meriden, Conn.—Jacob Boyarsky (Center Street) 
general merchandise, recently commenced business. 


Wilmington, Del.—Beaston & Thompson, boots 
and shoes, reported partnership dissolved. 

Winter Haven, Florida—Weeks Merc. Co., 
que merchandise, succeeded by W. H. Swan & 

0. 


ny =e Ill.—Ben Harmer (545 East 43rd 
Street) ts and shoes, reported succeeded by 
David Kriesberg. 

Chicago, Ill.—Charles Miller, (3407 West 16th 
Street) boots and shoes, reported ‘removed to Lewis- 


ton, . 
Chicago, Ill.—Frank Pancoska, (1904 West 35th 
ts and shoes, reported succeeded by 


Street) 
Frank Heyduck. 

Chicago, If.—John Vicco, (13307 Baltimore 
Avenue) boots and shoes, etc., reported succeeded 
by John V. Pouzar. 

Springfield, ’ . C. Oberman, boots and 
shoes, etc., reported succeeded by Jacob Oberman. 

Indianapolis, Indiana—Max Levine, (353 East 
Wash Street) boots and shoes, etc., reported suc- 
ceeded by Levine & Greenberg. 

South Bend, Indian 
Store, (John Piatek, . proprietor) leather and find- 
ings, reported removed to 1146 Milwaukee Avenue, 
Chicago. 

Keokuk, lowa—W. Holland and Comeary, boots 
ons shoes, etc., reported succeeded by E. L. Ald- 
rich. 

Washington, Kansas—The Simon Clothing 
Store, boots and shoes, etc., reported changed name 
to Simon & Diedrichs Clothing Company. 

Camden, Maine—S. B. Haskell, boots and shoes, 
etc., reported succeeded by Haskell & Corthell. 

Auburn, Maine—Thorne & Philpot (140 Main 
Street) boots and shoes, reported recently com- 
menced business. 

Baltimore, Maryland—Urner Bros. Inc., (111 
East Baltimore Street) boots and s! etc., re- 
ported succeeded by Urner Bros. (J. H. Urner). 

South West Mass.—Richard and Ada 
Wright, genera —~_F reported succeeded 
by Gifford & Miller. 

Beverly, Mass. —Beverly Ideal Shoe Company 
women's shoe manufacturers, recently commenced 
business. 

Beverly, Mass.—Thomas H. Lawrence, toplift 
ae, reversed a7 or closed out 

Jackson, Mich.—J. K. Kearns, boots and shoes 
operas L. | away. 

orrice, Mich C. Davis, boots and shoes, 
reported succeeded by Orlando Gruber. 

trugis, Mich.—William Brokaw, boots and 
chess, etc., reported succeeded by Hulin & Watson. 

Crookston, Minn. —Seccheon & Mercil Clothing 
Company. boots and shoes, etc. suc- 
ceeded by Fagerlund Clothing Co. ‘Inc. 

Hilton, New Jersey—A. Vasi, boots and shoes,’ re- 

ported removed to Elmwood Avenue, New Jersey. 

P°Garfield, New Jersey— T. & M. Zielinski, boots 
and shoes, ‘reported so id or et of business. 

Passaic, New | ma T. & M. Zielinski, boots 
and ~ (36 Wall Street) boots and shoes, re- 

cceeded by T. Zielinski. 

Tosneen, New Jersey—David Feinberg, (211 
South Broad Street) boots and shoes, etc., reported 
sold or closed out of business. 

Brooklyn, New t= ar Shoe Co. pe 
(retail store 937 gr boots and shoes, sol: 
retail store to x S. Lebowitz. 

New York City——Stein & 4 (66 Bioase 
Street) boots and shoes, succeeded by Joseph 

New York City—Francisco gy Oran 
Courtland Avenue) boots and shoes, suc- 
ceeded by Celestino Bocchieri. 

New York City—George A. Weisgerber (1027 
Tremont Avenue) boots and shoes, suc- 
ceeded by Willaim Wegertper. 

iew York, 


—— by Joseph F. Walsh 
mg Island City, New Lea es ong Roth- 
a mti95 Main yon Ae boots and shoes, reported 
or closed out 
sa. Ohio—William H. Harter, general 
merchand recentlycommenced business 
Philadelphia, Penn. _— 4 Devils (1836 Snyder 
Avenue) reported succeeded by Harry wab. 
Berlin, Penn.—Maurice Segel, boots and shoes, 
etc., reported sold or closed out business 
Sunbury, Penn.—Henry Marks, boots and shoes, 
removed to Montgomery, Penn. 
Gatesville, Texas—Thorp & Wollard, ‘boots and 
shoes, etc., a succeeded by R. E. Hall. 
Saratoga, 
pony: boots ond shoes, etc., reported sw 
. W. Ne 


re 


jeceeded by 


toga Dry Goods Com- 
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Milwaukee, be ye —Otto Priebe 
reported 


(2436 Vilet 
Street) boots and shoes, succeeded by 
Charles F. Priebe. 


Milwaukee, Wis.—Peter Tolkacz (1126 wet 
Avenue) boots and shoes, reported succeeded 
Brzonkola. 

Milwaukee, Wis.—Notak Shoe Mfg. Co., shoe 
Eee eat reported succeeded by Everwear 


Shoe M 
Fort Worth Notes 


The vogue for colored shoes con- 
tinues to grow in this part of the 
country. Red and green are the popular 
colors with slight preference for red. The 
retail merchants, who carry only a high 
grade line of colors, report a big demand 
for the colors. Colors are being worn by 
young girls and also by some women. 

Whites are running the colors a close 
second. Some merchants predict that 
whites will be the big sellers in the near 
future while others pin their faith to the 
colors. Whites have always sold well because 
of the type of clothing that women wear 
during the Texas summers. At present 
most of the demand for whites has been 
in the high grade kid dress shoe. Perhaps 
the girl graduate season is somewhat 
responsible for this. In the matter of kid 
and linen there is a difference of opinion, 
but most retail merchants have a good 
supply of both kinds. 

All types of footwear that can be worn 
with sport costumes have been going well 
during the late spring and early summer. 
Some color combinations are popular. 
An unusually good looking combination 
in the black and white is shown in the 
window at the Taylor Shop. Here, as well 
as at the shoe department of the W. C 
Stripling Store, are some very high grade 
shoes in satins with a high heel open shank 
slipper. 


Men’s Shop Will Open in June 


The Fort Worth Nettleton Shop, an 
exclusive Men’s store, will be opened in 
Fort Worth about the middle of June. 
The store will be operated by the Taylors, 
who own and operated the Taylor Foot- 
wear Supreme Shop which adjoins the 
new stores. 








Davis Company Organizes 


Brooklyn, June 18.—Among the new- 
comers in the Brooklyn field is the Davis 
Shoe Manufacturing Company, the head 
of which, Mr. Davis, was previously with 
Rogers and Davis. 

The company plans to manufacture a 
high grade line of women’s turn footwear 
and the plant which is being fitted, will 
have a capacity of about 500 pairs a week. 


Henne & Co. Has New Office 


New York, June 18—William Henne 
& Co., Inc. of Brooklyn, manufacturer of 
women’s, misses and children’s fine welts 
and turns, has opened an office in the 
Marbridge building. Bert E. Drake is in 
charge of the office, which is in room 748. 
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Style Show at Convention 


A style show was one of the features pre- 
sented by the Louisiana-Mississippi Clo- 
thiers and Furnishers at their annual con- 
vention held here. 

Clothing, estimated to represent $150,- 
000 in value, and jewelry valued at $100,- 
000 was displayed. Of particular interest 
was a scene which portrayed decided 
changes in the shoe and clothing style 
trend, for women, for many years. 

The latest style creations for women 
were worn by living models including: 
Egyptian sandals in the various vivid 
colors and many white patterns. Several 
types of walking shoes, including strap 
oxfords and sandals were emphasized in 
a scene called “‘A Stroll On the Avenue.” 

Men wore brogues of Scotch grain and 
some of their styles included two-tone 
combinations. Children’s styles were most- 
ly confined to shoes made of black and 
brown leathers. 


New Officers Elected 


New officers elected for the association 
for the ensuing year include: Max Zander, 
New Orleans, La., president; Joe Jacobs, 
Lake Charles, La., first vice-president; 
Ben Warren, Vicksburg, Va., second vice- 
president; A. W. Porter, New Orleans, 
third vice-president; Fred Scherer, New 
Orleans, secretary-treasurer. 





WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N.Y. 
Phone Canal 0679 

















DO YOU CONTEMPLATE 


Retiring or going out of business? We will 
eey v value for po rs entire or surplus stock 
avii 


. —% term to run taken 
over. Eeektianed 2 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 








HIGHEST CASH PRICES PAID 
fer entire shoe stecks. 








THE NEW YORK EXPORT 


PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N.Y. 


WILLSURFLUS STOCKS Ks} Ae F = 
ENTIRE STOCKS )CAS 
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Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, and 
help the appearance 
your store. § Pd sub- 
ject to approva — sat- 
isfaction guaranteed 
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SALESMEN WANTED 


HOE SALESMAN WANTED—We would like 

to hear at once from an A-1 shoe salesman who 
is well established with the jobbing trade. Terri- 
tory includes all of the United States. This is a 
high-class proposition and requires a high-grade 
salesman with a good following. Communicate at 
once with E-63, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








ws NTED—Young and successful salesman to 
sell Rochester-made women's shoes in New 
England. The line is well established and the posi- 
tion offers a real opportunity for live, high-grade 
salesman. Give full information in first letter. Ad- 
dress E-65, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





JANTED—Salesmen for the following terri- 

tories: Western Pennsylvania and Ohio; North 
and South Carolina, Georgia and Florida; Oregon, 
Washington, Idaho and Utah; the North and Mid- 
dle Western States. To sell our line of misses’, chil- 
dren's and infants’ McKay and turn sewed shoes. 
Can be sold with other non-conflicting lines on 
commission. Apply, with references, to Werner 
Shoe Co., Orwigsburg, Pa. 





GALESMAN wanted for Indiana who is acquaint- 
: ed with the retailers of ladies’ up-to-date styles. 
Groves & Rood, 222 W. Monroe St., Chicago. 





ONE of the leading Rochester manufacturers 
“ of high-grade women’s shoes, with an estab- 
lished trade, has an opening for a first-class sales- 
man who is well acquainted with retail dealers in 
the State of Michigan. The position is a very de- 
sirable one and offers a splendid opportunity to the 
right man, who must be clean-cut, aggressive, and 
between thirty and forty years of age. Address, 
with full information as to experience and sales, 
E-64, care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. ; 





*XPERTENCED salesmen with following in 
Middle Western States wanted by Lynn manu- 
facturer of women’s, misses’ and children’s welts 
and fat-ankle specialties. Line is supported by 
In-Stock” Department. Address E-67, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


ALESMEN WANTED—One of the live wire, 

aggressive, men’s shoe manufacturers in the West 
making a line of men’s dress welts toretail at $7.00, 
has openings for salesmen in the following terri- 
tories: Nebraska; Kansas; Missouri; Chicago, Loop; 
New York State; and Pennsylvania. Good money 
making line for an aggressive salesman. Give refer- 
ences and experience. Address E-47, care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago, Il. 








WE have several choice territories open for high 

_class salesmen selling a quality line of young 
ladies and children’s novelties and staples in stock. 
Side line or exclusive. Give full particulars in first 
letter. James Shoe Mfg. Co., Milwaukee, Wis. 


SALESMEN WANTED 


SALESMEN WANTED 





WANTED—A salesman experienced in the shoe 
wholesale trade to cover Cape Cod. Also a man 
for New York State. Address E-66, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





ANTED—A successful salesman who can sell 

surplus factory production for a large manu- 
facturer to department stores and jobbing trade. 
Give full details as to past experience. Address 
E-48, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ANTED—Salesman to carry line of McKay 

novelties in Texas. Must be man with exper- 
ience in this territory. Address, E-49, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass 





ALESMEN—Sell ““World’s Wonder” Foot Pow- 

der (sideline). Shoe and department stores eager 
buyers. Product simply wonderful. Absolutely 

aranteed. Retails 35 cents. Cost merchant $2.75 
> ey prepaid. Attractive placards and other ad- 
vertising matter free. Liberal commission. State 
Territory. Dainty Products Co., Atlanta, Ga. 





HOE SALESMAN to carry a good paying side 
. line. We ave —s P= & — — 

tates except icago, Milwaukee and suburbs. 
Give full details of references in first letter. Ad- 
dress E-32, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Illinois. 








ws NTED—hHigh-powered salesmen only to sell 
a line worthy of representation of big produc- 
ing road men. 15 styles of men’s popular priced 
dress welts to retail at $5.00 with all the style and 

uality any well posted retail buyer could ask for. 

n addition to these popular priced dress shoes, 15 
styles of men’s unlined welts, medium weight of re- 
tanned and Elk leathers, with workmanship like 
dress shoes. Entire line has been reconstructed. 
Every style built on new ideas of the season. Com- 
plete line carried on B to E. Strictly 6 per cent 
commission basis. Some wonderful territories open. 
Don’t apply unless you are a big producer. Bradley 
& Metcalf Company, Milwaukee, Wis. 


ANTED—Salesman ito sell women’s McKay 

novelties to jobbing and large department store 
trade. Must be man of experience. Address, E-50, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


ANUFACTURER of popular price Goodyear 

welts, big value line with special appeal to bi 
buyers—has splendid opening in New York pom | 
Ohio. Established trade will be turned over. Appli- 
cant must have a following in respective territories 
and be a real producer. Give your experiences and 
references in first letter. Address, E-55, care Boot 
ood eee Recorder, 623 Powers Bldg., Rochester, 











WANTED —Salesmen acquainted with the shoe 
trade in the following states: Wisconsin, Illin- 
ois, lowa and Montana to sell our men’s dress welt 
line. An all solid line to retail from five to six dollars. 
Only yy 1 business getters need apply. La 
Crosse t & Shoe Mfg. Co., La Crosse, Wis. * 


WISCONSIN MANUFACTURER of ladies’ and 
men’s sporti shores and high-grade work 
shoes will have following territories open July 1: 
Alabama. Mississippi, Louisiana, Nebraskay North 
and South Carolina, on and West Virginia, 
Pennsylvania, New York, Ohio, Iowa, Illinois, 
Washington, and New England States. Only men 
with established business and capable of showing 
clean record will be considered. Address E-26, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Ill. 





Well-known, long-established shoe 
manufacturing concern requires the 
services of several high-grade salesmen 
to handle their established line of me- 
dium-priced women’s welts and high- 
grade novelty flexible McKays, direct 
to the retail trade. Redistricting of ter- 
ritories and the addition of a few more 
men of the right type make this your 
opportunity. State qualifications and 
furnish references. Address E-60, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








SALESMEN 
WANTED 


Wanted, experienced high-grade 
salesmen tosell our line of men’s 
better-grade shoes to the retail 
trade. Commission proposition. 
State drawing account required 
and territory covered. Prompt 
reply if interested. Address Levie 
Shoe Company, 500 Throop 
Street, Chicago, III. 














Live Wire Salesmen Producers 


A Western Manufacturer of Men’s 
Dress Shoes, retailing at $6, $7, and $8, 
has the following territories open: 


New England States 
Missour “orado 


Alabama 
Montana 
Idaho 


New Mexico 
Oklahoma 
Arkansas 
Washington 


Oregon 
Mississippi 





Iowa 
Nebraska 
innesota 
Utah Arizona 
North and South Dakota 


Give full particulars as to sales and 
experience in first letter. Samples ready 
July 16. Address E-59, care t and 
> Recorder, 207 South St., Boston, 

ase. 














SIDE LINE OPPORTUNITY 


If you are a real salesman with plenty of “‘pep’’—merchandising ability 
and established trade, we have one of the fastest selling McKay lines 
(for Children, Misses, Growing Girls and Women) in America to offer you 
—only 15 numbers—and every one belongs to the “‘bread and butter” 


class. We are allotting territory at once. Write to-day giving full details 
of your experience. Address Herbert C. Groenewold, Director of Sales, 
Wobst Shoe Company, Milwaukee, Wis. 
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POSITION WANTED 


POSITION WANTED 


BUYER & MANAGER WANTED 








complete one. 





WE KNOW A MAN 


Experienced in the manufacturing and retailing of shoes who, through 
the liquidation of his former firm, is available. 


He knows retailing, and he knows how to solve manufacturing problems 
and his experience in buying materials of all kinds that go into shoes is a 


If you want a man with a twenty-year record of accomplishment of the 
highest integrity, combined with the habit of getting things done, and 
will write us, we will be glad to put you in touch with him. Address E-57, 
care Boot and Shoe Recorder, 207 South St., Boston, Mass. 











SALESMEN WANTED 





IRST-CLASS SHOE MAN desires to make 
change; Philadelphia or vicinity. 14 years’ expe- 
rience; excellent references as manager and buyer 
or other good connection. Address E-68, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


The Union, Col bus, Ohio, requi 
the services of a buyer and manager 
for its Women’s and Children’s Shoe 
Departments. This position presents a 
wonderful opportunity at a splendid 
salary to start with in a high-grade 
department—handling medium and 
better merchandise. Address E-62, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 

















TO LEASE 








Leading women’s specialty store in 
Massachusetts manufacturing city, 
population of over 120,000, is now 
erecting a new building in central lo- 
cation, and has floor space to lease for 
shoe store to manufacturer or dealer 
of high standing, operating chain 
stores. Address A. C. R., 4 Weybosset 
St., Room 103, Providence, R. I. 














Opportunity 


Excellent opportunity is of- 
fered te salesmen in various 
parts ef the country to carry 
specialty side line of three or 
four Goodyear welt work shoes. 
Splendid value. Easy te handle. 
Write giving full particulars as 
te territory. Indiana Shoe Cer- 
peration, Marion, Ind. 











wie wants a Yankee, 24 years old? At present 
he is superintendent of a heel factory, but 
would like to connect with a progressive shoe con- 
cern in the manufacturing end or the sales end. No 
objections to starting in as a sweeper. Address E-69, 
care and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





GHOE SALESMAN, thoroughly experienced in 
retail business, men’s or ladies’ shoes, desires 
permanent position, Pennsylvania preferred. Ad- 
dress E-70, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





SALESMAN, MANAGER, BUYER—Desires 

connection. Can sell, manage, or buy shoes, 
clothing, or ready-to-wear, or all. Will go anywhere 
in the United States. Satisfaction guaranteed or no 
pay accepted. Energetic and full-o’-pep. Young 


- and ambitious. Can write ads, trim windows. Am 


willing to do anything required. Address E-71, care 
Boot and Shoe Recorder, 127 Duane St., New York. 





One of the finest equipped stores in 
the Middle West, located in Ohio, ca- 
tering to a medium and better class of 
trade, desires to lease its Women’s or 
Women’s and Children’s Shoe Depart- 
ments, now doing approximately $100,- 
000. Address E-61, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 














High-class, long-established Men’s 
Wear store in Pasadena, Calif., has de- 
sirable space with street frontage to 
lease for shoes, either for men or men 
and No lusive men’s shoe 
store in city. Exceptional opportunity. 
Address George A. Clark Co., Pasadena. 

















LINE WANTED 


LINE WANTED—Medium price “up-to-the- 
minute” styles, Turns or flexible McKays, to sell 
the jobbing trade only. Have an established busi- 
ness with Boston office, 117 Lincoln Street. Write 
or call and see A. M. Clinard. 


GALESMAN and factory representative for Cali- 
fornia, with office at Los Angeles, financially 
responsible. Rated R. G. Dun & Bradstreet. Re- 
tail experience fifteen years. Thirty-four years of 
age. Enthusiastic and energetic hustling business 
producer, good following, personal acquaintance. 
Wants factory line of general men’s, boys’ and 
women’s shoes. Must be popular priced. Have com- 
etent man on the road and personally take care 
of local trade through my office. Best references 
regarding my honesty, ability and character. 
Address i. J. L., 421% Centennial St., Los Angeles, 








Cal. 


ANTED by reliable man, a jobber's line of 

popular-priced shoes. Selling case lots yf to 
merchants and department stores. Address E-73. 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 

ANTED—Ladies’ line of shoes for Chicago and 

near-by towns. Have established territory. Ad- 
dress E-74, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago. 


INE WANTED—Salesman selling to New York 

and Pennsylvania trade wishes line of work 
shoes. Big following. Address K-515, care Boot and 
Shoe Recorder, 127 Duane St., New York. 











BUYER AND MANAGER, 35 years old, mar- 

ried, fifteen years’ experience, buyer and owner 
the last eight years. Prefer Western coast. Address 
E-72, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








AVAILABLE 


An energetic sh king ive, 
experienced in the production of high- 
grade Misses’ and Children’s Welts- 
He is a young man notwithstanding 
the fact that he has been for years the 
responsible factor in the styling and 
producing of one of the best-known 
and successfully merchandised Eastern 
lines of Misses’ and Children’s shoes 
for the retail trade. Address E-76, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 

















TO LET 


Te LET—Part of corner office, 113 Lincoln Street, 
Room 402. Price low to desirable, permanent 
party if taken immediately. Apply at this office. 








FOR SALE 


For SALE—Shoe business; old established and 
best located in Iowa city of 40,000. Low rent. 
New modern fixtures. Stock is except ionally clean. 
Cater to high-class trade. About $18,000 will buy 
stock and fixtures; half cash, balance bankable 
paper. A dandy ay ey ay investigation. 
Address E-75, care tt and Shoe Recorder, 207 
South St., Boston, Mass. 








WANTED TO PURCHASE 








for retail wad wheleaale’ stocks of sheos or 
other merchandiee. Gusnthy no object. 
Bonk and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WA Proprietor 


610 Broadway, ky 
Phene Stagg 1757 











Information for Shoe Merchants 

“Where to Buy” constitutes a source of 
knowledge so that he who runs through these 
pages may rea nd learn. 
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Beckwith Mfg. Co., Boston 
Everett & Barron Co., Providence, R.I.... 
Hawkeye Pearl Button Co., Muscatine,Ia.. 91 


Thompson-Field Co., Inc., Brockton, Mass. 77 
Tubular Rivet & Stud Co., Boston 


United Fast Color Eyelet Co., Boston 
United Shoe Machinery Corp., Boston. 29-87 
United Last Co., Boston 


Wind Insole & Counter Co., Campello, 


MISCELLANEOUS 


4 a R. 2. 
= City.. 
Atlantic Printing Co., Boston 





Papers, Inc., New 


Boston Shoe Travelers Assn 
Brooklyn Purchasing Syndicate 


Calderwood & Preg, Inc., Boston 
Glauberg, Max, New York City 


Howard Print, Inc., Brockton, Mass 


Kalter Cerf. Co., Max, New York City 
Kirch-Blacher Co., Inc., New York City. . . 


New York * yen Purchasing Corp., New 
York Cit. 


Penny, J. C., Co., So. Louis, Mo 
Root, F. S., Company, Boston 


Tolman Print, Brockton,Mass 
University Electrotype Foundry 


Waskow Co., Inc., Chicago 
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Nowa Si ignificant Footwear Detail 
~ The Visible Eyelet 


The visible eyelet has always been a de- 
tail which the foresighted. retailer recog- 
nized as neat, stylish and practical— 
adding materially to the life, appearance 
and value of the shoe. 


But now the visible eyelet has become 
more than a mere detail of shoe con- 
struction—it has become an outstanding 
selling factor carrying a decided signif- 
icance and meaning to the consumer. 


Closer acquaintance with the visible eyelet 
—established through national advertising 
—has brought greater appreciation of its 
practical qualitiesof styleand convenience. 


Where before the consumer merely ac- 
cepted visible eyelets as optional items 
on footwear they now demand them as 
factors that indicate quality, assure con- 
venience and represent all that is good in 
timely style and fashion. 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 
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A Feature That Is Selling Shoes 


The return of lacing hooks is the 
revival of a popular feature on 
footwear for men. 


With the new demand for both 
style and practical convenience in 
shoes the lacing hook becomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales. 





Sell shoes that combine the 
features which men demand-- 
comfort, convenience, fit-- 
shoes with lacing hooks! 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 











LIKE THE FIRE WORSHIPER OF OLD SALUT- 
ING THE RISING OF THE SUN—MANY A WOMAN 
MAKES A MENTAL GESTURE OF ADMIRATION 
AT THE SIGHT OF FOX SLIPPERS, PUMPS AND 


OXFORDS, 


FOR FOX FOOTERY HERALDS THE DAWN OF A 
NEW MEANING IN FOOTWEAR—SHOES MAY BE 
USEFUL, COMFORTABLE AND AT THE SAME 
TIME ACCESSORIES OF CHARM— 


IN SATIN, BROCADE, SUEDE, PATENT OR KID— 
HIGH SHADES OR BLACK—THERE IS A VARIETY 
AND A SHAPELINESS WHICH DELIGHTS THE 
EYE AS MUCH AS IT COMFORTS THE FOOT. 


CHARLES K. Fox, Inc. 
HAVERHILL, Mass., U.S.A. 


BOSTON: 54 LINCOLN Sr. NeW YORK: MARBRIDGE BLODG., 
BROADWAY AND 34TH ST.. Room 632. CHICAGO: GREAT 
NORTHERN BUILDING 





Vol. 83, No. 15. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. 
Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., aa the act of Congress of March 3, 
1879. Subscription price, $5.00 a year. Printed in U. S. A. 








“SOMETHING ATTRACTIVE” 


. “BEAVER BROWN: 
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Shoe Shown by Courtesy of 


Strassbur¢ger-Stiles Re WY, ee 
Boistipa, B. , 3 \ , 7 @) \ yy 
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of Vode Kid 
Color 19 
“Camel” 


CUDAATAA ONAN DNATA 























) STANDARD 
— —tass 
SS, 
Vode Kid Color Authority 
Colors Include 
Camel Back of Vode Kid colors is a comforting 
Fawn assurance of authority. 
Gray , 
oo Back of that is a sense of honest pride 
e 
4 Blue on our part in the reliance which leaders 
Green in artistic shoe making place upon our 


Havana Brown 
Golden Brown 
Bronze 


leather. 


The Standard Kid Company 
209 South Street :: :: Boston, Mass. 


Branches in New York, Philadelphia 
Cincinnati, Chicago and St. Louis 
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See Those Progressive Insoles 


K EN 


AT BOOTH 
131 


We hope you will favor us with a call, and 
allow us to demonstrate the many im- 
portant betterments which KENDEX 


affords as an advancement in innersoling. 


Let us prove the following facts that make 
KENDEX ideal for either summer or 
winter wear. 


1. They are moisture-proof, and therefore 
will not curl, crack, shrink or swell. 


DE X 


Even Better Than Last Year 


9-2 


j Now Stine Hew Cus Business 


2. They are fast color and will not stain 
hose. 


3. They conform readily to the feet and 
thereby eliminate callouses. 


4. They are non-conductors of heat, there- 
by keeping feet warm in winter and cool in 
summer. They absolutely eliminate burn- 
ing and stinging of the feet. 


KENWORTHY BROTHERS CO. 
Stoughton, Mass. 


Kenworthy Brothers of Canada, Ltd. 
St. Johns, P. Q. 





KENDEX Insoles Are Standard Equipment with the Biggest and Best Makers of Outing 
and “Gym” Shoes 





KENDEX is the standard insole in 
HOOD RUBBER CO.’S famous H Y- 
SCORE Basket Ball Shoe as well as 
in many others of their specialties. 


FIRESTONE - APSLEY RUBBER 
CO. use KENDEX to round out a 
most comfortable and well fitting 
sport shoe—their ARENA Bal. 





The SERVUS RUBBER CO. of Rock 
Island, Ill., are constant and large 
users of KENDEX in their lines of 


outing and “gym” shoes. 


Illustrated above 
The SERVUS Bal. 





Remember: “The Feeling of the Feet Is 





Reflected in the Face’ — Wear KENDEX 
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No. 252—Black Side Lace Oxford, Two and One Rew Stitchin, 

on Tip, Vamp ae Quarter, 4 Goodrich Heel, Radio Last. 

and D. 5 tol $3. 

No. ag teat Side Lace Oxford. Same style wr 
252 


No. 348—Ruby Red Boarded Calf Lace Oxford, A- sow Full 
_— Counter. Same style as No. 252. B, C and D. 5% to 


No. 354—Black Calf Lace Oxford, A-Grade ." Grain Game 
ter. Same style as No. 252. B, Cand D.5 4% tol $3.85 


No. 349 


No. 349—Patent Le: ather Lace Oxford, Space Stitching on Ti 
Vamp and Geese, ¢ @ Wingfoot Heel, A-Grade Full Grain 
Counter, Radio Last. B. Cand D.5% toll $4.50 
No. 260—Patent Lace Oxford, Two and One Rows Space Stitch- 
ing on Tip, Vamp and Quarter, ‘4 Goodrich Heel, 

Cand D.5% to ll 


No. 341—Brown Boarded Calf Oxford, Eisendrath New No. 
8, 4% Wingfoot Heel, A-Grade Full Grain Counter, Radio Last. 
C and D, 5% to ll $4.35 


“Best at the Price” 





Always 


No. 423—Havana Brown Kid Blucher Oxford, “% Win — 

Heel, A-Grade Oak Outsole, A-Grade Full Grain ‘Counter, 

ro Last (A-C Combination). B, C, D and E $5.0 
o. 335—Mahogany Calf Blucher Oxford, Feo Wages sont, 

‘ “Grade Fall Grain Counter. Same style as No. 423... . .$4.3 


B usiness Builders 
P rofit Producers 


‘‘Best at the Price’’—Beals-Pratt 
Shoes are indeed best that can be made 
at their price. They have character, style 
and inbred Quality that generate sales 
and bring repeat business. 


We're proud of our Shoes. Our dealers are 
proud of them, too—They are BUSINESS 
Builders and PROFIT Producers. You 


need them. 


Beals-Pratt Shoe Mfg. Co. 


Milwaukee Wisconsin 
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The Leading Novelty Shoe Fabric 


The most unique and attractive design ever produced 
in a shoe material. 

Pyramid Silk is now made with metallic figure in 
silver and gold finishes, in addition to the silk-figured 
goods in black and all the popular colors. Samples 
on Request. 

See Pyramid Silk in the latest models at the 
Boston Show. 


FARNSWORTH, HOYT COMPANY 


Lincoln and Essex Streets 
Boston, Mass. 


Space 156 Main Hall The Boston Show 
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sTANWORTH 


$3.35 


BROWN VELVO 
with 
CHERRY VELVO 
SADDLE 


919X . 
IN STOCK 
C-D Widths 


VACATION OXFORDS 


To the lakes, the seashore or to the cities by train or 
auto, send your customers dressed in snappy vaca- 
tion oxfords. Live wire stores are selling these extra 
pairs at popular prices and making a good profit. 
Victor last. 12 edge. Wingfoot heel. Vacation Ox- 
fords are IN STOCK NOW. C-D widths $3.35. 


MARION SHOE CO. 
MARION, INDIANA 
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May ee, 


This tag is on the 
genuine product 
of the Juvenile 
Shoe System. 
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“THE 


COURT OF 
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UNITED 


ADDIELALS 


Upholds the right of 
The Juvenile Shoe Corporation 


of America 


to the EXCLUSIVE USE of the name 


JUVENILE 


as a Trade Name for Infants’, Children’s and Misses’ Shoes 


The Juvenile Shoe Company of Los Angeles, after being restrained by an order of the Federal 


Trade Commission from using similar corporate name, trade marks, la 


ls, seal, etc., displaying 


the word Juvenile in such a way that their shoes would be confused with the products of the 
Juvenile Shoe Corporation of America, Carthage, Mo., took the case to the U. S. Court of Appeals, 


for the Ninth Circuit, San Francisco, California. 


RESTRICTION IS THUS PLACED UPON THE JUVENILE SHOE COMPANY OF LOS 
ANGELES FROM USING THEIR CORPORATE NAME, WHICH IS SIMILAR TO THAT 
OF THE JUVENILE SHOE CORPORATION OF AMERICA. 


Judges Gilbert and Rudkin of this Court, on May 14, 1923, affirmed 
the order of the Federal Trade Commission in a decision from which the 
following is quoted: 

“That the petitioner’s corporate name‘so nearly resembles the 
corporate name of said Juvenile Shoe Corporation, and its trade 
name or design so nearly resembles the registered trade mark of the 
Juvenile Shoe Corporation, that it causes confusion in the trade and 
thereby induces purchasers of children’s shoes to believe that the shoes 
offered for sale the petitioner are the shoes manufactured by the 
Juvenile Shoe Corporation; that the trademark of the latter corporation 
is ‘Juvenile Shoe System’ used by it since January 1, 1919, and reg- 
istered November 30, 1920; that since January 1, 1919, the Juvenile 
Shoe Corporation used its trademark displayed as a wax seal and this 
seal was employed by it by means of a label placed on the cartons in 
which the shoes were sold and by tags attached directly to the shoes and 
by means of a design on the soles of the shoes; that the petitioner put 
upon the boxes in which its shoes are packed a circular label containing 
the face of a child surrounded by the words ‘Juvenile Shoe Company, 
Inc,’ which so resembled the trademark of the Missouri corporation as 
to be likely to cause confusion in the trade and deceive purchasers. 

“The answer of the petitioner admitted that the shoes sold by the 
Missouri corporation were of superior quality to those sold by itself. 
Upon the pleadings and the proof, the respondent made findings and 
held that the petitioner had violated the provisions of Section 5 of.the 
Act of Congress approved September 26, 1914, creating the Federal 
Trade Commission and defining its powers and duties, and it ordered 
that the petitioner, its officers, directors, agents, and employees, cease 
and desist (1) from using as a me of its corporate name the word 
‘Juvenile’ or any word or combination of words likely to be confused 
with the name of the Juvenile Shoe Corporation of America, (2) from 


using or permitting to be used in its behalf the word ‘Juvenile’ on its 
marks, labels, tags, or other devices upon or in connection with the 
sale of shoes for infants, children and misses, and (3) from directly or 
indirectly suggesting by the use of a word, mark, or label or otherwise 
that the goods of the petitioner are the goods of the Juvenile Shoe 
Corporation of America.” 

Gilbert, Circuit Judge, after stating the case: i. 

“The record fully justifies the order of the Federal Trade Commission 
enjoining the use of the petitioner’s corporate name. The petitioner 
went into the business of manufacturing and selling children’s shoes 
and took a name so similar to a senior corporation that was engaged in 
precisely the same business and in the same field that confusion of the 
two — 2, in the public mind was inevitable. The names ‘Ju- 
venile Shoe Corporation’ and ‘Juvenile Shoe Company, Inc.’ are 
practically identical. The reported cases in which injunction has been 
sustained against the use of a corporate name afford few instances of 
names so similar and so likely to create confusion as those which these 
two aan used. In assuming its names, a corporation acts at 
its peril. 

“‘Nor are we convinced that this court should modify that portion of 
the order here under review which forbids the petitioner to use the 
word ‘Juvenile’ on its marks, labels, and tags in connection with the 
sale of children’s shoes. 

* . . . We think it (the Juvenile Shoe Corporation of America) has 
a proprietory and exclusive right to the good will which it has created 
by its dealing and its advertising with the purchasing public as,well as 
by the superior ity of its shoes . . .” 

The order of the Federal Trade Commission is affirmed. (Endorsed): 
OPINION. Filed May 14, 1923, F. D. Monckton, Clerk, By Paul P. 
O’Brein, Deputy Clerk. 


What is worth imitating is worth demanding. The trade name “Juvenile’”’ on shoes 
MEANS something. Write its meaning on the right side of your ledger! 


THE JUVENILE SHOE CORPORATION 
_. OF AMERICA 


MANUFACTURERS 


CARTHAGE 


MISSOURI 
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An Expressive Leather 


When you call for ACE CALF 


in your shoes, you puta silent 
yet eloquent and convincing 
salesman on every pair. There 
is an inimitable glow to ACE 
CALF colors that indicates 
plainly the quality beneath 
the surface. 


J. S. BARNET. & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS “‘TENRAB” 


MALL 





June 20, 1323 
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EASE-ALL 
A Year Round Seller 


Every day of the year women 
who are troubled with foot ills 
are seeking relief. They do not 
‘selling season” 


‘ 


wait until the 
to buy their shoes. They want 
comfort just as much in July 
or August as they do in Oc- 
tober or March. 


Therefore, dealers who feature 
Ease-All shoes have no dull 


seasons. 


Trim your windows and adver- 
tise Ease-Alls now, and your 
July sales will be as great as 
those of other months. Try it. 














c were 4 rt - 
- - - : { Ns - mall 
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Ay é ~ — ee 
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IN STOCK 


Sepa WERE... ccccccess ss SE 
Net 30 days 

Women’s black suede top and straps, black kid 

vamp and fox, twostrap Ailsa sandal, welt, 

Berkeley last, perforated top and vamp, per- 

forated imitation tip, Ease-All special shank and 

counter. 


AA ee ee rer 
A inns teeues bee neees ee 
B Peter eee 
it tise! ......3% 08 


12 Additional 
Ease-All Styles 
In Stock 
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DUNBAR PATTERN COMPANY 
Designers and Shoe Pattern Makers 


Invite shoe manufacturers and merchants to 
visit their 


Booth No. 154 
Boston Shoe Style Shoe 


JULY 9—10—11—12 


to see our many attractive patterns in men’s 
and women’s shoeSsis &% %& & %& & & 
We will also have a working exlubit in the shoe 
manufacturing department where shoe patterns 
will be manufactured completely. 





MODEL ROOMS AND FACTORIES 





BOSTON, 207 ESSEX STREET 
BROCKTON, 99 CENTER STREET 
NEW YORK CITY, 33-34th St. & 8th AVE. 
MONTREAL, 12 MAYOR STREET 
ST. LOUIS, 1602 LOCUST STREET 
CHICAGO, 40 SOUTH CLINTON STREET 
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Our Betty 


A decidedly attractive 














peieo 9400 and striking cross strap 
Betty Cross Strap, designed with cut out 
: i traps, ‘ 
= Pasir overlay straps and with 
os. special attention paidto 


the fitting qualities. 


Immediate orders given 
prompt shipment. 








13 




















No. 100 

Price $4.50 
No. 251 —_ Fen on 
: ross Strap, Blac 
ree 56 Suede Overlay 


Strap, Full Spanish 
Louis Covered Heel 
Short Vamp, Paris 
Last, AA to C 


Black Satin Betty 
Cross Strap, Black 
Suede Strap, Mili- 
tary Wood Covered 
Heel, Newport Last 
AA toC 

















BOSTON STYLE 


SHOW No. 193 
This complete line will be Price $4.50 
on display at Booth 151— — Fc aed 
Boston Style Show, July 9 Guede Overia 
to 12th. Strap, Full Spanis 


Louis Covered Heel 
on Last, AA to 


This line will also be shown by 
our Mr. Denton, at Orlando Ho- 
tel, Decatur, IIl., July 8 to 11th. 














THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET 
BOSTON 20, MASS. 
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Madison Last, V elour Calf, dark tan piping around quarter, 
plain toe, one-half light leather box m toe, Calf quarter No. 
lining, permanent crease up vamp, sloop edge. . . 


No. 741 





manent crease up vamp 


. $5.85 No. 4 








P. & V. Black Velour Calf, plain toe, \%4 leather box, per- 


Same as above, in Tan Gallun’s Viking, color 
ceed ; PCE A 
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Men take more readily to a shoe that has an 
identity of its own, even though they may 
know the store better than the name of the 
shoe. 


It pays to push a good make of shoe by 
name—and at the same time it’s important 
to have assurance that the quality of that 
shoe will be maintained, not only for the 
time being but for years to come. 


For over a score of years the CERTIFIED 
Shoe has consistently measured up to unus- 
ually high standards of shoemaking—and, 
while the name CERTIFIED means a good 
deal to both dealer and consumer, neither 
pays a premium for the name. 


The Stonefield-Evans Shoe Co. 


ROCKFORD . - « 


ILLINOIS 


Oo 





YSU SEE 
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sith a 


the Nancy Lee 


A raceful Pattern in a One-” 
Button Strap Pump made in Ooze 


Calf Ea Beige shade) with 
Strap Collar,andInstep strips 
in Kid #53 ( a Grison shade in 

Café au lait). GA welt drawn 


over our #139 last and carrying 
a 1% leather heel. 





Not in stock but can be made 
within 30 days. 


Price *6.10 3% 30 days. 
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BOSTON / 
STYLE SHOW { 
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ly Sample Room 
y, cones BROCKPORT. N.Y. UA 
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NEW YORK OFFICE $45: 547. 49 MARBRIDGE BLOG.BWAY AT 34ST. 
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RAJAH 


REG, U.S. PAT. OFF 






















































































Why are so many of 
the best shoe merchants 
advertising crepe sole 


shoes as RAJAH? 
Because RAJAH 
Is the STANDARD 








Borrowing the prestige of the RAJAH name in sell- 
ing shoes with soles that do not bear the RAJAH 
registered trade mark is a direct infringement on our 
rights, and dishonest procedure. 


More—it is an injustice to the public who expect, 
and should receive the benefits which are given only 


by genuine RAJAH soles. 


The name RAJAH is covered by U. S. Patent Office 
Registry No. 169375, and we shall defend our rights 
under that registry. 


You will be heartily welcomed at 
BOOTH NO. 4 


Even Better Than Last Year 


9-2 


Pr Now Staliae-Hpw Os Business 
sole assures the customer 


Alfred Hale Rubber Co. ond gr aaion 


genuine 
Established 1837 RAJAH soles. 


Our exclusive secret process 


ATLAN TIC MASS. ons been successfully 


Dealer Influence is secured thru advertising in the Boot and Shoe Recarder. 


Our registered trade-mark 
branded on every RAJAH 
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Ankl Sashioned”. 


Booth 198 


Boston Style 
Show 


This kl. “Ja hioned’ 
No.6912 Oxford is para of the 


The Beaumont seasons best numbers 
Havana Brown Kid Bal. Oxford | 


1 O ln Sto chk 
sa= FOR IMMEDIATE DELIVERY 


Nunni-Bash & Weldon Shoe a 


MILWAUKEE, WISCONSIN 
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“The KING 














S. ROSENBERG 


For Instance 


's Mahogany Blu- 
At $2.35 der Coodyear Wels 


Grain Leather Innersoles. Rubber Heels. 


Sizes 6-9, 6-10, 6-11. 


Ladies’ Ribbon 
At 65c. Trimmed Felt a 


sins. Extra Heavy Padded Chrome Soles. . 


Full Sizes. 214-inch Pompon. Sizes 3-7, 3-8, 
4-7, 4-8. 


At $2 25 Men’s Mahogany Bals. 

+ English Last. Goodyear 
Welts. Leather Innersoles. Rubber Heels. 
D Wide. Sizes 6-9, 6-10, 6-11. 


At $1 0 Men’s Brown and Black 

° Cabretta Everetts and 
Romeos. Good Quality Soles. A good trade. 
Sizes 6-10, 6-11, 7-10, 7-11. 


At 8 5 . Misses’ Patent Chrome 
Cc. Instep Strap Pumps. 
Sizes:1114-2. A good serviceable shoe. 
At 75 Child’s Patent Chrome 
Cc. Instep Strap Pumps. 
Sizes 814-11. 





We have been pre 
offer BUYERS in 
values which none 
volume purchasing 
brought together. 


Savings of 
and in some 


Don’t waste time 
to the house that 


140-144 
Boston, 


———| 
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OF JOBS” 








1| Headquarters 


paring for weeks to 
the Boston Market 


but a house of our 
power could have 


15% to 30% 


cases, more. 


but come first 
laughs at competition. 


Essex St. 
Mass. 


L. ROSENBERG 


Here Are More 


At $1 2 Men’s Brown Vici Ev- 

° eretts and Rameos. 
Good Soles with Rubber Heels. A dandy 
shoe. Sizes 6-10, 6-11, 7-10, 7-11. 


At $1 6 Ladies’ Black Satin 
° 1-Strap Pumps. High- 
Grade Satin, with Flapper, Baby Louis and 


Cuban Heels. All Covered Heels. Sizes 3-7, 
3-8. 


At $2 2 5 Men’s Gun Metal Blu- 
. chers. Full Round Toes. 

Goodyear Welts with Rubber Heels. Good 

Leather Soles. Leather Innersoles. Sizes 6-9, 

6-10, 6-11. 

Same in Bals, English Lasts. 


At $1 bS Ladies’ Patent McKay 

. One-Strap. Military 
Rubber Heels. Sizes 3-7, 3-8, 4-8: 

At $1 a3 Ladies’ Tan Calf Ox- 

° ford. 9-8 Heel in Eng- 

lish and Broad Toe Lasts. Perforated and 

wae Tip Perforations, 2-6, 3-7, 4-7, 4-8, 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Fhe Story of 
RUEPINGS 


RUE*SUEDE 
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Train your salespeople to talk leather! 


This book, now on the press, is full of interesting 
and helpful data for retail salespeople selling 
shoes of RUE-SUEDE CALF. 


It makes easy for them the work of pointing out 
to customers the extra points of merit which 
distinguish Rue-Suede Calf Shoes. 
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be content with just 
“Suede”—but SPECIFY 


Rueping’s 
~ Rue-Suede Calf 


Feature Rue-Suede Shoes instead of suede. Rue-Suede 
means more. It’s a name that stands for all those 
elements which go to make up superiority in a suede. 





Put a piece of Rue-Suede beside any ordinary suede and 
note the difference. Rue-Suede has the long, velvety nap 
that Jasts and that instantly brushes up like new after 
long service. It has the clear, clean surface and even 
coloring. It has all those elements of quality by which 
you may know the suede de luxe. 


At-Once Delivery in These Colors: 


White Nude Hazel 

Black Sand Otter Brown 
Silver Grey Bobolink Mandalay 
Aluminum Grey Beige Hindu 

Scotch Grey Stone Grey Kangaroo Grey 
Pearl Grey Log Cabin Nigger Brown 
Mule Grey Tobacco Brown Sand Brown 
Traprock Bamboo Mignon 
Mouse Grey Snuff Brown Comet 

Mole Grey Deer Bitter Sweet 
Taupe Oakwood Zinnia Red 
Salmon Light Otter Killarney 


° 


| 
ain 


Be sure to see the new Color No. 346 Log Cabin 


Shoe Buyers and manufacturers’ salesmen 
are welcome to color cards 





FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Montreal Chicago 
St. Louis New York Milwaukee San Francisco 
Southampton, England 


Prat | FRED RUEPING LEATHER (0. 
HEY FOND Dv LAC, WIS.US.A. 


“se TRADE MARK 


Ab 


eR, (fae 


—_ 
————— | 
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In Stock 
se 


Now! 
TO RETAIL AT 


5 52. 56% 


Bey: the warmest trade builder 






any merchant ever offered a cus- 
tomer. 





Style plus the best quality money and effi- 
cient workmanship can put into a shoe. 





They’re low priced because they sell fast 
in our line—You can price them low for 
they’ll sell fast in yours. 






We stand solidly behind them as super- 
values. They will soon convince you of 
their quick selling appeal. 






QUALITY 
CLEAR 
THRU 
















B6760— Modified French Last, 
Mahogany Veal, Nine Oak outsoles, 

lst dined rubber heel, ene inner 35 
soles. . nai . -$3.35 . 
B6780—Same as above in black, 


$3.35 


In Stock, D only, immediate deliv- 
ery; other widths, four weeks. 


DAVIES SHOE MFG. CO. 


RACINE -- -!- -- WISCONSIN 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Staple Styles with Orthopedic 
Features 


FOUR OXFORDS READY TO SHIP 


“ARCH SOLACE” Oxfords have proven extremely popular with the trade that appreciates 
staple selling merchandise of honest value. 


No. 300 — Brown Kid Lace Oxford, 13-8 Goodyear No. 301 — Brown Kid Lace Oxford, 11-8 Goodyear 
een Rubber Heel, Metal Arch Support, No. 118 Wingfoot Rubber Heel, Arch Support, 123 Last $4.35 
Las vemed No. 303 — Same style in Black Kid........... $4.10 
No. 302 — Same Style in Black Kid........... $4.10 


Sizes: AA, 4 1-2 to9; A,4to9; B,31-2to9; C,31-2to9; D,3t09 
Sizes 8 1-2 and 9, 25c extra 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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HOOD RUBBER PRODUCTS CO., Inc. 


WATERTOWN, MASS. 
BOOTH No. 163 at BOSTON STYLE SHOW 
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CLEATHERS 5 










































Bae 4 ; Made in Milwaukee Sold all over the World 

BA Pa 

ATA | ; iB 
ee | i 
pe {| | COLOR, TEXTURE, FEELandGRAIN =| 

K ». ! are the qualities essential in all good leathers. You will ap- 
wea: preciate these wonderful qualities always found in the well- Ge 
BO| SE known “Lotus” and *Velours’”’ line. 

| x= Hi 3 
{sy | BOARDED SMOOTH ia 

Eat es No. 104 Lotus Calf Nutmeg Velours Calf - 
BATAB No. 105 Lotus Calf Barberry Velours Calf 
pee: No. 108 Lotus Calf Sultana Velours Calf { 

a Fa | Rouge Lotus Calf Amber Velours Calf . 

era Nigger Brown Lotus Calf Mandalay Velours Calf 

OP Aurora Lotus Calf Canna Velours Calf 

iA TAB Mecca Lotus Calf Bright Velours Calf 

J 2 | Casca Calf Velours Calf 

(- + } E 

— ee == 
re P & V BUCK SIDES i 
< p= have the same fine qualities found in all P & V full grain lea- EF 
Bly J thers,—that soft, velvety nap,—that incomparable finish and | | 
Pit: feel,—that evenness of color,—which is very essential in the Ber 
VAY | making of good shoes. BY aa 
re EB Alba Log Cabin Fog Gray 3s 
— | Pampas Autumn Brown Silver Gray eet 








; Ev 
ea i A cordial invitation is extended you Ea 
BOY to visit Booths Nos. 75-76, Section A, 

aed | Mechanic's Hall, at the Boston Show ad eI 
td) July 9-10-11-12, where you will find HOT SB 
L< ae an attractive display of these leathers. | Boe 
7-47 : q a: 
AY DS E = 
wo Bor, Bf 
STH Pfister & Vogel Leather Co. Dd 
DE : ; ‘ Batter 
: ee | Milwaukee Wisconsin 
1 =e DISTRIBUTORS 
a Boston Chicago St. Paul 
New York St. Louis New Orleans 
Cincinnati Philadelphia San Francisco 
~ Paris, France Zurich, Frankfurt A/M, Ger. 








Northampton, Eng. Kettering, Eng. 





Leicester, Eng. 
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SPECIAL. , 





* High Grade Shoe ?>) 





IN-STOCK No. D-7 


Gallun’s No. 11 Tan Russia 
Calf Oxford, “Fenway” Last, 
No. 170, five rows stitching, 
Tip. Vamp, lace stay and top, 
invisible eyelets, heavy sole, 
Wingfoot rubber heels. Sizes: 
7 to 11, A; 6 to 11, B; 5 to 11, 
C and D. 


Price $6.00 


Distinctive in last and pattern—embodying the best materials—made by men 
skilled in the craft of shoemaking—carefully inspected and pronounced perfect 
before they come to you—these models reflect our determination to make every 
wearer a booster for WHITMAN & KEITH Shoes. 


If you measured the price by the quality, they would be much higher. We’ve 
built them to our unusual high standard—we’ve priced them much lower— 
you benefit by an extra profit. 


WHITMAN & KEITH CO. 


BROCKTON, MASS. 


IN-STOCK No. D-9 


No. 32 Tan Royal Calf Ox- 
ford, “Plaza” last No. 52; In- 
visible eyelets; heavy sole; Wing 
foot rubber heels. Sizes: 7 to 11, 
A; 6 to 11, B; 5 to 11, C and D. 


Price $5.50 


@Whilnan, 


‘" Hish Grade Shoe a» 








WA WAT 
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for Sport 


* High Grade Shoe &) 








cSPEC/AL-. 
“ High Grade Shoe >) 


for Street 














LADIES’ SPORT 
Tan Pigskin Oxford with 
Perforated Tan Calf Cuff 
Straps and Back Stay, In- 
visible Eyelets, Imported 
Crepe Sole, Light Weight 
and Flexible. 
Getting your customers on good looks and holding 
them on quality is an expression that finds source 
in these Pigskin Shoes. 
The Women’s Sport Shoe—a companion for 
swanky sport clothes. All is slender—'cept the 
sole, it’s crepe—cushiony thick—adding immeas- 
ureably to the hours of sport. And where there's 
youth and gay colors—you'll sell it for street 
wear. 
For Men—a street shoe that serves dependably in 
business or walk. A finishing touch for summer 
apparel. Containing a smartness irresistable to 
the “tightest wad.” 
The usual Whitman & Keith Co. High Quality 
predominates. The profit value for you is there. 
For they’re made for people with high ideals and 
priced for the limited purse. 


These shoes can be delivered in four weeks 


WHITMAN %&% KEITH CO. 
BROCKTON, MASS. 





The Pigskin Used in These Shoes is Made by 


HERMAN ROSER & SON, Inc. 


GLASTONBURY CONNECTICUT 
“Tanners of Pigskin Since 1854” 














MEN’S STREET 
Tan Pigskin Oxford with Perforated 
Vamp and Tip, 6 Small Flat Brass 
Eyelets, 14-iron Single Sole, Flange 
Heel, Wingfoot Rubber. 





*1aps0day avy pup 100g ayi ul Fursyssapp niyi pasndas $1 aouanyuy saqvaq . 
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Beckwith 
LCO-UNIT 


BOX-TOES 
——< ———$__e- 





























hile hk ahd te be he hie hie hat b@EL tte MLO GU, 


Stylish Toes make Stylish Shoes 


There’s Beauty in a Vulco Reproduction 


Vulco-Unit Box Toes are used by leading manufacturers and 
specified in the orders of progressive retailers everywhere 


HC THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


Largest Manufacturers of Box Toes in the World 
. lll SUMMER STREET. BOSTON. 


Chicago G.W. KIBBY & CO. FZ) GEO.ASPRINGMEIER CO. Cincinnati 
OSCAR E WRIGHT CO. St. Louis 











Vind hd ehh ET EEF 











\ “hd 
. 
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i=. Why Does the_ the 
a J Store ‘Fail? 


Failure reports show that the store which is third 
in quantity of advertised, standard brands han- 
dled is the one that fails when business slackens. 


(CUSTOMERS are justly suspicious of the “third” 
store that offers unknown, unbranded rubber 
footwear. The public knows that it doesn’t pay to 
take chances with rubber—and slowly but surely, 
trade slips away to the second and first stores that offer 
standard, advertised rubberwear of known quality. 


To have a line of Goodyear Gold Seal rubber foot- 

wd pa wear places a dealer in the enviable “leading store” 
on Silver; position; for the prestige that sur- 
rounds the Good ear name adds 
much to a retailer’s reputation. 


Goodyear Gold Seal dealers are 
“first” in every town. Their rep- 
utation for quality attracts the 
profitable, better-class trade. 





Write for prices, terms and catalog. 


The Original and Only Genuine 


GOODYEAR 
RUBBER CO. 


Gen'l Offices, 787-9 Broadway, New York 


a 
petwenine st Water St. 
St. Paul, a met -7 Sibley St. 
Kansas City, Mo., 807 Baltimore Ave. 






St. Louis, Mo., 1103 Washi Ave. 
Portland, Ore., 61-7 Fourth St. 
San Franci Cal., 539 Missi 
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Visitors to the 
Boston Shoe Market 


You are invited to make our new offices 
your headquarters. 


We should like you to see our new home 
which we have been occupying since the 


beginning of 1923. 


When you are in Boston attending the 
Style Show or on your seasonal buying 
trip, be sure to call on us and let us accord 
you our fullest hospitality. 


—and at the same time embrace the op- 
portunity to see our latest colors in the 
famous Lawrence Specialties. | 
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You will see nothing so beautiful in colored 
leather as our new shades of 


WEILDA CALF 


White and Twenty Colors | 


DURO CALF 


Pure Aniline Dyed Boarded Calfskins 


No. 53 Ruskin Red No. 73 Teazel-Tan 
No. 55 Tenu-Tan No. 75 Bengal Brown 


NUBUCK 


White and Nine Colors 


BLACK DIAMOND 


Chrome Patent Leather 


Even Better Than Last Year 
rane le pipe Bu siness 


Booths 147-8 


A. C. Lawrence Leather Co. 


210 South Street - Boston, Mass. 
ROCHESTE 
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JULY Ist DELIVERY 
WIDTHS A to D 





Scotch-Grain and Ivory Kip 
Mahogany Style No. 45 
Black Style No. 450 


o* . 
ao 


To make a line of popular-priced men’s shoes so superlatively good that 
me-chants everywhere and their customers will become devoted to them, is 
the Freeman Policy. Persistent adherence to this ideal is responsible for the 
acknowledged supremacy of Freeman footwear. 


FREEMAN SHOE MFG CO 


BELOIT, WISC. 


SSS 
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Genuine Ocean Pearl Shoe Buttons 


Our Pearl Buttons are cut from the finest shell obtainable. 
The cutting, coloring, and polishing are expertly done. 
All buttons are carefully graded and inspected before packing. 


UNITED SHOE MACHINERY CORPORATION 


205 LINCOLN STREET BOSTON, MASSACHUSETTS 




















SHOE BUTTONS 


A complete line of buttons for the shoe manufacturing trade, in an assortment of eighteen colors, 
adaptable for every service 


Our standard sizes are.as follows: Size 2 = 14 ligne; Size 2% = 16 ligne; Size 3 = 18 ligne. 
Pearl buttons are shown actual size; all other buttons are illustrated % over size. 


@ Morley Shoe Buttons Morley Flat Top Gaiter 
Regular Finish, Hand Finish Buttons 
Hand Finish 


MORLEY SHOE MORLEY 
FLAT TOP GAITER 








Morley Overgaiter ' 
Buttons Milo Shoe Buttons 
Regular Finish, Hand Finish Hand Finish 
MORLEY OVERGAITER i 


The chart below shows in exact detail our standard colors. Specify these color numbers on your button orders. 


Pearl Shoe Buttons 
All Standard Fast Colors 


Made from 
Genuine Ocean Pearl Shell 


Three Sizes 





Ideal Shoe Buttons COLOR 100 COLOR 625 


All Standard Fast Colors 
Celluloid Blanks 


Rivet Shank 7 
COLOR 200 COLOR 700 COLOR 1400 Rivet Shank 


@ © (0 


STYLE O1 COLOR 300 COLOR 800 COLOR 1500 SIZE 2 


O 6) 
COLOR 400 COLOR 900 ‘i 


! 
COLOR 1600 ewe 2% 











STYLE X (COLORED INSERT) 


) 
Ye] Jo COLOR 500 COLOR 1100 COLOR 1700 ({) 


SIZE 3 




















STYLE OO 





COLOR 600 COLOR 1200 COLOR 2000 


Dandy Shoe Buttons 





STYLE 00 STYLE 27 STYLE 19 





STYLE 39 


STYLE 17 STYLE 37 STYLE 15 


UNITED SHOE MACHINERY CORPORATION 


205 LINCOLN STREET, BOSTON 
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This Trade —Mark 1s 


Your 
Assurance of Quality 


Send for Catalog of In-Stock Styles 


C. B. SLATER COMPANY 


Builders of Shoes for Men, Women & Children NEW YORK 
SOUTH BRAINTREE, MASS. SALESROOM 


BOSTON AEOLIAN 
SALESROOM BLDG., 
183 ESSEX 33 W. 42ND 

STREET STREET 
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$19,000.00 (Worth of Souvenirs 











Given Away at the 


DUANE EXHIBIT 
Booth 6 


Haverhill Section 


Even Better Than Last Year 


9-2 


Ir Mow Ptae-ew Os -New Sadness 


Come and Get One! You Will Be Glad You Called! 
We will also show you the LAST WORD IN SHOE STYLES 


Our Motto:—IN-STOCK - RIGHT -NOW 


(We proved this with our red green and blue sandals) 





Additional Headquarters During the Style Show 


Copley Plaza Hotel 


Exhibits in charge of 


H. W. LEDERER E. L. METZNER 
J. S. BARTON (From Kansas City) P. BRAUNER 
E. M. COHEN H. G. CALEF 


NOTE—During the Boston Style Show, our Los Angeles Branch will distribute the same 
valuable souvenirs at 645 South Los Angeles,Street, that we will give at Booth‘’6, 
Haverhill Section, Boston Style Show. 


_Duane_Shoe © (ompany, 


& CORPORATION 


143 Duane Street, New York 


Los Angeles Stock Dept. Factory Haverhill Stock Dept. 
645 Los Angeles Street Haverhill, Mass. 403 River Street 
Philadelphia Office Art. Bolton Kansas City Office 
5 North 4th Street Salt Lake City, Utah 538 Ridge Street 
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Reg. U. S. Pat. Off. 


YES! We Have No BANANAS!!! 


Or LEMONS Either 
Only Numbers that are Real PEACHES 





ECLIPSE 
A new cutout oxford recommended in 
Satin and Suede, Pat. and Mat., Pat. 
and Suede, All Suede and any wanted 
combination. 





LUXURIA 


127—Blue Kid as above. Cuban heel. 

DD rrr ar -00 
July 2nd Delivery 

128—Log Cabin Buck as above Junior 

ON eer $4.50 

July 10th Delivery 

ete as above Light Welt, leather 

BUR, GE co vvncassasaneeseces $4.50 
July 10th Delivery 


See our Factory at 110 K St. 
during working hours. 


See our Styles at 207 Essex St., 
Room 202 during the day. 


See our Mr. Nat Weiss evenings 
at Hotel Westminster. 


DON’T BE SHY—We want 
to meetall “Regular Fellows.” 





Minimum orders ]2 prs. to a width 





SOCIETY 


A new gored pump popular with the 
best of big time buyers, made in Ooze 
and Kid, Satin and Suede, All Patent, 
Patent and Mat. and all good leathers. 





LUXOR 


The King of all Tut sandals as popular 

as ever, 

323—Wh. Kid and Red centre strap 

Light Welt, 8-8 ivory heel, specially 

Serncedugs 64.cnwatanessennsoe 00 
At once Delivery 


RIALTO SHOE COMPANY 


MANUFACTURERS OF WOMEN’S FINE WELTS AND McKAYS 


Factory, 110 K St., So. Boston, Mass. 


Boston Office, Room 202, 207 Essex St. 
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IN STOCK 


NOW 
Ready to Ship 
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Made 








Style 89 
Springside Pump 
Slimheel Last. 
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Style 75 
The Belmar 


Finest black satin, turn sole, Oak- 








Ju 


’ ; A 
Finest black glace kid Goodyear mont (75) last, two inch covered 

All Stock Shoes flexible welted sole, 134 inch leather LXV heel. . 
heel, made on our No. 5 special $6.25 net i . 


Sold Net Thirty 
Days 


measurement narrow heel last. 
$6.50 net 


25c. extra sizes 814 and 9 
50c. extra sizes 914 and 10 


AAA to D widths 








AAA to D widths 





Style 87 


Patent Leather 
Algerian Pump 


Turn sole, 134 inch cuban Louis 
heel. Attractively cut out quarters. 
Glenside (15) last. medium full toe. 


$7.25 net 


AAA to C widths 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Avenue, 10th to 11th Street, PHILADELPHIA 


Chicago Office 


Burton T. Duncan 
5 South Wabash Ave. 


New York Office 


Frank D. Duncan 
34th St. and Broadway, Marbridge Bldg. 
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Style 80 
White Kid Trimmed 
White Reignskin Pump 


Asheville pattern, genuine ivory 
leather sole, 114 inch ivory leather 
heel, Goodyear welt, Strafford (21) 
last. 
$6.50 net 
AAA to D widths 
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Style] 86 
White Washable Glace Kid 

Siren pump, turn sole, Oakmont 
(75) last, two inch covered cuban 
LXV heel, attractively cut out 
quarters. 

$8.50 net 

AAA to C widths 





Style 88 


Black Glace Kid 
Slimheel Last 


Goodyear flexible welted sole, 134 


inch leather heel. 


Made on our 


No. 5 Slimheel last. Sizes and 
widths on linings marked to show 
special measurements. 


$6.00 net 


25c. extra sizes 814 and 9 
50c. extra sizes 914 and 10 


AAA to D widths. 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 








39 


The following schedule of 
sizes and widths carried in 


stock: 


Eee 414 to 8 
ins achounies 314 to 8 
ii ie bata ties 3 to8 
ego: ae 2% to 8 


Hallahan-made shoes for 
women are famous for 
fineness of leather, skillful 
shoemaking and perfect fit. 


Washington Avenue, 10th to 11th Street, PHILADELPHIA 


New York Office 


Frank 
34th St. and Broa 


D. Duncan 
dway, Marbridge Bldg. 


Chicago Office 
Burton T. Duncan 
5 South Wabash Ave. 
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Semi-Evening or 
Evening Slippers 


Yne Strap Buckle of Black 
Satin, trimmed with Patent 
Leather. Also in all Bro- 
cades, trimmed with Silver 
or Gold Kids, and in leather 
combinations also. 


Made to order only 


SILVA & COMPANY 


208-16 WILLOUGHBY STREET 
BROOKLYN, NEW YORK 
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When You. Sell 
CHIFFON HOSIERY 
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B™ sure that you are giving your 
customer the best in this deli- 
cate fabric. 


We are “old hands” at making 
Chiffon Hosiery. We did not “jump 
into” the line when Fashion placed 
it foremost. 


We make Chiffon Hosiery exclu- 


stvely— 






and know how to make the hosiery 
that will give your customers the 
utmost satisfactioi—beautiful ap- 
pearance, exquisite “feel” and real 
durability. So remember— 


**No Hose Like Chif fon— 
No Chiffon Like Propper 
Blue Edge’’ 


That blue edge will protect you 
and your customers against?the 
imitations put out “‘just as good as 
D., Fe o 
s 


Propper’s. 







eogneanegsenegeenne 
Ac te Ie tee 
ait otvesh sents tee 
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SS Ss ess Sess eee 
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PAP 
Cer 






Propper’s alone gives the wear  |Ba 
and value. ¢ 






PROPPER SILK HOSIERY MILLS, Inc. 
276 Fifth Avenue, New York 
Mills—Elmhurst, L. I., and Long Island City g 
N. B.—The Propper Silk Hosiery Mills, Inc., are 3 
the original and only manufacturers of Blue Edge 252 


Hosiery, copyright serial number 149349. All in- ii 
fringements will be fully prosecuted. 75|| 
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The Ever Popular 
Tut Sandal 





In-Stock 





A Mark of Quality 





Stock Style 352 
Same Style in White Nu- 
buck. AA-D 


Price $5.25 











Stock Style 350 


Patent “Tut™ Sandal, Sally 
Last. 8&8 Heel, AA-D 


Price $5.00 





Stock No. 351 


Coffee Elk “Tut" Sandal. 


The Original Models Selly Last. 8-8 Heel, AA-D 


Our specialty is the latest patterns in women’s high-grade 
welts—styles that are sure to meet with the approval of 
women everywhere. Prompt shipments make the Crooker & 
Morse line a valuable factor in your retail service. 





At the Boston Show—Booth No. 173 
Buyers visiting the Boston Shoe Style Show are cor- 
dially invited to examine our display of the latest 
styles in high-grade welts for women. 











CROOKER & MORSE, Inc. 


Bridgewater, Mass. 


BOSTON SAMPLE ROOM—183 ESSEX ST., ROOM 501 
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Bates’ 
“2064” 
for Fall 
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Style No. 2064 
Seamless blucher, on ‘‘City 
Club”’ last. Invisible vamp and 
tip seams. Patent leather. 


Ail) 


~~ 
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Bates at Boston Exposition 
Booth 146 


HE reputation of Bates Shoes for sounding the smartest, newest style notes in 
Men’s footwear will express itself strongly at the Boston Style Show. 
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Our exhibit has been carefully selected for the purpose of being helpful to visiting 
dealers and buyers in acquainting them with the drift of style tendencies in the field of 
attractive, compelling fashions in Men’s shoes—all to retail at $6 to $8—as called for in 
the principal style centers. 


Our range of models will be broad, and the demonstration of Bates quality—in materials 
and fine workmanship—will be unmistakable! 


This handsome Fall oxford, Style 2064 in patent leather, has many stunning features 
indicative of our conception of all requirements. We shall show numerous other hand- 
some. models in all leathers and colors. 


You will enjoy, too,’seeing our exhibit of Arch-Bandage Shoes, briefly described on the 
opposite page. ‘This-line is creating a genuine sensation among Bates dealers. 
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Seé the Bates exhibit in Booth 146 at Mechanics Hall, also 
our full sample showing in the Bates suite at Hotel Essex. 


A. J. eas COMPANY : WEBSTER, MASS. 
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Introducing A 
ARCH-BANDAGE SHOES _ i 


TRADE-MARK REGISTERED 
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Bottom construction of Arch- 
Bandage Shoe before outer sole 
is attached, showing patented 





Arch-Bandage Shoe cut away to show Inserting the heavy stitching that permanently anchors the fabric shank-piece in position 

indentations or “pockets” in inner sole onteatelt fabric ankalece betwesn inner ond outer sole of between “pockets” for ball- 

for the two ball-points and great toe, every Arch-Bandage Shoe. points, thus strengthening the J 

also the through-and-through stitching shank and increasing elevation 

of the reinforced shank. under transverse arch of foot, E 


‘ 
/ 


Made on Hafertepen’s Patented System, with Flexible Arch 


<S/I 


E have established the manufacture of Arch-Bandage Shoes, made under the Hafertepen patents 


as the most scientific and satisfactory footwear of its kind produced. = 
Every Bates dealer who is selling them and every customer who is wearing them recognizes the superi- ES 
— 


ority of Arch-Bandage Shoes for giving complete comfort to normal feet and a healthful corrective aid to 
feet that are impaired through having previously worn improperly-shaped shoes. 


77 


The Hafertepen system is unique and remarkably efficient. It provides a “flexible-rigid,” non-metallic 
shank construction, consisting of a heavy fabric reinforcement between inner and outer soles that is 
anchored permanently by two rows of special stitching running between heel and ball-points. 


iy 








KS 
. , , ss : : aS 
Moreover, the inner sole is moulded to give a “pocket” or depression for the two ball-points and great >> 
toe. Thus, flexible support and foot comfort are permanently secured. VA | 
5 i , ~ 
Arch-Bandage Shoes are already establishing a steady sale through{Batesfdealers. They give dealers an yy, 
excellent profit margin, and they give their wearers the finest foot comfort they,have ever known. x, 
— 





df} 


Ask us for full information about Arch-Bandage Shoes, including dealers’ sales helps 
SEE THESE SHOES IN BOOTH 146 AT THE BOSTON_SHOW 


A. J. BATES COMPANY - : WEBSTER, coun! 
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Footwear of Distinction 


Your Most Fastidious 
Customers 


Will be delighted with the grace and 
beauty of the LAX & ABOWITZ 
line of women’s fine footwear, made 
in Brooklyn—which means, the 
highest grade shoemaking. They are 
the last word in style conception. 


NEW GRECIAN SANDAL “THE DAISY” 


OUR MR. J. ABOWITZ WILL HAVE OUR FULL LINE OF LATEST FALL 
MODELS AT HOTEL COPLEY-PLAZA, BOSTON, DURING BOSTON 
STYLE SHOW—JULY 9TH TO 12TH. 


“Lax tAbowitz 


MANUFACTURERS OF 


LADIES’ HIGH GRADE TURN FOOTWEAR 


FACTORY AND SHOWROOM 
Phones, Triangle 5112, 6169 17 SMITH STREET, BROOKLYN, N. Y. Originators and Designers 





In Stock 


These new WEBER 
(Union Made) styles on 
the DRAKE last. 


Style 899 Style 825 
Tan Calf - Color 6 Gun Metal Calf P & V Lotus Veal Color 104 
Six No. 93 Lace Oxford . No. 91 Lace Oxford 

wey yy - Buy them with the assurance " og manE LAST 

DRAKE LAST ; os on > ong ann 

ingot abs ent which the WEBER traditional Width C — Sis ¢- Ul 

idt — Sizes ° ° ° . 

Width C a Sizes 6 - ey quality gives you. Price $4. 35 


Price $4.35 
Weber Bros. Shoe Co. NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Room 437 Marbridge Bldg., H. Harris, Rep. 


I. F. STAPS, 735 Boston Block, Minneapolis, Minn. 
Cc. E. QUIGLEY, Maryland Hotel, St. Louis, Mo. 
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MIDSOLES~ 


Vaughan’s Ivory or Arctic Midsoles 


A leather slipsole used between welt and outsole. 
These midsoles are split to a uniform substance, 
they trim even with the edge and they do not 
bulge at the edge when worn and they will not 
crumble between the stitching and the edge. 


May be obtained in MEN’S, WOMEN’S, 
MISSES’ and BOYS, Cut Soles. Irons 2-4. 


Midsole Stock also furnished to be cut by manu- 
facturers themselves. 





GEORGE C. VAUGHAN CO. 


TANNERIES AT 
PEABODY MASS. 
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——Lyons & Hershenson—— 


‘BUYERS 


The ‘‘Mary Jane’’ House Has Some 
Brand New Numbers That 
Will Interest You 


in 





McKays 
for 


Women 
Growing Girls 


and 


Children 









Growing Girls’, Patent Patent Leather Mary Jane, 

Leather, Sandal Effect, American Welt, Sandal 

a yd Heel, American Effect. Misses’ and Chil- 
elt. 





We are showing many new combinations 
in Patent Leathers, and colors---in many 


new and original designs 


And, most interesting of all 


They Are Low 
in Price 


On Display at Our Boston 
Sales Office, 297 Essex St. 





Factories—Chelsea, Mass. 
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No. 461—Patent Side. $4-65 No. 450—Patent Colt. $4.65 


Aristo (130) Last, Light Weight Sole, Goodyear Admiral (136) Last, Light Weight Sole. B, 6 
Rubber Heels. B, 6 to 10; C, 514 to 10; D, 544 to 10. to 10; C, _ 10; a See: 


= 65 
No. 451—Patent Side. $4 No. 460—Black Calf. $5.00 
Square (140) Last, Leather Heels. B, 6 to 10; 


C, 5% to 10; D, 5% to 10. Details and sizes as above. 


ANOTHER FACTORY ADDED 


We have just taken over a fully equipped plant that will give us 1000 pairs more a day. TOTAL 
CAPACITY ALMOST 8000 PAIRS DAILY. GROWTH—THE BEST SIGN OF SUCCESS 


Four That Can Do 
The Work of Forty 


HEY have kept us gasping for breath to fill demands 
for these four specialties. Any one of them will help 
you: get some extra summer business. They are ready 
for delivery now. 

Many other good styles available for only the leading 
sellers are pushed. 

This stock service is now the main stay of the leading 
merchants in the industry. If you, too, want to improve 
turn over, get our catalog at once to see what we can 
do for you. 


QUICKER PROFITS—LESS STOCK 


Miamend Shee & 


196 CHURCH ST.. NEW YORK CITY 


Two Factories: Brockton, Mass. 
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PEAKS OF PERFECTION 
BENJ. ROTHMAN Inc. 






































BlackW patent leather. 
Can be made on any 
last or heel and in any 
leather or color. 


\ 


~. 











Like all Rothman creations—the “Claire” 
model catches that elusive spirit of style and 
originality which cannot help but fascinate 
any woman who loves pretty shoes. 


Let us show you this and a few of our other 
popular numbers that are bringing business 
to many high-grade merchants. 


When at the Boston Style Show we will have 
our display at the Copley Plaza Hotel. 


, 


BENJAMIN ROTHMAN INc 
‘ Manufacturerf of 


WOMENS HIGH GRADE FOOTWEAR, 
43, ‘TO 4] WEST: 16 - STREET- NEW: YORK 



































Bench--Made Footwear 
At A Popular Price 


“YVETTE”’ 


Combination of log cabin 
suede, with Russian calf 
trimming and heel. French 
toe. 17/8 Spanish heel. Also 
15/8 and 11/8. Can be had 
in any other suitable com- 
bination. 


XPERT workmen and one of Brook- 

lyn’s most efficient factories make 
possible our craftsmen shoes at prices 
which will attract any merchant awake 
to the unusual in opportunities. Are 
you such a dealer? 
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FERGUSON BROS. COMPANY 


‘‘Nothing But Turns’’ 


Specialty Manufacturers of 


MEN’S SLIPPERS 


And All Kinds of 


BALLET SLIPPERS 


Full Leather Lined Opera 
0281—Havana Brown Kid, In Stock 
0291—Golden Brown Kid, In Stock 
0201—Black Kid 


Full Leather Lined Everett 
0381—Havana Brown Kid, In Stock... ... $2.35 
0291—Golden Brown Kid, In Stock 2.60 
-  ( rar 2.35 


Full Leather Lined Romeo 
0181—Havana Brown Kid, In Stock 
0191—Golden Brown Kid, In Stock 
0101—Black Kid 


At the Show 


BOOTH 546 


Full Leather Lined Fausts 
and Cavaliers 
0781—H. B. Kid Faust. . $3.25 
0791—G. B. Kid Faust.. 3.50 
0732—Green Morocco... 3.75 
0712—Red Morocco.... 3.75 
0681—H. B. Kid Cavalier 3.50 
0691—G. B. Kid Cavalier 3.75 
0632—Green Morocco... 4.00 

0612—Red Morocco 
0683—H. B. Calf 
Rubber Heels all shoes 5c extra 


Comfort Shoes 


One and two strap Sandals, 
Oxfords, Juliets, Boudoirs. 


36 Pr. lots Ballets Women’s 
24 Pr. lots, Men’s 


Many Numbers In Stock 


Toe Dancing Ballet 
Short and long vamp—Double 
thickness over the toe. 
5801—Blk. Kid, In Stock............... $2.75 
58-5—Satin any color................... 3.00 
5876—White Canvas 
5805—Blk. Canvas 


Soft Toe Ballet 


Chrome non-slip soles 


5501—Blk. Kid, In Stock................ $1.40 
_ | nS 1.70 
5 cents each less Misses’ and Children’s 


Medium Hard Box Ballet 


1001—Blk. Kid, In Stock................ $1.20 
1071—White Kid 
5 cents each less Misses’ and Children’s 


FERGUSON BROS. COMPANY 


FACTORY 


2121 Washington St., 


Tel. Rox. 8760 


SALES OFFICE 
113 Lincoln Street, 
Room 309 
Tel. Beach 4890 
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CONSTANT 


America s Best Comfort 


24 HOUR 


Nl MTA 











We are presenting at Booths 167 and 
168 Boston Style Show our complete 
line of ‘Constant Comfort” shoes. The 


following men will be there to welcome 
the trade: 


A.J. MINSHALL _ E. F. HILL 
No, A7HR—High Grade Blac J.T. CARROLL GORDON McDANIEL 
feel. = ee hk W. C. OLDS R. C. MOULTON 
to CBee nen a8 W. K. HARTZELL CHAS. AULT 
Havana Brown Kid. In Stock— Cc. R. WILLIAMSON 


Auburn, AAA-A to B-D; St. 
Louis, AAA-A to B-D... $3.60 


No. 83 R—Black Kid Two No. 86 R—Black Kid One 
Strap Sandal, 12-8 Wingfoot Strap Sandal, 9-8 Wingfoot 
Heel. In Stock—Auburn, AA Heel. In Stock—Auburn, to 
to E; St. Louis, AA to E; Los E; St. Louis, B to E; Lo 
Angeles, A to E. $2.85 Angeles, C to E $2.1 
No. 47 R—Similar Style in No. 386 R—Same Style next 


Next Grade Without Ornament b Ct 
In Stock—Auburn, AA to E; Grade, In Stace eas 


St. Logie, A to E; Los Angeles, SeEL SE, SOOS....20¢ 








COMPLETE LINES OF OXFORDS, STRAP SANDALS, BOOTS AND JULI- 


AULT-WILLIAMSON SHOE CO. 


ST. LOUIS STOCK DEPT., 414 NORTH 12TH STREET 
LOS ANGELES STOCK 
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COMFORT 


Sh0€ atthe Poston Show 








SERVICE 
AUDUIN, A.LOUS LOSSYHkES TA 


This line is made in Auburn, Maine, the logical home 
of good, honest turn-made footwear that keeps up its 


standard of quality. 


It is distributed from three stock depts., Auburn, St. 
Louis, and Los Angeles, in a way that gives the dealer 


quicker service on many styles. 


The line is kept free from freak numbers yet is respon- 
sive to the demand of conservative style in dress turn 


footwear. This combination of a standard 
quality and improved stock service is add- 
ing hundreds of new friends to our already 
long list of “Constant Comfort” boosters. 







No. 49 R—Best Quality mt 
8 


Kid One Strap — 

Wingfoot Heel. Ro 

Auburn, AA to EL "st. Louis, 
SP aaceneidenseseea $3.35 


No. 749 R—Same Style in 
Havana Brown Kid. In Stock— 
Auburn, A to D; St. Louis, A 
to D; Los Angeles, A to E.$3.60 





No. 52 R—Best Quality Black 
Kid Oxford, 13-8 Wingfoot 
ns In Stock—Auburn, A to 
; St. Louis, A to D....$3.75 
dy 752 R—Same Style in 
Havana Brown Kid, In Stock— 
Auburn, A to D; St. Louis, A to 
$4.00 


No. 456—Black Kid Plug 
Oxford, 10-8 Wingfoot - Heel. 
In Stock—Auburn and St. 
Louis, AA-B to C-E..... $2.85 











INvennnnnnett 


ge 








ETS ALWAYS IN STOCK AT AUBURN, ST. LOUIS AND LOS ANGELES 


Manufacturers AUBURN, ME. 


BOSTON OFFICE, 139 LINCOLN STREET 


DEPT., 109 E. 8TH STREET 
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As consistent advertisers in the Recorder for the past 
twenty-five years, and continued advocates of stand- 
ard quality we are pleased to call your attention to 
two popular numbers of 


THE 


Black Velour Calf 
Blucher oxford No. 602 S HOE 


(Trouser Crease) Same style in 4 Rus- 


A-B, 7-11, C-D, 6-11 sia Calf NOW IN STOCK 


No. 591 
° es os Tony Brown Cf Polo 
You are cordially invited to visit our 7." Gated 


BOOTH 162 at the BOSTON SHOW 
July 9-12th 


and see the complete line of PACKARDS. 
Our representatives will be glad to extend 
every possible courtesy to you. 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 


‘oO 
(Harness fitted) 
A-B, 7-11 
C-D, 6-11 














HE SAKS SHOE Co., 

of Brooklyn, N.Y., an- 

nounces the display of their 

new Fall line during the 

Boston Style Show, at the & MI special Extra 

Hotel Essex. i ’ = Soh Cation 
Our Mr. Sol. I. Shane, & Toll banca 


Mr. Tom D. Collins and { Solid Leather Construction Shank. OPPS 
M ° AY J J] b S Extra Fine Hand-Turned Sole. 
r. J UuntUus yy CLé We é K Goaty, oo eae ape No. 45 Cones. c ‘ 
. 5 t t . ‘ 2. “ 9 ge ” 
in attendance. Vee 
iS No. 150 Black Kid—perforated vamp, tipand quarter $2.50 
2 No. 250 Brown Kid—perforated vamp, tipand quarter $2.60 
Same shoe without d quarter tions— 
Black $2.40" Brown, $2.50 — 


In stock in Full Size Range’ 


E. L. GLENNON SHOE CO., INC. 
LYNN, MASS. 


If we have no salesman in your territory we'll be 
glad to send samples. 
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BLACK POINTED BROCADE 














oo leadership 
of the Dingley 
Foss Shoe Company 
in the field of fabric 
footwear is the re- 
ward of intelligent 
specialization. 


We sell to the whole- 
salers only. 























Dinciey Foss Soe Company 


FABRIC SHOE MANUFACTURERS 
AU BURN BOSTON OFFICES 
MAINE SALINCOLN ST. 


—$———$__~ 





UULINLLSA AA 
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HE Barnet Leather Co., Inc., invites the visi- 

tors to the Boston Style Show, who are return- 
ing to the South and West, to stop off and pay a 
visit to our modern thoroughly equipped upper 
leather tanneries at LITTLE FALLS, NEW 
YORK. 


With the new additions which are just starting 
operation, the LITTLE FALLS plant becomes 
the largest exclusive calfskin tanneries in the 
world. It will pay you to visit them. 


We are celebrating our Golden Anniversary co- 
incident with the Boston Style Show. We want 
you to come to our exhibit and see “SUNSET” 
tan and our new line of suede leathers which were 
introduced to celebrate that birthday. 


See Our Lines at 


Booth No. 105 


where we will gladly explain how convenient it 
would be to make a stop at Little Falls, and at 
the same time embrace the opportunity to see the 
latest leathers and colors in the nationally known 
LITTLE FALLS leathers. 


===) 6 a=) 


Barnet Leather Co., Ine. 


360 MADISON AVE., NEW YORK CITY 


Boston Distributors: 


BARNET LEATHER CO., Inc., of Mass., Tanneries: 


; LITTLE FALLS, 
98-100 South Street NEW YORK 


Boston, Mass. 
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EATON-BREWSTER SHOES 


Greetings to the Trade: 


These first few weeks of the association of Mr. Louis Eaton and myself in the 
manufacture of exclusive style-shoes for men have brought us unusual results and 
satisfaction. The success of Eaton-Brewster Shoes is assured. 

Already, our specific purposes and plans of manufacture and our shoes themselves 
have been submitted to and cordially endorsed by many of the best-known retailers 
of men’s quality-shoes in this country. Our factory production is considerably ahead 
of our estimates. 

Eaton-Brewster Shoes will, we believe, establish some new records in several di- 
rections. They will emphasize advanced style more strongly than any other shoes 
built in the New England district. Much study and planning are going into each 
succeeding model we develop. 

We are building shoes with infinite pains to meet the judgment of large and success- 
ful dealers in communities where the demand for individual treatment in footwear is 
clearly defined. We are organized to do this, and the welcome our shoes have received 
is proof. 

In materials and construction Eaton-Brewster Shoes speak and will always speak 


strongly for themselves. 
FRED A. BREWSTER 


Our exhibit of samples during the 
Boston Style Show will be at the 
Copley Plaza Hotel. We wére unable 
to obtain suitable display space in 


the Exhibition Building. 


An Eaton-Brewster Model 
Folded edges and invisible stitching 


EATON-BREWSTER COMPANY 


BROCKTON, MASSACHUSETTS 


? 
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Largest Manufacturers 


of Fabric: Footwear 


HIS great plant, with its seven acres of floor 

space, has a daily capacity of 25,000 pairs 
of shoes It is, without doubt, the largest factory 
in the world devoted to the manufacture of fab- 
ric footwear 


Beyond the physical equipment, however, stands 
the record of seventy years of shoemaking—of 
successful service to the shoe merchant. Twenty 
of these seventy years have been devoted wholly 
to the production of fabric shoes. 


Caushman-Hollis Company. 


Factories & Home Office ALBANY BUILDING 
Auburn, Me. BOSTON 
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These Shoes Sold Through 
Wholesalers Exclustvely 


A CorpiaL WELCOME To VISITING 


WHOLESALERS 


E are illustrating these staple white 
shoes because they are practical for 
this extreme hot weather. 


We have just completed our new /ine of 
women’sF ancy Welts and FlexibleMcKays 
in all leathers—Log Cabin, Beige and the 
different shades of Grey. Any pattern that 
a wholesaler calls for can be furnished. We 
have purposely refrained from showing 
samples of these new lines on these pages, 
because we want visiting wholesalers to 
come to our Boston office in the Albany | 
Building and inspect these shoes at close 
range. They also will find our complete 
line of satins in many grades, 


Mr. Frank H. Kidder, Mr. Richard E. 
Hobart and Mr. R. H. Adams,will be in 
attendance to welcome the trade. 


Cushman-Hollis Company. 


Factories & Home Office ALBANY BUILDING 
Auburn, Me. BOSTON 
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Rice & !Hutchins make 
every kind of footwear 
for every’member of the 
family, for every type of 
shoe store that caters to 
any class of trade. 








No Matter What They Earn— 


‘Rich man, poor man—Rosie O’Grady or the “grand 
lady,”—no matter what the buying power of your 
customers may be, there are Rice & Hutchins shoes 


to suit every purse. 











No job lot merchandise, but each grade a specialty 
of nine specializing factories that guarantee the 
fullest value per dollar asked. 


Of the eight Rice & Hutchins Distributing Branches 
pick the one nearest you. Test its service from the 
standpoint of style, variety, price and quality. 


The ability to give you what you want when you 
want it, is the basis of our bid for your orders. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S.A. 


ATLANTA CLEVELAND 
BALTIMORE NEW YORK 
BOSTON PHILADELPHIA 
CHICAGO ST. LOUIS 
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Profits Are in Turnovers—Losses in Leftovers 


There Is No Fixed Rule for Percentage of Profit, for Shoes 
Are Worth What They Will Bring 


finances or your time. Conserve your resources 

so that you can put the maximum of your 
effort into the one important duty—more customers and 
more profit. This is the main line of your business, and 
let nothing interfere with the progress that you must 
make to be successful. 

The average merchant tries to cover too much 
ground. He tries to cater to everybody in the commun- 
ity from the banker to the street laborer and to every 
member of their family. In so doing he spreads out so 
thin that he does not adequately serve any one class. 
The shoe stores of this country are changing from the 
old type of family shoe store with all grades of shoes 
and with all sizes, and they are becoming institutions 
that specialize in certain departments of public service. 
These stores are getting a reputation in their communi- 
ties of a distinct kind of merchandise and there are so 
many classes of people and separate needs for footwear 
that there is room for all sorts of stores under the head- 
ing of “Shoe Stores.” 

Look over your own city or town and figure out why 
it is that certain stores in all lines of apparel stand out 
conspicuously for their success.in merchandising. You 
will reach some conclusion that on certain merchandise 
you can make quicker and more profitable turnovers. 
By advertising and publicity of all sorts with emphasis 
on the window, you can get more turnovers on this one 
branch of stock and profit accordingly. 

Profits are in turnovers and losses are in leftovers. If 
you are doing the volume of your business on 60 per 
cent of your stock and your turnover is very healthy 
on that proportion of your merchandise, then look with 
a critical eye on the 40 per cent remaining. Find out 
why it is that the rate of turnover is less and see if it is 
not due to the fact that you are spread out too thin 


Jan get too spread out in your stock, your 


and that you can increase your percentage on the live 
60 per cent of stock. 

This is the best season of the year for a critical study 
of your own store and stock. If you are going to make 
any house cleaning, do it now when you can get a good 
price for pretty footwear. We hammer on this subject 
of concentration. Just because a customer leaves the 
store, don’t consider that your stock and service are in- 
adequate for with people inclined to shopping, a lost 
customer is not always safely classified as a lost sale. 

If you specialize more on the merchandising of shoes, 
you will be able to profit better on the real good num- 
bers that you buy. 

Two retail merchants who happened to sit alongside 
of each other were discussing the extreme modern styles. 
One man said he was afraid to invest his money in such 
extreme styles; the other man said he welcomes all 
these styles, because they not only tend to increase the 
number of pairs sold, but also to increase the profits. 
He said. that well-dressed women of his town are now 
getting the habit of wanting the shoes to match their 
gowns and for all occasions, as they formerly did with 
their hats. If that is what the women want, it is up to 
the dealers to supply the demand. 

Regarding the profit—he remembered that not long 
ago he had to sell black shoes on a 25 per cent margin; 
whereas, on these novelties, the average is more than 
40 per cent. He also said that he did not class the high- 
style shoes as ordinary merchandise, but he marks the 
merchandise for profit according to the way the goods 
look to himself and to his clerks after the goods arrive. 
If they look good enough to him that they will stand 
doubling the price he will do it. In other words, it is a 
millinery game on these extreme styles. 

He gave one good illustration of having bought a 
sandal for $6.50 with the intention of selling it for 
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$10.00. When it came in it looked so beautiful that he 
marked it $15.00 instead. Of course, these profits do 
not remain, because the next day in going over his 
stock, he found slippers that cost $10.50, and were 
marked to sell at $15.00, but did not sell very fast, so 
he reduced these to $10.00; thereby not only losing his 
own profit, but fifty cents of the cost. That is good 
merchandising to sell shoes for what they will bring. 
If the quality and style are good enough to stand 75 per 
cent profit, take it, but when you find a line that is not 
moving fast enough, sell it for what it will bring, 
thereby averaging profit. 





Select Styles in Definite Types 


HE secret of style is being solved by merchants 

from coast to coast by selections of pretty shoes in 
certain family types so that a call for one number can 
be happily switched to another through an explanation 
of style blending. There are types of shoes salable sold 
in every community the country over, dating their 
origin from the discovery of a pretty throat cutout 
two years ago by a prominent retail shoe man in 
France. For three days he attempted to get the per- 
mission of the fashionable-dressed Parisienne to reveal 
the name of her bootmaker. The fashion had such in- 
trinsic beauty in it that he resolved to go to the source 
of its creation. He brought back one pair and the in- 
cidental expense attached to the quest for the pretty 
slipper was several hundred dollars. 

In its original form it was a cross between a mule 
pattern and a pump. It had two big tear-drop cutouts 
at the throat extending three inches along the sides of 
the foot. That original model has had more adaptations 
made upon it than possibly any other single shoe de- 
signed in the last three years. It grew into a Grecian 
front strap effect, it became a sandal, and it had 
amendmentsand improvements until on that one family 
type, over fifty-seven clever styles were created. It even 
progressed to a point where it became a clever strap of 
a decidedly new effect having the button in the center 
at the throat of the shoe. Now we have proved in a na- 
tional study of this one shoe that every one of these 
patterns (expressing an individuality of many factories, 
and many designers), lives today in shoe stores the 
country over in high style and in profitable sales. 1t can 
be truthfully said that this style, with amendments, 
continues to be popular in all its forms from a period 
of two years ago up to date. 

The merchant who bought some of the original shoes 
was able to sell every pair. If a proper diversity of colors 
and materials was made in the buying and the sizes 
were on good selling schedules, there is reason to believe 
that any customer seeing one of the type could be in- 
fluenced to buy another having some little change 
thereon. The shoe became one of these composite 
creations having intrinsic beauty in it, in each step, so 
that it was constantly salable no matter how rapid the 
introduction of more extreme patterns. This is the 
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secret that has been solved by many merchants in all 
parts of the country in the selection of shoes for his 
smart little community. 

The small store on the prairie in the community of 
400 inhabitants, today finds a place for pretty shoes in 
neat patterns and what is best, the women are willing to 
pay the price for the distinction obtained. So com- 
pletely has style found a place on the feet of American 
women that wherever you go, you find the biggest 
problem of the merchant is the disposition of old num- 
bers, particularly in plain oxfords and clumsy one-straps. 

The woman with her own income or with an allow- 
ance is making things merry in the shops where dis- 
tinctive apparel and footwear are sold. If she must 
economize, she does so in other directions than in 
apparel. 

By a strange twist of fashion, the majority of shoe 
stores now endeavor to put into their windows one of 
each style and pattern so that the window shopper can 
make her selection before she enters the store. 

We have long ridiculed the English store for putting 
nearly all of its stock in the window, but we are rapidly 
trending in that direction ourselves. There is a danger 
to this method of window salesmanship because the 
woman with an odd-size foot, invariably insists upon 
a window shoe of which the merchant has but a few 
good middle sizes. 

We make this suggestion, that the merchant classify 
his shoes in types and group them accordingly. Sandals 
of the same general characteristics go well together and 
if made up of a variety of materials in browns, black, 
white, and satin, permit of some latitude in the match- 
ing and contrasting of shoes with costume. 

The new fancy oxfords with trimmed effects in com- 
binations of ooze and plain leathers are being appre- 
ciated by the merchant as an opportunity for welts for 
the fall season. To group them is to give a natural 
picture of that stock to your customer and we advise 
you to do the same on sport shoes. 

Don’t make your customer confused by hodge-podge 
display of styles. Try to train the customer’s mind into 
a consideration of your shoes in the types above 
mentioned. 

There is a greater possibility for profit on few styles 
by the study of these factors. Merchants are beginning 
to find reason in footwear, which they hope to sell at a 
profit. The out-and-out freak is rushing right from the 
packing case through to the bargain counter. Necessity 
has brought order out of the chaos of styles. 


Men’s Shoes Looking Up 


HESTER HEROLD, at the California Con- 

vention, placed a penalty on any shoe man 
appearing after six o’clock in tan shoes. He wanted to 
bring home the necessity of shoe men learning a lesson 
in more pairs of shoes. In the better grades of men’s 
shoes, the lighter tans are being worn by smarter 
dressers. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more™ but “right; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Officers and Directors of the National 
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Style Show 
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feel the pulse of style movement. 
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‘Pike's Peak—or Bust’’ 


Dusty “‘prairie schooners,”’ creaking over 
the plains, had that scrawled on their canvas 
sides in 1849. 


Pike’s Peak is in Colorado. If you were 
going to take a trip there to see the highest 
peak, which would you visit? 


Pike’s Peak? In other words, you would 
spend your money to see the best advertised 
mountains in the United States. So would 
most folks. As a matter of fact there are 
about twenty-seven other peaks in Colorado, 
each higher than Pike’s! 


In the long run the advertised leather or 
the advertised shoe is the one folks spend 
their money on most contentedly. 


the 
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Washington Rules All Buckles Are Taxable 


Interpretation Applies to All Types, Attached or Unattached to 
Shoes, Regardless of Utilitarian Value of Buckle 


N response to an inquiry to Washington made by 

the Boston office of the Internal Revenue Depart- 

ment regarding the interpretation of Section 905 of 
the Revenue Acts of 1921, pertaining to the application 
of taxes on the sales of shoe buckles, Deputy Commis- 
sioner A. C. Holden of Washington, D. C., has ruled 
that all shoe buckles, attached or unattached to the 
shoe, are taxable regardless of the utilitarian value of 
the buckle. 

Because of many questions raised on this point, the 
Washington office was pressed to rule on the vital issue. 
The rule, if enforced by the collectors of internal 
revenue, means that retail shoe merchants in the 
United States are indebted to the Internal Revenue De- 
partment for 5 per cent taxes on all types of shoe 
buckles sold since January 1, 1922. 

However, it is the opinion of Boston internal revenue 
officers that there will be no intensive drives by any 
departments in the country to collect the buckle tax 
under this ruling. Some of them think the interpreta- 
tion of the rule ridiculous and say it is only a question 
of time when it will be changed to satisfy the shoe 
industry. 

Washington Ruling on Issue 


The ruling made by Mr. Holden follows in part: 


This office holds that all shoe buckles are 
taxable as jewelry under Section 905 of the 
Act when sold by or for a dealer or his estate 
for consumption or use at 5 per cent of the 
amount for which so sold, regardless of the 
material of which they are made and regard- 
less of the utilitarian value. 

If shoe buckles are sold attached to a pair 
of shoes and are not billed as a separate item, 
the tax imposed by Section 905 attaches on 
the price for which the shoes and buckles are 
sold. If the buckles are billed as a separate 
item, tax attaches on the price for which the 
buckles are billed. 


Retail shoe merchants have paid taxes monthly on 
shoe buckles not attached to shoes, which are taxable 
as jewelry. Because the ruling affecting buckles of very 
little value, and buckles coming as part of the shoes as 
a fastener, was recently made, no merchants have paid 
taxes on that item. 


To Advise Shoe Merchants 


However, Chief William A. Hoar of the miscellaneous 
excise tax bureau of Boston contends that the section 


must be enforced as interpreted by the Washington 
Department and has commenced plans to advise all 
retail shoe merchants of Massachusetts of the rule. 

Before the letter was received from Washington, five 
cheap buckles used by a prominent shoe manufactur- 
ing company as fasteners on medium-priced shoes, were 
sent accompanied by a request for the interpretation of 
the section. The response received was to the effect that 
regardless of the value of the buckle, and whether it 
came attached or unattached to the shoe, it was 
taxable. 

Article 21 of Section 905 of the revenue acts of 1921 
follows: “The following articles are taxable as jewelry: 
Articles to be worn on the person or apparel for pur- 
pose of adornment, which according to general custom 
or ordinary usage are worn so as to be displayed, such as 
brooches, rings, chains, cuff buttons, necklaces, fobs, 
and shoe buckles. Such articles are taxable regardless 
of the substance of which made (except as provided in 
Division 1 of Article 22) and regardless of their utili- 
tarian value.” 

Article 22 applies to articles not taxable and includes 
shoe trimmings, but not shoe buckles. 


Buckles as Jewelry 


An extract printed in a pamphlet which relates di- 
rectly to shoe buckles follows: “Shoe buckles not 
attached to shoes are taxable as jewelry under Section 
905, regardless of the material of which made, if they 
are ornamented, mounted, or fitted with pearls, pre- 
cious or semi-precious stones, or imitations thereof. 
Such buckles made of, or ornamented, mounted, or 
fitted with precious metals, or imitations thereof, or 


ee? 


ivory, are taxable under Section 905. 


Spirit of the Act Not Taken into Consideration 
by Authorities 


There seems to be no question that the Section 905 
has been misinterpreted by the authorities so that 
buckles of insignificant mercenary value, but of un- 
limited value as a utility, are subject to tax. The fact 
that the value of the buckle may be only a few cents 
makes no difference. 

Revenue agents are. frank in their opinion of the 
ruling and feel that a strong protest by men affiliated 
with the shoe industry would be effective and result in 
having the section interpreted so that shoe buckles 
attached to the shoe, purely for the sake of utility, will 
not be subject to tax. 

The buckle problem does not apply to the arctic or 
four-buckle gaiter, which sold so freely last winter. 
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A Prize 
Winning Ad 
by 
Carrol Scoggins, 


of 
Krupp & Tuffly, 
Houston, 


Publisher of the Houston Post 

presenting Mr. Scoggins the‘prize 

check, which gave to this promi- 

nent Tezan a trip to the Associated 

Advertising Clubs’ Convention at 
Atlantic City 


HE South Says White! 

Under this heading the Boot and Shoe Recorder, early this Spring, had the following to say, 

‘“‘When one wants to know what will be worn throughout the country during the summer, 
it is a wise bet to see what shrewd southern merchants have bought for their summer season 
which begins weeks before people north of the Mason and Dixon line begin to think of donning 
their light weight wear.”’ 

With this as his motif, and with art work adapted from the same issue of the Recorder, 
Carrol Scoggins, advertising manager of the retail firm of Krupp and Tuffly, Houston, Texas, 
laid out an advertisement which, for completeness, would be difficult to beat. 

On one page he managed to picture and describe eighteen different types of white footwear 
—plain white, black and white, and white trimmed with reds, blues and greens and grays. 

And patterns, too! 

How to sell through the medium of printer’s ink was never better exemplified. Few women 
there are who could not have found here something to their liking. And this is not theory, but 
fact, as the judges waited for results of the ads submitted before announcing the award. 
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On the High Road of Business 


All Industries Do Not Move at Same Rate of Speed, but Retailing Is 
Not Retarded for the Public Purse Is Open 


ticians, bankers and business report compilers, 
all of the vehicles of industry do not run at the 
same rate of speed. 

To examine many of the economic reports published 
throughout the country is to see a chart having hills 
and valleys picturing the progress of business with al- 
most mathematical exactness as to when business 
reaches its peak. These statisticians feel that they are 
competent to prophesy precisely how business is going, 
because sometimes in the past every period of prosper- 
ity was followed by a similar period of bad business, 
and if you look at the chart, one just balances the other, 
theoretically. 

We have come to a point in business when the shoe 
man should analyze these reports in the light of his 
own business experience rather than in the theoretical 
light of an automatic chart, which indicates that a 
peak has been reached and that a long slide is ahead. 


0* the high road of business, contrary to statis- 


One Car with Speculators 


Take, for example, on the highway of business, one 
high-powered vehicle is filled with stock market specu- 
lators. Alongside of it is a modest car of a leather man, 
which goes at a very low speed. Next, perhaps, is a 
steel maker and alongside of him is a man in the build- 
ings trade. 

In the other cars on the road you find retail mer- 
chants of garments, furniture, hosiery, shoes and other 
commodities. Can you imagine fhat all of these are 
going to go along that highway at the same rate of 


speed? 


The Banker as Traffic Officer 


The high-powered speculator in stocks is going to 
make a mighty spurt before a traffic officer tells him to 
halt. That traffic officer is the Federal Reserve Bank 
and the conservative banking interests of the country. 
The man in the buildings trade is rushing to complete 
a million new homes, and he finds that his mechanics 
are not sitting quietly in the car, but are asking for ex- 
cessive wages, and so, maybe, his speed is not what it 
might be. And so it goes, varying speeds to varying in- 
dustries, with the result that the highway of business 
has various spurts of prosperity and little delays caused 
by traffic officers and perhaps a few mishaps. 


All Are Going in Right Direction 


But, mark you this, they are all on the highway and 
they are all going in the right direction. None of them 
has turned around and acknowledged failure. By good 
fortune the industries serving the American public at 
retail find that the public along the highway has a smiling 
face and is very much interested in what is in those cars. 
If you don’t believe it, take a trip the country over and see 
for yourself how the merchants are capturing the interest 
of the public pocketbook by giving real merchandise and 
real service. One of the most hopeful signs of the business 
period that we are now in is the fact that the public wants 
to be well dressed, and to get distinction in apparel is 
paying a fair price therefor. 

Along that business highway there may be little hills 
or, what they call in New England, “thank-you-mams,” 
which are little bumps just to let you know that cau- 
tion is needed on any highway. We could not paint a 
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better picture of the actual situation of this country 
than what we give in this little preface to a more de- 
tailed economic review prepared by us from a study of 
reports of major industries throughout the country. 


It Can Be Done 


Perhaps we might carry the picture on still a little 
farther. Along this business highway are many vehicles 
carrying merchandise ONLY within the United States. 
If they were busy ships with salesmen and goods there- 
on, going to other parts of the world, it would aid ma- 
terially in keeping all factory whistles blowing, pay 
envelopes filled and the rate of prosperity up to the 
high level and ambitions that the people desire. Busi- 
ness comes so easily by trading to ourselves within the 
United States, and the cash in ten days is such a pleas- 
ing thing to the business man that foreign departments 
have been abandoned and the markets which we might 
have had the world over are completely forgotten. 
This is the one big ditch on the highway of business that 
needs a bridge of ships across it. 


An Economic Survey 


Which way is general business headed? This is a 
question that the big bankers and industrial leaders of 
the country are trying to answer in their own minds. 

The comparatively dull period which has settled 
upon many lines of business has brought the question to 
the front more sharply than at any previous time this 
year. Reports of curtailment in textile production, the 
fact that iron and steel orders now coming into the mills 
have dropped below current production and deliveries, 
the drop in bank clearings and other barometers by 
which the movements of general business are gauged, 
all attest to the fact that business is considerably less 
active now than it was in the spring. According to 
these barometers, the peak of business activity on the 
upward swing of the recovery from the depression of 
1920 and 1921, was reached in March and April of this 
year. 

Perhaps They Were “Too High” 


Since then there has been a recession in the prices of 
many raw materials. Raw silk has fallen about a dollar 
a pound, from a high point of $9.50 a pound for top 
grade to $8.50 a pound at present. Raw cotton has re- 
ceded from its 30 cents a pound level and is now sell- 
ing around 25 cents for fall delivery. Raw wool has 
shown only a slight decline, but iron and steel prices 
are off about $2 a ton from the peak of the year, and 
copper &’nd rubber are both lower. Some hides and skins 
are noticeably lower than they were a couple of months 
ago. 

Prices only recede when demand is less than the 
supply. Can these price recessions be taken as an indi- 
cation that demand in general is slumping? To a cer- 
tain extent they can, but trade is such a complicated 
affair as constituted as present, that rash and hasty 
conclusions are likely to be wrong. 
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High Rate of Production 


There is not much doubt that in many lines the high 
production of the spring outstripped demand, not by 
a wide margin, but sufficiently to cause goods to pile 
up a bit in trade channels. Price reductions naturally 
ensued. 

So far as consumer buying is concerned, there has 
been nothing to indicate that it has entered any new 
phase from that established earlier in the year. Re- 
ports to the Federal Reserve Banks indicate that retail 
sales, in general, are above those of a year ago, even 
when allowance is made from the increase in prices. 
In other words, the general public is continuing to buy 
on a slightly larger scale than was the rule last year. 

Although there has been some curtailment in the 
textile mills and in other industries, employment, as a 
general rule, continues high. Wages also are high, in 
fact, according to government figures, have advanced 
more rapidly than have prices. This leads to the con- 
clusion that consumers are in a position to buy goods 
and have the desire to buy them. 


The Public Is Buying 


The slowing up in business apparently has not been 
brought about by any direct action on the part of con- 
sumers. Leading merchants scout the idea of another 
buyers’ strike. The slowing up so far has been mainly 
the result of conservatism on the part of merchants 
and manufacturers, and this in turn is largely due to the 
conservative preachings of bankers, who control ex- 
pansion by regulating the supply of credit. 


To Be Viewed Optimistically 

The check in price advances and the small recessions 
in the last two months, coupled with a slackening in 
production, is, in reality, not a pessimistic factor, but 
one of optimism. Leading bankers view the situation 
with a great deal of satisfaction. There was little doubt 
that inflation was beginning to permeate many indus- 
tries earlier in the spring. It reached its height in the 
building trades where raw materials and wages reached 
such heights that a nation-wide stoppage or curtail- 
ment took place. No such inflation took place in any 
other industry. Next to building, the industry that 
probably will receive the severest check in the near 
future, in banking opinion, is the automobile trade. 
There has been a noticeable slowing down in automobile 
buying recently and already price cuts are being an- 
nounced. Coincident with this is price cutting in the 
tire trade. 

The action of the stock market in recent weeks, 
coupled with the failure of two of the largest and oldest 
houses in Wall Street, and a number of minor failures 
has brought up the question of economic soundness in 
the country as a whole. That these failures were not a 
reflection of general conditions appears to be pretty well 
established by this time. The sharp recovery of security 


prices following the declines attributed to these failures 
(Continued on page 66) 
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Industrial 


and 


Agricultural 


Progress 


B UILDING—Bradstreets’ reports from 151 cities of 
building permits filed to be $255,828,769 as against 
$243,545,638 in May a year ago. 

I RON—Production of pig iron in May aggregated 
3,367,694 tons, thus surpassing the previous high 
record in April, namely 3,547,551 tons. 

STEEL—The country’s total output of steel in May 
was at the rate of about 4,200,000 tons. In no previous 
month in the history of the country has production 
gone beyond the 4,000,000 mark. 

CARS—The Ford Motor Company has just com- 
pleted its twentieth year of activity with a total output 
during its existence of 7,560,304 cars and trucks, with a 
total sales value of $4,093,515,708. For every dollar of 
the original $28,000, actually used in starting the busi- 
ness, $21,678 has been returned in profits. The output 
for the first five months of 1923 totaled 717,434 cars 
and trucks. 

OIL—The enormous production of crude oil has con- 
tinued steadily throughout the present year. During 
the week ended June 9, the daily average was 2,076,- 
250 barrels, the highest weekly total ever reported. 
Efforts are being made to shut in as much oil as possible 
in California and the Oklahoma fields which are re- 
sponsible for the great increase. 

COP PE R—Copper consumption of the U. S. in 1922 
is estimated by the American Bureau of Metal Statis- 
tics at 1,091,397,000 pounds as compared with nearly 
905,000,000 in the previous year. Of the yearly output, 
24.6 per cent was consumed in the electrical goods in- 
dustry, 13.2 per cent in the manufacture of automobiles 
and 11 per cent in the construction of telephone and 
telegraph lines. 

LOADINGS—May car loadings established a weekly 
average of 985,346, exceeding all previous records. The 
total movement of revenue freight in the first twenty- 
two weeks‘of the present year amounts to 19,967,813 
cars as compared with 16,606,236 and 15,571,784 cars 
in the corresponding periods of 1922 and 1921. 

COTTON—The condition of the cotton drop on May 
25 was announced by the Department of Agriculture to 
be 71 per cent of normal. This compared with 69.6 per 
cent a year ago, 66 per eent for 1921 and 73.6 per cent 
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Indicates 
That 
Payrolls Will 
Continue 


Good 


which was the average condition on May 235 for the last 
10 years. 

S UGAR—The beet acreage for the present year 
shows an increase of 117,000 acres, or 19 per cent above 
last year, the actual figures being in round numbers 
722,900 acres in 1923, as against 605,600 in 1922. 

S HOES—During the first four months of the present 
year, 128,513,069 pairs of footwear other than rubber, 
were manufactured, or approximately 23,000,000 pairs, 
or 21.4 per cent more than during the corresponding 
period of 1922. 

LABOR—The U. S. Department of Labor announces 
a pronounced shortage of farm labor in every section 
of the country. This is resulting in the curtailment of 
activities in the farm districts. Considerable worry is 
felt in the South because of the unprecedented migration 
of negro help who are attracted by better wages and 
fewer working hours in the North. In Pennsylvania 
one-tenth of the arable land is uncultivated because of a 
dearth of workers. In Michigan there is only 71 per 
cent of the farm labor that is needed. 


It Can Be Done 
(Continued from page 65) 


is sufficient evidence of the soundness of general con- 
ditions and the faith of the big investors. 

Security prices, on the average are about 10 per cent 
lower than they were three months ago. This may be 
taken as an indication that the temporary lull in busi- 
ness has been discounted. It also is evidence of the fact 
that industrial leaders realize that profits from business 
are likely to be small for some time to come as a result 
of the keen competition that has set in and the endeavor 
of all factors in the manufacturing and distributing 
chain to hold prices down so that the ire of the ultimate 
consumer will not be aroused again. | 

“Conservative optimism” is a trite phrase, but there 
is no other that so aptly describes the feeling that is 
held toward business by industrial leaders and bankers 
today. There is nothing to indicate that a real shortage 
of goods is imminent, that prices are likely to advance 
sharply, or on the other hand that there will be a great 
over production or a sharp recession in values. 
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Highlights of the Boston Show 


The Program and Where 
the Big Features Are 


Monday, July 9—Opening Day. 


* * * * 


Tuesday, July 10—Annual outing at Norumbega Park 
under the auspices of the Boston Shoe Travelers’ 
Association. Autos and auto busses will take 
guests to the park where there will be a program 
of real sport and stunt sports in the morning and 
afternoon with a dinner in the middle of the day. 
Guests will be driven back to Mechanics Build- 


ing in ample time for the evening style revue. 


Meeting of the Joint Styles Committee, 
composed of manufacturers, wholesalers, re- 
tail merchants, and tanners at the Copley 


Plaza Hotel. 


Tuesday also will be known as Shoe Factory 
Superintendents’ and Foremen’s Day, in honor 
of the large number of these operating officials 
who will be present. 

x * k * 
Wednesday and Thursday—Meetings and conferences 
of retail merchants and other organizations, 


notices of which will be posted and sent to those 


interested. 


Runway Style Revue—This will be held in Paul Revere 
Hall, adjoining Mechanics Building on Tuesday, 
Wednesday and Thursday evenings. All the 
latest in fall styles for occasions in shoes, hosiery 
and outer wear. Men’s and children’s styles, too. 


Beautiful girl models and good music. 


* * * * 


Shoe Factory—An entire factory in operation in the 
basement, operated by skilled shoemakers from 
the factory of the Thomas G. Plant Co. of Boston. 
Here between 200 and 300 pairs of women’s 


welts will be made every day of the show. 


On the same floor will be shown a kid 
leather tannery in operation, a last-making 
plant, a loom for the weaving of shoe linings, 


and other interesting features. 


* * * * 


Hosiery in the Balcony—If you want to know what 


good hosiery style is, don’t fail to visit these ex- 
hibits—reached from the main floor by a short, 


easy stairway. 


And in the balcony, too, is a special exhibit 


of orthopedic footwear, of timely interest toall. 
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Every Advance Style for Fall in One 
Big Building 
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This floor plan shows 
the booth arrangement 
in Mechanics Building 
(Department B) and in 
Paul Revere Hall (De- 
partment A), where the 
Runway Show will be 
staged. The main en- 
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the bottom of the floor 
plan, facing the Lynn 
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DEPARTMENT C 


DEPARTMENT D. 


Floor plan of the basement in which will be found the complete shoe factory in opera- 
tion, a kid tannery, retail store and other working exhibits. 


List of Exhibitors 


NAME SPACE 

Abbott Shoe Company .223AA 
Agoos, L. & Co., Inc... 2. |. : + = 
Agoos, S. L. Tanning Co., Inc. . .. 78 
Alden, Walker & Wilde Inc. 129 
Amalgamated Leather Companies Inc. 13 
American Oak Leather Co., The . . . . 52 
American Sole & Belting Leather Tan- 

ners Inc. _ 19, 50 
Arnold, M. N. Shoe c ma. .» ae 
Ault-Williamson Shoe Co. . . 167, 168 
Avon Sole Co... .. - . 44 
Bancroft Walker Co. ; 153 
Barbour Welting Co.. 141, 142, 143 
Barnet Leather Co. Inc. 105 
Basker, S. J. Shoe Co. Inc... . 20 
Bates, A. J. Co. _ 146 
Beacon Folding Machine Ce 0. 18 
Beaton, J. R. Co. Ine. 542 
Beckwith Mfg. Co.. 178 
Beebe, Lucius & Sons 
Beggs & Cobb Inc. 








SPACE 
Berry, A. H. Shoe Co.. 106 
Bliss & Perry Co. a _— 100 
Bloomingdale Rubber Co. _ . 7 
Boot and Shoe Recorder . 165 
Bristol Patent Leather Co. —_ . 72 
Brown, C. D. & Co. Ine. ; 130 
Burditt & MacGregor Corp. . . . . . 70 
Bureau of Foreign & Domestic Commerce 1 
Burkhardt Corp. a 103AA 
Cambridge Rubber Co. .. . . . . 40 
Canadian Shoe & Leather Soumeal . 509B 
Chandler, W. K., Inc. 186 
Chipman & Harwood Co. .. . . .. & 
Churchill & Alden 135 
Clapp, Edwin & Son, Inc. 139 
Clifford Co., The ... . 60 
Commonwealth Shoe & Lesther®: Mes The 182 
Conrad Shoe Co. ...... . _.- ae 
Corey Leather Co......... — 
Crooker & Morse Inc. ; 173 
Crossett, Lewis A. Shoe Co. . 183, 184 


NAME 
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NAME SPACE NAME SPACE 
Donallen, John E. & Co. 69 Mayer, F. Boot & Shoe Co. 21 
Dryden Rubber Co. 45 MeNichol & Taylor Inc. 185 
Dunbar Pattern Co. 154. Montello, V. 104 
Emerson Shoe Co. . 157 Moore-Shafer Shoe Mfg. C 0. . 23 
Enterprise Shoe Form Co. . 221 National Aniline & Chemical Co. Ine. 2 
Evans, L. B. Sons & Co. I9f New Castle Leather Co. 10 
Faber, H.C. & Son Co. 26 Nunn, Bush & Weldon Shoe Co. 198 
Farnsworth Hoyt Co. 156 Ohio Leather Corp., The 128 
Fellsway Rubber Co. 527 “ 
Fenway Shoe Mfz. C a 4s Osleys, Inc. a 51 
— he = 10. aa O'Sullivan Rubber C 0. —_ 22 

inca ge :, > ©Packard, M. A. Co. 162 
Firestone Apsley Rubber Co. . 132 : 

. E , “a Panther Rubber Co. 15 

Forbes Lithograph Mfg. Co. . 35, 68 . : u eae” 
Ford, The J. B. Co. 59 Pfister & Vogel Co.. 75. 76 
api . Pfingsten, John H. ae 
Foster Rubber Co. 19 ; Be 

. “ee . Plant Bros. & Co. 175, 176 
French, Shriner & Urner Co. oP ee - : 
Ctra Cn 136 Plant, Thomas G. Co. 158-161 ine 
Glidden-Hyde Co. 42 Putnam ones Co. 34 
Genoa. ©. A. Gies On. 14 Reynolds Co., The 140B 
Ce . 150 Rice & Hutchins, Inc. 111 
Goodyear Tire & Rubber Ce 0. 164 Richards & Brennan Co. . 188 
Count Cutten Gian Om. 174 Robinson Bynon Shoe Co. . 220 
Griess Pfleger Tanning Co., The . 137, 138 Roser, Herman & Sons Inc. 102A 
Guptill, Hervey . 1g] Rousmaniere, Williams & Co. 155 
Hale, Alfred Rubber Co. a 4 Rubin Bros. . 6 
Hamilton-Brown Shoe Co., The 170 Sampson Axcess System Inc . - 
Hanover Rubber Co. 58 Sargent, Don D. Co. : : 4s 
Harrison, Benjamin V. 47 Schmidt, Carl E. & Co. Inc. 36 
Hauthaway, C. L. & Sons Inc. 55 Shoe Digest - 31 
Hecht. F. & Co. 3 Shoe & Leather Fac “ts 509A 
Hitman Leather Co. Inc. 62 Shoe & Leather Reporter Co. -“ 
Hoague Sprague Corp. bal 18 Shoe Retailer Co., The 102 
Hood Rubber Products Co. Ine. 163 Shoe Trades Pub. Co. 4 
Hoyt, F. M. Shoe Co. 103 Shoe Wholesa’er 31 
Huckins & Temple Inc. 134 Snyder, H. S. & M. W. Inc . Ml 
inst Denliien Lantines Cu, 169 Spaulding, J. & Sons Co. Inc. 144, 145 
Hurley Shoe Co. 41 Sportocasin Co. oi , —_ 
It Shoe Polish Co. , 53 Stacey-Adams Co. 25 
Keith, Preston B. Shoe Co.. 152 Standard Kid Co. 39 
Kelly, Geo. J. Inc. . 222 Stetson Shoe Co. v1 
Kelly. John Ine. 547 —Thayer-Foss Co. . . 37, 3 
Kenworthy Bros. Co. 131 Thomas Lake & W hitton 61 
Kesite Deadbeste Ene. 32,71 —Thomson Crooker Shoe Co. 151 
Kreider-Creveling Shoe Co. 17 Tolman Dow & ¢ ‘0. Ine. 10 
Krippendorf Kalculator Co. _. . 44 Tolman Print Co. . 166 
Lawrence. A. C. Leather Co. _ 147, 148 Tuttle Genstil Shoe Co. .. & 
Levor. G. & Co. Ine. 63 United Shoe Machinery Corp. 107-110 ine 
Lunn & Sweet Shoe Co. 133. United States Rubber Co. 27-30 ine 
Lynn Ind. Shoemaking School . ._ 219 Wall, Streeter & Doyle 149 
Lynn Last Co. . 221 Wilson Process Co. 101 
Markem Machine Co. ._. 73 Winslow Bros. & Smith c 0. 77 
Martin Dennis Co., The . . 46,57 Wright, E. T. Co. Inc. 127 
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DE PARTMENT z. 


LYNN SECTION 
Bender Shoe Co. Creighton, A. M. 
Conway-McLaughlin Shoe Co. Cruse-Sullivan Shoe Co. 


Cotter Shoe Co. 


Cushing Shoe Co. 
Gregory & Read 
Watson Shoe Co. 


HAVERHILL SECTION 
Adams, F. E. Shoe Co. Duane Shoe Co. Lewis, Herman E. 
Adams, Harry E. Shoe Co. Fox, Chas. K., Ine. Outing Shoe Co. 
Claremont Shoe Co. Goodrich, Hazen B. & Co. Rickard Shoe Co. 
Collins & Staples Hannahsons Shoe Co. E. A. & M. C. Witherell 
Kimball & Sherman Witherell & Dobbins Co. 


Dalrymple-Dudley 
Le Bosquet-Moore Co. 


BASEMENT EXHIBITORS 


Plant Co. United Last Co. 
Dunbar Pattern Co. 


F. W. Witcher & Co. 


Thomas G. 
Farnsworth-Hoyt Co. 


United Shoe Machinery Co. 
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Officers, Directors and Committees of the National Shoe and 
Leather Exposition and Style Show, Inc., 1923 


OFFICERS 
Albert N. Blake, President 
Herbert T. Drake, First Vice-President 
Herman E. Lewis, Second Vice-President 
Arthur W. Wellington, Third Vice-President 
Charles C. Hoyt, Treasurer 
Thomas F. Anderson, Secretary 
Chester I. Campbell, General Manager 


George R. Walmsley, Style Revue Director 


DIRECTORS 


Harry I. Thayer, Thayer-Foss Co., Boston 

Frank S. Farnum, Churchill & Alden Com- 
pany, Brockton, Mass. 

Frank R. Briggs, Thomas G. Plant Co., 
Boston 

Arthur W. Wellington, United States Leather 
Co., Boston 

Herbert T. Drake, 
Rockland, Mass. 


Emerson Shoe Co., 

Harry W. Crooker, Crooker & Morse, Inc., 
Bridgewater, Mass. 

Buford H. Jones, Thomson-Crooker Shoe Co., 
Boston 

Charles C. Hoyt, Farnsworth, Hoyt Co., 
Boston 

Maj. Charles T. Cahill, United Shoe Ma- 
chinery Corporation, Boston 

Cecil Q. Adams, Bristol Patent Leather Co., Boston 

Albert N. Blake, Watson Shoe Co., Lynn, Mass. 

Herman E. Lewis, Herman E. Lewis, Inc., Haverhill, Mass. 

H. B. Dillenback, Beggs & Cobb, Inc., Boston 


Thomas F. Anderson, Boston 


EXEC UTIVE COMMITTEE 
Albert N. Blake, Chairman 
Herbert T. Drake Charles C. Hoyt 
Charles T. Cahill 


Thomas F. Anderson, Boston 


Herman E. Lewis 
Arthur W. Wellington 
EX HIBITS COMMITTEE 


Major Charles T. Cahill, Chairman, Boston 


(Arthur W. Wellington, Boston 








ALBERT N. BLAKE 


President of the National Shoe and Leather 
Exposition and Style Show 


Frank S. Farnum, Brockton, Mass. 

Willis R. Fisher, A. C. Lawrence Leather Co., Boston 

Charles C. Hoyt, Boston 

W. I. Wardell, United States Rubber Company, Boston 
Maynard Hutchinson, McElwain, Hutchinson & Winch, Boston 


John J. Blaney, Bristol Patent Leather Co., Boston 


STYLE REVUE COMMITTEE 
Herman E. Lewis, Chairman, Haverhill, Mass. 
A. A. Mead, Upham |Bros. Co., Stoughton, 


Mass. 


Edward Marshall, United Last Co., Boston 


W. W. Willson, Rice & Hutchins, Inc., 
Boston 

A. F. Bancroft, Bancroft, Walker Co., 
Boston 


PUBLICITY COMMITTEE 

Geo. W. Landgon, Jr., Chairman, Hazen B. 
Goodrich & Co., Haverhill, Mass. 

H. B. L. Wales, M. N. Arnold Shoe Co., 
North Abington, Mass. 

Harland P. Leighton, P. J. Harney Shoe Co., 
Lynn, Mass. 

Frederick W. Small, Gilchrist & Co., Boston 

Roland H. Haviland, Stetson Shoe Co., South 
Weymouth, Mass. 


Edward O’Connor, Farnsworth, Hoyt Co., Boston 


HOSPITALITY COMMITTEE 


A. L. Puffer, Chairman, Auburndale, Mass. 

Geo. J. Lovely, Brookline, Mass. 
L. A. Hunt, Rockland, Mass. 
T. E. Murphy, Newton, Mass. 


Thomas A. Delany, Boston 
S. L. Curry, Roxbury, Mass. 
Frank W. Lord, Boston 

F. P. Fanning, E. Milton, Mass. Wm. Noll, Boston 
W. M. Oakman, Marshfield Hills, Mass. 


RETAIL SHOE TRADE COMMITTEE 


W. W. Willson, Chairman, President Massachusetts Retail Shoe 
Merchants’ Association, Boston 
Henry E. Hagan Irving B. Howe 


John Fischer George O. Jones 
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Which Way Is the Style Wind Blowing? 


Here Are Some Pointers Which May Help You in Selecting 
the Right Shoes for Your Fall Opening 


UYING shoes is gambling with the weather. 
Everybody knows it. Looking into the Old Farm- 
er s Almanac, we find that winter is coming along 

on schedule, and in the customary variety; listening 
to advance advertising of winter resorts, we find that 
they are coming ahead of schedule, and in greater 
variety than ever. 

Buyers fear to buy because they fear they will not 
buy right. The situation is like that of a sea captain, 
who hesitates to put his ship to sea, for fear that he will 
run into contrary winds. 

But, luckily, some shoe men venture to buy. They 

sail the seas of the shoe trade, charted or uncharted. 
And that is what keeps the trade going. So it was and 
so it ever will be. 
BUYING POLICIES—There are 50,000 or more re- 
tail stores in the country. No two of them have stocks 
exactly alike. And no two of them sell shoes to exactly 
the same class of trade. Hence it is difficult to outline 
a general buying policy that will fit them one and all. 

However, it is safe to presume that, “as long as babies 

are born without shoes” people will want shoes. Hence 
it is plain task of the buyer to study his individual 
requirements, and to buy accordingly, and with such 
promptness that he will have his shoes on hand when 
his customers want them, and as they want them. 
A GENERAL TREND—Looking over sample lines, 
one is forced, by the weight of evidence, to believe that 
the general trend is toward lighter and daintier shoes 
for women, even in the fall and winter. Presumably, 
if the winter is severe, arctics will be worn over these 
light and dainty shoes. However, at the moment, manu- 
facturers of novelty shoes are not concerning them- 
selves over that phase of fall and winter footwear 
fashions. 

Materials are well spread out, in fall and winter 
samples, a matter of economic, as well as of style im- 


portance, for the liberal use of all available materials 
tends to stabilize prices, and to bring about an even 
distribution of leather and other materials; whereas 
concentration on any one material is apt to bring about 
a scarcity of that material and consequent disturbance 
of prices. 


SUEDES—Suedes in the brown and the gray tones, 
and some blacks, loom up among the best selling 
leathers for fall footwear. Colors are according to the 
card, or refinements thereon. To attempt to give the 
percentages of suedes in sample lines would be equiv- 
alent to reporting the stock market. They vary in all 
factories. Several manufacturers say that their tanners 
are not able to keep up with their orders for suedes. 


K1IDS—With colored kids, it is the same as with suedes. 
Even brown kid, a staple, is reported scarce in fine lines. 
this being due to the fact that tanners have put many 
of their fine grain skins, commonly used for browns, into 
other colors. 

PATE NTS—Patent leather is practically a staple, but 
looms strong, also, on the style horizon. 


SATI NS—Satin also is a staple. It is now used all the 
way from fine dress shoes to comfort shoes for house 
wear. Yet one style authority interviewed last week, 
had his doubts about the future of satins in his own 
fine novelty line, by reason of the very plentitude of 
satin shoes. 


GRAINS—Grains, for the heavier types of shoes, will 
show new variations on familiar scotch and golf grains, 
and a further attempt to use shark, alligator, zebra and 
like grains. 

SMOOT HS—Of course, there will be the customary 
supply of smooth calf and glazed kid; also kangaroo, 
and horse hide, and some elks, for street and sport 
shoes. 
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BLAC KS—Gossip has it that more blacks will sell. So 
the conservative spirit is manifested. 


CONSERVATISM—There is, beyond a doubt, a 
strong spirit of conservatism all along the line from the 
tanner to the shoe wearer. All innovations are looked 
upon with suspicion and with a fear that they may fail. 
Merchants are more eager to secure shoes that are sure 
to sell. All of which is sound business, for it would be 
folly to plunge the trade into extremes. Yet there is 
also the danger that comes from bringing the trade to a 
dead level, by keeping out of it the innovations that 
give it new life. 

LASTS—Two main types of lasts for women there are 
for fall and winter; one the French, or dress last, and 
the other the walking or sport last. The short vamp and 
the round toe is the distinctive feature of the French 
last. But an effort is being made to make the toe less 
round even a bit pointed. The walking last. sometimes 


called the London last, shows the long vamp, squarish 
or round toes, perhaps a bit recede, and the broad ball. 


PATTER NS—Straps continue a feature. There are 
one, two and three straps, cross straps, and straps 
around the ankle. Straps for walking shoes are broad, 
and for dress shoes, slender. Some designers are favor- 
ing fancy straps over straight straps. 


GORES—Gores are the leading new feature in patterns. 
One style maker, who has had made gore styles for over 
a year, and who had a good run on them for summer, 
is quite convinced that they will sell well in the fall. 

A student of styles, and a maker of very fine shoes, 
expresses the opinion that gores should be concealed. 
He uses buckles, or other ornaments, for concealing 
the gores in his shoes. However, many gore styles show 
the gores plainly, either between the vamp and the 
quarter, or on either side of the throat. Many gore styles 
for fall are high throated. 

At the time of writing, by the way, makers of some 
popular lines of shoes were unable to get gores, or 
elastic webbing, in the quality which they desired. 


HEELS—Heels, in sample lines, range from 6-8 to 17-8 
high, the low of these two extremes being on walking 
shoes and the high on dress shoes. However, most heels, 
on samples for dress shoes, are 14-8 and 16-8 high, with 
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strong favor for the Spanish style; and on walking or 
street shoes, heels are from 8-8 to 13-8 high. 


OXFORDS—Oxfords always come into new favor in 
fall and winter, by reason of their added protection 
against the elements. There are novelty trimmed oxfords 
for dress, as well as college style oxfords for street wear. 
Long lines of welted oxfords are being made of suede 
leathers, and with wood heels. 


WOOD HEELS—tThat wood heels have risen to a new 
peak in sales this year, is the opinion of a maker of such 
heels. And he supports it by opening his sales book, 
which shows the largest sales of wood heels the past six 
months, and, also, large orders for wood heels for the 
coming season. 


I NSTEPS—Ornamentation of the instep is certainly 
a feature of fall fashions. Hence straps of many pat- 
terns, lattice fronts, and high throats with gores. Time 
was when it was said, “The ankle least adorned is best 
adorned.” That was in plain pump days. But no more 
is it so. Style requires that the ankle shall beornamented. 


EDGES—Edges of dress shoes are close and trim, and 
shanks light. That is necessary to graceful lines. But, on 
the other hand, edges of college type welts show ex- 
tension edges, fancy stitched edges, and even round 
and gable edges. 


CORDS—Cords in tips lend a touch of fancy to toes of 
shoes. The crease vamp, with the cord in the crease, 
will sell in the fall. Besides, there are corded edges of 
uppers, a sort of French cording, on dress shoes. 


BOOTS—Custom requires that boots shall be men- 
tioned in any sketch of fall and winter fashions. Some 
of them will be made and sold. But the volume of boot 
business is not what it used to be. Many a shoe man 
wishes it were. Longer skirts, particularly those favored 
by the so-called flappers, give rise to hopes for boots. 
But, already shorter skirts are predicted. A fashion of 
boots, if it comes, will come as a surprise, and, to some, 
a most welcome surprise. 

LARGER SIZES—That size runs show a larger demand 
for No. 8, 9 and 10 shoes, even No. 12 shoes, is a com- 
mon report of manufacturers. That starts the familiar 
talk about feet of women being larger, by reason of their 
indulgence in sports. (Continued on page 81) 
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Ornamentation Runs Riot in Women's Gowns 


L_eft—Gold lace with multicolored beading over an under dress of sold tissue 


Right 


ATIN finished crepes will hold first place in 
S staples during the coming fall and winter 

seasons. Naturally this will stimulate inter- 
est in satins for dressy footwear. 

It is now absolutely certain that jacquards and 
brocades in variety will come prominently for- 
ward, in plain colors for free selling. In addition 
thereto, jacquard figures wiil be given for the 
decoration in colors and especially in chenille work 
for plain materials. 


Artificial Silk Accorded Place 


One form of decoration will be chenille work 
applied to chiffon, the components of the chenille 
being artificial silk. 

The highest novelties in fabrics, however, will 
comprise metal fancies. They will be chosen for 
sleeveless costumes, especially for evening wear. 

In a larger way, however, metal brocades 
will find acceptance by the leading dress- 


-Wool brown flat crepe embroidered in multicolor from line of Ben 
D. Abrahams Co.. 


New York 


makers for combination purposes. Generally 
speaking the combinations will comprise plain 
materials with metals in subordinated form. 


Chiffons to be Stronger 


Increased representation will doubtless be given 
to chiffons and to chiffon crepes, both of which are 
rising into prominence both in New York and in 
Paris. 

Inasmuch as the fashion authorities in Paris, 
London and in New York are of one opinion with 
respect to the prominence that is to be given mono- 
tones or matching colors, we may confidently look 
forward to the adoption of brocaded footwear for 
special occasions in colors to match the costume. 


Velours Finish Good 


As for coatings, plain woolen materials with a 
velours finish will lead the procession for 
outer garments. 
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Skirts Are Getting Shorter in Parts 


Left—Three-piece costume of bottle green velvet. banded with gray squirrel 
and embroidered in gray wool and metal thread. Right—Brown crepe satin 
ornamented with multicolored beading 


Jacquard figures will naturally have representa- 
tion in fancy coatings, seeing that jacquards are 
given a high place as a decorative feature for crepe 
and for satins. 


Embroideries to Carry Over 


In a general way embroideries will carry over for 
free selling during the oncoming fall and winter 
seasons. French model houses are sending over 
coats richly embroidered with colors in infinite 
variety and this would naturally help embroideries 
generally to a place in the fashion movement. 

Due in part to a general movement toward self- 
colored fancies, as they are classed, moire silks are 
certain to have the endorsement of discriminating 
buyers. Costumers arriving from Paris all speak 
confidently of moires especially in evening colors 
for fancy dresses and in combination with other 

luxurious materials employed in costumes. 
If we are to believe the statements ema- 


nating from many quarters and published in 
reputable journals addressing furriers, there is to 
be a continuation of fur and fur effects for 
trimmings. Prominent in the fur effects for popu- 
lar priced distribution are crushed effects made 
out of artificial silk. 

It is to be noted however, that broadtail occupies 
a phenomenally strong position in fur effects. It is 
thought by observant fashion authorities that fur 
effects will be generally adopted in long coats, al- 
though many favor the short jacquette. 


Black Satin and Color 


A careful investigation of the market shows 
elaborate preparation for colored trimmings to be 
used as a decorative feature for black satins and 
for crepes and chiffons as well. There is no special 
change noted in the form of the trimmings which 
appear, stomachers, stripes, motifs, follow- 
ing established forms for many seasons. 


(Continued on page 90) 
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Ooze and Patent 
Bid Fair To Be 
Popular Leathers 
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At the top—Log cabin ooze with dark tan strap with front 
goring. 


In the middle—Brown ooze with Kid trim and side goring. 


At the bottom—Patent leather with contrasting stitching 
and elaborate ornament. 
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Goring, Variously Ap- 
plied, Is the New Note 
In Women’s Styles. 








At the top—Field mouse gray ooze with contrasting binding, 
In the middle—Black satin brocade for dress wear. 


At the bottom—Patent leather with front goring concealed 
by ornament. 
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Brown Leading Color 
for Men's Fall 
Clothing 


Based on an interview with 
A R. BLYTHE, 


Buyer of men’s clothing William Filene’s Sons Co., Boston. 


= |\Conservative two and 
| | three-button sack coats and 
| three-button double breast- 





CML Le | 


ROWNS in dark shades and mixtures will be the 
predominating color in men’s clothing for fall 
wear and the usual variety of gray and blue 
mixtures will be conspicuous. Stripes, varying from a 
very thin width to broader patterns, will be worn ex- 
tensively in business environment by all types of men. 

In general mixtures of suitings, browns will be well 
represented and there will be some self stripes of this 
shade. 

Fancy Scotch mixtures will be in demand by young 
men of good tastes. Scotch and English tweeds, in gray 
and brown heather mixtures and overplaids, will be 
materials used in costumes worn on the golf links and 
on occasions of an outdoor or sporting nature. 

Judging from present indications, patterns are not 
going to show any marked change from present styles, 
although there is a strong feeling prevailing that the 
“jazz” or freakish extremes, emphasized by slashed 
pocket effects and braid trimmings, are waning. 


Straight Lines in Patterns 


The average business man does not change his style 
of dress from season to season as his wife does. The 
average man dresses in the conservative two and three- 
button sack coat. However, some young men, between 
the ages of 18 and 30, will wear what may be termed 
extreme types in shapely models with long vents. 

A survey of colleges will show that the straight line 
English type sack coat will be a strong feature. Many 
well dressed men will wear their business suit coat with 
knickers for sport wear. Four piece suits, including a 
pair of business trousers and knickers, will allow this. 

The decided English cut of coats will not be prominent, 
it is predicted. In some cases it is expected that a two- 


| ed coats will be good for 
men 


button coat with long roll with decided cutaway in 
front will be worn with a double-breasted vest. 
Cheviots, finished and unfinished worsteds and fine 
cashmeres, in the colors mentioned above, will be ma- 
terial applied in the manufacture of men’s business 
clothing. 
Plain Patterns Predominate 


Plain patterns will predominate over the more elabor- 
ate models, and some of the most popular of the fall 
styles include: semi-fitted three-button sack coat with 
a soft roll front, rolling to the second button; a short 
lapel with three buttons widely spaced carrying straighter 
body lines. The short lapel pattern is built on a three- 
button pattern, widely spaced, in order to allow the 
three buttons to serve the same purpose as the late 
four-button sack coat. 

A two-button double-breasted coat for young men 
with wide notch lapels, is mentioned as a good feature. 


Striped Materials Now Staples 

Years ago blue and black serge materials were con- 
sidered by the retail clothing merchants as the basic 
foundation for men’s wear. Now, however, pencil- 
striped materials must be included in the stocks be- 
cause their prominence and far-reaching effects as 
sellers are very great. 

Pencil-striped cloths are staples now and extend over 
a broad field. Brown, blues and blacks and mixtures are 
in many cases emphasized by pencil stripes of various 
hues. 

The cutaway coat for day wear with fine English 
striped trousers will be seen in day wear in some in- 
stances. The coat will be made of black or oxford 
materials. 
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‘The four-piece suit for men, with the knickers as a 
feature, will allow the young man to make good use of 
the clothing for winter sports as well as for fall wear. 
The materials of tweed provide warmth and will meas- 
ure to the demands expected of winter clothing. 

A decided trend toward Tuxedos for dress wear is 
reported. Men will violate the rules of etiquette for 
comfort and wear the Tuxedo instead of eveningclothes. 

Tuxedos, with either single or double-breasted vests, 
will be worn, although some will prefer the white vest 
to take away the somber effect offered by the black 
vest. At dances, theater parties and other evening oc- 
casions, Tuxedos will be worn, merchants claim. 


The Day of the Top Coat 

Top coats are styleful as well as serviceable. The 
time has passed when the average man jumps from a 
summer business suit to a winter ulster, making the 
ulster serve the duties of a top coat. The top coat is a 
part of the wardrobe and allows the wearer to make a 
gradual change to lighter clothing for the fall. 

Heather mixtures and subdued over plaids predomi- 
nate as materials for top coats. ‘Covert cloth will be 
favored among very exclusive persons. Gaberdine as a 
top coat and also as a rain coat is expected to be popu- 
lar. 

Raglan shoulders and the loose square shoulders 
built on the box model will be strong characteristics of 
the fall topcoat. The fly button effect is to be shown. 


Overcoat Materials and Styles 

Looking ahead into the winter style calendar on 
overcoats reveals no marked change in the trend of 
styles and materials. Fleece faced plaids or contrasting 
backs will be very popular. Fancy mixtures and Lovat 
shades are favored also. The full type or kimona coat 
will be the best model, while many closer fitting types 
of ulsters, with a three-quarter size collar, will be worn. 

It is anticipated that the best-dressed men will wear 
a lower waist model. Young men, in some instances, 
will be seen wearing high-waisted coats. Chinchilla and 
Whitney weaves are going to be more prominent. 


Which Way Is the Style Wind Blowing? 
(Continued from page 75) 

But a simpler explanation is offered by a salesman 
who says: “The size stick did it. No longer does the 
woman say, ‘I want a pair of No. 6 shoes, for that is 
the size | wear.’ The clerk measures her foot with the 
size stick, and tells her the size she should wear. The 
size stick has proved that many women were short 
fitted, and has opened the way to sale of shoes of the 
larger sizes. Hence, the increased number of over-sizes 
on the orders.” 


HEALTH SHOES—Health shoes are a staple and 
sound stock for those stores that have a reputation for 
fitting shoes right. Sales of health shoes, slowly but 
surely rising, are going to a new peak this fall and win- 
ter. One reason is the more types. Health shoes are being 
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styled up. No longer is the health shoe ugly and uncouth. 
Another reason is the larger advertising of health shoes. 
People are being made aware of their merit. 

Health shoes are no longer sold to those who have 
broken down feet. Indeed, the major sale of them is to 
business and professional women, and housekeepers, 
who must have good shoes, so that they may maintain 
their daily activity. 

ATHLETIC S HOES—Sales of athletic shoesare rising. 
But, alas for the shoe trade,—much of the merchandis- 
ing of athletic shoes is in the hands of the sporting goods 
stores. 


GRADES—tThere is a theory that the bulk of busi- 
ness is being done on high grade shoes and on popular 
price shoes, and that sales of the third, or medium price 
shoes, are not what they used to be. 


TWO TO NES—One feature, of fall samples, is the one 
color, two tone shoe. This is had by making a shoe with 
a suede vamp and quarter and a kid vamp collar and 
instep strap. There are a score and more variations on 
this idea. 


PRICES—As for prices, a most important topic, let a 
maker of novelties be quoted: “Tanners are cocky. 
We have to pay good prices for the colors and finishes 
that we require. A raft of other leathers we might secure, 
for a moderate price. But, for that which we want, we 
have to pay the price. 


CONCLUSIO N—For an end, the remark of a sales- 
manager fits— 
Take courage and buy.” 








Formal morning garb and informal day dress (on the right) 

both shows a tendency toward the conservative. Men’s fashion 

photos shown through courtesy of the Mitchell Publications, 
New York City 
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An Increasing 
Interest in Men's 
Footwear Is Noted 
the Country Over 


Heavy weather shoes, as shown at the top, are’ mostly of 
grained leather. Perforations are the closest approach to 
“dogginess” in a number of high grade lines. The more 
conservative bal pattern should be good in the high shoe. 
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Patent is still correct for formal dress, although many 

men prefer gunmetal for wear with tuxedo coats. The plain 

soft toe also continues over and the bal in black on a com- 

bination last is selling well in the French, Shriner and 
Urner line, from which it was selected 








Tans Are Lighter 
and Plainer Pat- 
terns Appear to be 
Stronger 
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Children Will Wear Brown for Fall. 


Tendency Toward Sport Styles Noted--Golf Trousers 
and Norfolk Jackets for Boys. 


The important think to re- 
member in buying children’s 
shoes isthat while highstyle 
in general follows in the 
make of women's styles, the 
big volume is done on the 
sturdier, more sensible play 
types. 


ROWN will be a very good color for 
B fall, say the buyers of clothing for 
boys and girls. Little men of from 7 

to 19 will wear golf trousers a great deal, as 
well as golf stockings, which will be pulled 
up well under the cuffs of the golf trousers. 
The old style of Norfolk jacket, with its 
familiar box plaits, will be a new style for 
fall. Blue serges are coming back again in 
this model. Coats for boys of 7 to 19 will be 
good in plain effects in the more expensive 
merchandise. Chinchilla, although very 
high in price, bids fair to be a popular 
material for coats. These coats will have 
plaid backs. Most of the manufac- 
turers will make winter coats for 
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boys with wool linings, and with convertible collars 
rather than buttoned closely to the neck. 


Juveniles Will Wear Etons 


Juveniles, three to ten years, will wear brown or gray 
tweeds, and Jerseys in middies and button-onstyles;also 
in Eton and Norfolk jacket effects. A newstyle in a sport 
model is an open-in-front Norfolk, cut for white collar, 
with, or without blouse. Golf trousers will be good for 
the juveniles and they will wear their stockings long, 
tucked away underneath the trousers’ cuffs. Knickers 
will also be much worn. 


Plain Models in Coats 


Both the boys and the juveniles will wear plain models 
in coats, without belts; the coats will have plain pockets 
with flaps. 

As to head wear, boys will wear brown caps and 
juveniles will wear tams of brown, perhaps of chinchilla 
to match their coats; or of brown plush or velour for 
dress; or perhaps of leather and chinchilla. 


Camel's Hair for Girls 


The tendency in “Little Women’s” styles for fall is 
toward a light shade of brown, especially for girls of 6 to 
14; children of from two to six will wear camel's hair to 
some extent. Blue serge will be good for school wear; so 
will wash fabrics of all kinds, including ginghams, and 
when the weather is cool, Polo coats may be worn over 
same. For the girls from 6 to 14, the two-piece dress 
effect in plaited skirt and over blouse will be good. For 
little tots of from two to six, white cashmere and white 
crepella bid fair to be much used for coats and dresses. 


Simplicity of Line 


Many plain effects will be worn, especially for the 
little tots. This simplicity of line will be carried out in 
every detail, even as to hat, and here the poke bonnet 
shape promises to be popular with the kiddies. The tams 
are also going to be popular. The sailor effect for the 
older girls will be good. 

Bloomer costumes will be good for the girls from 6 
to 14 and rompers for the 2 to 6 year olds. Little girls, 
no longer have their dresses extended on all sides with 
stiffly starched petticoats. 


Fancy Banded Tops 


Shoes for the two to six year olds, and for some of the 
older girls, will have fancy banded tops. These boot 
effects will carry combinations of brown and tan, gray 
and patent leather and patent leather and white. Low 
shoes will be sold very late into the fall this year and 
many of the low shoes will be in two-toned effects of 
brown. 

Skirt Lengths Depend Upon Age 


As to the length of dresses for little folks, this will de- 
pend very largely upon their height and age. It will be 
correct for tots up to eight years of age to wear skirts 
above the knee, or just below the knee. In winter, the 
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knee may be exposed for house or party wear, but leg- 
gings will be used for street wear. Girls over ten will 
wear their dresses below the knee, and long stockings. 


How Children’s Styles Originate 

Little girls’ styles follow mother’s to some extent, 
but obviously, there are many grown-up models in 
gowns and coats which would make little daughter 
look ridiculous—so there must be careful picking and 
choosing. Also when mother’s style data is sent out to 
the buyers, this is now compared with what children of 
the ultrafashionable are wearing at Poland Springs, or 
Palm Beach, or some other fashionable resort. This after 
a bit of testing is often introduced. 


Costume a la Family 

One of the very latest notes is that all of the children 
in a family are dressing alike. This is a fashior: which the 
French people have had in vogue for many a year. Thus 
are children of the same family rendered distinctive by 
their costume and it saves mother many a worry as to 
who shall wear blue or brown; or whether Mary's dress 
must be a one-piece frock, because Jane's is a two-piece 
dress. This fashion bids fair, according to children’s 
style experts, to become the vogue this fall. 


Rules For The Feet 


Alexander E. Little, president of the Sorosis Shoe 
Company of Lynn, has prepared a set of ‘Foot Rules.” 
He has a particular personal interest in the health of 
feet, by the way, for his father was a physician. The 
rules are as follows: 

“Always walk on the outer borders of the feet. Use 
a heel and toe gait. 

‘Change shoes and stockings every time you change 
your dress. (This rule should be of special interest to 
shoe merchants who have a hosiery department.) 

“Buy shoes with snug heels but with room enough 
in the forepart to wiggle your toes. 

“Exercise three minutes in the morning with shoes 
removed, preferably in bare feet.’’ Details for exercises 
are given. 

For a daily shoe schedule, Mr. Little recommends: 

“For morning wear—an eight-inch laced boot; for 
afternoon wear—an oxford or a pump; for evening 
wear—slippers. 

‘This schedule may be modified to meet individual 
conditions. The high boot and the oxford are inter- 
changeable. Slippers and slipper styles need not be 
confined to evening wear, but may be worn afternoons. 

‘The main idea is to wear a conditioning shoe for at 
least two-thirds of your walking day; slippers no more 
than one-third. 

“Thus your feet are useful feet. They are good for 
walks and other healthful exercises. They come through 
shopping trips without an ache. They stand long days 
at business and school without nervous twitching. 
Your ankles swell no more. Your posture improves; 
yourcarriage grows erect.” 
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Children’s Footwear 
Follows Closely the 
Women’ sStyle Trend 








In the field of high style, strap patterns of various kinds 
are seen most frequently. Patent leather dominates for dress 


wear 
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Suedes, Satins, and 


Even Brocades Are To 
Be Seen 





Suedes are expected to be good in women’s lines and will 
also be found in children’s lines, trimmed with kid or calf. 
All calf is always good. 
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How A Successful Merchant Selects Styles 
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National Style Reports May Indicate Trends 
But Local Demand Is the Final Factor, 
Says Holyoke, Mass., Man 


HE problem that Thomas S. Childs of Holyoke, 

Mass., has before him continuously, is that of 

catering to one of the most diversified clienteles 
he would find in many a day. His shoes are worn in 
four of the leading Eastern women’s colleges, at both 
ends of Pennsylvania Avenue, by the paper makers of 
Holyoke, both employer and employee, and the farm- 
ers of the rich Connecticut River valley. Supplying the 
high grade needs of a city of some 65,000 persons is a 
man-sized job in itself, and when one adds to that, 
anticipating the wants of Vassar, Wellesley, Smith and 
Mt. Holyoke colleges, the problem looms up like Mt. 
Tom. To climb up Mt. Tom is a husky day's work, but 
why climb when you can ride up? So works Mr. Childs. 
With the aid of his four buyers and their mental mach- 
inery, his climbing is rendered smoothly efficient. 


premise is that 90 per cent of a girl’s time is spent 
in sports clothes, which in turn naturally de- 
mand sport shoes. The second is that college girls 
are clannish, so what the style leaders wear, they 
all want. They continually want something new, 
something different, something almost kiddish, 
but never flapperish. As they express it, they want 
their shoes to look “‘trick.’’ Third, shoes are a 
secondary consideration, shirts and sweaters 
coming first in the feminine mind, so he is 
obliged to know what will be the dominant note 
in the apparel line. Fourth, studying what is 
being shown at the shoe style shows in Boston, 
Chicago, Brooklyn, etc., talking with manufac- 
turers, getting dope from the business papers, 
combined with personal observation in style cen- 

ters. This crystallizes in 








A Store for Mistress and 
for Maid 


Approaching the store, 
one is at once impressed by 
therich architectural beauty 
of the building, an air of 
quiet elegance, not too grand 
for the worker, not too 
gaudy for the boss. On en- 
tering this spacious store a 
cheery, homey influence is 
felt. The attention is imme- 


people you are serving. 








How to Tell What Kinds of Styles 
to Buy 
First—Carefully consider what 


Second—Think back over last season and try to get a 
mental image of their likes and dislikes. 


Third—Size ‘em up on the street. 


Fourth—Talk it over with your friends in the women’s 
and misses’ section of your home department store. 


Fifth—Form as accurate a conclusion as possible. 


Sixth—Go to market and buy rationally. 


his mind the style ten- 
dency. 


How They Treated the 


kind or Egyptian Sandal 


kinds of 

Take this spring, for ex- 
ample, the Egyptian ten- 
dency apparently was strong 
early in the season. The 
sandal type, according to 
this reasoning, with style 
features, would undoubted- 











diately attracted to the 

complete hosiery display, women’s to the right, and 
men’s to the left. Hosiery is such an important factor 
in the Childs store that it is a story in itself. Down an 
easy access stairway is the white shoe department in 
the summer, while rubbers are to be found there in 
the winter. 

Four buyers under Mr. Childs are required to supply 
shoes for this establishment. One for children’s, one for 
men’s, one for women’s boots and one for women’s low 
shoes. Up to the past few seasons this system worked 
out fine, so that A. P. Beauchemin, who worried over 
the low shoes during the summer would have a chance 
to forget his troubles during the winter. *“Them days is 
gone forever.’ His is now a twelve-month, six-day a 
week job. 


How Styles Are Decided On 


Mr. B's mental process in arriving at style conclu- 
sions is something like this: 
“Let’s consider the college trade. Our first 





ly appeal to the college girl. 
It was new. It harmonized with her sport clothes. The 
low heel and rounding toes were in keeping with pre- 
conceived style traditions, so the Childs store bought 
nine distinct styles with a total of 40 different sandals. 
They bought reds, blues, greens, patents, whites, 
colored suedes, colored elks. They bought them and 
they had them. (Note past tense) and they were buying 
case lots to the width too. French blue kid and soft 
green suede went best. Only solid colors were good, the 
few combinations that were tried out did not prove 
successful. The sandal took care of the every day needs 
of the girls, from classes, even to golf. It just about 
killed the fibre soled oxford business, but then that was 
anticipated, so no harm was done. 
Do you get the mental process now? Sound 
judgment, due to trained sense and logic. 


Selling Direct from a Trunk 


To build up this advantageous out-of-town college 
trade, one young man is kept busy going the rounds of 
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the schools. He takes with him a trunk of some 150 
samples of various styles and sizes to tempt the fem- 
inine eye. While he measures each foot, he makes 
double sure of the fit by trying on some shoe, even if 
it is not the exact style his customer is interested in 
buying. He makes monthly trips and his sales average 
about one pair per person, the girls prefering to buy 
often, rather than to stock up. They are good for from 
six to eight pairs a year, buying shoes from a style view 
point, rather than from the utility standpoint. 


Why Styles Are Important 


Due to favorable conditions of soft ground to walk 
on and athletics, the tendency to wear good fitting, 
low-heeled shoes, health or corrective shoes, play a very 
small proportion in the total amount of shoes sold. 
For evening wear, in gold or silver slippers, the girls 
demand a rounding toe with a 13-8 to a 15-8 heel, 
nothing higher. For semi-dress, one strap cut outs of 
colored kid leather with military heels are mostly worn. 
—about 75 per cent straps and 25 per cent gore effect. 
Buying sizes on the novelties are from four to seven, 
AA to C widths, while on the staple lines the sizes run 
from one and one-half to nine with very few extreme 
sizes, however, for either the town or college trade. 


What They Do When a Style Flops 


Buying high styles in volume so that enough shoes 
will be on hand to care for the trade, not having a lot of 
odds and ends left over, calls for real brain work now- 
adays. One really marvels at the clean stock of the 
Childs store. You see, with their finger on the style 
pulse, as it is, when they sense a line is going slow, it is 
immediately “P.M.ed.” Then, if no action develops, a 
cut in price with an additional P.M. starts things along. 
The loss is taken quick and the line is cleaned out. As 
Mr. Childs says, the basis of their successful buying is 
to have good styles and good styles are what look good. 





New York Shoe Travelers’ Outing 


The annual outing of the Boot and Shoe Travelers 
Association of New York will be held at Karatsonyi’s, 
Glenwood Landing, Long Island, on July 12. These 
annual outings have become high-water marks in the 
association's affairs, and attendance each year is grow- 
ing larger. A more elaborate program has been arranged 
this year and special features have been arranged to 
arouse the interest of the shoe travelers. 


Old-Fashioned Clam Bake 


Transportation to the outing grounds will be by 
means of busses, which will leave Broadway and 42d 
Street at 9.30 A.M., on July 12. The busses will arrive 
at the grounds in time for lunch. The afternoon will be 
devoted to contests and athletic events, including a 
baseball game, arranged by the outing committee, ap- 
pointed by President W. M. Kemper. 

Following the afternoon program, there will be a real, 
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old-fashioned clam-bake, with all the trimmings, ac- 
cording to advance information handed out by the 
committee. 





Shoe Exports Increase 


Washington, June 26—Boot and shoe exports for the 
eleven months ending May 31, were 6,181,210 pairs, an 
increase of 12 per cent over the same period in 1922, 
according to export figures of the U. S. Department of 
Commerce. For the eleven months period of 1923 the 
value was $14,181,236 as compared with the 1922 
value of $13,098,235. The exports this year during the 
eleven months period approximately $7,000,000 were 
for men’s shoes, $5,000,000 for women’s shoes, and 
$2,000,000 for children’s shoes and slippers. 

The May exports for footwear show an increase of 
184.2 per cent over the quantity of similar goods ex- 
ported during May, 1922. The principal market in 
foreign markets to which larger consignments of wo- 
men’s shoes were shipped during May this year com- 
pared with May of last year, were Canada, Mexico, 
Cuba, and British South Africa, in the order named. 





Mrs. C. P. Waide Dead 


Boston.—The many friends of Clarence P. Waide, 
president of the Stacy Adams Company, are extending 
to him their sincere sympathy in the death of his wife, 
Emma Williams Waide, which occurred, after a long 
illness, at the family residence, 32 Seaward Road, 
Wellesley Hills, Mass. The services, which were held 
here June 23, were attended by several officers of the 
company. 

Treasurer John McElaney and William H. Larkin, 
one of the company salesmen, were among the pall- 
bearers. Among others attending the funeral from 
Brockton were Directors B. Harrison Cort and W. A. 
French and G. Stacy Bearse of the sales force. 

Mrs. Waide is survived by her husband, who has 
been president of Stacy Adams Company since 1919, 
and a daughter, Miss Marjorie Waide. 





Quick Style Making 


The facility with which new types of shoes may be 
produced has much to do with style making and the 
selection of styles. Tanners have a way of holding their 
leathers in the tannages until they learn exactly the 
color and the finish that style requires, and then finish- 
ing them accordingly with speed. 

Also the time for the production of shoes in factories 
has been reduced by several days. Means for style- 
making have been speeded up. It is not uncommon for 
the traveling salesmen to take out a line of samples, 
book orders for them and then return to the factory, 
get a new line of samples and start out again. There 
is no rest period for the salesman who sells novelty 
styles. 





BOOT AND SHOE RECORDER June 30, 1923 


Fur Trimming As Popular As Ever 








Left—Gray wool brocade, two-piece suit trimmed with gray squirrel f rom 
the line of Schulman Hauptman, New York City. Right—Black wool 
velours coat embroidered in brown and trimmed with fur, an Agnes model 


(Continued from page 77) 


As a reaction from a riot of colors that has en- 
circled the world, fashion has ordered that black 
be reinstated, especially for street wear, and that 
pastels be given some ground in the color move- 
ment for the coming fall and winter seasons. 

Colors for these seasons are to be dark for street 
wear, somewhat lighter for afternoon, and a full 
palette for evening wear, since all of the colors are 
to have some representation. 

Proof of this is found in the orders placed with 
manufacturers of velvets in France by the leading 
specialty jobbers of Paris. 

This evidence is important for three reasons 
First, jobbers in Paris are in close touch with the 
dressmakers; second, they know the beliefs of the 
syndicate dyers in Lyons, the chief dyeing center 
in France: finally the success or failure of the job- 
ber of velvets lies in having the right colors, or a 

sufficient variety for distribution when the 
fall and winter season fully opens. 


Trend Toward Tailored Clothes 


With the heads, backs and busts of women every- 
where decorated with embroidery, it seems to be 
a logical conclusion that the smart set will be 
driven to the other extreme, viz., plain tailor- 
mades, if they wish to appear as being distinc- 
tively dressed. 

In that exclusive New York shopping district 
which terminates at Fifty-seventh Street one notes 
coat dresses made from navy blue worsted twills 
and bearing all the ear-marks of a skilled ladies’ 
tailor. 

When is added to the foregoing the impressive 
statement that a salesman for the largest wool and 
worsted mill in the world recently sold a million 
dollars’ worth of fine worsted twills in four days, it 
seems clear that tailor-mades are looking up, and 
with them the fabrics suitable to their 
making. 
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(/\ Let Nature Be Your 
oe Color Guide 


AKE a sample book of leather 
‘er with you on a trans- 

continental tour. Hold it up 
to nature and you will find that na- 
ture gives the cue to the best color- 
ings in garments and footwear. The 
rich market garden lands of New 
York and Connecticut give a fawn 
tone that cannot be excelled. The 
wheat fields of Minnesota and the Dakotas give the other extremity of the 
natural browns, in a tone that we call champagne, one of nature's most pleasing 





dresses from the view point of the farmer. 

Go through Montana for the “log-cabin” shade and the lofty buttes may run 
the whole gamut of shades in stratas all browns to prove that nature compensates 
in the waste lands by making a picture full of color blendings. 

The desert sands of Arizona and Nevada are a pure beige, matching the leather 
sample on a gigantic footage. 

The sun burned hills of Southern California give a cinnamon shade on hills not 
yet tapped for oil, and you get a black ooze where a gusher has spilled its wealth 
down the slope. 

There is not much difference between the copper colored hills of Utah and what 
the trade calls Havana brown. 

One could almost call the leather colors by state names and thereby get the 
benefit of native-daughter boosting. 

Nature just splashes color on -her palette as a guide to combinations. The blue 
of her lakes and seas, the green of her valleys and the grays on the clays in nearly 
every state have a parallel in shoes. 

Now that color is playing a more important part in apparel, black becomes only 
a subterfuge to the woman who is in doubt as to which of the warmer colors is 
more becoming to her personality. 

Is it any wonder that we are enjoying in shoes and apparel a most skillful and 
tasteful beauty and blending through adopting nature's own colors. 


“And this our life ih ee Os 
Finds tongues in trees, books in the running brooks, 


Sermons in stones, and good in every thing.” 


























T is interesting to note that as the Parisian begins to 
choose her fall wardrobe, she endorses the skirt of 
conservative length. 

In shoes, pumps, strap slipper effects and sancals 
are the three dominating notes. There is no let-up in the 
vogue of the strap effects and many new models open 
at the sides with a complicated net work of straps over 
the instep were noted. Many tongue effects are also 
worn. 

Buckles are taking a new lease of life, but are worn 
generally in small and inconspicuous effects. The most 
popular style are disks in square, round and oval 
shapes in enamel, composition, cut steel or in wood, 
carved or painted. 


Patent Takes Precedence 


The black patent leather shoe takes precedence from 
the quantity selling point of view and is worn by the 
great majority of women followed by colored glazed kid 
and suede. Combinations of suede and kid, and suede 
and patent leather, however, are very noticeable. 

Black shoes with a colored trim stand out prom- 
inently, notably black combined with scarlet or emerald 
green. Incrustationsof glazed kid incoloron black patent 
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No Let -Up 
in 
the 
Vogue 
for 


Straps 


Brown suede strap slipper 
trimmed with white kid 
and stitched in brown. 
The straps and band at 
lop are of the white kid. 


leather pumps is a favored trim in which case the heet 
of the pump is either in black trimmed with the in. 
crustations, or is entirely of the colored kid. 


Colored Stitching Good 


Colored stitchings, straps and applique trimmings 
are also favored. 

For the advanced summer season, white suede or kid 
shoes with colored kid trim are indicated, vieing in 
favor with all white. Perugia is bringing out a new 
model in white suede and scarlet glazed kid, in fancy 
tongue and strap effect. He is also featuring a high-cut 
walking pump in the combination of alligator skin and 
plain beige kid. 

An evening slipper by this same maker, a perfect 
work of art, is in strap style in white satin with a deli- 
cate all-over applique floral pattern in jade green kid. 
The high Louis heel is of the satin and is similarly 
trimmed with a floral kid applique. The pair of slippers 
is 800 francs plus 200 francs when the heel is decorated 
as well. 

For evening, satin slippers beaded in steel or jewelled 
satin slippers with an applique trim of glazed kid, and 
metal brocades hold the field. 
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Jewelled buckles in small size, but elaborate design 
and fancy tongue effects are also worn to some extent, 
but the big vogue for evening continues to be for the 
high-heeled sandal slipper in metal fabric. 





Howard C. Cool New Director 


Washington—At a meeting of the Board of Trustees 
recently Howard C. Cool of Cleveland was named 
director of the Washington Better Business Bureau, 
succeeding Frank R. Black, acting director for the past 
several weeks. Black will return to New York as di- 
rector of clothing and fabric investigations for the Na- 
tional Vigilance Committee. F. X. Wholly director of 
the bureau for a number of years, resigned a month ago 
to enter the advertising business. 

The new director is considered one of the country’s 
foremost financial fraud investigators promoting the 
nation-wide “investigate before you invest’’ campaign. 
Under his regime the bureau plans to devote its efforts 
toward “truth in advertising” in the financial as well as 
the mercantile field. 

A file of information covering 562 financial promo- 
tions has been prepared by Acting Director Black and 


Patent leather with gold leather used 
as a French binding on every edge. 
The long gold bar pin is bent to 


cover the goring underneath the strap. 
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is now available for use as a preventative against 
fraudulent and speculative investments. The bureau 
aims to build up the largest file of financial information 
in the city. 





Rare Materials In Fine Shoes 


Fine shoes are notable for the rarity of their materials 
—tango suedes from Paris; satins, from the looms of 
Lyons that glitter like fireflies in the dusk; hand-made 
silken fabrics from the East, and even such a rare arti- 
cle as lace of thread silk and silver. The metal is beaten 
thin and flat, and pressed in slender strips over the 
threads of the fabric. 

Shoes like these are works of art. And, as is the case 
with all works of art, price is immaterial. Only a small 
volume of business in these artistic shoes is done. 
But such shoes often set the course for other shoes 
the same as an arrow-head sets the course of the 
arrow. E 

Makers of these fine shoes scour the world for leather 
and materials including ornaments for their shoes. 


They enrich the whole trade by introducing new goods, 
trimmings or designs. 
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PRESIDENT FRED WHITE 
of Los Angeles 


To conduct business in such a manner as to 
give perfect service based upon the highest 
standard of truth and honor in every transac- 
tion. 


To study the wants and requirements of the 
public and to supply such wants in the most 
efficient manner possible: to offer candid ad- 
vice to customers in regard to every purchase, 
and all consumers to be quoted the same price. 


To make the exchange of our goods and sery- 
ice, and our ideas for margin, legitimate and 
ethical, provided all parties in the exchange 
are benefited thereby and no deception is 
practiced. 

To avoid misrepresentations and exaggera- 
tions in our advertisements and misleading 
statements, either written or verbal; to be al- 
ways frank and never evasive so customers 
may not be led to expect more than we can 
honestly supply in either quality or service. 
To pay to our employees wages consistent 
with living conditions and services rendered, 
to‘assist them in thrift and self-advancement. 
To encourage young men and women to enter 
the shoe business. To recommend to our em- 
ployees the reading and study of trade jour- 
nals. To assist our salespeople to subscribe to 
correspondence courses for the improvement of 


Code of Ethics 


Adopted at San Francisco 


Convention 


Officers Elected 
Fred White President 
of Los Ange'es 
Max Streicher Vice-President 
of San Diego 
H. A. Ballentine 
of San Francisco 


Melville Kaufman 


of San Francisco 


. Vice-President 


Secrelary-Treasurer 


New Members of Board of Directors 


Henry Tracy, James McGiffen, Al. Gude, Carol S. Wills, 
L. F. Weggeman and Chester Herold 


their knowledge of fitting of shoes and to encour- 
age meetings for the discussion of proper fittings. 


To establish closer relations among members 
of our own craft, to the end that greater effi- 
ciency may be attained through the inter- 
change of ideas and business methods; to avoid 
disparaging statements or harmful rumors re- 
specting a competitor's products, prices, busi- 
ness, financial and personal standing. 


To place our obligations to manufacturers 
and their representatives on the same high 
plane as our duty to the public; an order 
placed with a manufacturer is a sacred con- 
tract that should be lived up to, even at a time 
of declining prices or a period of depression. 
To assist the government whenever possible 
in our line, or otherwise, and participate in all 
worthy movements for the public welfare for 
which our special training or experience quali- 
fies us. 

To apply the principles of the Golden Rule to 
our every-day business transactions. 


CALIFORNIA 
SHOE RETAILERS’ 
ASSOCIATION 
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Tf New York Says 
“This Is The Latest Style” 
Weve Got It! 


For example—just notice the two beautiful styles here 
illustrated. They have received the official sanction of 
the “Roaring Forties’ and volume buyers will find them 


a strong merchandising proposition—two true Allen- 
Goller novelty numbers. Every one of our models is well 


made for a quick and profitable turn-over. 


Our ‘Service is offered to every quantity buyer in the 


country. 


BOSTON SALES OFFICE, 207 ESSEX STREET. 














sca Geese 


ALLEN, GOLLER SHOE Co. 


| 60 K STREET, SOUTH BOSTON, MASS. | 








a) ——E———— Ea 
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Genuine Pat. Colt 


Ten Dollar Shoes 


sees DECIDEDLY BROCKTON SHOES are 
leaders in their grade of Goodyear Welts 


for Men. 


—Branch Offices—— 


New York Office OUR LASTS have the lines and our shoe- 


a sow making has the care which creates high 


Stock Dept., 5N. Fourth St. merchandising value. It is the extra value 
Philadelphia, Pa. look which is built into our shoes, that is 


keeping our factories ahead of capacity now 
Security Bldg. and sold well ahead for Fall. 


Chicago, II. 

















DECIDEDLY BROCKTON SHOES give 
dealers a monopoly on trade that pays cash 
and asks no favors. 


DECIDEDLY BROCKTON SHOES repre- 
sent standards of construction that make 
them worthy your confidence. 





Brockton, 





= Our regular line will be shown at Boston 
special Fall models at Hotel 








4 Pe 
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Barnet’s Sunset Calf 
Price $4.50 


TWO FACTORIES, each of large capacity, 
are necessary to supply sufficient DECI- 
DEDLY BROCKTON SHOES to meet —Branch Offices—— 
the demand, because they are made to 
look and wear like $10 shoes to retail at San Antonio, Texas 


$5-$6 and $7 801 Russell Bldg. 


Atlanta, Georgia 
238 Peachtree Arcade 


YOU CAN PROFIT by reaching out for 





the $5-$6 and $7 trade with DECIDEDLY ‘Wee 
BROCKTON SHOES. 








Office 117 Lincoln Street, Boston. See our 
Essex, Boston, July 9 to 12. 


Dealer Solano is anmel inn aati in ite Boot at Shoe y omar 
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Visiting buyers can spend their 
time to good advantage at 
No. 166 Essex St., Room 22 

where this well-known line of 

Goodyear Welts will be on 

display. 

The Southern Tie ited 
\lways good—now in growing 

demand 
j 

Wise & Cooper Company 

AUBURN Makers of good shoes since 1883 MAINE 

ce 
i he {rrr eM Ds 
Agi 
H AT BOOTH 15 
i 152 
| B Shoe Style Sh 
1 oston Shoe Style Show 
ij We will display a most attractive . The oe salesmen will be 
iB . *le in attendance: 
1} assortment of rapid retailing styles of sae ellie 
7 . . 
i C. E. BLACKEY 
Men’s and Women’s Welts W. D. BAKER 
| _ L. B. CUBBISON 
I} Don’t leave the Show without giving 


our line the once over, as later you We will also show a complete 


line of samples at our Boston 


may feel keenly disappointed. Office, 207 Essex Street. 


|| The Preston B. Keith Shoe Company 


Brockton --- (Campello Sta.) --- Mass. 


























oom: » Coan 
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Lynn Styles Noted for Wide Variety 


Shoes, Shoes and Still More Shoes Is Its Idea for the 
Wants of Women Are Many 


Lynn offers buyers a bountiful variety 
of women’s shoes for fall and winter. But 
that statement looks as tame as a sentence 
from a school boy's copy book. Let’s load 
it up with T. N. T. Lynn will make any 
kind of a shoe that buyers may desire 
provided of course buyers will do their 
proper part and produce the price. 

Does a buyer want a pair of Paradise 
shoes—not the golden slippers from the 

store by St. Peter's door but a pair of golden pumps 
with a bird of parade trimmings? Lynn will provide 
them. They are already in the sample lines. 

Does a buyer want a pair of straight last buskins the 
kind that his grandmother wore? Lynn will provide 
them from stock. 

Does a buyer want a pair of cute little shoes for the 
baby’s christening, a pair of regular army riding boots 
for the sturdy lad who is going to the military training 
camp, or a pair of college welts for the girl who is going 
to the school of higher learning? Lynn will provide them 


And as for regular shoes including novelties that have. 


become regulars, Lynn makes them in types without end. 


YNN does not want to see shoes all alike any more 

than a gardener wants to see all the flowers exact- 

ly alike in the garden. Lynn does not want to know the 

meaning of monotony in shoes. And, thanks be to St. 

Crispin, there are thousands of buyers who are of the 
same opinion. 

However, to get down to brass tacks and to tell of 
Lynn types. There are new lasts, new patterns and new 
designs, but not as many new leathers as for the spring. 
Shops have been overhauled and made ready for a 
brisk fall run. 

Gores are the new feature. Lynn has made gore style 
shoes in the novelty class for a year. And it has made 
gore style shoes of the comfort class, often called Con- 
gress shoes, for 50 years or more. A familiar idea comes 
up in a new form. Lately, sales of gore style shoes, by 
Lynn firms, have shown a large increase. Shoes with 
gores under the tongue are selling, as well as shoes with 
gores on either side of the throat and shoes with gores 
between the vamp and the quarter. 

Gores fit liké a glove, and they should be put on like a 
glove, the shoe being worked onto the foot, and the foot 
into the shoe. There is no sense in yanking on a gore 
style shoe as if it were a clodhopper. 

Suedes are a leading leather for mid-summer shoes, 
and also for shoes for fall. Browns and grays in delicate 
shades are leading colors. Black suedes are selling, too. 


Two leading North Shore tanners, each making a 
specialty of suede calf leathers are building additions 
to their plants, the fact being mentioned to show the 
volume demand that there is for suedes. 


cpt sewed shoes have come to the front again. 
Lynn will make more of them this year than in 
any former year. There are two reasons. One is the 
improvements that have been made in the mechanics 
of the McKay process. The other is that style changes 
have opened a new field for McKays. 

The new type McKay shoe is sewed five, six or seven 
stitches to the inch, instead of three or four stitches to 
the inch. That makes a fine, strong seam. Each stitch is 
pulled down flush with the insole. So there are no waxed 
threads on which to tread. Nor are there tacks, either. 
The insole is covered with a plump sock lining of kid 
leather, which is smooth to the tread of the foot. Mc- 
Kays are light and dainty in character, and that fits 
into the present vogue of women’s apparel. 

Judging from Lynn samples, the open style shoes, or 
shoes with cut outs, which some call ventilated shoes, 
will be carried into the fall. Open, or slashed vamps, 
may be omitted. But sides will be cut low, and there 
may be cut outs in the quarter, or sides, at the bases of 
straps. 

Patent leather shoes are selling as well as ever, for 
both street and dress wear. 


ELTS in Lynn lines, show two trends, one 

towards the college type, the other towards the 
dress type. College types are made of smooth or boarded 
calf leather, or elk leather, with soles whose edges show 
extensions, fancy stitching, or round or gable finishes. 
Dress types are made of suedes, or satins, or colored 
kids. Edges are light, being under-cut, and are trim- 
med close. Shanks are light. Heels are of wood. This 
type of welt is offered as a rival of the turn shoe. There 
is a difference of opinion as to the extent of sales of 
satin shoes for mid-summer and fall, but there is no 
doubt but that they will sell. Both black and brown 
Satins are used. 

Strap patterns continue in the majority in Lynn lines. 
Narrow straps for dress shoes and wider straps for 
street styles. Familiar one and two strap patterns are 
continued. New patterns show three straps and cross 
straps. 

Several lines of health shoes, made in Lynn, have 
become staples. They are carried in stock, in a long run 
of widths and sizes, and this fact doubtless proves that 
they are sure-to-sell shoes. 
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Make the Creighton Booths 
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Nos. 1 and 2 (Lynn Section) 


Your Headquarters 


while at 


BOSTON STYLE SHOW 
July 9-12 


Te Shoe Style Show this year is to be bigger and better than 


ever before. 


The Creighton Booths, Nos. | and 2 
(Lynn Section), are open for your use 
during your stay in Boston. We have 
a chair for you to sit in, a desk for 


you to use, and we want to shake you 
by the hand. 


At the Creighton booths you'll be’ 


right at style headquarters. We are 


The wise shoe buyer will be present every day. 


going to have a display of women's 
footwear—the product of our new fac- 
tory—that will open your eyes. You 
have never seen such a combination 
of style, workmanship and value! They 
will be your standard of comparison 
with other good footwear on display 
at the show. 


VISIT OUR BOSTON OFFICE AT 215 ESSEX STREET 
NEXT TO HOTEL ESSEX 


FOLLOW THE 


A. M. CREIGHTON 


Maker of Women’s Shoes 


When in Boston visit our new Plant at Eynn, where you 
will find the latest and best in. shoe manufacturing. 
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CUSHING 


SHOES 


BOOTH 
NO. 7 


Stock No. 0506 Stock No. 0510 
Grey Suede Gore Pump, Midnight Blue Kid Trim, Grey Suede Two-Strap Pump, Midnight Blue Kid 
Inlaid or Cut-out. No. 25 or No. 30 Last. 13-8 Heel. Collar and Straps. No. 30 Last, Short Vamp. 


These styles also in the following com- 
binations of materials. 

Chestnut Brown trimmed with Brown 
Kid. 

Brown Kid trimmed with Patent Lea- 
ther. 

Grey Ooze trimmed with Grey Kid. 
Log Cabin trimmed with Tan Calf. 
Deliveries on these shoes illustrated, 
or on any of-the combinations ordered 
can be made in 3 to 4 weeks. 


Stock No. 0498 Stock No. 0525 


Grey Kid One-Strap Pump. Midnight Blue Kid G Suede One-St Midni Blue Kid 
Trim. Medium Low Heel. No. 5 Last Trin. Fen Cut-out oo. west = ’ 


An unprejudiced buyer in our factory looked at these four beautiful, 
trim welts and said, “The best value on the market.” 

You can judge if this was an overstatement by: examining these styles 
at our Booth No. 7 in the Lynn Section of the Boston Show. Our runway 
model will also wear some of them. 

Your visit to the Style Show will not be complete unless you take the 
opportunity to see our display of up-to-the-minute novelty welts. This 
line of fashionable, yet sturdy footwear is sure to interest you. 











CUSHING SHOE CO. 
LYNN MASS. 
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A.SHOEWISE 
says— 


No. 0145 


IN STOCK 


$2.35 


5%—30 Days 


“You might pick a winner at the show that will be 
out of style before you get it on somebody’s foot. 
BUT—the good old staple turn shown above will bring 
a lot of comfort to dealers when they check up sales. 
Stylish enough to make it desirable — comfortable 
enough to make it a “hot-cake” seller. The usual 
FISHER High Quality predominates and at this price 
the profit per pair is going to senda lot of fellows to 
the bank with a smile on their face.” 


No. 0145, Turn—Made on Dress Last of High Grade Black 
Kid. Sheep Sole Lining and Quarter Lining. FLEXIBLE 
SPRING-STEEL Arch Support. 12/8 Wingfoot Rubber 
Heel. Sizes and Widths In Stock—B, C, D, E—2}3 to 9. 


FISHEBCOMFORITS 


ISHER G5 \ ON 


LYNN,MASSACHUSETTS 


Boston Office: 216 Lincoln Street . Chicago Office: 189 W. Madison Street 
Dealer Influence is secured thru advertising in the Boot and Shoe *Recorder 
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Style -full 


RADE maw 


Carried In-Stock 
634—Patent Leather Cross- 


Sean Ge Owing to the large demand for a Strap Combination Last. . $4.75 
Sizes 34% to 10 C-EEE ° ° . Sizes 34% to 10 C-EEE 
shoe built on a combination last, 
we announce the stocking of 
STYLE-FULL DEMI-SIZES. 

These shoes feature an undersize 
heel-seat and an over-size fore- 
part. The addition of this type of 
shoe completes an unusually at- 

tractive line. 


Workmanship and materials are of the same high 
standard as in our 








611—Black Kid, Fat Ankle, Cece Doee. 


610—Black Kid Two Strap........ .$4.28 616—Brown Kid, Fat Ankle, Cross 'Strap 


615—Brown Kid Two Strap......... 4 NOTE—To sizes 84% and 9 add 25 cents; . 
Sizes 344 to 10 C-EE and 10 add 50 cents 631—Patent Leather............... 4.50 
3% to 10, E and EE 


Send for a Few Pairs on Approval, or for Illustrated Folder Showing All In-stock 
Styles, Including Oxfords and Boots 


ANDERSON-OWENS SHOE CO. 


LYNN : : MASSACHUSETTS 


Full Line on Display at Our Boston Office, 186 Lincoln Street 
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THE A. E. LITTLE CO. 
is presenting from their booth at 
THE BOSTON STYLE SHOW 
a card bearing the following 


invitation 








The cA. €. Little (0. 


extends to you a cordial invitation to visit their 


Rooms, Nos. 141-145 at 


The Copley Plaza Hotel 


Entire week beginning Fuly 9, 1927 


day and evening 


Buffet Luncheon Take Elevator No. 9 
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A Lifetime of Shoemaking 

E.xpertence—Plus—the || 
Enthusiasm and Energy of | 
a Young Firm. | 


LATEST STYLES 


See them 


Room 434 Rice Building 
10 High Street, Boston 


Harry Ki ushins Charles Harney 


AURNEY TRACY GIN CO 


a | \' 
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BARTLETT. SOMERS COMPANY 
- " — 





























One of our Stylish Shoes for Stout Ladies. Two- Log Cabin One Strap Pump with Cut-Out 
Strap of Black Satin, with Black Suede Under- Apron of Mouse Brown Kid. Light Goodyear 
lay. Satin Covered Heel. E and EEE widths. Welt with Turn Edge effect. 

Other full Ankle shoes in Straps, Oxfords and 
Boots, with leather or covered heels. 














eS 





\ {- 





For sixty years we have been making shoes—and our specialty during this time 
has been the making of shoes that fit properly. When you buy Bartlett, Somers 
Style Welts and Full Ankle Specialties you may be sure that the experience 
gathered during this long period is reflected in the product. 


Our complete line is on display at our Boston Office, 183 Essex Street, Rooms 304 
and 305. Quantity buyers are sure to be interested in what we are showing. 


Mr. Wm. R. Somers, Messrs. Haselton and Page at the Boston Office, and Mr. 
Phil W. Bartlett, at the factory, will be at your service. 


BARTLETT SOMERS CO. 


LYNN - MASS. 
Boston Office, - - 183 Essex Street 
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You are invited to visit the booth 
devoted to Formative Shoes at the 
Boston Show, July 9, 10, 11 and 12. 











The Formative Shoe is a popular- 
price flexible welt shoe for women. 
It conforms to nature’s laws of cor- 
rect, scientific fit, while preserving 
smartness of effect. 











This is an ideal shoe for a constant- 
ly growing demand. In-Stock. 























The Cotter Shoe Co. 
Lynn, Mass., U.S. A. 


Booth No. 8 
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“WEL-MAC” 


A New Process—Double Seam Shoe 


You are going to hear a lot about ‘‘Wel-Mac’’ process 
shoes. You are going to sell a lot of ‘‘Wel-Mac’”’ Shoes, 
just as soon as you allow a sample of the shoe itself to, 
prove all we know it will do. 


This wonderful, guaranteed tackless shoe is 


Air-Light—and Stylish 
Flexible as it is comfortable 
Tackless 

Ripless 
Squeakless 
Waterproof 
Re-Solable 


We positively guarantee ‘“‘Wel-Mac’’ Shoes have every one of 
the above points of superiority 


BOSTON OFFICE 
147 Lincoln St. 


V.K*AH. JONES & THOMAS Company’ 
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At the Boston Show 


To keep in step with Fashion, you shoul keep in touch 
with WATSON. 


Here we offer an advance showing of the DESHA, attrac- 
tive and fitting beautifully. 


This style and others equally in line with Fashion will be 
shown on the run-way 
by the Watson model. 


Call upon us at Booth 
No. 3, Lynn Section. 


BOSTON OFFICE: 
183 Essex Street 





Women's Fine Welts Exclusive 


| 7 ‘Watson Shoe Comp pany | 


LYNN, MASSACHUSETTS 
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Black Kid Three Button Strap effect 
Pump. 14-8 Spanish Full Breasted Black Satin, Black Suede Calf Trim 


Louis Heel. One-Strap Pump. 





Our Co-operation Means Service and Profits for You 


Whole-hearted co-operation on the part of each 
executive is reflected in the sterling value of 
the MURPHY, GORMAN & WATERHOUSE 
line. For these FLEXIBLE, MODERN 
METHOD McKAYS, because of their snap, 


fit and wear, have won a national recognition. 


As for their Style and Quality, it is significant 
that dealers place MURPHY, GORMAN & 
WATERHOUSE models in the forefront of 
their display—for quantity buyers know that 
this Lynn-Made footwear stands pre-eminent 
in its field. 


A promise of delivery means a promise to us— 
you may depend upon receiving your shoes 
on time. 


See Us at the Copley Plaza Hotel during the Week of July 9 


MURPHY, GORMAN & WATERHOUSE 


Successors to James Phelan & Sons—-Established 1862 


LYNN, MASS. 


Boston Office 86 Beach Street 
U. S. Hotel Building 
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A WELCOME and a surprise 
awaits you at 183 ESSEX 
STREET, ROOMS 401 & 2. 
“Len” and “Hap” Burdett will 
be there with the best values you 
ever saw in Welts and Turns for 
Little Folks. 


Time was when the purchase 
of advertising space was a “blind 
groping in the dark.” Adver- 
tisers had no means ofchecking 
a publisher’s statement of cir- 
culation and often these figures 
were unreliable. 





In six years the Audit Bureau 
of Circulations has solved this 
perplexing problem. By a sys- 
tematic analysis of distribution 
and methods this organization 
is able to supply just the data 
an advertiser needs. The dark- 
ness is dispelled and the bright 
light of verified facts takes its 
place. Space buyers no longer 
find it necessary to grope in the 
dark. 


One number from our complete 
IN STOCK department. 


STYLE 431—TURN 


Patent Leather Verna Instep Strap, Cut Out Quarter Perfor- 
ated Vamp, Gray Kid Lining, Wheeled Edge, Turn. 


STYLE 331—8!4-11, Last 34, Spring Heel, B, C, D. ..... $2.60 
STYLE 431—11'-2, Last 26, 6-8 Heel, B,C, D.... ....83.15 


You who cannot come to Boston 
can be “in” on what we've got, 
by dropping a line to the factory. 





There are no dark spots in 
the Boot and Shoe Recorder 
circulation. Our records are 
audited by the Audit Bureau of 
Circulations. 


BURDETT SHOE CO. 
LYNN, MASS. 


Boston Office 
183 Essex Street, Rooms 401-402 
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«The Best Shoe for the Least Money” 
M-—C MecKays— 


Tobacco Brown fancy open-work gored 
two-strap. French toe last, 16-8 Spanish 
covered od Flexible single sole. Pattern 
adapted to many desirable combinations. 


Log Cabin Buck, fancy overlaid cross 
strap. French toe last, 16-8 Spanish cov- 
ered heel. Flexible single sole. Also made 
in all desirable combinations. 


M—C McKays are known to quantity buyers 
as the best values in their class. Our reputa- 
tion has been built on the delivery of shoes 
AS you want them, WHEN you want them. 


If you are not already acquainted with this 
quick-turning, high-style line of novelties, by 
all means do not miss this opportunity. 


Boston Office: 72 Lincoln Street 
EVERETT L. LALLY, In Charge 


R. H. MITCHELL CO. 


FACTORY BOSTON OFFICE 
Lynn, Mass. 72 Lincoln Street 
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No. 3710 


Four pleated, silk satin ribbon, 
Nugget and Rhinestone orna- 
ment. Very effective design. 
Easily attached 

Per Doz. Pr. . «s+. $10.80 
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Starensier Shoe Ornaments 


FASHION CALLS FOR 
SHOE ORNAMENTS 


Progressive merchants are planning 
to meet the increasing demand for 
these popular and profitable items. 
“Starensier’ shoe ornaments are 
quick sellers and allow a very 
liberal profit. 


Orders filled the day received 





Rhinestone Buckles. 
Metal Buckles. 
Rhinestone Buttons. 
Cut Steel Buckles. 
Beaded Buckles. 


June 30, 1923 


No. 187 


A most beautiful Rhi®estone 
strap ornament. Newest design, 
richly set and engraved. 

Per Doz. Pr. $12.00 


Special Note :— 


Our standard ascortment 
of Rhinestone Strap 





Ornaments have 
A large variety of yet excellent sellers. 


designs in Pleated plendid values. 
S. STARENSIER 


Satin tongue. 12 Pr.each assortment 
50c-75c-85c-90c Manufacturers and Importers ba pair different de- 
21-23 R. R. Square 
$4.80 


$1.00-$1.25, Pair 
— HAVERHILL, MASS. 





$6.00 $7.20 








GUESS 


Why tanners of smooth, white 
leathers recommend Cinderella 
White Kid Polish and Cleaner to 
the shoe manufacturers to whom 
they sell their leathers. 


THEN 


Guess why over 100 slipper 
manufacturers mail-order Cin- 
derella Silver Slipper Cleaner. 


KID PO) F 
b¢ maen Registered U. S. Patent Office 


WHITE 


A 


“Their Sale Knows No Season”’ 





We cordially invite you to visit 
our Booth No. 223 AA at the 
Retailers sell these polishes put Boston Shoe Style Show. 
up in attractive packages for 


home use. We will show the most complete 


line of men’s slippers, women’s 
novelty turns and boudoirs that 
have ever been shown by us. 


ABBOTT SHOE CO. 


Manufacturers 
North Reading, Mass. 
Boston Office, 207 Essex Street, Room 211 


Produced by 


EVERETT & BARRON CO. 
Providence, BR. I. 
Makers of highest quality 
footwear finishes 


Fer Profit Making Deal, Fill Out 
and Send is Coupon 
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HAVERHILL 


Where The Nation's Novelty Styles Are Created 


AVERHILL, “City of Novelties,” has heard 
H the call of footwear as demanded by graceful 
girls and fashionable women everywhere. 

At the Boston Show she is again prepared to dem- 
onstrate her style service to the retail shoe merchant 
in a special section of her own. Also, by models on 
the runway. 

In the four prime essentials of shoe manufacturing 
Haverhill leads all other cities specializing in woman's 
footwear: , 


Design 
Manufacture 
Display 
Distribution 


This New England footwear metropolis is now at a 
higher level of usefulness than ever before. Haverhill 
Novelties were never more beautiful or available to 
the progressive merchant who is satisfied only with 
the best. 

Merchants know the value of Haverhill’s long ex- 
perience in judging and selecting styles. They are 
keenly aware of the safety of a Haverhill purchase, 
not only in the better margin of profit at which Haver- 
hill-made Novelties are readily salable, but also in 
superior craftsmanship and materials, plus speed in 
delivery. 

Haverhill comes to the Boston Style Show this 
year as a united city of service. Local competition 
has only bound the civic pride of Haverhill the more 
closely; has only developed her power to serve the 
merchants of the United States better than ever 
before. 

Old and new friends are cordially invited to the 
Haverhill Style Exhibit in Mechanics Hall, and are 
particularly urged to extend that visit to the factories 
at Haverhill, where the nation’s Novelty styles are 
created. 


June 30, 1923 
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IIE know it is better etiquette 
to put those letters at the 
ay) bottom of an invitation than 


AA at the top. 


But we are particularly de- 
sirous of seeing all the friends 
of FOX FOOTERY at the 
Boston Show, where FOX 
slippers, pumps and oxfords 
will be on exhibition at the 
Haverhill Section in un- 
usual profusion—even for 


FOX FOOTERY. 
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So, we are merely emphasiz- 
ing our invitation as cordially 
as printer’s ink will allow. 


Srna enenenon 


“Ht 


Charles K. Fox, Inc. 


Haverhill, - - - Mass. 
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ERALDING the modes of the 
coming season, Rickard Welts are 
unusually interesting just now in 
their variety and beauty of pat- 
tern. And the Rickard standard 
of quality was never more ap- 
parent. 


Your inspection of our complete 
fine is cordially invited at the 
Boston Shoe Style Show, Booth 
Number 1, Haverhill section, and 
at our suite at the Copley-Plaza 
Hotel, during the show. 


The 
Rickard Shoe Company 


Haverhill, Massachusetts. 
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GET A “CLOSE UP” | 
OF GOODRICH TURNS 
AT THE BOSTON STYLE SHOW 





QoJUR display will radiate beauty, 
(10 quality, advance style, sterling 
igy workmanship and merchandising 


value. 


The Ladies’ Turn Shoes 


and the 


Line of Men’s Slippers 


will win your praise and prove our claim 
that 


Goodrich Footwear Is Unsurpassed 


& 


SHOWN IN THE HAVERHILL SECTION 


Hazen B. Goodrich & Co. 


Haverhill, Mass. 
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Our patterns are design- 
ed, approved and adopted 
on a quantity production 
basis. This enables us to 
deliver in a minimum of 
time and at reasonable 
prices. 


= 


Cinnamon Brown Ooze Calf Turn, One- See our display in Haver- 

Strap, Brown Kid Panel. 14/8 Spanish hill Section Boston Style : ' 

Louis heel. Also made in other combina- Show E New Brown Kid Turn, Three-Strap, 14/8 

tions. ids Spanish Louis heel. Also made in combina- 
tions. 


Collins and Staples 


Staple-ized Novelties 
Haverhill, Mass. 


Boston Office—183 Essex Street, Room 306—Gene Ricker in Charge 
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HE name of Claremont, 

Turas stands” for dis 
tinctive femininé footwear ©: 
‘in the minds ‘of hundreds > 


_of no shoe retailers, ; 








ERedepettion <3 th oO. i. 
averhill: Section. Our: 
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No. 589 $2.35 


589—White Whipcord One 
Strap, Two Button, Red Kid 
prpened, Imitation Turn, 9/8 
Heel, Widths B to D, code 
“Reviera”.. : $2.35 


587—Same as above except 
Green Kid Trimmed, code 
“Cannes”... $2.35 


586—Same as above opeene 
Blue Kid Trimmed..... . .$2.35 


No. 864 $3.25 


864—Black Satin with Suede 
Two Button One Strap,* Side 
Cut-outs, Imitation Turn, 14/8 
Jr. Louis Heel, Widths B to D, 
code “Pep”. $3.25 


No. 855 $3.10 


855—Black Satin Two Button 
One Strap, Soutache Braid 
Trimmed, Imitation Turn 

14/8 Jr. Louis Heel, Widths B 
to D, code “Nice” . $3.10 


856—As above except with 
12/8 Cuban Heel, code “ Denise” 
$3.10 











IN STYLE 


Soon fwes’ . 








VERY one of the dainty 

styles pictured on these 

two pages are pace-set- 
ters and sales-makers. Each 
number is characterized by a 
beauty of line and a nicety of 
finish that bespeak leadership. 
And in addition to unques- 
tioned style and workmanship 
are the unsurpassed facilities 
of the Hannahsons factories. 
Order a trial shipment to-day. 


Applications will be received at Booth 
, Boston Shoe Style Show, for the 


mesota, Wisconsin, Southern New 
England. 








No. 597 $2.35 


597—White Whipcord Cross 
Strap, Side Cut-out, Blue Kid 
r'rimmed, Imitation Turn, 12/8 
Cuban Heel, Widths B to D, 
code “Aldea” $2.35 


598—As above White 
Kid Trimmed.. . $2.35 


No. 838 $3.25 


838—Black Satin Cross Strap, 
Suede Trimmed, Side Cut-outs, 
Imitation Turn, 14/8 Spanish 
Heel, B to D, code “Claire” 

$3.25 


ANNAHSON 


SHOE CO. 





No. 595 $2.35 


595—White Whipcord One 
Strap, Two Button, White Kid 
Trimmed, Side Cut-outs, Imi- 
tation Turn, 12/8 Cuban Heel, 
Widths B to D, code “Pola’ 
$2.35 


No. 889 $3.85 


889—Black Satin Cross Strap, 
Suede Trimmed, Side Cut-outs, 
Genuine Turn, 15%/8 Full 
Louis Heel, Pearl Serent, A to 
D, code “Mabel” . . $3.85 


No. 867 $3.25 


867—Black Satin One Strap 
with Fore Strap, Cut-out, Suede 
Trimmed, Imitation Turn, 14/8 
Spanish Heel, B to D, code 
“Thetis” 
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No. 210 $3.50 


210—Levor’s White Washable 
Kid One Strap, Imitation Turn, 
Leather Lined, Covered 9/8 
Heel, Widths B to D, code 

; . $3.50 


“Trixie” 


No. _ 8055 $3.50 
8055—White Satin Brocaded 
One Strap Pump with White 
Beaded White Chiffon Rosette, 
Leather Lined, 14/8 Louis Heel, 
B to D, code “Poppy”. . . . $3.50 


— above eomngs White 
. $3.40 


No. 830 $3.15 


830—Black Satin Two Button 
One Strap, Suede Trimmed, 
Imitation Turn, B to D, code 
“Rainbow”... 








JHANNAHSGN\ 


Oar Fw P 











HESE novel numbers 
will be prominently dis- 
played in our Booth, 

No. 18, at the Boston Style 
Show. Look for them! You 
may also inspect them at your 
leisure in our private rooms in 
Boston’s most fashionable ho- 
tel—the Copley-Plaza. Plan to 
make our down-town office at 
183 Essex Street, our booth at 
the show, and our special rooms 
at the Copley-Plaza your head- 
quarters during your stay in 
“America’s Vacation Land.” 


Applications will be received at Booth 
18, Boston Shoe Style Show, for the 
following open territories: Alabama, 
Louisiana, Arkansas, Oklahoma, Min- 
nesota, Wisconsin, Southern New 
England 








No. 8025 $3.10 


8025—Black Satin One Strap 
with Black Beaded Chiffon 
Rosette, Brocaded Quarter, 14/8 
Louis ‘Heel, Leather Lined, 
Imitation Turn, B to D, code 

ia”’ $3.10 


7775—As above except Gen- 
uine Turn, 16/8 Full Breasted 
uis | , Heel, A to D, Zs 


ANNAHSON 
SHOE CO. 





No. 582 $1.85 


582—White Canvas Patent 
Trimmed One Strap, Two But- 
ton, Imitation Turn, 9/8 Heel, 
B to D, code “Enid” $1. 85 


As above except with 12/8 
Cuban Heel, code “Thelma” 
$1.85 


No. 885 $3.60 


885—Black Satin One Strap, 
Soutache Braid Trimmed, Pearl 
Button, Genuine Turn, 1544/8 
Full Louis Heel, A to D, code 
“Elaine”. $3.60 


No. 859 $3.85 


859—Black Satin One Strap, 
Suede Collar, Cut-out Tongue, 
Turn, 15/8 Full Louis Heel, 
Widths A to D, code ““Madlyn” 

$3.85 
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HEN the last word is spoken the consensus of 

opinion among keen buyers of shoes, reveals a 
depth of regard for W  D Turns which justifies our 
pride in our product. The illustration above shows a 
clever creation in Anklet, of Field Mouse or Log Cabin 
Nubuck. See this, and many another charmer of the 
“charmers,” Haverhill Section, Boston Style Show. 


Witherell &§ Dobbins Company 


Quantity Producers of Quality Shoes 


Haverhill, Mass. 


Boston Office, 110 Lincoln Street 


The W & D Line Is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 


June 30, 1923 
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NOTE THE HUG AT THE HEEL— 





KIMBALL & SHERMAN CO. 


HAVERHILL, MASS. 


BOSTON OFFICE—RICE BUILDING—10 HIGH ST.—ROOM 701 
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Ornaments 


THE LEADING LINE For STYLE «xo QUALITY 


Backed by an organization with fifty years’ ex- 
perience in shoe ornament design and with an 
enviable reputation of fifty years of honest mer- 
chandising. This guarantees to you, as manufac- 
turer or merchant 


Style, Quality and Honest Dealings 
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Joseph A. Dalrymple, Treas. Frank E. Dudley, Pres. 


We extend to you an invitation to meet us at the 
Boston Show, where a complete line of new and 
attractive shoe ornaments will be ready for your 
inspection. 


HAVERHILL SECTION BOOTH 15 











\2}| THE DALRYMPLE-DUDLEY CO. 


HAVERHILL MASS *— . 


&S> 
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Makers of Shoe Ornaments for World fe 











June 30, 1923 BOOT AND SHOE RECORDER 


$CDESEDESESESEREDESESERESEDEREDEREDE DEREDE REEDS BEDESEDEREDE 36 SEBESEDERE SESESEDESEN. SEDER SEDER SEDER SEN BEDE RE DESE DE 2 SEDER DENS SEDER SERE SE 


THE “NITA” 


OUR LINE OF TURN NOVELTIES WILL 
BE DISPLAYED AT THE COPLEY SQUARE 
HOTEL DURING THE WEEK OF THE 
BOSTON STYLE SHOW— 


JULY 9 TO 12 


The following representatives in attendance 


H. B. EMLEY M. MARKS 
ED. W. SKINNER DAVE HERRMANN 
HARRY N.LONG E. K. WENTWORTH 


and 


CHARLIE HARDING 


MR. MERCHANT: It will pay you to take time while in Boston to call 
and see our line—within two minutes walk of the Style Show Building 


Harding Shoe Co., Inc. 


HAVERHILL, MASS. 
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A New Pattern in Our Line of | 


Women’s Turn Novelties— 











It is going strong for Fall with 
Satin vamp and quarter and 
ooze lower and front straps. 


It is also made in all brocade 
and in either silver or gold 
brocades. 





The “INEZ” 
Brown Ooze with Kid lower and front Straps 


PHILLIPS SHOE COMPANY, Inc. 





HAVERHILL, MASS. Boston Office, 207 Essex Street. 











BOUDOIRS 
of QUALITY 


At Medium Prices 





You are buying ab- 

solutely reliable Bou- 

- doirs when you spec- 
Kid. "36 ‘pair lots ify “Greeley Bou- 


only. ° .3 
; doirs. ’ ; 
It will pay you to get our prices on beaded 


work. We can also guarantee prompt 
deliveries on all beaded work. Beading 


Dealers buying of us repeat. Every : 
shoes is our specialty. 


shipment will be found to open up 


right. Thousands of pairs are already Also rhinestone strap ornaments put up 
in attractive individual, one dozen, show 


on duty giving protection and comfort 
, boxes, assorted. 


to the feet of wearers. Make the most 
of the Boudoir demand by selling 


Greeley’s. 


The latest fashions for summer and fall. 
Special buckles made to order. 


M. FREEDMAN & CO. 


Importers and Manufacturers of High Grade Shoe Novelties 
If Your Jobber Cannot Supply You, Write Us. eer ye Weck, Ghee Duckies, Sepanned 
Metal Ornaments and Rhinestones. 
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A.W. GREELEY .*. Haverhill, Mass. 47 Washington Street, Haverhill, Mass. 
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High Grade Footwear Priced for Quantity Buyers 





Makers of Fashionable Footwear, Spe- 
cializing in all up-to-date colors in high- 
grade imitation turns. Made on exclusive 
style patterns and lasts. 





The Jonas Line of Flexible Process 
McKays has proved to be a Profit Maker 
for scores of quantity buyers who want 
High Grade Imitation Turns. 


Call at our Boston office to see our complete 


NINA GORE PUMP line of novelty footwear. 


Made in Skinner’s Black satin with Ooze Calf Collar. 207 Essex St., Room 220 
Also made in Patent Chrome Leather with Black Ooze 


Calf Collar. Inquire for other style features 


J. A. JONAS SHOE CO. : =: + Haverhill, Mass. 


Boston Office: 207 Essex St., Room 220 
OOOO OOOO OOOO OOOCOOOC6 OOOO OO6OC6 3: 3.999 3999-9933999399999902% 


99999999:9999993939399999993999399939 
999919999 99999993999939999399999999 
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A Pleasing Model 


for Quick Turnover 


Style No. 232—2-strap with cut-out effect. 
Log Cabin Ooze Calf with Tan Calf Trim. 
Last No. 46—13/8 Cuban Heel—Turn Sole. 
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Detailed information regarding 

patterns, lasts and styles of our 

high-grade turn novelties will be 

gladly furnished on request. Our 

factory has been producing at full capacity for some time as a result of the 
splendid reception given these excellent styles. 


LEXINGTON SHOES will be exhibited in Boston at the HOTEL 
ESSEX during the week of the Boston Shoe Style Show. 


LEXINGTON SHOE COMPANY 


170 WASHINGTON STREET as 
HAVERHILL MASS. we. devia sommert 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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STILE 


The Magic Word 


It gains the attention of your 
customer, arouses her interest 
and induces her to buy. Be- 


cause our shoes reflect the most 





distinctive style features, they 





retail rapidly at prices pay- 






ing substantial profits. 






Tessier & Bowdoin 


Haverhill, Mass. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Print Your Trade Name 
ln Gold 
On Every Pair You Sell 





TRADE MARK 


The above was embossed at the Raus- 
kolb Factory with deep gold 23 K, same 


as used by your manufacturer. 


Turn this Page for 
The Secret of a 


Bigger Turnover 


F.W. RAUSKOLB CO. 
16 FRANKLIN STREET ~~ 
MEDFORD MASS. 
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GOLD 
The Greatest Advertsing Medium 


HE wisest merchants in the country spend 

fortunes to obtain an advertising effect which 
we offer to you at a few cents “fan insertion”’! 
For a Rauskolb Gold Stamp is 


Always Visible, Always 
Always Working, Bringing Back 
Always There, The (ustomer 


Right on insole or quarter lining—an everlasting 
“‘memo”’ for your customer on the shoes you 
sold him. Your manufacturer is ready to start 
this wonderful advertising campaign for you. 
When you order next time say, ““Rauskolb Gold 
Stamp of my trade name and address.” 














auskolb 


HAMMER LEAF 





Ss ss wa oa-=s.o =~ 


BOOT AND SHOE 


RECORDER 


ue Cireat National Shoe, 


ESTABLISHED APRIL l, 1862 





Heart Strings and Purse Strings 


merchant, “‘to get competent, trustworthy sales- 

men. If we happen to have exactly what a cus- 
tomer asks for in the size wanted, they can make the 
sale, or rather they can wrap up the shoes. But, if we 
do not happen to have that exact thing, all they can do 
is to say, ‘No, sorry we haven’t it.” Today, with all the 
wide variety of patterns, colors and lasts, it is only one 
chance in a hundred that a merchant can have just 
what the customer is looking for in the fancier shoes. 
The salesman, however, seems to think we ought to 
have everything a customer asks for, and if we do not 
have it, he is not to blame, and makes no effort or only 
a halting effort to sell something else. 

“It is not any harder to sell shoes now than it ever 
has been. In fact, I often find it easier than in the old 
days of a few styles, because with the variety of pat- 
terns and lasts it is easier to get a woman’s mind off of 
what she thinks she wants onto what we have for her, 
but the average salesman does not use any initiative. 

“T put in over half of my time selling ‘turnovers’— 
the people our salesmen have missed, and I sell 85 per 
cent of them. 

““How do we pay our salespeople? We pay them good 
salaries. We have tried the commission plan, but it 
does not seem to work out well with us. Salespeople 
would sell only what was easy to sell, just what they 
could sell quick, so we pay them straight salaries, and 
try to make them earn what they get. If you can tell 
us how to get good salespeople, we will appreciate the 
favor.” 

That store was not over-busy and the owner is de- 
bating whether or not to continue in the shoe business. 
Back through the years the store has made money, but 
the profits have dwindled considerably. 


Another Kind of a Store 


Not far distant is another store similarly located, 
with about the same floor space, that is very busy, 
Double the number of salespeople are employed and 
total volume is nearly four times what it is in the first 
store. The store is making money. 

Everybody in that store seems happy and contented, 


Bk seems impossible,” says a prominent Southern 


from the bundle wrapper on up. Even the customers 
show a congeniality that is unusual. The atmosphere 
inside that store seems to be surcharged with good 
cheer. 

In response to the question, “Are you having any 
trouble getting competent help?’’ the senior partner 
said, ““We are not ‘getting’ help; we already have them. 
Here’s a boy who has been with us nine years; that one 
is starting in on his seventeenth year; that one over 
there has been here thirteen years. So they go. Several 
of them went to war and came back. They knew their 
jobs were waiting for them. They are all a part of this 
organization.” 

“How do you pay them?” 

“I don’t know how to answer that. Each of us draws 
a weekly salary, and salaries, of course, vary consider- 
ably, and at the end of each semi-annual period we 
make a distribution. First, a sum is set aside to take 
care of insurance, taxes, etc.; then a dividend on the 
capital stock is paid; after that a distribution is made 
that will represent as nearly as possible the proportion 
that each has contributed to earn that surplus. 

“Of course, there have been times when there was 
not much to distribute, but everybody understood the 
condition and nobody got sore. 

‘Getting good help is the easiest thing in the world if 
you treat them good after you get them. 


Opportunities for Profit 


“There are a lot of complications in the retail shoe 
business, but at that there never was a time when it 
was easier to earn a profit if you are trying to earn a 
profit for the other fellow as well as for yourself. If you 
try to make all the profit yourself and forget the other 
fellow, you are just out of luck. It can’t be done. 

“The stockholders are entitled to a profit on their 
investment; the managers are entitled to a fair com- 
pensation for their services; the salespeople and other 
employees are entitled to a living wage. 

“In this store all the stock is owned by active mem- 
bers of the organization. I am the biggest individual 
stockholder and also general manager, yet I fit and sell 
many customers every day. 
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“T get the dividends on my stock; I get my salary, 
and then I get my proportion of the extra earnings. 
Not all the salespeople are stockholders. We have not 
yet worked out a plan that we feel would work satis- 
factorily, but we are looking forward to that time. 
However, everybody in the house is on the same basis 
aside from the investment in capital stock. 

‘These boys are all doing their best to earn money 
for the firm, and they are surely entitled to their share 
of the net profit. They all see the financial statements 
and they all know how the surplus is distributed. 

“Our business is good—good in more ways than one. 
Not only is it growing in volume, but it is a pleasure to 
do business with the people who trade with us; they are 
good people. 


Business on Strong Foundation 


“T feel that we have built on a solid foundation, and 
the structure will stand and keep on expanding long 
after I have put down the burden of management. 
These boys will carry on because they have put their 
hearts and souls into the business.” 

Here are two pictures that every merchant, big and 
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little, can well study. They are not imagination; they 
are both going concerns—one probably going down- 
ward and the other going upward. One looking only at 
purse strings, the other appealing to heart strings also. 

There are lots of things in this world that money 
will buy, things needful that cannot be obtained hon- 
estly without money. Most of these are visible and 
temporal. 

There are other things needful and desirable that are 
beyond the power of money to purchase. Most of these 
things are invisible and eternal, and without them the 
visible things are more or less valueless even if obtained. 

Money will buy merchandise, and it will buy the 
time of men to sell it, but it will not buy loyalty, con- 
fidence and esteem. 

These can be purchased only by payment “‘in kind,” 
by giving to others these attributes of human character. 

Between employer and employee, between the fac- 
tory and the merchant, and between the store and the 
customer these attributes of human character, that 
cannot be purchased or counted in terms of money, are, 
after all, the factors that, to a great extent, determine 
between success and failure. 





Illinois Convention to Be Held 
July 9, 10 and 11 


. E. SCHULEIN of Rockford, president of the 

Illinois Shoe Retailers’ Association, with the 

officers and directors of the organization, are 
working hand in hand with the Decatur convention 
committee, headed by H. W. Rodgers, to make the 
forthcoming convention a source of both education and 
entertainment. The convention opens at Decatur July 
9 and will continue to July 11. 

The merchants of Illinois believe in giving the shoe 
travelers a square deal and consequently have given 
up the forenoon of each day of the convention for the 
inspection of lines on display. 

All afternoon sessions will begin at 2 o’clock on the 
strike of the clock, and the traveling men are expected 
to close their sample rooms and join the merchants in 
the convention session. - 

The program has been arranged to touch on the vital 
questions that are facing merchants at the present time, 
and these questions are just as important to the shoe 
traveler as they are to the merchant himself. 


s Obligations of Traveler 


The average merchant looks to the shoe traveler not 
only for shoes that are right and proper, but he also 
looks to him for advice in merchandising what he buys, 
and the shoe traveler who does not realize his obligation 
to the merchant along this line, may find himself won- 
dering why he is not getting more business. 


Almost the entire afternoon of the first day, after the 
opening ceremonies are out of the way, will be devoted 
to a discussion of styles in order that the merchants can 
more intelligently place their orders with the traveling 
men. 

Frank B. King, past president of the National Shoe 
Travelers’ Association, and a member of the allied style 
committee, will start the ball rolling. For many years 
Mr. King has urged a closer co-operation among the dif- 
ferent branches of the industry in formulating a style 
plan, and the Illinois merchant who fails to be at Deca- 
tur and hear the style discussion, will deprive himself of 
a lot of valuable information relative to the forthcom- 
ing season’s styles. 

A style demonstration will be led by Leslie S. Abbott 
of Canton, chairman of the ladies’ style committee. He 
will be assisted by Tom Folrath of Decatur, C. B. Bag- 
well, of Peoria, Harvey Brunnel, Bloomington, Frank 
P. Meyer, Danville, and Martin Sherff, of Peoria, who 
represents the Pedigo Weber Shoe Co. of St. Louis. 

On Tuesday afternoon there will be a similar demon- 
stration and discussion of men’s footwear led by Ruben 
Metz, a prosperous shoe merchant of Chicago, who 
sells only men’s shoes. Mr. Metz has been successful in 
his business and is considered among the best authori- 
ties on men’s shoes in the Middle West. In his discussion 
he will be assisted by W. C.Waegner of Aurora and C. F. 
Barstol of Chicago, representing the Dalton Shoe Com- 


pany. 
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Open Forum Discussions 


The program has been arranged so as to give the mer- 
chants an opportunity to ask questions and express 
opinions on any topic. It will be a convention of mer- 
chants, an interchange of ideas and opinions, with a 
wide latitude in subjects presented. 

President Schulein does not believe in a one-man 
convention. It is his intention to only guide the course 
of the meetings. It is his hope that 200 merchants will 
be present, each putting something into the meeting 
and everyone getting out more than they put in. This 
means a good convention and a profitable meeting. 

The convention comes during the usual vacation sea- 
son, and the committee recognizing this, has sent a per- 
sonal invitation to the wife of each retail merchant, and 
assured her a pleasant visit while in Decatur. 

Approximately 75 shoe travelers have engaged 
sample rooms at the Orlando Hotel, the convention 
headquarters, so that the merchants in attendance will 
have ample opportunity to compare styles, materials 
and prices for the forthcoming fall season. 


Greeting by H. W. Rodgers 


H. W. Rodgers, president of the Decatur Shoe Re- 
tailers’ Association, will welcome those attending and 
Mayor Elmer Elder of Decatur will also give words of 
welcome to the convention. 

Speakers and their subjects will include: H. S. Doug- 
las of Burson Knitting Co., Rockford, Ill., ““Construc- 
tion of Hosiery’; Samuel A. Davis, field secretary of 
N.S. R. A., “Your Job, Your Store, Yourself’; Frank 
B. King, Chicago, “Co-operation with the Allied In- 
dustries.”” 

On Tuesday, S. S. Newell of Chicago will be one of the 
speakers on “How Much Salary Do You Pay Your 
Windows?” Other speakers will be: Earl C. Logan, 
western editor of the Boot and Shoe Recorder, ““The Dawn 
of a New Era’: Samuel A. Davis, ““The Power of Cor- 
rect Thinking in Business,’’ Hon. Charles M. Borchers 
and Prof. E. R. Darling. 

The speakers for Wednesday are: Harry Kisker, west- 
ern editor of the Shoe Retailer, “‘Retail Conditions,” 
H. W. Rodgers, Decatur, “The Proper Fitting of Foot- 
wear,” R. C. Booth, secretary of the Chicago Shoe 
Trades’ Association, “Our Common Purpose—Profit 
Through Service.” 

An informal ball will be held Tuesday evening. There 
are many other entertainment features arranged for the 
convention including automobile rides, outdoor frolics 
a barbecue, etc. 

The officers of the Illinois Shoe Retailers’ Association 
include the following: A. E. Schulein, Rockford, presi- 
dent; W. C. Waegner, Aurora, vice-president; A. H. 
Ackerman, Springfield, secretary-treasurer; Frank P. 
Meyer, Danville; L. S. Wynes, Moline; R. Huber, 
Peoria; F. W. Seibert, Springfield; W. A. Catlin, Belvi- 
dere; Al. Heintz, Quincy; L. S. Abbott, Canton; Thomas 
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Folrath, Decatur; and R. Metz, Chicago, members of 
executive committee. 
Other Committees follow: 


Association Committees 


- Membership—W . C. Waegner, Aurora; W. A. Catlin, Belvidere; 
R. Huber, Peoria; S. Sandler, Peoria. 
Publicity—H. W. Rodgers, Decatur; A. E. Schulein, Rockford; 
A. H. Ackerman, Springfield. 
Legislative—E. P. Meyer, Danville; F. Siebert, Springfield; S. 
E. Murray, Clinton. 
Resolution—L. S. Abbott, Canton; C. M. Meacham, Decatur; 
W. Rogers, Bloomington; R. M. Atterbury, Galesburg. 
Grievance—G. N. Heintz, Quincy; A. A. Brougher, Decatur; 
J. W. Patterson, Carbondale; C. L. Mathis, Jacksonville. 
Ladies’ Style Committee—Lysle S. Abbott, Canton; Tom Fol- 
rath, Decatur; C. B. Bagwell, Peoria; Harvey Bunnel, Bloom- 
ington; Martin Sherff, Peoria; Frank P. Meyer, Danville. 
Men’s Style Committee—R. Metz, Chicago; W. C. Waegner, 
Aurora; C. F. Barstol, Chicago. 
Auditing— L. S. Wynes, Moline; H. D. Laws, Belvidere; 
Richard Swangels, Springfield. 


Convention Committees 


Finance Committee—Wm. J. Ruff, chairman, D. B. Folrath 
C. E. Rodgers, Geo. Mays, Walter Schlie, Lewis R. Berland. 

Men’s Reception and Entertainment—Ca:1 Meacham, chair- 
man, Thomas Folrath, Alva A. Brougher, Carl Roupp, Harry 
Garver, A. J. Lorton, C. L. Gross, G. E. Johnson, Guy Rodgers. 

Hotel—A. A. Brougher, chairman, Bliss Irwin, G. A. Berry, 
F. H. Rickards, L. R. Berland. 

Ladies Reception and Entertainment—Mrs. Thora; Folrath, 
chairman, Mrs. George A. Berry, Mrs. Thomas Pitner, Mrs. 
Carl Meacham, Mrs. Carl Roupp, Mrs. A. J. Lorton, Mrs. O. B. 
Boyd, Mrs. Lewis Berland, Mrs. C. E. Rodgers, Mrs. Guy Rod- 
gers, Mrs. H. W. Rodgers. 





Store Appeals to Children 


Sioux City, June 25—E. B. Quilleash is proprietor 
of an attractive retail shoe store here, featuring wo- 
men’s, misses’ and children’s shoes and hosiery. The 
store front is impressive and interior decorations are 
harmonious. The store is carpeted in old blue and chairs 
are upholstered in blue velour to match. The store 
opened a few months ago. 

Mr. Quilleash has given his children’s section more 
than the usual thought, and has placed in the center 
an Egyptian fountain with gold fish to attract the kid- 
dies. The decorations of this department are cut-outs 
of animals, birds, etc., and there is also a small nursery 
equipped for the entertainment of the kiddies. Mothers 
find this a real treat. 

Patrons of the store are also greatly pleased to find 
that a small writing room, equipped with stationery 
telephone, etc., has been installed for their convenience. 
Hosiery is attractively displayed in the front of the 
store. 





With Starr Company 
A. W. Ewans, Columbus, has assumed chaoge of the 
shoe department af the A. E. Star Company store, 
Zanesville, O. He was for 12 years identified with 
the Dunlap Shoe Compacy at Columbus. 
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CHICAGO 
White Season On in Earnest 


Lateness of Opening Has No Effect on Strong Demand for 


All Whites—Trimmings Going Fair 


LITTLE late in arriving, but just like 

old times when it got here. That’s 
the story of the white shoe season in 
Chicago. 

Women have demonstrated that they 
want white footwear for midsummer hot 
weather wear. Nothing will take the place 
of white and yet style changes have had a 
great influence on the white footwear that 
women are demanding. 


Recorder Predictions Justified 

Early in the year the Boot and Shoe 
Recorder foretold the trend of the present 
white season with unusual accuracy. In 
February, we said, “All over white in kid 
and calf strap effects will sell far ahead of 
any previous season. 

“In fabrics plain white and white on 
white—white fabrics trimmed with white 
calf or white kid where cut-out quarters or 
saddles are used—will be the big bet. 

“Pin your faith to all white and white 
on white for at least 90 to 95 percent of 
your stock. White with delicate black 
trimming will prove the best combination, 
but buy them light. Touch white trimmed 
with red, green and other bright colors 
lightly or not at all. 

“Push white oxfords early and clean up 
on them, except in corrective fotowear or a 
few staple lasts for conservative trade.” 

Merchants who followed this course in 
their buying are sitting pretty right now. 
There are a lot of merchants in big cities 
and in smaller towns who did not get into 
the rainbow game early in the season, who 
have tried to capture the chicken trade 
with a wide array of white trimmed in 
bright colors. Many of these merchants 
are now wishing they had bought more 
white, and white on white and fewer of the 
bright hued trimmed varieties. 

Buehler Says ** All Over White” 

A. H. Buehler, manager of the shoe de- 
partment of Mandel Brothers, in recalling 
the predictions, said the only mistake we 
made was in putting the percentage of 
white trimmed with colors too high. 

“Three percent,” said Mr. Buehler, 
“would be a sufficient quantity for colored 
trimmings on white including black on 
white, judging by the demand as it has 
developed during the past few weeks. 
There was a time when the buying of 
white shoes meant simply figuring out 
quantities in different grades, and guessing 
between welts and turns. The high priced 
shoes and the low priced shoes looked very 
much alike and as a result it was hard to sell 
top grades of white footwear in large 
volume. ; 

“Fortunately that condition has passed, 


styeful patterns have added to the beauty 
of white footwear, and we are this year 
selling an unusual quantity of high grade 


kid and calf footwear in white. 


“We pinned our faith to all white and 
bought only a limited quantity of white 
trimmed with red, green and other bright 
colors, and were expecially conservative 
in buying whites trimmed with the bright 
colors in our higher grade lines. We will 
have no difficulty in selling what we have 
of these bright trimmed creations, be- 
cause we are selling them every day, but 
if we had stuck to all white we would have 


missed less sales.” 


In other stores about the same condi- 
tion prevails in white footwear. All over 
white is becoming scarce in the good sell- 
ing patterns, while there is only a limited 
interest in white trimmed in bright colors. 


Price Reductions on Colors 


“‘We have had a remarkably good busi- 
ness and a satisfactory business on women’s 
high colored footwear. We started the 
game early and have played it consistently, 
buying in small quantities, cleaning up and 
buying again. Our balance is on the right 
side of the ledger, but we are convinced 
that the height of the season is over for 
reds, greens, and blues, and so we have 
marked down the price, and tacked on a 
P.M. in order to make a quick cleanup of 
what few pairs of bright colored shoes we 
still have on our hands,”’ said the manager 
of one of the most wide awake shoe de- 


partments in the city of Chicago. 
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This man does not believe in taking 
two bites at a cherry. When he cuts the 
price, he cuts it deep enough so that the 
customer may see the value in the foot- 
wear at a glance. The sales people do not 
have to tell Mrs. Shopper that the price 
has been cut, nor do they have to quote 
comparative prices. The merchandise and 
the price speak for themselves. 

There are other merchants who believe 
that women are still willing to pay regular 
prices for bright colored footwear, and so 
are holding it at regular figures, or are mak- 
ing slight cuts anticipating that the de- 
mand will hold up long enough to clean 
the stocks without drastic price cutting. 

There is a general belief that bright 
colored footwear will continue to sell for 
the next 30 days, but since this type of 
foot covering has become popular in the 
lower grade lines, there has been a con- 
siderable lull in the demand in real high 
grade merchandise. 


In the Wholesale District 


Merchants throughout the Middle West 
apparently went easy on their advance 
purchases of whites. At least this is the 
indication from the sudden demand that 
has developed among the wholesale houses 
on Monroe street and Wells street for 
fancy patterns in white footwear. 

With the advent of hot weather, there 
has been a letup in the demand for suedes, 
but cut-out patterns and fancy designs 
in patents and satins still continue to sell. 

Merchants in the outlying districts and 
in nearby towns are coming into market 
frequently, buying in conservative quan- 
tities, in many instances piling the back 
ends of their automobiles full of shoes and 
taking them home with them. Week by 
week they repeat this operation, endeavor- 
ing to keep an assortment of sizes and 
styles without piling up surplus stock. 





ST. LOUIS 


Hot Period Inspires Run on Whites 


Many Retail Merchants Replenish White Stocks—Little Call 
for Whites with Trimmings 


ITH another period of hot weather, 

white footwear was in big demand 
for the week ending June 23. The concern, 
which retail shoe merchants recently 
entertained regarding this situation, has 
been dispelled. Now it is not a question of 
having too many white shoes, but ““Where 
can we buy more?’’ When speaking of 
buying more it doesn’t mean welt oxfords, 
but fancier patterns in both kid and 
canvas. Stocks in many stores are well 
depleted. There still remains, however, 
some stocks in whites trimmed with colors. 


These have not moved to any degree. 


Reports from some retail merchants 
say this type of footwear is moving in the 
better grades. However, in the popular 


priced stores there is no demand. Another 
feature of the week is in the fact that 
sandals are slipping and slipping fast. 
This applies exclusively to the low-heeled 
type. In the higher-heel effects, sandal 
patterns are finding favor. 


Brilliant Colors Dead 


Red, blues and greens have collapsed. 
The red shoes were the first to go and it 
was felt in the trade that blue and green 
would find support for some little time. 
This does not seem to be the trend at 
present, and from all indications within a 
few weeks they will be unloaded as fast as 
possible. Not a great many pairs are on the 
shelves to-day. The largest retail shoe 
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merchant when questioned on the slump 
in these shoes, stated in his opinion the 
red, blue and green kid shoes were an 
extra-pair proposition. He believed that it 
was a boom to the shoe business and 
commended the part it played in creating 
more sales. Some slashes have been made 
on these shoes and it interprets the thoughts 
of the retail shoe merchant regarding this 
class of merchandise. 

Champagne kid is being sought enthusi- 
astically. All stores report numerous calls 
for this shade and those who are fortunate 
enough to have them on the shelves are 
being rewarded with good sales. Many 
merchants have them on order for July 
and August delivery. 

Already some of the colors for early 
fall selling are being seen in the ultra- 
smart stores. Patterns of beautiful two- 
toned effects have been shown for their 
initial appearance this week. 


Increases Stock Space 


The business of the Vogue Boot Shop 
has grown so large that it has increased the 
shelving in which to house a larger volume 
of footwear. The shelving on either side of 
the store has been extended to the ceiling 
which will increase the stock capacity 
about 1500 pairs. Short vamps are special- 
ized in this store and a large business has 
been built on this feature. 


Hamilton-Brown Picnic 


The Hamilton-Brown Shoe Company 
gave its entire organization a picnic at 
Ramona Park, St. Louis County, on June 
30. The company closed all day for the 
occasion. A committee in charge arranged 
games and a baseball contest was played. 
Prizes were awarded. There were refresh- 
ments served throughout the day. The 
expense of the affair was paid by the 
company. 


Shipments Show Gain 


The net shipments of finished merchan- 
dise of the International Shoe Company of 
St. Louis, for the five-month period ending 
April 30, amounted to $44,134,869 or a 
gain of $5,267,803 over the same period 
of 1922, according to the semi-annual 
financial report of the company. 

The production during the period this 
year was 18,099,875 pairs of shoes, the 
statement shows. The company’s total 
current assets were listed in the statement 
at $52,258,459 and the total current 
liabilities at $13,926,199. The company’s 
preferred stock valuation was given at 
$17,800,000 and the common stock at 
$44,695,791. There are 250,000 shares of 
preferred stock of $100 each less outstand- 
ing and $1,400,000 shares of common 
stock without nominal par value. The 
operating profit for the period is placed at 
$4,151,000.22. 
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Hot Weather Helpful to White Sales 


Straps in White Kid Leading Seller with Black and Red on 
White Body Going Well 


HREE days of torrid weather, with 

the mercury hovering above 90, 
brought besides heat, a substantial de- 
mand for white footwear. Should the mer- 
chants be blessed with similar weather for 
one month, white footwear stocks would 
be reduced far below the present danger 
point. One large department store foot- 
wear section manager gives an analysis of 
present business. It is verified by prac- 
tically every shoe merchant in the city. 
This buyer finds that straps and light- 
weights in white kid are leaders in present 
selling. Lace oxfords are running to canvas, 
with substantial sales of orthopedic lace 
oxfords reported. Some kids, trimmed with 
black and red kid on a white body, are 
showing activity. 

Men’s Business Firm 


Sales volume in men’s footwear sections 
is steady, but not spectacular. Patent 
leather oxfords are showing a tendency to 
move, Brown and black kid oxfords and 
the staple Russia calf oxfords are in strong 
demand. Sport footwear for men is just 
getting a start, despite the lateness of the 
season. Tissue rubber sole models in elk 
are selling well. White canvas oxfords for 
men are in greater demand than expected 
and well up to last year, in spite of previous 
cool weather. 

All manufacturing activity, expecially 
in men’s footwear, is slowing up under 
pressure of seasonal inactivity. Salesmen 
have done good business on the road, and 
early August will find resumption of 
capacity operations according to local 
manufacturers. 


Children’s Footwear Selling Well 


Merchants report heavy business in 
children’s footwear, and the opening of 
what appears to be a very heavy sandal 
season. With schools discharging thous- 
ands of children in all parts of the city, the 
shoe merchant is preparing to do big busi- 
ness on hot weather and vacation time 
footwear for the children. Sales of canvas 
shoes and oxfords, with rubber soles, the 
type that appeals to the small boy and 
that are popularly known as “sneakers,” 
is very good especially in the outlying dis- 
tricts. Play oxfords, in plain and combina- 
tion effects for the little girls, are also 
moving well. Children’s business is well up 
to last year in all sections of the city, and 
in some stores is going ahead substantially. 


Convention Committee Meets 


Preliminary plans for the big conven- 
tion of the Wisconsin Shoe Retailers’ Asso- 
ciation, to be held in Milwaukee August 


7, 8, and 9, were discussed at a meeting of 
the board of directors of the Milwaukee 
Shoe Retailers’ Association and state offi- 
cials held at the Hotel Pfister on June 19. 
The entire convention will be handled from 
the Milwaukee association executive offices 
which will finance the affair, prepare the 
program and arrange all details, including 
publicity and exploitation. 

It is tentatively planned to secure na- 
tionally known speakers and shoe industry 
figures. Among those who will appear on 
the program, as tentatively outlined are: 
Sam Davis, field secretary of the national 
association; John H. Puelicher, president 
of the American Banker’s Association; 
Burt Williams, former collector of internal 
revenue for Wisconsin; Dr. Robinson of 
Racine, Wis., orthopedic expert; T. K. 
Kelly of the Kelly Sales System, Minneap- 
olis, Minn., and Secretary G. M. Spangler 
of the national association. 


Credit Men Convene 


More than 700 credit grantors from all 
parts of the United States were in atten- 
dance at the national convention of the 
Retail Credit Men’s National association 
held in Milwaukee June 19-22. President 
David W. Ahl presided over the conven- 
tion which considered topics of national 
interest to merchants, such as the location 
of missing debtors, protection against frau- 
dulent checks, and inauguration of “pay 
promptly’’ campaigns throughout the 
country. 


Shoe Company Changes Name 


An amendment to the articles of incor- 
poration of the Mid-Western Shoe Mfg. 
Co., of Milwaukee, changes the name of 
that concern to the Derman & Herbst 
Shoe Mfg. Co. No other change in the 
articles was effected by the amendment. 


Annual Boosting Trip 


More than 100 of Milwaukee’s most 
prominent business and industrial leaders 
toured northern Michigan, Minnesota and 
Wisconsin in the interests of their home 
city. The annual trade boosting trip is 


sponsored by the Milwaukee Association 


of Commerce. In the larger cities visited 
reception committees for the-visitors often 
were composed of 100 or more local busi- 
ness men and community leaders. Stores 
also were kept open in the various cities 
where night stops are made by the boosters 
in order to permit them to inspect such 
establishments. 
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CINCINNATI 


White Footwear Selling Freely 


Beige, Black Satin and Patent in Strong Demand—Shoe 
Production in Factories Increases 


HE season for white footwear got into 

full swing in Cincinnati during the 
week ending June 23. Theadvent of torrid 
weather with the mercury soaring around 
the top of the thermometer brought with 
it large numbers of feminine shoe buyers 
who began their annual purchases of white 
shoes. 

Reports received from. practically all of 
the leading retail merchants state that 
business has been very good. Women are 
showing a decided preference for all white 
footwear. The demand is strong for white 
cloth shoes, but the demand is also heavy 
for white kid and many merchants say 
that they are enjoying a brisk business in 
the latter. 

White Kid Popular 

White kid seems to hold a distinct ap- 
peal for the fashionable women, especially 
in 13-8 to 16-8 heels. It is thought that 
when the white season has advanced a 
little farther, the heaviest call will be for 
white cloth, because women will desire to 
supplement their wardrobe, which already 
contains white kid, with a pair of white 
cloth shoes. 

Very few pairs of whites trimmed with 
colored leather are being sold in Cincin- 
nati stores or are seen upon the streets. 
Instead there is popularity being shown 
for plain white footwear, such as white 
cloth trimmed with white leather. 

Although the great bulk of business now 
being done by local retail shoe merchants 
is on white shoes, this does not mean that 
whites are being bought exclusively. Sev- 
eral merchants say that beige suedes are 
having quite a call, while black satins and 
patents are being disposed of in limited 
quantities. 

Trend Toward Better Quality 

One of the important facts to be noted 
is the tendency on the part of the buying 
public to purchase quality footwear. This 
is noticeable in white footwear as well as 
in novelty styles. The public apparently 
is asking for better shoes and is willing to 
pay the price for them. 


Shoe Production Increases 


The production of shoes in Cincinnati 
factories is showing a marked increase in 
the past two weeks. Orders for fall foot- 
wear are coming in in better volume than 
they have been and the situation has bene- 
fited greatly by this change for the better. 

The number of shoes being turned out 
by the various plants differs considerably 
according to the individual companies. 
There is at least one factory in this city 
that has enough orders on its books at 


present to keep its departments in full 
operation from now until the first of Oc- 
tober. Other factories have orders on hand 
to keep them going practically on a full- 
time basis until well into August. 

It is not anticipated that the volume of 
fall business, when taken as a whole, will 
measure up to that during the best years 
enjoyed by local factories. Shoe executives 
feel, however, that their fall production 
will be close to normal and that, consider- 
ing the handicaps under which they have 
worked, they have done very well. The 
spirit of optimism, which prevails through- 
out the shoe factories in Cincinnati, is a 
reflection of the good outlook which the 
manufacturers hold for the Cincinnati 
shoe market. 


P. Sullivan Co. Busy 


The P. Sullivan Company, which re- 
cently adopted the policy of devoting its 
entire efforts to the manufacture of welts, 
reports that business is exceptionally good 
and that the company now has orders on 
hand which will keep the plant in opera- 
tion for some time. Walker T. Dickerson, 
vice-president, is on a business trip in the 
East. 


Krippendorf Is President 


The Krippendorf-Ho'ley Film Libraries 
was recently organized with Albert Krip- 
pendorf, president. Mr. Krippendorf is 
a director of the Krippendorf-Dittman 
Shoe Co., and a prominent Cincinnati 


business man. He is associated with a 
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number of other large business houses. 

The film libraries will make historical, 
geographical, educational and cultural 
films. It intends to build the largest “‘li- 
brary” of educational films in the world. 
The word “library” is applied because the 
new enterprise will do business primarily 
with schools, colleges, churches and socie- 
ties and institutions of like kind. 


Dividend on Shoe Stock 


A dividend on the common stock of The 
Excelsior Shoe Company, Portsmouth, 
Ohio, has been declared by the directors 
of the company. This dividend is payable 
on July 1. 

John E. Williams, president of the com- 
pany, in a statement to the stockholders, 
says: ““The condition of the shoe manufac- 
turing business as a whole has not been en- 
tirely satisfactory over the country, as 
factories have not generally been having 
a large supply of orders. We are fortunate 
in showing the opposite condition in our 
own individual case in that our orders are 
running 12 per cent ahead of last season 
and 16 per cent ahead of a year ago, as- 
suring us of a full run for the present six 
months.” The regular dividend on the 
preferred stock was also declared. 


Plans for Fall Festival 


Merchants and manufacturers of Cin- 
cinnati will have the place of honor in the 
exhibition booth space at the coming Fall 
Festival, according to a contract made be- 
tween the festival officials and the Cin- 
cinnati Merchants’ and Manufacturers’ 
Association. 

A “million dollar’’ section is now being 
erected, which will be occupied by at least 
80 merchants and manufacturers showing 
their products. Among the numerous ex- 
hibits will be those of Cincinnati-made 
shoes. 


DETROIT 


Seasonable Lines Selling Freely 


Improved Weather Conditions Result in Splendid Business 
for Merchants—Gray and Beige Going Strong 


ETROIT shoe merchants are much 

more satisfied with the trend of 

trade then for some weeks past. While 

business was fair all along, in spite of bad 

weather conditions, it was not satisfactory. 

Now business is good and retail shoe 
merchants are selling seasonable lines. 

In one store the manager reported that 
lines, inactive earlier in the season, which 
he had almost despaired of cleaning 
up at a profit, were now being listed 
among his “‘best sellers.’’ In another store 
the manager said: “We are almost com- 
pletely sold out of gray, beige, sand, etc., 
and we've cleaned up on some lines that 


we have had for some time. It’s been a 
great season for cleaning up stocks.” 

At Fyfe’s, Ross D. Fillion, manager of 
the high grade women’s department, re- 
ported business very good. At Fyfe’s it 
was reported that everything was selling, 
that is, every late style and novelty. 
Staples sold in satisfactory proportions. 


Volume Is Objective 


The Fyfe management is working more 
than ever toward securing volume of 
sales. It is doing this without sacrificing 
its conservative trade, but by adding a 
line here and there that will fill in the open 
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spots. It-is doing this by stressing service 
to the customer which influences buying. 

In both the men’s and women’s depart- 
ments of any retail shoe store, it is possible 
to secure a considerable amount of extra 
business by trying to secure the style and 
size requested by customers when what 
they want is not in stock. In discussing the 
single pair problem, S. J. Jay, manager of 
the men’s shoe department at Fyfe’s, 
said: “It pays to serve the customer 
correctly. Single pair orders do not seem 
to amount to much, but in a year’s time 
the orders amount to considerable. There 
are seven pairs just brought down; all 
single pairs for customers. Each pair 
represents about $15, and each pair is now 
sold.”’ 

Carries Large Slipper Stock 

Another way in which this store is 
building volume is illustrated in the 
following statement of Mr. Jay: “‘More 
than 1000 pairs of men’s slippers were 
sold last Summer.’’ Men’s house slippers 
are usually purchased by merchants for 
the Christmas season. If there are any left 
after the holiday season it is looked upon 
as a calamity. At the Fyfe store new stocks 
are purchased and sizes kept up all the 
year around. “It is all extra business,” 
said Mr. Jay, significantly. It is only 
natural that stores with the stocks sell the 
most pairs. Merchants, who do not stock 
house slippers in Summer, forget that 
every customer that comes in to buy and 
goes away makes it necessary for the 
salesman to do just as much work as if 
the sale was made, and that the customer 
goes away with the impression that the 
merchant does not care to serve the 
customer unless there is a ‘“‘good profit in 
it,’ because the salesperson practically 
tells the customer that “there is so lictle 
call for slippers at this time of the year 
that it does not pay us to stock them.” 


Good Call for Whites 


White oxfords, in kid ®nd linen, are 
selling well in spite of the popularity of 
the novelty styles. ““A white oxford looks 
mighty good on the foot,”’ was the remark 
of one merchant. Some customers are 
more conservative, some think more of 
their feet than others and want substance, 
which can only be secured in a welted shoe. 





Novelty Footwear Display 

At the J. L. Hudson Co. store, a 
women’s shoe display proves that the 
simplest decorative accessories sometimes 
make the most elaborate impressions on 
the mind. 

The permanent background was covered 
with a shade of split bamboo, the strips 
being about one inch wide and alternating 
were finished in natural wood and green. 
On each side of the back, the shade was 
draped with green material, hanging down 
in graceful folds with the ends puffed 
along the back of the floor. The center 
of the polished floor was covered with a 
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grass porch rug. One or two cushions were 
shown on the rug. Some of the wooden 


fixtures were in natural finish, while others 


were painted green. 
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Red, green, blue and white shoes with 
combination effects were shown in this 
setting with particularly good effect, the 
idea of Summer novelty being stressed. 





COLUMBUS 


Colored Sandals Good Sellers 


White Footwear with Trimmings of Black and Green in Sport 
Patterns Expected to Sell Well 


ITH the continued hot weather, 

which has been in vogue for several 
weeks, retail shoe merchants expect that 
on July 1 they will see all the spring styles 
of footwear sold out. All styles of summer 
footwear are selling well at this time, es- 
pecially sandals, which have sold much 
better than anticipated. Red, blue and 
green in sandals have been good sellers, 
and white in both kid and canvas also 
sold well. Whites, with black and green 
trimmings in sport models, have been sell- 
ing, and it is expected that this combina- 
tion with other colors will be very popular 
in July and August. 

Novelties have been the means of a 
rapid turnover to those who have seen 
the “handwriting on the wall’’ and were 
prepared for such a novelty season. 


Novelties for Children 


A retail shoe merchant made the state- 
ment that he had purchased a great many 
pairs of red and green cut-out sandals for 
the children. The first display of the style 
brought an unexpected demand, and with- 
in a few weeks his stock was cleaned out 
and he made a request to a manufacturer 
for a rush shipment. Even boys have de- 
cided that they, too, must have a change 
and the demand for the sport oxford for 
the boy and youth has been great. Black 
leather for boys’ shoes is not popular for 


this season, according to statements of 
several retail shoe merchants. 


Travelers Elect Officers 


The annual election of officers of the 
Ohio Shoe Travelers’ Association was held 
on Saturday, June 16. An active campaign 
for election was waged by many candi- 
dates and their friends. 

A report showed the organization en- 
rolled many new members and the finan- 
cial condition was reported favorable. 

The officers elected include: A. L. Car- 
lisle, Emerson Shoe Company, president; 
C. W. Stuber, Kropp Shoe Company, vice- 
president; F. M. Heer, Adams Bros., sec- 
ond vice-president; George F. Scholl, 
Levie Shoe Company, secretary-treas- 
urer; P. W. Smith, Poole-Johnston Shoe 
Company, Inc., R. V. Zartman, G. Edwin 
Smith Company, directors. 


Jamieson Secures Lease 


W. O. Jamieson, of the local Walk-Over 
Shoe Store, has acquired the lease on the 
five-story, newly constructed building at 
80-82 North High Street, from Louis 
Bamberger of the Browning Shoe Com- 
pany, whose place of business occupies 
number 80 North High Street. Mr. Bam- 
berger has been granted a long time lease 
on his present room. 





CLEVELAND 


Weather Helps Sale of Sandals 


Business in June Better than in 1922—Sport Shoes and Sandals 
Selling Freely 


LEVELAND, during the week end- 
ing June 23, experienced as hot 


weather as has come to the city in recent 
years. The whole city sweltered in an al- 


most stifling heat for two weeks ending 


June 23. Prostrations, on account of heat, 
were numerous, bathing beaches were 
crowded and thousands slept in the open. 


Outing shoes have taken on a spurt so 


far as demand is concerned. Oxfords have 
not been going well since the weather has 


been hot. Sandals, pumps and other 
models that allow the instep to remain 
uncovered have been going heavily. The 


shoes must be of the lightest material to 
sell in extremely hot weather. 


Sports with plenty of color, provided al* 
ways that they are cut low, leaving as 
much of the instep and foot exposed as is 
possible, have been the best sellers. An 
impetus has been given sales of these 
models by the growing popularity of golf. 
More and more people each year have be- 
come devotees of this game, and this year 
there are more playing than ever before. 


Business Better than Year Ago 


Merchants, who have looked over their 
books and compared sales in June this 
year with the volume of June in last year, 
have found that the month’s record will 
exceed that of the same month in 1922. 
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The season was more backward this 
year than a year ago. Cold and snow has 
kept back the demand for spring shoes, 
but the late season has caused the demand 
to be even greater than it would ordinarily 
be at this time of the year. 

June has been a typical month, with 
not much rain and the thermometers re- 
gistering above 80 most of the time. It has 
been a long time since the merchants have 
had a better June than they are having at 
this time from a business view. 

The lateness of the season has brought 
about an unusual situation so far as buy- 
ing of shoes for fall is concerned. Agents 
of manufacturers report that buying for 
fall has been extremely light. 

Merchants have been waiting until the 
usual demand for shoes set in with the sea- 
sonal weather, before turning their atten- 
tion to stocking up for fall. Now that the 
goods are going fast a change in policy is 
expected. 

“Buy early, but guess right and intelli- 
gently,” is the advise given by a certain 
merchant who did not want his name pub- 
lished. Watch advertisements in trade 
journals, read carefully discussions of style 
trends and then purchase early.” 

The shoes of color still continue to sell 
at a rate that is exceeding the expecta- 
tions of merchants. Many figured that the 
“flapper’’ type would be the main source 
of demand for red, blue, green and mottled 
shoes, but this has not proven true. 

Many staid and dignified women are 
wearing them. Girls in high schools, others 
home from college, have taken to them. 
Several merchants interviewed report a 
scarcity. 


Schrieber on West Side 


A. C. Winkelman, representative for the 
Friedman, Shelby Red Goose shoes, has as- 
signed to his former office assistant, Her- 
man Schreiber, the west side territory in 
Cleveland. Samuel Permut, who recently 
graduated from Western Reserve Univer- 
sity in this city, has become office assistant 
at 363 The Arcade. Shreiber, a Clevelander 
by birth, before becoming ‘associated with 
Winkelman, had traveled in the Dakotas, 
Illinois, and Iowa, as representative for 
one of the large tire companies. 

Mr. Winkelman reports that Cohn’s has 
opened a new shoe store at 55th Street 
and Woodland Avenue, the opening taking 
place Saturday, June 30. A complete line 
of men’s and boys’ shoes is carried in the 
new store. Morton Cohn is manager. 


Samuel Good’s New Store 

Samuel Good has opened a new store 
at 2724 West 25th Street. A general line 
of shoes is carried. The room has been 
thoroughly overhauled and remodeled so 
as to be adapted for the retailing of shoes. 
The location is good, situated in the heart 
of the retailing district on the west side. 
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INDIANAPOLIS 


Hot Weather a Stimulant for Whites 


Call for Brilliant Shades of Footwear Continues Regardless 
of Strong White Business 


USINESS with the retail shoe mer- 
chants has been unusually good for 
two weeks ending June 23, and no ap- 
parent letup is in sight, much to the joy 
of the shoe men. Real sizzling, summer 
weather, the kind that sends the mercury 
up close to the 100 mark, has been pre- 
vailing and has served to stimulate greatly 
the demand for white footwear. Downtown 
shoe stores have been thronged with cus- 
tomers despite the excessive heat and 
white shoe stocks are dwindling rapidly. 
Sandals, straps and oxford have been 
selling briskly, the local shoe men say, 
the sandals being in greater demand 
among the younger set. However, quite a 
few calls for sandals are being heard from 
middle-aged women also. The sandal, no 
doubt, is destined to play a big part in the 
summer business and shoe men, who have 
arranged their stocks in anticipation of the 
demand, are going to reap the benefits. 


White Stocks Waning 


Sales of whites began the first of the 
month with the arrival of summer 
weather and have been increasing by 
leaps and bounds ever since then. Retail 
shoe merchants believe the bulk of their 
white footwear will be sold before July 4, 
if the present demand for it continues. 
Saturday, June 23, was one of the biggest 
days a number of the shoe merchants 
have experienced for some time. 

At some of the shoe stores, salesmen re- 
port that all-white shoes are leading every- 


thing else, while in others whites trimmed 
in colors are reported extremely popular 
with the buying public. There is still no 
letup in the demand for the brilliant col- 
ored footwear and the belief prevails that 
this type will continue in popular favor 
throughout the Summer. Many women 
are matching the color of the trimmings 
on their dresses with the trimming on their 
footwear. 


New Store Almost Ready 


Workmen are rapidly completing im- 
provements in the business building at 
103 North Illinois street, where the 
Feltman-Curme Shoe Store Company’s 
new Indianapolis store will be located. The 
room is being extensively remodeled and 
probably will be ready for occupancy by 
July 10. The company now operates a 
chain of shoe stores throughout the middle 
West. 


Bright Colors in Hosiery 

Encouraging sales of bright colors con- 
tinue to be the feature of the retail hosiery 
situation. With red, green, blue, gray and 
tan shoes being snapped up by the fair 
sex, it is only quite natural that hosiery 
would be sold to match or contrast the 
footwear. The hosiery department at the 
Marott Shoe Shop has been doing an ex- 
cellent business, particularly among whites 
and colors. Chiffons in nude, gray, brown, 
metal and fawn have been very popular. 





SALT LAKE CITY 


Good Sales of Summer Footwear 


Whites, Sandals, Sport Oxfords and Novelties in Strong 
Demand—lIndustrial Situation Reported Ideal 


USINESS is reported by retail 
merchants as much better than at 
this time a year ago. Better weather con- 
ditions is one of the reasons for good buy- 
ing. Thus far the heat has not been exces- 
sive, but the weather has been ideal for 
inspiring women to visit the business dis- 
tricts to buy. 

Without exception, all of the stores ca- 
tering to women’s business report a lively 
interest in everything in summer foot- 
wear. Sport oxfords, novelties and whites 
are all in demand. Whites on the whole 
would seem to be leading the style 
procession, though sandals and cut-out 
models are not far behind. 

In men’s footwear, browns are leading. 


The reason for this is no doubt due to the 
fact that browns go better with summer 
clothing than blacks. Few whites have been 
sold. Of course, many men are wearing 
sport shoes, particularly the younger set. 


Industrial Situation Excellent 


The industrial situation is all that could 
be desired. There is work for everybody at 


good wages. In some lines, there is a 
shortage of both skilled and unskilled 
labor. Crops are in fine shape, and it is 
already evident that prices will be satis- 
factory from the producers’ standpoint. 
Added to this, the city expects the best 
tourist season this year in its history. 
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Sample No. 

106 — Bamboo 

Nubuck (Holly- 

- wood model 

319), trimmed No. 18 Tan Calf, 353 last, 
no tip, regular leather heel $6.40 


Sample No. 102 

—No. 34 Log Cabin 

Suede, No. 78 Kid 
trim, 317 model, 363 last, Lite-Welt, 1344 
covered heel $8.15 Sample No. 103—Same 
in Black Satin, Suede trimmed. $6.25 











Sample No. 
101—All _Pat- 
ent Two Strap, 
316 model, 363 


last, Lite-Welt, 1344 heel, wood covered 


Sample No. 
105—321 Mod- 
el “E” suede (dark 
. brown) fy 
to matc ew Ca 
tle), 339 last, 513 leather heel $7.65 _ 
Sample No. 104—Same in black Suede, 
patent trim, $6.85 

















Some of the 
ARCH PiteSE 


RVER 


In-Stock Department 


OR the benefit of Arch Preserver Shoe dealers we maintain} an “In- 
Stock Department” carrying 16 styles in widths from AAA to E. With 
but a small investment our dealers are able to satisfy every requirement 
as to style, catering to the merest whims of buyers. Here are four models 
to give an idea of the complete ‘assortment of smart styles_available 


for immediate shipment to our dealers. 


THE SELBY SHOE COMPANY, 
Portsmouth, Ohio. 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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HOE MANUFACTURERS know that 

only a specially made fabric of extraordi- 
nary strength will make serviceable satin 
shoes. Extra heavy silk for the warp and four- 
ply cotton for the filling, together with the 
utmost care in weaving, give Skinner’s Shoe 
Satin a strength that meets the demand of 
shoes for street or evening wear. 


‘Look for the Name in the Selvage”’ 


Skinner's 
Shoe Satin 





FOR 75 YEARS LEADER IN WEARING QUALITY 


Dealer Influence is secured thra advertising in the Boot and Shoe Recorder. 
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Skinner's 
Shoe Satin 


is 36 inches wide and is 
made in four different qualities 
to meet all the requirements of 
the trade. 


HOE MANUFACTURERS know that uni- 

form quality in materials is essential to 
uniform satisfaction among their customers. 
There is an added selling argument when you 
can say your satin shoes are made of Skinner’s 
Shoe Satin. Every woman knows the name. 
For 75 years it has stood for wearing quality 
in- satins. 


‘‘Look for the Name in the Selvage”’ 





~ WILLIAM SKINNER. & SONS Established 1848 — 


NEW YORK. CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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EXCLUSIVE 
NEW ENGLAND DISTRIBUTOR SPECIALISTS IN 
FOR FABRIC AND LEATHER 


J. F. McELWAIN COMPANY FOOTWEAR 
Men's Dress Welts to Retail at For Men and Women 
$5.00 and $6.00 











» other 
A New One Flexible McKay, Patent One Strap, Black Many othe 


, , , shai ede Calf Lattice — 14-8 Junior Louis attractive styles at moderate 
with big selling possibilities j4i61 Widths C and D prices 


Complete Line on Display 


Booth No. 14 --- BOSTON STYLE SHOW 
eeeee2 JULY 9 --12, 1923 seeees 


Cé& GOODNOW SHOE CO. 


596 Atlantic Avenue . . BOSTON, MASS. 
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RIININANAAN 
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OUR “QUALITY COMFORTS” 


Where Style and Comfort are Blended No. 205—Kid Stock Tip Blucher Ox- 


. . ford, Gray Quarter and Sock Lining, 
No. 501—Kid Oxford, Gray Leather Ata time when the ny of 12-8 Rubber Heel, B to E x 
itati a nation’s shoe buyers are 


ange and Sock Lining, Imitation 
ip, 12-8 Rubber Heel, B to E. 7. . 83.00 turned New Englandward, 
this company presents a 
splendid list of women’s 
fine hand-turned footwear. 
The style numbers here 
shown are indicative of a 
line which merchants every- 
where are selling at a profit 
and with repeat orders. 
What more can you ask? 
Samples? Certainly. 
H. K. GARDINER CO. 
PITTSFIELD - - - - = = N.H. 


No. 404—Kid Seamless Polish, 10-8 Boston Office ‘ No. 405—Kid Stock * 7 > ~ 
Rubber Heel, C to E .......... $3.00 134 LINCOLN STREET 10-8 Rubber Heel, C. D 


Senemederencichtehsshaenentonen teen etcs OTE nefits 


CuO ONO OMNI 


POU ee eleniiiiiieniiieniiiiiiiienniiiiin 
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STARBUK 


ln Alt Fashions 
Latest (olorings 


Will Be On Display 


at 


BOOTH 10 


Boston Shoe Style Show 


You can get no more authoritative information as to the 
colors that are to be popular than to view the line we 
shall have on display 


Yes—we have Log Cabin! 


Although we call it BOBOLINK, Color 33. Also No. 40 
AUTUMN BROWN, No. 21 BAMBOO and No. 43 
HAZEL are increasingly in demand with us. 


In Grays, No. 9, 18 and 39. 
TOLMAN, DOW & CO., Inc. 


174 Lincoln Street, Boston, Mass. 


Cincinnati, Ohio Greater New York 
New Castle Leather Co. 
100 Gold St. 


Mohr-Holters Sales Co. 
202 E. 7th St. 


St. Louis, Mo. 


Rochester, N. Y. "ML 4 & Co. 
. Kirk tzgerai 
me 1602. Locust St. 


Newcastle Leather Co. 


General Representatives for 
Headquarters at Paris, France 


Continental Europe 
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(ED 
C.H.ALDEN CQ 


U.s.& 


An Alden Style 


that can be 
delivered promptly 


Made in 
Gallun’s No. 4, 
also Black, 
A to D 





ONCENTRATION of our 
efforts has enabled us to offer 
that which the times and the trade 


require. 


ooo39o8 9 


—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


ooo3979o°9o 


We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 





























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





June 30, 1923 BOOT AND SHOE RECORDER 





- JUDGE IT BY ITS USERS 


i 


<> 


Ihe head of one of America’s 
largest glazed kid producers said 


“Pe ten small cuttings of as 
many different kinds of Ha- 
vana Brown Kid before me and 
I'll pick out the New Castle every 
time. 

‘There is an indefinable some- 
thing in the New Castle HA- 
VANA BROWN color that dis- 
tinguishes it from every other.” 


New Castle Leather 
Company 
New York 


NEW CASTLE KID 


a 
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Stock No. 653—$5.00 


Rest Cure Oxford 


IN STOCK AAA TOE 


























50 New Strap and Oxford Models 
of Fall Shoes 


Shown at our Boston Office 
183 Essex St. 


























Williams, Clark and Company 


HUOUMNOTOM OOO UOMO 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Recorder Merchandising 
Calendar for July 


July 2-7—July is a month of sales but it can be made a month of 
profits if new, peppy merchandise is featured at regular 
prices along with the special sale items. 

When should the special sale start? This question can 
best be answered by each merchant individually because 
conditions vary in different communities. 

Every town and city should have a merchants’ associa- 
tion and the time of holding big seasonal sales should be 
determined by that body and adhered to by every member. 
At any rate they should not begin before July 10, and a 
week or two later is even better. 


July 9-14—Keep close watch on white shoes. It is now or never 
with whites. Re-price broken lots. Often several lots can be 
combined and a better run of sizes obtained. 

This is the height of tennis shoe selling. Better keep 
them sized up. 

Do not overlook barefoot sandals. 

Keep the store looking neat, clean and inviting. Nothing 
spoils character, reputation and merchandise as much as 
filth and dirt—Keep clean. 


July 16-21—Monthly meeting of employees. Better make it a 
picnic. Close up at noon and go to a park or better yet to 
the country. Loosen up, spend some money on the help. 
They deserve it and it will all come back in better service 
and closer loyalty. 

Show them a good time. Let them know the “Boss” is 
a good fellow—and go along with them. 


July 23-31—Now is a good time to get rid of a lot of broken cartons 
and replace them with new fresh ones. 

July and August are vacation months. Every member 
of the force should have a vacation. If possible give each 
employee two weeks. Pay them for at least one of these 
weeks. 

Make statements of customers’ accounts. Take off trial 
balance. Give your banker a copy., You may want to borrow 
some money in September. Get ready now. 






































an 





Ft 


—— 



































In this beautifully appointed 
store of C. A. Shuart Co. 
1318 Second Avenue, Seattle, Washington 


AMERICAN 
INTERLOCKING 
SHOE STORE CHAIRS. 


are wholly in keeping with their artistic surroundings, and con- 
tribute their full share to the highly pleasing effect of this well- 
planned interior. 


American Interlocking Shoe Store Chairs may be had in de- 
signs and finishes suited to any interior decorative treatment. 
They are economical of cost because of their surpassing sturdi- 
ness, and of floor space because they seat seven people comfort- 
ably in the space required for six with other types of chair. 


Let us help you solve your seating problems. 


AMERICAN SEATING [PANY 


General Offices: 


Room 302, 69 Canal St., Bost on. 


1016 Lytton Bldg., CHICAGO 


Room 601, 119 W. 40th St., New York 
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Use Old Butter for Baking 


By E. C. LOGAN 


‘JULY and clearance sales have become so associated 
J in minds of both merchants and customers that 
to think of one almost invariably brings — 

of the other. 

Back in the old days of twice a year buying the twice- 
a-year clean-up was probably a necessity, but under 
present conditions of continuous buying there should 
also be a continuous. clean-up. 

Not a big Hurrah sale every week with wild compara- 
tive price quotations because the constant round of 
special cut-price sales create a horde of hungry bargain 
hunters that feed off the profits the merchant should 
make, but all short lots should ke specially priced and 
if necessary a P. M. tacked on to stimulate the efforts 
of the sales people. With this kind of a policy the July 
Sale takes on a new aspect. 

It always costs money to get a crowd into a store and 
the best time to sell them is when you have them there. 

The season’s accumulation of broken lots can be 
marked at prices that will bring people into the store. 
It is good business to sell them the broken lots if you 
can, but do not overlook the opportunity of selling 
them something. 

A good restaurant man says he always uses his stale 
butter for flavoring his baking and always has fresh 
butter on the table for his guests. 

Get the idea? The flavor of the food brings people in, 
but he always has something fresh besides the baked 
articles. Not everybody is looking for season-end mer- 
chandise at a price. 

July and August are vacation months and there are 
lots of people who are looking for something new and 
fresh; something that has a suggestion of early fall, and 
while you have the crowd in your store is the best time 
to cop off that business. 

If you break even on the odds and ends you will be 
fortunate, while the new, fresh merchandise will yield 
a profit. 


It would, of course, be a mistake to have the whole 
fall stock open and on display during a July sale. In 
fact, itwould beamistake tohavea whole season’s supply 
on hand at any one time. Successful retailing is not done 
that way in this year of our Lord, but a few new pat- 
terns in brownish tints of ooze and kind, and one or two 
new black satins or patents for women, and one or two 
new attractive oxfords in medium shade of tan and cor- 
responding numbers of black for men will add prestige 
to the store and keep you in the class of live ones. 

People who come to your store usually come to buy 
something and if you do not have what they want they 
are about as badly disappointed as you are. 

Merchants are rapidly giving up the idea that it. is 
better to lose a customer during a special sale than to 
try to sell new fresh goods at regular prices. 

Live merchants are counting the cost of getting cus- 
tomers into the store and then endeavoring to have 
something those customers want when they do 
come. 


How Shall I Price Them? 





HE average merchant usually strikes a snag when 
he comes to putting prices on shoes that are picked 

out for a special sale. 
Usually he looks up the original cost of the shoe and 


the selling price, then calculates his “‘sacrifice.’’ The 
sacrifice is the big thing and he naturally wants to take 
as small a mark down as is possible and so he takes off 
a small slice from the original marked price, does a lot 
of advertising, and then wonders why people do not 
rush in and wipe out his mistakes. 

Here’s another plan that a very successful merchant 
uses. It is logical and right. He says: ““When we are get- 
ting ready for a special sale I first go over our stock rec- 
ords and check all lots of ten pairs or less regardless of 

(Continued on page 159) 
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Showing the use of skins in dressing the Leopold-Morse Window 


Timely Window Displays Bring Business 
to This Boston Store 


Jicos M. FOLEY, manager of Leopold Morse & 


Co.’s shoe department, Boston, pays special at- 

tention to window trims, and figures that his bus- 
iness has increased 35 per cent during the last few 
months on account of his window displays. 

He changes his windows in accordance with the de- 
mand for the goods displayed. For instance, if Mr. 
Foley has installed a window which seems to be pull- 
ing trade in good shape, he may continue that same 
display for two or three weeks. For, as he says, not 
everybody in the family is out on the same day or the 
same week. Father may go home at night and speak 
about a pair of shoes that he has seen which would be 
adaptable for Johnnie, but it may be the next week or 
two before mother can get up town to see them. Again, 
the change may be made every week, or every day. 
One case that Mr. Foley cites is of a window trim which 
brought only $9.00 up to four o’clock; at four o’clock 
a new trim was instituted, and between then and 5.30 
$146.00 was taken in. 


Trim Suits the Weather 


He trims for a rainy day differently than for a sun- 
shiny day. He trims differently for a Saturday crowd 
than for a Wednesday crowd. He often “‘sizes” up a 
crowd of passers-by, and then trims his window in ac- 
cordance with what he thinks will be the popular taste. 

He has special windows, sometimes containing shoes 
to wear on the baseball field and sometimes for the 
automobile. One of his next displays will be an exhibit 
of how the Converse Rubber Shoe Company’s ‘ Big 
Nine”’ is made. 


A typically successful window is pictured above. 
The skins are of rich dark brown and lighter brown 
calf, ornamenting the marble-like walls. Portieres of 
golden velour are draped on either side of the skins. 
The floor of the window is of da -k oak. Tables are used 
to a greater extent for display than pedestals. The 
valance is of ecru, embroidered with a light shade of 
brown silk. The window is well lighted at night by re- 
flectors, concealed by the valance. Besides the skins, 
the display includes the various parts of the shoes— 
with signs telling their “histories.” 

The interior of this department is attractive, with 
several display cases and tables featuring shoes and 
well-arranged cartons. Each carton is of dark green 
and may be pulled from the shelves by a little ring. 
The shelves extend nearly to the ceiling, one carton 
wide, seven cartons to a section—with twenty rows 
above the bundle counter and five rows of shelves 
underneath. 





Imported Boots and Shoes 


Washington, June 25.—Imports in April of leather 
boots and shoes not subject to duty amounted to 47,- 
806 pairs, with a value of $83,798, while similar footwear 
imports subject to a duty, totaled 82,152 pairs, valued 
at $24,533, according to the Boot and Shoe division 
of the Department of Commerce. The imports of free 
and dutiable footwear into the United States in 1923 
amounted to 149,278 pairs in January; 103,939 pairs in 
February; 155,173 pairs in March and 129,958 pairs in 
April, making a total of 538,348 pairs. 





BOOT AND SHOE RECORDER 


Novel Hosiery Display Unit Tells the Story 


The Price Can Be Changed at 
Will, and No Sign Writing to Do 


AKERS of display equipment are continually 
M cudgeling their brains for ideas on how to 
make their products either more unusual in 
appearance or broader in their scope of usefulness. 
Mr. Mac Harlan, who is not in the display equipment 
business, but is advertising manager of the Rollins 
Hosiery Mills, Des Moines, has successfully worked out 
one unique device that accomplishes both purposes. 
This unit is a hosiery display stand and showcard 
combined. It exhibits the merchandise to good advan- 
tage and at the same time tells the make, material and 
price—sufficient information to induce people to buy. 


Changeable Price Feature 


Moreover, the device has a changeable price feature, 
so that without invoking the aid of a sign writer it can 
be used in connection with any stocking in this maker’s 
line. Back of the cut-out price panel are three tapes, 
each of which has figures printed on it, so that by simply 
adjusting the tapes any price from 10c to $4.99 may 
be displayed. It takes but an instant to change 
the price. 

Making it easy to buy is generally conceded to be 
quite a trick. This display piece does the trick, as many 
users have found to their gratification. It is of a size 
suitable for either window or counter display, and is 
lithographed in modest colors that are in keeping with 
any decorative scheme. 


The idea seems so simple that the wonder is it hadn’t 
occurred to someone before. Sometimes a merchant has 
some good ideas along this line, but simply sets them 
aside and forgets them. This shouldn’t be done. He can 
use them very profitably in his own business and can 
find a broad market for them outside. 





What Is the ‘‘Life’’ of the Plate 
Glass in Your Store Front! 


Do you know that a difference of one turn of a screw 
in putting in your glass front may cause it to break 
under pressure of the first strong breeze or under the 
contraction or expansion from heat or cold? 


Do you know that a little difference in a detail of 
construction may either make your windows dust- 
tight or make them dust traps? 


Do you know that on some plate glass construction 
you can afford to carry your own insurance? 


Will you, for the Recorder’s information, tell us of 
your own experience with store fronts? And, if you 
have some questions to ask on this subject, perhaps 
we can answer them. Write the Shoe Store Service 
Department of the Boot and Shoe Recorder, 189 W. 
Madison St., Chicago. 
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Good Dressers want 
Good Dressings 


jor their shoes 

















Eagle Brand 


is everywhere known as the mark of quality in dressings for shoes of all 
kinds and colors. The satisfaction that customers derive from the shoes 
you sell depends to a considerable extent upon the dressings used. See 


that they get EAGLE BRAND. 


For White Canvas | 

Eagle Brand NOVA is the 
cleanest cleaner and whitest 
whitener. Leaves no streaks or 
spots. Does not rub off when 


dry. 


For White Kid 

Eagle Brand NIFTY White 
Kid Cleaner does the work 
quickly and well—renews orig- 
inal finish of the leather. 


For White Nappy Leathers 

Such as buck, suede, ooze, 
Eagle Brand NUWAY is the 
dressing de Luxe. 


For Colored Glazed Leathers 

in staple shades of brown and 
tan and the new bright colors, 
Eagle Brand “VOGUE” Kid 
Dressing is just right. 





From your jobber or direct from 


AMERICAN SHOE POLISH CO. 


CHICAGO U.S. A. 
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Dunean Phyfe period display fixtures exhibited by Hugh Lyons § Co. 


Pleasing Display Equipment Seen at 
I. A. D. M. Convention 


held their annual convention on June 18, 19, 20 


"Tire International Association of Display Men 


and 21 at the Hotel Winton, Cleveland. The 
event was a marked success in point of attendance 


and impressively demonstra- 
ted the progress made by the 
display profession during the 
past year. 

Features of especial interest 
to the shoe merchants who at- 
tended were the exhibits of the 
various display equipment 
manufacturers. 

Hugh Lyons & Co., Lan- 
sing, Michigan, drew consid- 


erable attention with their - 


finely executed window fixtures 
of unique design—particularly 
the Duncan Phyfe fixtures 
illustrated above. Note the 
double top shoe stands, 
plateaus, three-way table and 
hosiery forms. 

A number of noteworthy 
decorative units were shown. 
Two of these exhibited by L. 
Baumann & Co., Chicago, are 
illustrated here. 

The circle vase is shaded 
from gray blue at the top to 


purple blue at the bot- 
tom, with center panel of 
composition gold and 
blue two-tone. It holds 
a floral piece of silk and 
velvet leaves and flowers 
combined with silk fox- 
tails and mountain ash 
berries; orange and yel- 
low predominating. The 
unit over all is six feet 
high and the vase alone 
two feet. 


The bird vase (at the 
right) is in turquoise blue 
with gold panel and nov- 
velty Egyptian flower 
design, with a black base, 
beautifully setting off the 
carved birds which are in 
shaded orange. Leavesof 
black patent leather, silk 
and velvet, combined 
with velvet flowers and 
orange colored fruit, are 
here shown in the vase, 
This complete unit is five 
feet, three inches high 
and the vase alone thirty- 
three inches. 
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Cushion Arch Molds 
Make Bad Feet Good 


Figure | shows section view of right foot anatomy from back of heel as in the 
shoe on hard, flat leather insole, with the pivot of the under heel bone on the 
flat surface, carrying the person’s weight on this little bone, which is but the 
size of a ten-cent piece, making on the insole, if bone is prominent, a little dark 
spot or dent, causing nerve strain called Rheumatism, which much doctoring 
for years does not cure. 


Take a half-inch belt punch, cut out through the thick felt and with the 
above pivot of the heel bone down in the cut-out. The person’s weight is now 
on the felt around the bone. This simple cure is instant, no matter how many 
years of doctoring. Your customer comes in on crutches and walks out carrying Fig. 1 
them away. Heel in Shoe 


Figure 2 shows the same back view of the left foot. The dark curve under heel 
shows the cross cut of a Cushion Arch Mold, with the heel of foot on the round- 
ed cushion cavity to balance and ease the entire under heel with weight around, 
and not on one small spot, preventing that tired feeling at the end of the day. 


One man, after six years of doctoring with the pain up to his hip, and then up 
to his side, was entirely relieved in six minutes and carried his crutches with 
him. It is no trick. It is easy. Just let me show you how. 


Heel on Cushion 


Berrick Bldg., 86 Ellicott Street 
BUFFALO, N. Y. 
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GRADUATION EXERCISES 
homte Caliloda 
Tilinois Cotie ve > 

> by 
= A 
ij Chiropody 


Illinois College of Chiropody 
Graduates Ninety-Two 
Candidates 


tory of the Illinois College of Chiropody, 

Chicago, occurred on the evening of June 1. 
when a class of 92 men and women received their di- 
plomas, and with it the degree of Doctor of Surgical 
Chiropody. The exercises, banquet and dance brought 
many hundreds of visitors, which taxed the capacity of 
both the Tiger Room and the Crystal Room at the 
Hotel Sherman. 

Particularly interesting and impressive was the grad- 
uation program. The faculty, wearing the conventional 
dress, entered the large assembly hall, preceding the 
graduating class, the members of which presented a 
most imposing appearance in their caps and gowns. 


; N EXCEEDINGLY happy occasion in the his- 


Regular Commencement Program 


Musical numbers and addresses provided a very 
pleasant two hours. The vocal solos rendered by Miss 
Edith Thayer, prima donna of “Blossom Time,” were 
particularly well received. 

The Class Oration delivered by Oscar W. Junek and 
the Valedictory Address by Carl A. Zoll, were master- 
pieces, and gave convincing evidence of the high type 
of men and women interested in the study and the prac- 
tice of chiropody. 


Addresses for the Faculty by G. E. Wyneken, M. D., 
Secretary, John G. O’Malley, M. D., President, and the 
Rey. Alfred Nickless completed the program. Wm. M. 
Scholl, M. D., Vice-President of the College, presided in 
his usual masterful manner. 

The graduation of a class of 92 thoroughly trained, 
capable and conscientious students must impress the 
thinking person as a startling indication of what the 
future holds for chiropody. 

This is the largest class ever graduated from a col- 
lege of chiropody. 

These 92 men and women have been trained to feel 
that their success can never be complete, nor a source 
of genuine satisfaction, unless they willingly and volun- 
tarily and unselfishly devote a portion of their time and 
thought and effort to the advancement and the progress 
of their chosen profession. 

In this connection it is worthy of note that many of 
the most successful shoe merchants point to a knowledge 
of the human foot as one of the greatest factors in their, 
success. 

Whether intending to become chiropodists or 
not, all who have to do with fitting shoes may reap con- 
siderable benefit through taking up the study of the 
human foot and its ailments. 
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Have the Factories from Which You Buy 
Equip your Shoes with 


Glencer 


REG. U.S. PAT. OFF. 


Fibre Tip Shoe Laces 


**They Stick to the End” 


These are better laces than ordinary metal-tip laces. They 
have NO METAL to break, work loose, or pull off. 


Always stylish, neat, and dressy. 


Cost No More than Ordinary Metal Tip Laces—All Lengths 
-- All Colors -- Flat, Round, Tubular. 


Main Office and Factory 


Glencairn Manufacturing Co. 


Incorporated in 1908 
Pawtucket Rhode Island 


Note the Screw Top 
Cover. No Leakage. 


demand for white shoe dressings. 











Sole Agents for the U. S. A. 





June 30, 1923 





WITH SUMMER HERE 
White Shoe sales are Heavy 
Be prepared for taking care of the 


The reputation built in years past by Liquid Blanco is today a 
| valuable merchandising asset to retail shoe merchants. The 


for choaning white |B name “Blanco’’ is signal of the best white shoe cleaner available. 


There is also much demand for the well-known cake dressing 
in white. This product is also made in khaki and web colors. 


LAING-HARRAR « CHAMBERLIN 


PHILADELPHIA - - PENNSYLVANIA 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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(Continued from page 151) 
how well they have been selling. I also check all slow 
movers regardless of the size of the lots. 

“I have the boys bring to my desk one pair of each 
lot, together with a complete fist of sizes and widths 
on each shoe. 

“T then call in two or three of the boys and we imag- 
ine ourselves in the sample room of some manufacturer 
or wholesaler, and one of the boys acts as salesman. 

“He sells me the shoes one at a time; sizes and widths 
are considered, but not the original cost. What are those 
shoes worth today, on today’s market? That’s the ques- 
tion. What would I have to pay for them if I were buy- 
ing them from somebody else? 

“That question settled and the cost price is fixed. To 
that we add the customary markup and that is the re- 
tail price for the sale. We then change our record. 
These shoes are all taken off our regular record sheets; 
they lose their identity as regular shoes and go into the 
‘99’ section.” 

Get the idea? Always selling at a profit—never taking 
a loss so far as the individual retail sale is concerned. 

Selling the shelf warmers and short lots over to your- 
self at what you would be willing to pay for them if they 
belonged to somebody else. 

Maybe you think this is kidding yourself, but it is 
better to kid yourself with the money in the cash 
drawer, than to kid yourself with stale merchandise on 
the shelves. 





Shoe Men Organize 


Louisville, Ky., June 26—The Louisville Shoe Deal- 
ers’ Club was organized at a recent meeting held at 
Tyler Hotel, taking the place of the Louisville Retail 
Shoe Association, which has not been active for the 
past three years. There will be a membership drive 
launched soon. 

Officers elected- include: J. C. Fedler, Jr., of J. C. 
Fedler & Sons Co., president; Richard Arendt, of Kauf 
man, Straus Co., treasurer; and G. B. Hays, of the Petot 
Shoe Co., secretary. A membership committee was 
chosen and includes: Harry G. Schutz, Harry M. 
Young, Maurice Brooks, George Sutt, Howard M. 
Honaker, Edward A. Anderson, Ernest Hambly and 
Ben D. Brumleve. R. L. McAndrews and Noel H. 
Lyons are on the publicity committee. 

The membership will be restricted to retail shoe mer- 
chants There will be a meeting July 2 and many new 
members will be enrolled. The present members in- 
clude: 

Edward Anderson, Douglas Shoe Co., Richard 
Arendt, Kaufman, Strauss Co., G. L. Bogard, Miller’s 
Ltd., the Selz Store, T. R. Brown, Husch Brothers 
(Sensenbrenner Dept.), Noel Lyons, Byck Brothers, 
Mr. Boynton, Travers Shoe Co., Maurice Brooks, 
Brooks Brothers, Roger Dougherty, manager of the 
Mike Dougherty Shoe Store, J. C. Fedler, Jr., J. C. 
Fedler & Sons Co., Boston Shoe Stores, J. C. Hero, 
operating the J. C. Hero Store, and Dunlop Shoe Co., 
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Howard Honaker, Herman Strauss & Sons Co., Ernest 
Hambly, Hambly Brothers, G. B. Hays, Petot Shoe Co., 
Joe T. Jacobs, the Dan Cohen Co., E. Levy, Ben Sny- 
der Department Store, Inc., R. L. McAndrews, Durand 
Perry Co., L. F. McConnell, Queen Quality Boot Shop, 
Charles E. Phillips, Jr., Stewart Dry Goods Co., D. H. 
Smith, J. Bacon & Sons, Henry Michael, Jr., Volz & 
Michael, Harry G. Schuts, Walkover Boot Shop, 
George Sutt, Sutt & Son, John Wilkerson, Bon Ton 
Cloak and Suit Co., Harry M. Young, H. P. Selman & 
Co., Ben Middendorf, Florsheim Co., John Zoll, of J. 
Zoll & Son, George C. Jetter, of Hanover Shoe Co. 





Decrease in Employment in May 


Washington, June 20—Manufacturers of boots and 
shoes report a decrease of 2.1 per cent in the number of 
employees engaged in May, as compared with the num- 
ber employed in April of this year. Figures compiled by 
the United States Department of Labor from the boot 
and shoe industry show that the 165 reporting concerns 
employed 88,450 workmen in May and 90,347 in April. 

Wages in the boot and shoe industry show a decline 
of 2.5 per cent for the last week in May when compared 
with the last week in April. 

Employment in general during the month of May 
showed that there was an increase of .3 per cent in the 
number of employees and an increase of 4.1 per cent in 
the total amount paid in wages. The figures are based on 
reports from 6,076 representative establishments in 47 
manufacturing industries, covering 2,240,423 employees. 





Bought 2,603,300 Pairs of Shoes 


Washington, June 23—What is said to be one of the 
largest, if not the very largest single sale of shoes that 
has ever been made in the United States, was made in 
June when the Georgia Wholesale Co., of Jackson, Ga., 
purchased outright from the surplus property depart- 
ment of the United States Army, 2,603,300 pairs of un- 
used trench and marching shoes. 

The announcement was made by S. J. Carmichael, 
manager of the Carmichael Government Goods Co., 
operating several government goods stores in the South, 
and a branch concern of the Georgia Wholesale Co. He 
stated that the shoes were worth around $4,250,000, 
and are stored in 115 different government warehouses 
throughout the country. By this sale, the Carmichael 
company becomes the largest wholesale dealers of army 
shoes in the United States. Delivery of the shoes is to 
begin immediately and they are to go on sale in the 
various Carmichael stores. The shoes were sold by the 
Government for $1.57 5-8 per pair. 


Nobil Store Moves 


Nobils’ shoe store, located for several years at 204 
East Main street, Alliance, O., has moved into its new 
location at 242 East Main street, where it has twice 
the former floor space. This is one of the Nobil chain. 
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“There isn’t a Shoe or 
Slipper shown at any style 
show that I can’t keep look- 
ing good with Whittemore 
cleaning and polishing prep- 
arations”’ 


STICK CLEANER 


Does the public like it? We'll 
say it does. Been selling fast 
as we could make it. Put up 
in handy form. All colors. 


There’s money in it for dealers. 
Stock It Today! 


BOSTONIAN 
CREAM 


The old standby, has won a name 
and a place for itself on RESULTS 
Blue or other Colored shoes kept 
right with it, 


ALBO 


The cake white that is prized by 
some and praised by all. 


QUICK WHITE 


Where a_ liquide leaner is wanted, 
Quick White goes. Quantities sold 
every summer. 


More than 27 National Magazines carry Whittemore 
consumer advertisements, stirring up business for you 


Send for Catalog and Price List 


WHITTEMORE BROS. 
CAMBRIDGE MASS. 


When your jobber can’t supply you, write us 














EFFECTIVE SHOE DISPLAYS CREATE SALES 
Write for our catalogue 
J. R. PALMENBERG’S SONS INC. 
Established 1652, 
63-65 West 36th Street, New York 


CHICAGO BOSTON BALTIMORE 
204 W. Jackson Blvd. 26 Kingston St. 122 W. Baltimore St. , 
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Vatasbes 
of Distinction 


The valance is the most important item 
of your window equipment. It is the first 
thing that catches the eye—from the 
other side of the street as well as your 
own. The valance should make a quality 
appeal. Roth Valances do. You can buy 
to best advantage direct from the maker. 


Also headquarters for display pillows 


and mats. 
Write for Catalogue B 


KARLL-B ROTH} 


E FINDLAY, 
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Spot lighting, rightly done, will 
pull crowds to your windows. 


The idea of spot lighting the 
most important feature of a show 
window or other display, using 
sometimes white, sometimes col- 
ored light, is extremely popular. 
The “Pittsburgh” show window Flood-O-Lite 
with its even, concentrated center beam, free 
from troublesome shadows, makes it easy to 
get most unusual lighting effects. 

Simple in construction; light weight and port- 
able; easily attached or removed; low in price. 
Attaches by screws or bolts to wall, ceiling 
or floor; ball and socket joint allows spot to be 
directed to any point within a half sphere; 
adjustment held rigid by set screw. 

A quality article throughout. 

Price $12.50 F. O. B. Irwin, Pa. 

The most convenient and effective means of 
producing colored light in show windows is the 
“Pittsburgh” Color-Lite, used with the Flood- 
O-Lite or window reflectors Nos. 51 and 100. 
Includes four color films—red, amber, blue 
and green. 

Price $3.50 F. O. B. Irwin, Pa. 


Pittsburgh Reflector 
& Illuminating Co. 
407 Bowman Building, Pittsburgh, Pa. 


New York City, Toledo, 
1452 Broadway 430 Ohio Bldg. 


Chicago, 565 W. Washington St. 








ie "Dittsburgh’ S. h” Show ow Windot 


FLOOD OLITE 


With Center Spot 
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What do you 


to make your store service 


Is it something in the line of equipment—show cases, shelving, seating, store front, display 
fixtures, decorations? 
Is it a new floor plan to provide for a live hosiery department and otherwise bring your 


facilities up to the demands of a growing business? 

Is it distinctive show cards, signs, newspaper ads, circulars? 

Is it a system of accounting that will give you more complete records more readily to hand? 
Is it a new viewpoint on some angle of your merchandising policy? 


The Shoe Store Service Department 
of the Boot and Shoe Recorder 


is organized and equipped to supply information and offer suggestions which may be of help 
to our subscribers. Through it the recorded experience of many other merchants may be 


brought to bear on your own specific problems. 


Equipment— 


If you are opening a new store or refurnishing (possibly 
remodeling) an old one—if you are considering new seating 
or shelving arrangements, show cases or equipment, send 
us an outline of your requirements. 


he department is yours. Use it. 


Advertising— 


What to advertise, and when and how—if you would like 
the help of experienced and highly successful shoe adver- 
tising men in solving these problems, write our Shoe Store 

Service Department, Chicago. State 





We can give you an idea as to the 
cost of what you have in mind, help 
you in selecting or specifying, and put 
you in touch with the makers of the 


the types of shoes handled, class of 
trade sought, present condition of 
stock, and describe the numbers you 
particularly want to push. Send sam- 


wanted equipment. 
Trimming— 


New thought on this subject is always 
wanted. Boo, and Shoe Recorder rep- 
resentatives are always out over the 
country gathering the most recent and 
practical ideas for shoe store windows 
and interior trims for all occasions. 
We will gladly help you in planning 
your trims, in determining the right 
fixtures and materials to use, with a 
view to both attractiveness and 
economy. 





Show Cards 


Your show cards are your 
spokesmen in the windows. 
They must tell the story well. 
They should be prepared with 
consummate skill and taste. 
If you seek to make improve- 
ment in this respect, write us 
for information. We can rec- 
ommend two excellent serv- 
ices at $4 and $6 per month. 








ples of ads. 
Record Systems— 


Your stock record systems—do they 
really give you a complete record 
right up to date—a record that you 
may safely use as a guide in buying and 
merchandising? Your sales record sys- 
tem—does it really tell you all that you 
need to know—all the time? If you're 
looking for some simple and efficient 
forms for these purposes, write the 
Shoe Store Service Department of the 
Boot and Shoe Recorder. 








Display Fixtures and Decorations — 


Planning effective trims is one thing, and having the various 
things necessary to carrying out your plans is another. This 
department keeps a record of what is being made by the vari- 
ous manufacturers of display fixtures, window backs, deco- 
ratives, etc., and will cheerfully supply any desired informa- 


tion along that line. 


Window and Interior Lighting— 


The lighting is an important factor in the effectiveness of 
shoe window displays. For shoes the lighting requirements 
are different from those of dry goods, clothing and other 
merchandise which is set higher up in the window. Likewise 
in the shoe interior, there is need of more light and more 
even radiation on the floor. In applying the correct principles 
for your lighting we can help. 


Shoe Store Service Department, Boot and Shoe Recorder, 189W.Madison St., Chicago 
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more efficient? 
—O—O—-O— 


What Do You 
Want to Buy? 


Check items in which you 
are interested and manu- 
facturers’ catalogs will be 
sent you. 


OStock Boxes 

OShoe Carton Labels 

oOMetal Ceilings 

OValances 

OWaste Paper Balers 

OOffice Appliances 
OShelving OSales Check Books 
OShow Cases OStore Interior Decorations 
OShow Window Background (Window Lighting 
OShow Window Decorations Interior Lighting 
OStore Seating OElectric Signs 
OPrice Tickets oAdding Machines 
oCash Registers OPlay-Room Equipment 
OCash Carriers OHosiery Cases & Fixtures 
OStore Fixtures oOX-Ray Machines 
OWindow Display Fixtures OFoot Measuring Devices 
OGlass Display Sistases ones ~ ganas 
oOMetal Display Fixtures = 

- OStore Ladders Arc Se eeoerse, Metal 
OHosiery cre Supports, Non-Metal 
OSouvenirs and Premiums 


OShow Cards 

OStock Record Systems 
OSales Record Systems 
OStore Arrangement 
OStore Front Construction 
oCounters 


Remarks 


Address __ 


CityandS'*te | 





Cut out aate Mail to 


Shoe Store Service Department, Boot and Shoe 
Recorder, 189 W. Madison Street, Chicago 
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The Query (olumn 


Replies to Some Questions Asked of the 
Shoe Store Service Department 


Shoe Store Service Dept. 
Boot and Shoe Recorder. 


Gentlemen— 
We wish some literature on shoe store arrangement, 
and manufacturers’ catalogues on show cases and 


counters. 
GUARANTEE SHOE STORE, 
Atlanta, Ga. 


A NSWER—The Grand Rapids Show Case Co., Grand 
Rapids, Mich., have a highly interesting and instructive 
book on planning the shoe store interior. It is illustrated 
with photos and blue prints showing modern methods of 
working out the most practical arrangements of show 
cases, seating, shelving, wall display cases, etc. They will 
be pleased to send you this, gratis, together with the catalogs 
you wish. 


Shoe Store Service Dept. 
Boot and Shoe Recorder. 


Gentlemen— 

I am moving to my new store, 165 Central Ave. The 
building is nearing completion and 1 wish to be put in 
touch with a maker of distinctive window fixtures. 

M. W. KESSLER, 
Albany, N. Y°. 


A NSWER— Hugh Lyons ¢ Company, Lansing, Mich., 
are creators of several of the best-known designs in window 
fixtures, and are in a position to give unusual service in 
developing ideas in perfect accord with the architect’s 
plans for the store front. 


Shoe Store Service Dept. 
Boot and Shoe Recorder. 


Gentlemen— 
Please have a good maker of window lighting oquip- 


ment send us literature. 
S. B. THING & CO. 
Corning, N. Y. 


ANSWER—Referred to Pittsburgh Reflector Co., 
Pittsburgh, Pa., makers of reflectors and color lighting 
equipments in types and sizes for all window requirements. 


Shoe Store Service Dept., 
Boot and Shoe Recorder. 


Gentlemen— 
Please refer our inquiry to a good manufacturer of 


window fixtures. 
PICKEL BROS., 
El Paso, Texas. 


ANSWER—Among the nearest to you of the better 
fixture houses is the Onli-Way Fixture Co., Dayton, Ohio. 
ed products are of pleasing design and particularly 
well made. 
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Italian Renaissance 
Shoe and Hosiery Fixtures 
You Can Now Get 


Frankel Famous Period 
Display Fixtures in either 
metal or wood. Both are 
exquisite in finish which 
exactly duplicates Cir- 
cassian walnut, or they 
may be had in any finish 
ordered. 


Tee Hosiery Stand, 
beautiful, graceful, 
strong $6.60each 


Combination Duplex 
Shoe and Hosiery 
Stand (top tilts to 
any angle) $7.80 each 


1146 Broadway :: New York 


Established 1888 


_—_— ee ——<—<————————_—< = = =< =— =< <= 


NOVELTY VASE. An exceptionally 
pleasing unit. Price Vase and Floral 
Piece complete 





ASK YOURSELF 
THESE QUESTIONS! 


If you want the maximum of advertising 
results, ask yourself these questions when 
selecting mediums: 

What is the evidence of READER 
INTEREST? 

Is the paper essential to its field? 

Is reader interest proved by volun- 
tary paid subscriptions? 

Are the paid subscriptions audited 
by the Audit Bureau of Circulation? 

(Twelve Thousand “Boot and 
Shoe Recorder” paid subscrib- 
ers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper veri- 
fied by the Associated Business 
Papers, Inc.? 

(The character of the “Boot and 
Shoe Recorder” is verified by 
the Associated Business Papers, 
Inc., of which it is a member 
publication.) 


Decorations 


That appeal to the eye 
of the connoisseur await 
your inspection in our 
catalog and showroom. 


There are ideas that will 
enhance the beauty and 
selling power of your 
displays. 

You will be pleased with 
the strength of design 
and color there shown. 


_————————<<—<— ee 
OOOO Oe eC a ec oe seo arora _—_—- sc 7 a 
_-s i a ae ae a a a ae a ae a aes -s as 





= 
5 
. 
. 
= 
= 
5 
* 
by 
2 
. 
x 
= 
= 
i 
= 
5 
. 
Mf 
x 
3 
= 
= 
. 
= 
= 
= 
of 
= 
= 
= 
Ps 
3 
. 
. 
x 
= 
Xs 
. 
* 
“ 
= 
. 
. 
4 
“ 
= 
. 
; 
. 
4 
5 
ws 
. 
= 
, 
5 
< 
~ 
= 
= 
; 
x 
. 
= 
td 
. 
4 
. 
. 
. 
4 
= 
! 
4 
5 
= 
~ 
5 


— a a a a a a ae a -— e . x x x Sc 3c sc 
— as ——-— - = - os ———-— - —-— Oooo OOOO ee eee _- 
x en a 


_————<—=— = 


| ¥ BAUMANN & Co. 


357-359 W. Chicago Ave. 
CHICAGO 
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Sell the Right White Cleaner 
For the Right White Shoe — 


and Double Your Profits in the 
Coming Big White Season! 


Don’t make the mistake some merchants have committed of selling one white polish 
for all white shoes. Sell a special product for the particular leather or fabric — 
pleasing your customer by a better result and making your cash register jingle twice 
instead of once! Griffin makes a complete and practical line of white cleaners — 
each a real cleaner — not a mere dirt coverer or whitener. 


fect fp, BUCK AND 
| CANVAS 


“PEUERWHITE CLEANER” 











The super white cleaner for all White shoes 
except Kid and Satin. Produces a quick and 
beautiful white without stiffening or harden- 
ing the canvas or leather. Will not coat the 


A, 
Yama eenm | 
oc. || WHITE KID 


“WHITE KIDINE” 











8h) The thorough White Kid cleaner. Good for 
S carta are RIDINE f}) either Glazed or Dull Kid. Leaves the 
GRIFFIN MFG. CO. leather soft and pliable. Produces a dull or Y 4 
69 MURRAY ST. RY CIV.USA glossy finish. 














PRICES PRICES 
KIDINE 
P EUERWHITE 
Small (334 oz.) $18.60Gr. $1.70 doz. ~~ as . 


Large (5 oz. ) 21.60 1.90“ Transportation charges paid on six dozen 


orders. 


GRIFFIN MFG. CO., Inc. 


67-69 MURRAY STREET NEW YORK CITY 
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CEDAR. CLIFF 
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(kin 
Style Jnerchangiser 


The manufacturer of footwear, in purchasing materials, demands and 
expects established quality. The merchant who buys from him acts 
likewise. This attitude, to a large extent, is the result of consumer 
requirement. 


In a footwear fabric such as satin, the buyer seeks tensile strength, 
genuine durability and permanent lustre. Cedar Cliff Satins have met 
successfully each of these specifications. 


Cedar Cliff Quality is unfluctuating. It is necessary that we keep it at 
a clearly defined level in order to justify the confidence of many users. 
This we do—unfailingly. 


Manufacturers of fine footwear must incorporate the best of everything 
into their products. First on the list of fabrics stands Cedar Cliff. In 
every type of high-grade shoe it functions faithfully. 


oe 


“Ve CEDAR CLIFF 
SILIC COMPANY 


251-255 FOURTH AVE. 
NEW YORICK 








SHOE SATIN 


i) 











168 BOOT AND SHOE RECORDER June 30, 1923 


OOOO OOOO OOOO OOOO OOOO OOO Ott O66 6443999399999 99993999999093 


A WINNER 


Pure white Du-Flex La-Tex 


rade itn two units 


Awonderful Sole 
Avon Sole Company 


\won, Massachusetts 


Made of the highest grade of Pure Rubber (Ceylon Crepe). 
Du-Flex La-Tex is also made in Red, Green, Wine, Blue and 
Amber, (Natural). See our full line of Sport Soles. 


At Shoe and Leather Exposition, Mechanics Building, 
Boston, July 9 to 12, 1923, Booth 74 


AVON SOLE COMPANY 


AVON, MASS. 
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MENIHAN’S ARCH-AID SHOES 
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Easy to Look At---Easy to Wear---Easy to Sell! 


OMEN wear a greater variety 

of footwear in summer than in 
winter. That is why there is no let up 
to our big advertising campaign which 
has placed Menihan’s Arch-Aid shoes 
where they belong—at the top. 


The ‘‘four-straps,” featured in our 
handsome Saturday Evening Post 
page of July 7th, are a happy medium 
between style extremes that die over 
night and over-conservative shoes 








that are not up-to-date. That is why 
this number is such a steady seller. 


Our trade is utilizing every one of the 
many special merchandising features 
which made this campaign a sales- 
getter from the very start. 


We want the one best merchant in 
each locality—and only one. Write 
for full particulars. 








Rochester, VD 
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See — 


STERLING IN TYPICAL AMERICAN CITIES 


In Cleveland, for example—progressive in achievement and 
appreciative of beauty—shoe fashions reflect the favor of 
Patent Leathers of STERLING style and quality. To benefit 
by “the ever-appreciated builder of goodwill” —Quality First 
—build your Patent Leather styles of 


Sterling@slt Sterling Hid 


Sterling 
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Stimulate 
‘“‘F’xtra Pair’ Sales 


with a 


Window Display 
National Park Outing 


Footwear 





























Our Advertising Coopera- " No. 16312 A-D2%4/8 $6.50 
A 14 inch HIKING BOOT of the best Ma- 


tion, as well as the Inher- 
fe hogany Elk—one piece moccasined vamp— 
fast color eyelets—wood pegged heel—and 


ent Quality of this Foot- 
wear, can p ut them over in clear oak bend soles. Made over our cor- 
rective (round toe) last; therefore unexcelled 


your town as it has in 
for fit and comfort. 


others. 

















Stock Department 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
MISSOURI 














CARTHAGE, 


Stocked at same price for 
the se Trade 


North Coast: Svuth Coast: 
Fithian-Barker Shoe Co. Williams-Marvin Co. 
Portland, Ore. San Francisco and Los Angeles 
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(SOOD sole leather is 


“Honest largely up to the personal 
sole honor of your shoe manufac- 
Leather turer. 


We couldn’t claim ina 
Sineete tee haben If you insist on pretty bottoms, he must 


Oak if the quality give them to you. 


wasn’t uniform da ° 
in and day out. ‘i But he will probably warn you that pretty, even 


running bottoms mean acid bleaching, which eats out a lot 


Uniformity of hides, of wear. 
tanning materials, 


senne Ge Selly pee: ASHLAND LEATHER CO. 


duction at its best & BOSTON: CHICAGO ST.LOUIS 























Four Layers of Leather 
BETWEEN FOOT AND GROUND IN 


Russell’s Ike Walton 


The beautiful workmanship 
--extreme light weight and 
staunchness appeal to out- 
of-door folks of the most 
discriminating taste 


SEND FOR CATALOG AND ‘ 
DEALER’S DISCOUNT 
! 


W. C. Russell Moccasin Co. 


Berlin a Wisconsin 
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OFFICE OF THE PRESIDENT 


"EXECUTIVE OFFICES 


THE SCHOLL MFG.CO. 


2'3 WEST SCHILLER ST. 


CHICAGO, U.S.A. 


June 25, 





AN APPRECIATION. 


To Our Thousands of Loyal Friends: 








Foot Comfort Week has come and gone for 
the seventh consecutive year but the good work which 
this drive started will continue to live indefinitely. 


In behalf of The Scholl Mfg. Co. and the 
members dof this organization, I want to take this oppor- 
tunity of thanking the thousands of dealers, store mana- 

Practipedists, window trimmers, and salespeople 
whole-heartedly co-operated to make Foot Comfort 
signal success which it was. 


But the most gratifying part of the whole 
campaign is the enthusiastic letters pouring in from 
all sections of the country in which the writers relate 
the excellent business their stores enjoyed during this 
event. When we have the assurance that we have been 
instrumental in promoting the sales, the profits, the 
prestige, ard the general welfare of thousands of our 
friends and patrons, then we feel that the vast amount 
of money and effort expended on Foot Comfort Week has 
not been in vain. 


In conclusion, let me add that it is my 
sincere hope that every merchant who profited through 
Foot Comfort Week will continue the good work by keeping 
the Foot Comfort Message constantly alive and before the 


public. 


Yours for a record-breaking year's business, — 
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OULDN’T you seek a man who 

possessed so many unusual quali- 
ties and characteristics that his person- 
ality attracted all who met him? You 
would! For you know that such a man 
is bound to be a leader, no matter where 
he goes. 


It is the same way with shoes. In the 
rubber-soled canvas footwear you will 
find one shoe that, above all others, is 
sure to catch attention and arouse ad- 
miration. It is Grip Sure—of the good 
old Top Notch Line. 


How would you pick a winner? 


The individual features of Grip Sures 
have been recognized by the U. S. Gov- 
ernment. The moulded suction cup 
soles are a safety feature of such worth 
that the Government has granted a 
patent for them. 


Furthermore, thousands of mer- 
chants now declare Grip Sures to be 
their leader. Surely such a shoe de- 
serves to be upon your shelves. Why 
not write our nearest branch for in- 
formation. 


BEACON FALLS RUBBER SHOE COMPANY 
Beacon Falls, Conn. 


NEW YORK BOSTON CHICAGO 


GRIPDURE 


your fee 
may be--indoors or out. ede 4 carefully = 
hand from layers of rubber, duck and lining, 
all specially tested for maximum toughness, 
elasticity and fine appearance. Patented 
suction cup soles. Youths’, boys’ and men’s 
sizesin both bal and athletic types. 


KANSAS CITY MINNEAPOLIS 


‘TOP NOTCH 


A GUARANTEE /*ercx| OF MILEAGE 
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SAN FRANCISCO 
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Popular Novelty Gaiters Are Now Staples 


A New Number of the Radio Family Is Introduced—Hood Canvas 






Footwear Window Display Contest Closes July 15 


\ \ 7]. MACPHERSON, president of 
the Cambridge Rubber Company, 
has recently returned from a six 
months’ tour of the Near Eastern Coun- 
tries—Egypt, Arabia, India, Burma, Ma- 
lay, Penang, the Straits Settlements, 
China, the Philippines and Japan. The 
object of his trip was to investigate the 
crude rubber situation. But now that he 
is back once more in the Land of the Stars 
and Stripes, he is intensely studying the 
American rubber footwear proposition. 


A New Novelty Boot 


When interviewed recently at his fac- 
tory in the College City of Massachusetts, 
Mr. MacPherson had summoned up be- 
fore him for review a new member of his 
Radio family—a very graceful model in a 
soft shade of gray, w:th neat rolled cuff, 
piped with a charming touch of Paisley. 
This, Mr. MacPherson said is soon to be 
announced to the trade as a novelt:y—pure 
and simple. He would not make any pre- 
diction as to whether or not it would be a 
big number, but he said that he has faith 
in its beauty and good lines, it will be made 
in all shapes of heels—and, moreover, he 
adds that he has had such a success with 
the other members of this popular family, 
he is hopeful that this newcomer will en- 
joy as great a demand. 


Ease of Adjustment Pleasing 


For the coming winter he has already 
sold a great number of the regulation four 
buckle gaiters, ‘“‘more than ever before,” 
he says, as well as his first Radio models, 
in black, with black astrakhan tops for 
women, and in black with gray astrakhan 
tops for children, misses and growing girls. 
These two elder sisters of the Radio group, 
which last year were regarded as novelties, 
are now considered as staples. Said he, 
“‘Many a woman wore these boots from 
choice last year, on account of the facility 
with which they are pulled on and off, and 
because of their lightness, and through 
their widespread use; they have now be- 
come staple for the ladies. The children 
have had a similar experience with the 
black, gray fur trimmed. Women wore 
Radio type boots last year because they 
found them practical and not because 
they were a fad. They will wear them this 
year for the same reason.” 


Light, Airy Effects 
“It is true, I believe, that women this 


fall and winter will choose many light and 
airy effects. The days of the “feminine” 





woman are here; the “‘masculine’’ woman 
is not so fashionable. The over-athletic 
woman is now in the background; she of 
the short skirt and very sporty hosiery has 
given way to the lady of the longer skirt, 
silken hosiery and light weight gaiters. 


Freedom of Ankles Desirable 


“The college girl started the movement 
two years ago, when she re!eased her ankles 
from the fastnesses of folded cloth and 
buckles in which they were wont to be 
encased. Then we had the flapping galosh. 
The next step was the rolled-down top 
rubber boot—and then astill lighter weight 
boot in a Radio, which left the ankles free; 
was conservative, yet stylish, and could 
be donned with ease over a pair of dancing 



























Light Gray Rubber Radio Boo! with moleskin cloth 
cuff, trimmed at top with narrow piping of Paisley. 
Made by Cambridge Rubber Company 


pumps, or a pair of light weight low shoes 
for the street, office, or house wear. 


Radio Idea Came from Switzerland 


“To go way back to the beginning, the 
origin of the Radio boots may be traced 
to Switzerland, where they have used boots 
of this kind for many a season, and where 
they pull them on over heavy woolen socks 
for snowshoeing or skiing. I think that the 
Swiss probably borrowed the idea from 
the Russians and added a little fur trim- 
ming perhaps to make them warmer or to 
decorate them a bit. I believe that the 
reason so many of the rubber boots with 
rolled over tops were given the sweeping 
designation of Russian was because at 
about the time they were brought out, 
there was a movement to introduce the 
leather variety Russian boot. 


“The Swiss boot, which gave the Cam- 
bridge Rubber Company the idea for the 
development of the Radio boot, was not 
as graceful in line as its American sister, 
nor was it so intended, for it was made to 
enclose many thicknesses of hosiery. The 
fur trimmed models seemed to take the 
best last year with us, although we made 
some with a plain silk top and some with 
moleskin colored cloth. 


Dame Fashion a Lady of Caprice 


“In regard to any statement made de- 
rogatory to the novelty gaiter, I would 
state that one can never tell what dame 
fashion, that lady of caprice, is going to 
decide. Who among rubber men will be 
rash enough to prophesy whether milady 
will smile or frown on a certain style. Who 
among the leather shoe trade ever dreamed 
of the dizzy heights of popularity to which 
the red, the blue, the green, and other 
bright-hued strapped sandals have climbed. 

“Novelty gaiters will, in my opinion, 
always be with us and will be sold in good 
quantity just so long as women like novelty 
leather shoes. And what may be a start- 
ling model of today, and one in which mere 
man has but little confidence, may tone 
down, with the graceful acceptance of 
milady, into a demure creation of almost 
universal adoption.” 


Warm Weather Boosts Tennis 


The warmer the weather in summer, the 
better the rubber shoe men like it, for this 
increases the public’s interest in tennis, or 
canvas shoes. And in this connection, the 
Hood Canvas Footwear Window Display 
contest is creating much interest on the 
part of retail shoe merchants the country 
over. Many merchants carrying this line 
have already sent in photographs of their 
window trims, and these the judges say 
are particularly good and will be bound 
into a photograph display book for the use 
of the Hood salesmen. 

The photographs will be judged July 15 
and prizes will be awarded to the winners, 
as follows: $150 in gold to the dealer who 
has the most attractive, combined with 
“attention getting’ value; a prize of $75 
in gold is offered for second best photo; 
a number of prizes of $10 in gold will be 
given to dealers who send in photos which 
are used by the judges for reproduction 
in the Hood Canvas Window Display 
Book. Fifty cents will be allowed each 
dealer to cover part of the cost of photo- 


graphing and mailing. 
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A Leader of Chrome Calf Leathers: — 
Unsurpassed in color, desirable grain, smooth 
character. 


Service and Comfort for the wearer. 
No shoe making is too fine for Tan Royal. 
Produced in the best popular Colors. 


Ask for latest shades from American Hide 
and Leather Company. 
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Comparative Leather and Hide Prices 
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Leather Trade Slow and Output Is Curtailed 


RADING in leather has not shown 

the improvement desired and some 

upper leather tanneries are still cur- 
tailing their output to practically 50 per 
cent of normal. This does not include 
all tanneries as some are fairly busy. In 
spite of the slow trading, prices are main- 
tained and they must be if tanners are to 
secure any profit. The labor situation in 
Brockton and vicinity is still such as to 
greatly reduce the volume of leather buy- 
ing from that district. 


Sole Leather Higher than Year Ago 


The raw material market is quiet and 
. prices of hides and skins are approaching 
the level of a year ago. The leather com- 
ing through the works now, however, was 
made from higher cost hides and tanners 
are obliged to get higher prices for their 
leather than last year. Union sole leather, 
prime packer steer backs, were selling in 
June, 1922, at 48c. to 52c. per pound for 
heavy, for light and medium 45c to 48c, 
and cow backs were bringing from 40c. to 
45c. These prices today average about 5c. 
per pound higher. This, also, applies to 
oak backs and bends. Moreover the mar- 
ket was active at that time as against the 
quiet conditions of today. 


Supplies of Leather Small 


A number of factors have contributed to 
the slow business such as a late spring, 
rapidly changing styles, and the subject 


of colors. Credits have been closer and the 
general effect has been to cause tanners to 
proceed cautiously and not pile up accumu- 
lations of leathers. In former times when 
leathers were more staple, it was consid- 
ered safe to accumulate leather ahead but 
this course is not being pursued today. 
There are few bargain stocks of leather in 
the market and tanners are not inclined to 
do business today at prices which do not 
permit a profit. Hence, there is not the 
large amount of low-priced leather going 
into footwear today that there was two 
years ago. This is also being reflected in 
shoe prices. 


Calf Leather Sales Improve 


The general quiet tone of the past few 
weeks prevails in the upper leather mar- 
ket, although there have been better sales 
of calf leather, ranging in orders from 100 
to 500 dozens. The labor situation in 
Brockton has been responsible for a much 
smaller business in the leading lines of 
calf leather. On the other hand there has 
been a better call from a number of the 
Western centers. The standard tonnage 
of full grain chrome calf in colors are 
quoted at 48c. for choice and for the regu- 
lar top selection tannages 45c., 40c., and 
35c. per foot for the first three selections. 
Some lower grades of calf are quoted at 
25c. per foot and some of the cheaper 
lighter weights 5c. per foot less. There is a 
fair business in suede leathers. The top 


+ @& NI 


selections of colors are firmly held at 50c. 
to 60c. per foot; medium grades at 35c. to 
40c. per foot. There has been a better call 
for the more staple shades of brown calf 
and there also still continues some call for 
the fancy colors. 


Side Upper in Moderate Call 

Side upper leathers are having only a 
moderate call with no change in prices. 
The best selections of full grained chrome 
colors are quoted at 32c. perfoot and down- 
ward, according to quality. Blacks bring 
from 2c. to 3c. less. The snuffed and job 
lots of side upper bring all the way from 
12c. to 20c..per foot. There is a fair call 
for the heavy leathers including kip, veal, 
and elk, with prices ranging from 20c. to 
30c. The top grades of elk for short shoes 
are quoted at 32c. to 44c. per foot. The 
best selections of white buck bring from 
35c. to 45c. per foot and other colors any- 
where from 40c. to 50c. for the best se- 
lections. 


Quiet Patent Leather Trade 
Patent leather is not showing the activ- 


_ity of last year, although improvement is 


not looked for until after the Boston style 
show. Prices continue firm, however, with 
the best selections of chrome patent sides 
of full grain bringing 45c. per foot; 40c. 
medium and 30c. to 35. for the lower selec- 
tions. Some cheaper lines of snuffed patent 
sides are quoted at 18c to 20c per foot ac- 
cording to weight and quality. 
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for all occasions 
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eAnnouncing---- 


The addition of 


Imitation Turns 
Lo 


The (orrect Dodge Line 


The Correct Dodge process, whereby these shoes 
are made, produces all the light, dainty appearance, 
finish and workmanship characteristic of our high- 
est grade turn shoes. 


Shown in connection with our turn line, they would 
be hard to distinguish from the real. 


These new flexible shoes show in their round, 
snug shanks the effects of accurate moulding and 
of close fine stitching directly through outer and 
inner soles. 


All visiting shoe men to the Boston market should 
surely see this line. 


On Display at our 
BOSTON. OFFICE 


416 Albany Building 


During Fuly and Style Show Week. 


A full quota of salesmen in attendance 


Nathan D. Dodge Shoe Co. 


Newburyport, Mass. 


—_@)-—— 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


N.S. T. A. Membership Drive Starts July 1 


Traveling Men Endeavor to Get Pullman Surcharge Eliminated—Adjourned Hearings 
—San Francisco, July 10; Portland, Oregon, July 31 


HE Interstate Commerce Hearing 
on the petition of the National Shoe 
Travelers’ Association and that of 
the United Commercial Travelers’ Asso- 
ciation to abolish the surtax on Pullmans 
was held June 20 last. The N.S. T. A. was 
represented by Treasurer Dave Davis. 
The contention of the traveling men is 
that the Pullman surcharge which was au- 
thorized by the Interstate Commerce Com- 
mission August 26, 1920, was an emer- 
gency measure and as the time of the emer- 
gency has passed, it is an unfair charge 
upon the traveling public and an unneces- 
sary burden upon the traveling men and 
the houses which they represent. 
According to the counsel for the rail- 
roads, the surcharge is merely a perpetua- 
tion under another name of the additional 
passenger charge instituted June, 1918, 
as a wartime measure while the roads were 
under Federal control. 
The Pullman Company is an interested 
spectator and not a party to the contro- 
versy in a direct way. 


Strong Point Made by Wishart 


W. C. Wishart, comptroller of the New 
York Central Railroad, testifying for 
the travelers, made a strong point when 
he said that revenue from Pullman fares 
has been increasing since 1920, notwith- 
standing the surtax on Pullman tickets. 

The railroads insist that because of the 
extra weight of the Pullman car, the extra 
employees needed, the extra time that some 
of the employees must be on duty, the 
extra switching charges, the trackage used 
in allowing Pullman cars to be set at ter- 
minal points for an hour or two ahead of 
the departure of the train, the fact that 
less than half as many passengers can be 
carried in a Pullman car as in an ordinary 
coach, and because on many trains they 
carry club cars and observation cars for 
the benefit of Pullman passengers for which 
they receive no additional revenue—for 
these reasons and many more they are en- 
titled to the extra surcharge now in vogue. 


Two Important Questions 


After’ listening to statistics, figures, and 
expert opinion for two days, Commissioner 
Campbell adjourned the hearing until 
July 10, when the next session will be held 
at San Francisco. 

Before adjournment Commissioner 
Campbell insisted that all future testimony 





G. W. GARRAN 


Who represents the Marion Shoe Company in 
Chicago, is a man with years of experience in 
a = Mr. Garran has had a number of 

pecially for his Chicago custom- 
“ers oni ts booking "eome nice fall orders. 








should bear on the two following ques- 
tions: 

1. Does the surcharge really result in 
the curtailment of railway travel? 

2. Does it increase or decrease total 
railway revenue and to what extent? 

Mr. Campbell also told the representa- 
tives of the carriers to be prepared to give 
testimony as to the advisibility of return- 
ing to the prewar aystem of first, second 


and third class fares, to present the char- 
acter of contract between the Pullman 
Company and the railroads, and to give 
details of the revised system of excursion 
rates in so far as they are related with 
Pullman service. 


A Hard Fight 

When it is considered that thesurcharge 
of 50 per cent on Pullman fares produces 
an annual revenue of approximately 
$34,000,000 per year, it can readily be 
seen that the travelers have a hard fight 
on their hands to convince the Interstate 
Commerce Commission that the railroads 
should eliminate this extra charge. 

“The thing that is hard to understand 
is why the manufacturers’ associations the 
country over are not coming boldly to the 
front and joining hands with the travelers 
in order to relieve themselves and their 
travelers of this extra burden. 

Railroad companies, like any other busi- 
ness institution, must make a profit on 
their investment in order to properly 
serve their customers, but the hard thing 
for the ordinary traveler to understand is 
why he should pay the railroad company 
$1.25 for a little red ticket, and at the same 
time pay the Pullman Company $2.50 
for the privilege of riding in a lower from 
Chicago to Cincinnati or a like distance. 

What service is the railroad company 
rendering to the passenger that it did not 
render previous to August 26, 1920, when he 
paid only the Pullman charge of $2.50? 


Manufacturers’ Associations Should Help 


Probably when the nature of the con- 
tracts between the Pullman Company and 
the carriers are exposed in one of the fu- 
ture hearings, some light may be thrown 
on this subject, but in the meantime it is 
certainly up to the manufacturers’ associa- 
tions to get behind the commercial trav- 
elers’ organizations in fighting their battle 
before the Interstate Commerce Commis- 
sion and ascertain the reason why of the 
50 per cent surcharge on the Pullman car. 

The National Secretary of the N.S. 
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Four Arch Relief numbers that have enabled hundreds of merchants to build a 
business that is a real source of profit. Many more are becoming Arch Relief dealers 
each day. You, too, have an opportunity to increase your sales. Give us. an op- 
portunity to send further information. Our in-stock department is anxious to serve 
you. Orders shipped immediately. 
The The 
ARCH — — JARCH 
RELIEF SS = = RELIEF 
SHOE —, SHOE 
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No. 6005—In Stock, Black Kid Arch Relief Ox- No. 6011—In Stock, Black Kid Arch Relief Ox- 
ford, Goodyear Welt, 13-8, Rubber Heel, Combina- = —— ford, Goodyear Welt, 12-8 Rubber Heel, Combina- 
tion Last No. 131. Pri $4.60 tion Last No. 118. Price P ++ $4, 

No. 6004—Same as above, Brown Kid. Price $5.35 No, 6010—Same as above, Brown Kid. Price $5.35 





















































} | J 
ee ee 



















































































































































































































































































































































































> Black Kid Arch Relief, Two Strap, | No. 6414—In Stock, White Nile Cloth Arch Relief 
Goodeear Welt, 13-8 Rubber Heel,’ Combination Oxford, Goodyear "Welt, 12-8 Ivory, Wingfoot 
Last No* 131. Price $4.75 — Heel, Combination Last No. 118 


No. 6727—Same as above, 








' 
‘ 
' 
' 
' 
' 
' 
' 
' 
: 
J 
' 
‘ 
J 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
U 
' 
' 
' 
‘ 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
t 
' 
' 
' 
‘ 
' 
' 
t 
' 
' 
' 
' 
' 
t 
' 
' 
' 
' 
' 
' 
' 
J 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
‘ 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
‘ 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 


















































Seeeeeneeces « 2 @ 2 2's 2's 2a 
ooo ee eee ee ee Or ror er or or ee a a a a a LLL ELE EEE CLE EEE 
























































— x 








June 30, 1923 


BOOT AND SHOE RECORDER 





“ 


Here's “Smiling” Dave Saifer who carries the 

line of the American Shoe Company of Brooklyn, 

N.Y., in all of the Great West. “*Dave”’ has friends 

galore who are always glad lo see him coming and 

who are just now — him on his new 
ine. 








T. A,. 183 Essex Street, Boston, would like 
to get all data possible from shoe manu- 
facturers by which the travelers may 
prove that the increased cost of travel by 


the Pullman charge has lessened the use of 
Pullmans and has been a great burden to 
manufacturers in their conduct of business. 


7,000 N.S.T.A. Members Wanted 


It is work of the above kind which the 
National Association is constantly doing, 
not only for the betterment of the shoe 
traveler, but for all branches of the trade 
which encourages President Frank J. 
Weber to launch a campaign for new mem- 
bers. On July 1, the executive offices of the 
N. S. T. A. will fire its first broadside in 
this membership campaign, through which 
they hope to add 3,000 new names to the 
official list of representative salesmen of 
the country. There are now about 4,000 
members enrolled, but the N. S. T. A. 
executives say that they want to increase 
their membership to 7,000. 


Every Member Get a Member 


New members mean more working capi- 
tal, both in number of men and dollars, 
and both are needed to carry on the exten- 
sive scope of work planned. President 
Weber has sent out a personal appeal to 
every member of the N. S. T. A. to sell 
one membership, the argument being that 
if an N. S. T. A. member really believes in 
the National Association and in its many 
works of merit—such as the securing of 
the repeal of the brokerage tax; the enact- 
ment of absentee voting laws; exemption 
of meals and lodgings on the income tax; 
concessions in hotel rates; more efficient 


GEORGE GREGORY 


Who is coming to the United States Hotel with 
the Cahill Shoe Company line in July. 





transfer and baggage service; interchange- 
able mileage, and other good measures, 
he surely should be a good enough salesman 
to sell to a brother salesman that in which 
he himself believes. 

A point which is much stressed at the 
National headquarters is this—that at no 
time has the N.S. T. A. ever gone outside 
of the association in the solicitation of any 
funds towards the defraying of the ex- 
pense for the forms of various constructive 
work in which it has been engaged; neither 
has it ever levied a tax on the. individual 
member for the defraying of this expense. 


For 100 per cent Co-operation 


Many manufacturers are hastening to 
enroll their salesforce 100 per cent in the 
N.S. T. A., convinced that this organiza- 
tion stands for the betterment of the shoe 
traveler and the best co-operation between 
all branches of the trade. It is the opinioa 
of the National office that a shoe traveler 
is really not true to himself, nor his brother 
salesman, unless he responds to this ap- 
peal and becomes a member of the N. S. 
ye 


G. Ralph Baker Says Busi- 
ness Is Good 


G. Ralph Baker of the Baker-Field Com- 
pany of Bridgewater returned to Boston 
this week after a short trip out among his 
trade. He reports business as particularly 
good under existing circumstances. He 
finds that the trade is not loaded up at all 
with men’s shoes and although he has se- 
cured sufficient business for his factory to 
keep the wheels busily turning for some 
time, the general tendency at the present 
time is to buy lightly. 


‘to-wear establishments in the 


FRANK D. T. BOULE 


Who travels for the Portage Shoe Mfg. Co. Mr. 
Boule will represent this company in Western 
and Central New York. 





Frank D. T. Boule, well known Ro- 
chester, N. Y., shoe man, has joined the 
sales organization of the Portage Shoe Mfg. 
Company of Portage, Wisconsin, and will 
represent this company in Western and 
Central New York. 

Mr. Boule has had 22 years of retail 
shoe experience in Boston and Providence, 
in which latter city he managed a store. 

Since the war, Mr. Boule has been sell- 
ing rubber heels to the manufacturing and 
jobbing trades, being associated with the 
Goodyear Tire and Rubber Company and 
for the past two years with the Foster Rub- 
ber Company. 


Albert Reilly with M. Gustin 


Albert J. Reilly has joined the shoe 
traveling force of M. Gustin Co., New 
York City, and beginning June 1 entered 
the field with an exclusive line of novelty 
boudoir slippers. 

Mr. Reilly resides in Los Angeles and 
will call on his trade from Denver to the 
Coast where he has had a wide acquain- 
tance among the trade for a great many 
years. 


Williams with Ferris Shoe Co. 


J. R. Williams, formerly manager of the 
shoe departments of the Union Company, 
Columbus, Ohio, one of the largest ready- 
Middle 
West, will leave the Union Company be- 
tween July 1 and 15, after which he will 
take a short vacation before assuming his 
new position asrepresentative for the Ferris 
Shoe Company of Philadelphia and Cleve- 
land. Mr. Williams will cover Alabama, 
Louisiana, Mississippi and Arkansas, with 
headquarters at Birmingham. 
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PROFIT-MAKERS 
FOR IMMEDIATE DELIVERY 


The best value you can 
offer the $5.00 customer 
at a good profit to your- 
self. Every number an 
Irving Drew business 
maker. Style that is de- 
manded NOW, quality 
that shows through long 
service. 


All in this group are 


No. B5310—White Ostend Welt Oxford, Last 
IN STOCK 206, 12-8 Heel......... soe Menten: "$2.50 








No. B5311—White Ostend Strap Slipper, Last 
209, Welt Sole, 11-8 Heel. Exceptional “ss 
2.50 
































No. B3469—Havana Brown Kid Strap Slipper, 
Last 305, Imitation Welt Sole, 8-8 Low Heel, 
ee rE: $2.50 


No. B3385— Black Kid Strap Slipper, Last 206, 
McKay, 13-8 Military Heel . $2. 60 


BUSINESS 
BUILDERS 








No. B4159—Patent Colt Betty One-Strap Slip- : 
er, Turn Sole, Last 221, 16-8 Wood Covered No. B3386—Black Kid Oxford, Last 206, Mc- 
F $3.50 Kay, 13-8 Military Heel, Rubber Top. . . $2.85 


feel. Exceptional Value 











Send for Illustrated Catalogue showing our complete line of 
IN STOCK STYLES Also ARCH-REST SHOES 











The Irving Drew Co., Portsmouth, Ohio 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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GEORGE N. LEVY 


Formerly shoe salesman, now resident buyer al 
his “old stand,” 201 Essex St., Boston. 





George Levy Now 
Resident Buyer 


George N. Levy, the well-known shoe 
factory representative, of 201 Essex Street, 
Boston, has become resident buyer in the 
Boston shoe market for three of the largest 
department stores in this country, par- 
ticularly for their basement stocks, as 
well as for seasonable novelties which 
come in particularly strong demand. 

A 25 Year Sales Record 


Mr. Levy has a record of 25 years’ ex- 
perience in selling shoes, and has been 
identified with some of the oldest and best 
known shoe factories in the country. His 
acquaintanceship is large, and he has also 
naturally acquired a knowledge of where 
to put his finger on desirable lots of mer- 
chandise for his new clients. 


Harry Schweitzer with J. E. 
French Co. 


Harry Schweitzer, for a great many 
years with T. D. Barry Company, has re- 
cently made arrangements to represent 
the J. E. French Company and will cover 
the large cities from Omaha to the Pacific 
Coast. Every shoe merchant on the Pacific 
Coast is well acquainted with “Harry” 
and the J. E. French Company expresses 
itself as feeling very fortunate in having 
Mr. Schweitzer on its sales force. 


Phillips with Wolnicar 

Charles H. Phillips has joined the sales 
organization of the Wolnicar Shoe Co. and 
will call on the trade in the Southeastern 
States. Mr. Phillips will be at the New 
York office of the Wolnicar Shoe Co., 703 
Marbridge Building, during the month of 
July to meet the visiting buyers from his 
territory. 


i aj _— 
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GEORGE G. HENRY 
Travels California for the Goding Shoe Co. 








George Henry a California 
Booster 

George G. Henry represents the Goding 
Shoe Co., in California. George had charge 
of the Goding booth at the California 
Shoe Retailers’ Association Convention, 
held in San Francisco, June 11-14. Mr. 
Henry reports satisfactory results. He has 
been selling the Goding shoe in California 
territory for several seasons and is work- 
ing up a good business on same. He is a 
booster for California and for Goding 
shoes. He makes his headquarters at 
Los Angeles. 





J. G. TOWNSEND 


a shoe traveler for Pah oy Ko- 

. and prior to Thomas G. 

tho flo open his own shoe sore a 
hird Street and Grand Avenue, Mil- 
a ae 





“LARRY” CROSS 


Who covers the Middle West and | ec 
for Reynolds, Drake § Gabell 





“Larry” Cross Says Light 
Tan for Men 


“Larry” Cross, with Reynolds, Drake 
& Gabell Co., returned recently from a 
14 weeks’ trip to the Middle West and 
Northwest. “‘Larry’’ reports business as 
very fair, with every indication of a good 
business next season. The crops for the 
present season look very promising, he 
said, and with the strong demand which he 
anticipates on men’s light tan shoes, he 
sees an extra pair sold every time, not 
only by the shoe traveler selling men’s 
shoes, but by the merchant. Mr. Cross 
also says that it looks to him as though 
medium brogues would be good for next 
season. Speaking of the weather out 
through some of his territory, he said that 
he saw snow as late as May 15. 


B.S. T. A. to Entertain Con- 
gressman Murphy 


Congressman B. Frank Murphy of 
Stuebenville, Ohio, has been invited to be 
a guest of the Boston Shoe Travelers’ As- 
sociation at their outing to be held at 
Norumbega Park in conjunction with the 
National Shoe and Leather Exposition and 
Style Shoe, on July 10, where visiting 
buyers will be royally entertained. 

Congressman Murphy was an active 
worker on the debates on interchangeable 
mileage and at all times has been a great 
friend to the boys and the shoe industry 
in general. Mr. Murphy conducts a retail 
shoe store at Steubenville. His opinions on 
the shoe business and its relation to state 
and national affairs are very highly re- 
garded. He is a speaker of much elo- 
quence. 





No. 574—Men's 16-inch Chocolate Water 
proof Chippewa Chrome. Goodyear Welt 
Hand-sewed Vamp. Single Sole. Widths 
A to E. In stock C, D and E only... . $9.25 
No.'573—Same as above—12 inch. . $7.75 
No. 571—Same as above—S inch. . . . $6.00 


No. 200—Men's 6-inch Chocolate Water- 
proof Chippewa Chrome Goodyear Welt, 
Unlined. Double Sole Chromeliner, Two~ 
row Stitching. In stock D only.. $3.35 
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HAT?’S all the real out-of-door man or 

woman asks of any retailer, and if 
you'll answer by showing them—The 
Original Chippewas—the sale is made. 


Even to the casual eye these are real out- 
door footwear. They’re sturdy—built 
clean and look what they are—the “Best 
for Outdoor Wear.” 


Master boot makers build them—of the 
best material over lasts that are made for 
fitting and comfort. 


Next time a customer asks for real boots 
—see that you show original “Chippe- 


was.” 


We'll be glad to send salesman or cata- 
logue. Write us. 


CHIPPEWA 


June 30. 1923 


No. ee ee 8 15-inch “= -* 
Wa hippewa Chrom ‘and- 

sewed Vai amp. Goodyear Welt, unlined, 

Single Sole. stock C and D only. . $7.00 


No. 533—Same =. above—12 inch. In 
stock C and D o $6.25 


No. 5S53—Same as above—12 a. 
California Calf only $6. 


Sot aly as above—15 inch. oe 
A Calf o $7. 


No. cieemene as above—il2 inch. 
Chocolate Elk $6.25 


No. poe Geme as above—15 £e. 


No. 584—Men’'s 16-inch B, D. Eisendraths 
Waterproof Paris City Veal. Goodyear 
Welt, Hand-sewed Vamp and Quarter. 
Single Sole. Widths A to E. In stock C, 


No. 583—Same as above—12 inch. . $9.50 


CHIPPE\VA SHOE MFG. CO: _. 


CHIPPEWA FALLS 


WISCONSIN. 





Dealer Influence is secured thru advertising in the. Boot and Shoe Recorder. 
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Stanley Wass Will Be Webber’s 
Salesmanager 


N July 1, Stanley Wass, who for the 

past eight years has sold the Geo. A. 
Learned Co.’s line of women’s turns and 
slippers to the wholesale trade, with head- 
quarters at 135 Lincoln Street, will sever 
his connections with this company to be- 
come sales manager and style designer of 
the Webber Shoe Co. of Haverhill, who 
make a line of all hand-turned fancy 
slippers, specializing on popular priced 
hand-turned novelties, brocades and fancy 
leathers. Mr. Wass will also be interested 
in the business conducted by the Webber 
Shoe Co. 

Mr. Wass says that the same force of 
five salesmen who are at present covering 
all parts of the country for the Webber 
Shoe Company will remain and that he 
will cover the principal cities working in 
conjunction with these salesmen. 


Past Relations Most Pleasant 


Mr. Wass is leaving the George A. 
Learned Co. with the very pleasantest of 
relations. There has been absolutely no 
friction of any kind, and right up to the 
first of July, Mr. Wass’s most hearty 
efforts will be put into selling the Geo. A. 
Learned line, which he regards very highly. 

He has known Mr. Learned, as he has 
known Mr. Webber, for the past 17 years 
and is in the best of friendship with both. 
However, in his new position, he goes once 
more back to the executive end, which be- 
fore making the Geo. A. Learned connec- 
tion, he enjoyed for 16 years as a member 
of the Roblee-Wass Shoe Co., The opening 
with the Webber Shoe Co. was made be- 
cause of the fact that H. L. Webber, who 
has had charge of the selling, retires from 
that end to give his entire time to the 
production at his two factories, which 
have been very busy. 


Airy Effects for Fall 


“In these days of quick changes in 
styles,” said Mr. Wass, “‘it is a question of 
very quick motion all around.’’ He reports 
that never has he sold as many shoes in his 
life as he sold the last week. He states that 
his trade is buying light, airy effects for 
fall, with about a 14-8 heel, and toes fuller 
than formerly. He showed the Recorder 
representative some of the new Learned 
models for fall and about all had 2% inch 
vamps, plenty of straps and cut-outs in 
black satin, plain, and in combination 


with other leathers; log-cabin kid and 
other variations of the light brown shades. 

He stated that Webber Shoe Co. would 
make a special line of silver and gold eve- 
ning effects in novelty patterns for the 
wholesale trade. Mr. Wass, new Boston 
headquarters will be at 58 Lincoln street. 


Swan “At Home” Until 
August 


Dean C. Swan, who is “‘Charlie’’ More 
rill’s side partner and who travels parts of 
the South West and East for the Victoria 
Shoe Company, is now busy receiving the 
visiting jobbers at his office, 86 Lincoln 
Street, Boston. Mr. Swan, like Mr. Mor- 
rill, will not start out again on the road 
until about August. 


“Bob” Marshall Booking "Em 
Fast 


“Bob” (R. W.) Marshall is expected 
back any day now at the Boston head- 
quarters of Huckins& Temple Co. “Bob” 
with A. H. Huckins covers the wholesalers 
of the country and both of these good 
salesmen are kept busy every minute, no 
matter whether the thermometer registers 
98 in the shade, or 20 above zero. 

Mr. Huckins was interviewed at the 
Boston office the other day and managed 
to talk a bit between telephone calls. Said 
he, “I am really very much pleased at the 
large amount of business which we are do- 
ing all the time on our very high grade 
line of shoes. We shall have a booth at the 
Boston Style Shoe and both “Bob” and 
myself will be there. After that, I think 
that “Bob” may take to the road again, 
but I am going to try to get a little vaca- 
tion. In the meantime, I am keeping open 
house for visiting buyers right here at the 
old “homestead.” 


Parrott Says Quarter Toes 


G. E. Parrott covers the big cities of the 
country for the Everett Shoe Mfg. Co., 
selling women’s novelty McKays to the 
wholesale trade. He reports that business 
looks big for fall. His trade likes black 
satins in strap effects and in these goods, 
the quarter toe, he says, is very popular. 





CHARLES B. MORRILL 


Who covers the big cities of the West and South 
for the Victoria Shoe Co. 





Morrill Predicts Good Fall 
Business 


Charles B. Morrill, who covers the big 
cities of the Central West and South for 
the Victoria Shoe Company and who re- 
turned to the office about two weeks ago 
from a short trip in the interests of the 
wholesale trade, is keeping open house at 
his office, 86 Lincoln Street, and receiving 
visiting jobbers from all over the country. 
Mr. Morrill says that he does not expect 
to go out again on the road until August. 
He states that although trade was a bit 
slow in many places outside of the indus- 
trial cities, on account of the extremely 
cold weather, and retail merchants did not 
fill in as well as with stock as usual, never- 
theless everything is now coming along in 
fine shape and things look mighty good for 
all. 


Loving Cup to Willis B. 
Temple 


The Huckins & Temple Inc. sales force, 
members of the firm, and a few invited 
guests, to the number of 20, made merry 
at the Boston Athletic Association on Satur- 
day evening, June 23, when a dinner was 
given to Willis B. Temple, commemorating 
his 50 years of association with this firm. 
A silver loving cup, inscribed, “From His 
Business Associates,” was presented to Mr. 
Temple in behalf of those present by 
George F. Madden, credit man for the 
firm. Mr. Madden made the presentation 
speech. There was music and a general 
good time was enjoyed. Among the sales- 
men present were W. O. Huckins, R. W. 
Marshall; and John Fitzpatrick. 
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Boston Style Show 


At Booth 60 


The Ultimate Sole 


A Demonstration 
No Manufacturer 


or Retailer Should | 


Miss 


A Newly Perfected Im- 
provement In Attaching 
CrepeRubberSoles--With 
Fool Proof Results---Finer 
Appearance and Greater 
Manufacturing Economy. 


Every Shoeman will be 
greatly interested in this first 
public showing of this final 
touch of perfection, that re- 
moves every difficulty of at- 
taching crepe soles and admits 
of better shoemaking. 


Don’t Fail To See It 











of Pure Ceylon Crepe Rubber 


CLICO Soles 
Are Selling Well 
In Fall Orders 


The Great Satisfaction which 
wearers of CLICO are now 
experiencing has confirmed 
makers and retailers that a 
great fall and winter demand 
for them is sure. 


Here are some of The Classes of 


Shoes now being ordered with 


CLICO SOLES 


Sport Shoes 


For Basketball 
For Gymnasium 


Service Shoes 


For Policemen 
For Postmen 
For Nurses For Indoor Track 
For Winter Oxfords For Squash 

For Workmen 


And of course for Golf 
the year round. 


For Bowling 

















The Fine Firm Close Grain of CLICO Has Proved Its Superiority 





The Clifford Company 


Also Makers of Ace Rubber Heels 
Boston yoy reg M 


June 30, 1923 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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NEW YORK 


Extreme Heat Injures Retail Trade 


Vivid Colors Reported Passing Out While Trend for Shades 
of Brown is Noticeable 


TIMULATION of consumer shoe 

buying for the week ending June 23 
by reduced prices was partially offset by 
extremely hot weather in the middle of 
the period which cut business to a mini- 
mum. However, before the extremely hot 
weather set in, business was attaining al- 
most record breaking proportions in sev- 
eral of the stores that were conducting 
June sales. 

On Monday, June 18, the J. & J. 
Slater Fifth Avenue store handled one 
of the largest crowds in its history, accord- 
ing to an executive of the organization. 
Cammeyer and Queen Quality, in the 34th 
Street shopping center, also reported rec- 
ord breaking crowds early in the week, 
but the rush of business was later checked 
by the torrid temperature. 


Vivid Colors Waning 


A feature of the sales now in progress 
is the low price mark on colored kid shoes. 
As far as New York is concerned, the 
colored kid proposition, that is the vivid 
blues, greens and reds, is a dead letter. 
All sorts of rumors regarding the lengths 
to which retail shoe merchants have gone 
to rid themselves of cumbersome stocks of 
colored kid shoes are going the rounds of 
the retail trade. One story runs to the ef- 
fect that a certain specialty shop sold 6,000 
pairs of colored kid shoes to a jobber, at 
a loss of more than $1 a pair after succes- 
sive retail price cuts had failed to move the 
stock rapidly enough. 

Another retail merchant, who saw the 
drop in colored kids coming, says that -he 
has cleaned out his stocks almost com- 
pletely and now has less than 100 pairs 
on his shelves. He is one of the merchants 
who does a large volume business and al- 
together sold about 10,000 pairs of colored 
kids this spring. It is thought, however, 
that only a few of the local merchants es- 
caped taking some fairly severe losses on 
colored kids. 


Good Demand for Whites 


Another point on which a number of 
wrong guesses were made was the volume 
of white business that might be done this 
spring and summer. Whites are moving 
very well, better than most merchants 
expected, and many sales have been lost 
by insufficient stocks, it is reported. Most 
of the local retail merchants bought their 
whites sparingly and are now sending in 
quick orders to the in-stock departments 
of nearby factories or attempting to place 
rush orders. It was felt earlier in the season 
that the vogue for colored kids would cut 
into the normal white business. Acting 


upon this idea, few of the retail merchants 
bought a normal supply of white. 

At present, all white appears to be out- 
selling with white with colored trim. In 
the combinations, white with black trim- 
mings is the leader in the higher class stores, 
it is reported. There is little demand for 
white with tan combinations. 


Trend Toward Brown Shades 


The expected trend toward browns is 
beginning to manifest itself. Beige and some 
of the lighter shades, grading down to a 
pure cocoa hue, are being worn on the 
streets by the better dressed women to 
match with summer gowns. Franklin- 
Simon & Company recently showed an 
extensive display of shoes of this hue in 
its Fifth Avenue windows in conjunction 
with apparel and millinery. Although ooze 
is beginning to come in for consumer de- 
mand, kid is still a favorite. 


L. M. Hart in Europe 


L. M. Hart, president of Cammeyer, has 
sailed for his second European trip this 
year. He left New York on June 19 and 
expects to return some time in August. 


Slater Home July 10 


John Slater of J. & J. Slater, president 
of the National Shoe Retailers’ Associa- 
tion, isexpected back from the West about 
July 10. While New York was sweltering 
in a temperature close to the 100 mark, 
Mr. Slater was reported sojourning in the 
Canadian Rockies. 


Moving Plant to Baltimore 


The Chieftain Manufacturing Company, 
manufacturers of popular priced shoe 
polishes, with offices at 154 Nassau St., 
New York, and a factory at Charleston, 
W. Va., will remove its plant to Baltimore 
about August 1. The company has pur- 
chased the buildings and property of 
William Numsen & Sons, covering about 
a half acre in Baltimore, bounded by Key 
Highway, Jackson and West Streets. 


John M. Adler Dead 


John M. Adler, a director in the Adler 
Shoe Co., died recently in his 68th year. 
He retired from active business two years 
ago and was prominent in the retail shoe 
business. Two years ago the Adler Shoe 
Co. secured control of two stores then be- 
ing operated by Mr. Adler, but he re- 
mained as a director in the company. 








Where to Buy 


Women’s Shoes 














J.W. BARNARD & SON 
Andover - - Mass. 








ared, in our new 
factory, better footwear, quicker 
deliveries and increased service. 


Latest Models, All Leathers and Satins 
FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 








STOCKBRIDGE SHOE COMPANY 


MAVERHILL, MASS. 


= 











BLEECKER STYLES 


Are the last word in footwear 
for stylish women 








Phillips Shoe Co. Inc. 


Makers of 
Women’s Turn 
Sli 
276 RIVER STREET 
Haverhill, Mass. 


Boston Office 
207 Essex Street 





FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slip; and 
pumps in the latest designs and finest leathers, 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











E.A.& M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 

F 
Haverhill, Mass. 


Boston Office 
Rice Bidg. Reem 406 











N°? matter what policy you may 

pursue in selling to the shoe 

trade, nevertheless, you need the 

Boot and Shoe Recorder 
All the Time 

















Where to Buy 


Men’s Shoes 














(P) M. A. PACKARD CO., Makers 
BROCKTON 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N. Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 














Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 

















OSTONFANS 
Commonweauru Snore & Leatuer Co. 


WHITMAN, MASS. 








One Pair 
Sells 
Another 


T.D.Barry Co. 
Brockton, Mass, 
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Expect Good Business to Continue 


Retail Shoe Merchants Look for Strong Sales in July and 
August—Whites and Colors Selling Freely 


PERICD of extremely hot weather 

during the week ending June 23 
served to stimulate the sales of white 
footwear in all of the retail shoe stores. 
However, during the latter part of the 
week when the thermometer registered 
very high marks, business suffered in 
many of the stores because the weather 
was too uncomfortable to inspire women 
to endure the heat of the hot sun in shop- 
ping tours. Merchants reported good sales 
of grays, beige, sand colored and other 
colored footwear, besides free sales of 
whites. 

Business is good and most retail shoe 
merchants agree in predicting a better 
July and August than they enjoyed a 
year ago. One of the reasons for this 
optimistic prediction is that shoe mer- 
chants contend that the white season was 
retarded by unseasonable weather, the 
anticipated result being a good volume of 
sales in this type of footwear during July 
and August. Merchants also report that 
a broader assortment of styles, increased 
because of the wide range of colors, will 
tend to increase the number of sales to the 
customer. 


Grays Selling Very Well 


Constant calls for gray have been 
received in many of the stores. Merchants 
predict a steady sale of grays all summer. 
Gray has been the best seller at the Cros- 
sett Shoe Store and is expected to con- 
tinue strong. Whites have sold well, but 
because of the lateness of the opening of 
the season, are expected to sell more 
freely in July and August. Field mouse in 
a one-strap pattern has been a most 
popular model at this store. Business is 
ahead of 1922. 


Gray in a Ritz pump, an attractive one- 
strap model, sold freely at the Gillet- 
Upton Inc. store. White kid enjoyed 
generous demands while blue led the most 
brilliant colored leathers in popularity. 
Reds are pretty well exhausted. A com- 
bination model with white as the pre- 
dominating color, built on a gore pattern, 
is reported as a good seller at this store. 
White kid with saddles of patent, red and 
dark green, emphasized with a beaded 
buckle, sold very well. 


Beige and Sand Cut-Outs 


Fancy cut-outs in beige, sand color and 
grays and strap models have been very 
popular at the T. E. Moseley Co. store. 
White footwear sales were very strong and 
indications pointed to a continuance of 
the call for whites. 

Retail merchants selling men’s shoes 
stressed the popularity of tans for summer 
wear. Blacks are selling well; so are 
various types of sport shoes. The crepe 
rubber sole is a characteristic of most of 
the sport models. 


New Show Room 

Lunn & Sweet Co., manufacturers of 
women’s welts and turns at Auburn, Me., 
have opened an attractive sales room in 
Room 716, Rice Building, 10 High street. 
The room adjoins other offices of the com- 
pany and President Alfred J. Sweet is in 
charge. 

The fixtures are of Circassian walnut. 
Plate glass shelves, arranged on cabinets 
with mirrors in the background, are pretty 
features. Brown velvet draperies, em- 
broidered in gold, and chairs, upholstered 
in blue leather, go well together with the 


View from entrance showing well arranged displays 
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A broad line of women's welts and turns on shelves 


fixtures. A show case occupies a conspic- 
uous position in one part of the room, it 
being so arranged that every exhibit is 
easily visible from every part of the room. 

Shoes in colors of beige, log-cabin, white, 
shades of brown and two-tone combina- 
tions are displayed. 


In Log Cabin Ooze 


One of the new numbers at H. E. Hagan 
& Co. store is in log cabin ooze, trimmed 
with narrow pipings of brown calfskin in 
zig zag pattern, stitched with beige. An 
instep strap which comes down from the 
center strap and buttons in the center of 
the throat, with rounding French toe and 
vamp of 2 7-8 inches, and its 18-8 Spanish 
heel, is very smart. 

Business at this store is reported to be 
far ahead of that of last year at this time. 
Folks seem to be buying to make up for 
their slowness in this direction of some 
months ago. 


“Colors Better than Whites” 


At the Cambridge Shoe Store, situated 
in Harvard Square, just at the exit of the 
tunnel from Boston, one of the best 
suburban footwear establishments, Frank 
J. Welling, manager, reports that he has 
bought but very little white this summer 
as the call has been almost entirely on 
colored sandals in blues, greens, reds, and 
other bright hues. He says that he hears 
the same report from brother merchants 
in Waltham, Waverley and other sections. 
Some very attractive children’s stitch- 


downs with cut-outs at the vamp were 
noted in reds and blues. 


“Colonials Good for Fall’’ 

It is Mr. Welling’s prediction that 
Colonials will be good for fall in grays and 
beaver brown, also field mouse, with heels 
about 18-8. He said that this height of 
heel was selling well with him at the 
present time, as with the present vogue of 
high cut arches, an 18-8 height does not 
seem so “elevated’’ as formerly. “And if 
Colonials come in _ strongly this fall, 
as I think they will,” said he, “buckles 
will also be strong again.” 

A Midsummer Sale 

Mr. Welling is now getting ready 
for his midsummer sale, in which all 
merchandise will be cut down to cost. He 
intends to make a complete turnover of 
his stock in a month’s time. About all of 
his fall goods are bought, he says, and he 
must clear house. He intends to keep his 
eyes open for new models at the Boston 
Style Show and will complete his fall 
orders therefrom. 


New Line of Novelty Shoes 


The Globe Shoe Co. is now making a 
smart line of novelty McKays, in addition 
to their well-known line of Goodyear welts 
and imitation turns. The new samples 
show a very wide variety of patterns, and 
have caused a considerable amount of en- 
thusiasm among buyers who have seen 
them on display at the Boston office, 
207 Essex St. 





PHILADELPHIA 


Much Activity in All Industries 


Factories Making Shoes in Beige, Log Cabin and Autumn 
Brown Colors—Vivid Colors Losing Strength 


CCORDING ‘to the State employ- 
£\ ment office, an increasing number of 
:equests have been received recently from 


large and small industries in various parts 
of the state for experienced help. Espe- 
cially numerous have been the requests for 








Where to Buy 


Men’s Shoes 








FREDERICK S, PECK 


Worcester, Mass. 


Men’s and Women’s 
Sport and College Shoes 
Boston Salesroom 
207 Essex Street 


HOWARD & FOSTER CO. 


Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 














Lynchbt 


rg Virginia 





better"than ever in Quality and fit 
cownery of Trade (ark Rillman® 
DULL CABERET $15 ys be 
GLAZED KIT $18.00 ** 
-* Black and Brown 
full szzes 3 toll in Stock 


M. GUSTIN | 


WWi9® St. New York 








Carried Stock 
at . 
11 South Stree 
Beston 
BROCKTON 


BOOT & SHOE 
COMPANY 
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(fo? i Shoe 


FOR MEN 











Men's Suoes ~Hanp TAILORED 
N 
Bore EB) hae 
Best Mape @~5"°5,/ KnowsHow 


Wuen East Visit Us 
WHEN IN Your Town We Wiz Visit You 








Stock Dept. 5 <¢ 
Is at Your Service So 


THE STETSON SHOE CO. (Inc.) 
, South Weymouth, Mass. 








HENRY LILLY CoO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 








Every Wednesday and Friday 














Where to Buy 


Men’s Shoes 
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Where to Buy 


Men’s and Women’s Slippers 
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Trade 


BEST-EVER 
Soft-Sole Leather 
Bepdetre and Novelty 
Kimona Sandals 
Write for Prices 


Tee Been Te 
IBvex 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. ¥. 











Where to Buy 


Ballet Slippers 























BALLET SLIPPERS 
on —— for fall. Nov- 
Co., Inc. 


Slipper 
118 Phoenix Row 
Haverhill, Mass. 
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tool and die makers, machinists, machine 
operators, moulders, and cement mill help. 
There has also been considerable call for 
common labor. Automobile mechanics are 
in increasing demand with the supply to- 
tally inadequate. Storage and warehouse 
companies are asking for experienced 
packers. There is a shortage of female labor 
in factories and many operators are offer- 
ing special inducements for learners. The 
lack of trained stenographers and typists 
is growing more acute every day. One of 
the railroads here is advertising for men 
for track work. 
Activity in Many Lines 

Anthracite is in heavy demand; supply 
is low, and prices are advancing. Heavy 
shipments to Canada are reported and the 
highest prices in the industry are expected. 
Iron and steel dealers report a favorable 
market with the outlook good for some 
months to come. Prices are firm and col- 
lections are good. The automobile ac- 
cessory business continues to be good. 
Building operations are hindered some- 
what by delayed shipments and labor 
conditions. 


Railroads Add to Schedules 


In anticipation of very heavy resort 
travel to the seaside places along the New 
Jersey shore both the Philadelphia and 
Reading Railway and the Pennsylvania 
Railroad, a few days ago, put into effect 
their full summer schedules to these 
points. The establishment of this service 
means the addition of many extra trains. 
Both roads are expecting the heaviest 
travel to the shore in their histories. 


Mail Order Business Good 


Merchants report mail order business 
very satisfactory. One house doing a large 
mail order business reports that its sales 
have been steadily increasing for the past 
six months. 


Factories Are Busy 


John C. McKeon, of Laird Schober‘and 
Company, reports the factory very busy 
on fall shoes. They are making half welts 
and half turns. Staple business is very satis- 
factory. This factory reports good business 
on welt oxfords and plain welt one-straps. 
It is making a great many welts and turns 
in strap open-work effects. Mr. McKeon 
reports a very pronounced tendency to- 
ward elaboration of tips. There is also 
some elaboration of vamp ornaments. The 
height of heels and the width of toes re- 
mains about the same except in the welts 
where the tendency is toward a slightly 
broader toe. 

Mr. McKeon reports a very heavy de- 
mand for beige, log cabin, and autumn 
brown. There is also a revival of medium 
grays in ooze leather. Plain whites are in 
good demand though whites with colored 
trimming are fast losing their popularity. 
Prices remain unchanged. 

Another factory is still working on red, 
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green, and blue shoes though it is pro- 
ceeding cautiously. It is also making some 
staples for fall, most of them being dark 
tan oxfords. 

A third factory is sampling dark brown 
suede for fall. It is expecting also some de- 
mand in fall for black in gun metal and 
suede. There will be some demand for kid 
in wine and sand colors but not much in 
black. Some demand for brown kid is also 
expected. This factory is sampling a num- 
ber of shoes with side goring. While this 
will add slightly to their cost, prices other- 
wise remain unchanged. 


Glazed Kid Trade Fair 


Glazed kid manufacturers report trade 
fair. One large firm reports it is opera- 
ting to 75 per cent of its capacity on 
blacks and brown. It is looking for better 
demand by the middle of July. Another 
firm reports good demand for kid in black, 
field mouse, champagne, and gray. Prices 
are holding firm. One or two glazed kid 
manufacturers are predicting a big run on 
boots in fall, but they are in the minority. 


Wholesale Trade Quiet 


Wholesale merchants report trade rather 
quiet due to the fact that Spring business 
is over and buying for fall has not yet 
started. The firm reports some demand for 
patent leather with field mouse tops. Black 
and brown kid are not very active. One 
wholesale merchant thinks that retail 
merchants will come into the market with 
a rush in July so that they can get their 
shoes by September. He says congestion in 
the factories will follow and deliveries will 
be delayed. 


Sole Leather Trade Dull 


The offering of concessions by sole 
leather dealers has still further curtailed 
buying. With hides down and sole leather 
prices weaker, both factories and finders 
are holding off in the hope of further re- 
ductions. Factories aré not rushed with 
orders at present and are said to have fair 
stocks of leather. In view of these two 
facts they are not especially anxious to 
buy on a declining market. 


Shoe Merchant Injured 


A. H. Geuting, head of the A. H. Geut- 
ing Company and former president of the 
National Shoe Retailers’ Association, was 
severely injured in an automobile accident 
on Friday night, June 15. The car,in which 
he was riding to a dinner engagement, was 
going west on Conshocken Avenue when a 
truck suddenly darted in front of it at 
Mayfield Avenue. The driver of the car in 
which Mr. Geuting was riding swerved to 
avoid a collision and the car crashed into 
the corner of a garage. Mr. Geuting was 
thrown against the windshield by the im- 
pact. He sustained a ten-inch cut over his 
left eye. Twenty five stitches were re- 
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quired to close it. Though he was not made 
unconscious he was dazed and suffered 
from the loss of blood. 


State Convention Plans 


The committee in charge of the arrange- 
ments for the 1924 convention of the 
Pennsylvania Shoe Retailers’ Association 
is working hard to make it the greatest 
ever held anywhere. The dates are Janu- 
ary 21, 22 and 23. Lulu Temple, Broad 
and Spring Garden Streets, has been en- 
gaged. More than 100 booths will be 
placed in the large ballroom on the first 
floor. The convention will be staged and 
the style revue held in the convention hall 
on the second floor, which seats 1,500. 
Business sessions will be held only in the 
forenoons. The afternoons will be given 
over to the buying of shoes. Paris Haag, of 
Philadelphia, known as an expert on style 
revue, has been engaged. The style revue 
will be staged both Monday and Tuesday 
evening. A. H. Geuting is the general 
chairman of the convention. 


Retail Offerings 


Hanan and Son are offering French 
pumps in patent leather with red strap, 
white kid with red strap, white kid with 
strap of apple green, all-champagne kid, 
all-white kid, and all-black satin. 

Snellenburg’s store recently featured a 
sale of 2,500 pairs of white linen one-strap 
pumps with low flat or military rubber 
heels and lace oxfords with Cuban rubber 
heels. The price was $3.85. All of these 
shoes had welted and stitched soles. 

Gimbel’s store recently conducted a sale 
of more than 5,000 pairs of women’s 
white strap pumps, sports pumps, oxfords, 
and two-tone effects at $2.35. 

Claflin’s store is offering men’s buckskin 
oxfords in combinations of brown and 
white, black and white, or plain white, 
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with rubber or leather soles, at prices rang- 
ing from $11.50 to $15. 

Included in the offerings of Strawbridge 
and Clothier are white kid pumps at $7.50. 
They are one-straps, French-bound, with 
perforated trimming, welted soles, and 
covered military heels. This store is also 
offering white oxfords of reignskin cloth 
with leather soles and covered military 
heels at $4.45. It is also offering black kid 
oxfords at $3.85. They have round toes, 
straight tips, leather soles and military 
heels with rubber top-lifts. 

The John Wanamaker store is offering 
for women a gray buckskin oxford trimmed 
with mottled gray calf. It has a crepe 
rubber sole and sells for $12. This store is 
also offering a tan oxford sports with a 
plain soft toe at $9.50. This store is fea- 
turing for men tan oxfords with uppers of 
boarded calf, crepe rubber soles, saddle of 
same material and novel foxing for $10. 
At $15 this store is offering white buck- 
skin oxfords for women. They have straight 
tipped medium toes, covered military heels, 
white leather welted soles, and just enough 
perforating to make them distinctive. At 
$15 this store is also featuring mulberry 
kid oxfords with short vamp, round toe, 
five-eyelet blucher tie, high arch, covered 
Cuban Louis heel, and light welted sole. 


Shoe Retailers Meet 


The Philadelphia Shoe Retailers’ Asso- 
ciation met in Winkelman’s store on 
Chestnut Street on Wednesday, June 20. 
In the style discussion which took place, 
it was predicted that men’s lighter weight 
oxfords in both black and tan would be 
good in fall. The consensus was that sales 
would run around 30 per centon black and 
70 per cent on tan. There was considerable 
uncertainty as to what would be good in 
women’s shoes in fall. Plain white shoes are 
said to be selling very well now. Whites 
trimmed with colors are not very active. 





BROOKLYN 


Early Fall Orders Received 


Swing Toward More Conservative Patterns—Strong Prefer- 
ence for Ooze in Dark Shades 


ENTIMENT among the Brooklyn 

shoe manufacturers has improved de- 
cidedly in the last few weeks. Early fall 
orders are beginning to come in in larger 
quantities and it now appears that the 
summer let-down will be less marked this 
year than it was a year ago. 

The early orders are small, individually, 
but a good number have been received, 
making a fairly large aggregate. Salesmen 
now on the road report that retail mer- 
chants are looking with more favor upon 
Brooklyn styles this year. 

Some new patterns have been developed 
since the style show in May, but they fol- 


low along the lines of the shoes that were 
shown then. The greatest change has been 
in the swing toward more conservative 
patterns than were displayed at the style 
show. Many of the new patterns have been 
developed from the older ones, by elimi- 
nating some of the trimmings or softening 
down some of the color combinations. 

In Brooklyn, it looks as if fall were to 
see a large return of ooze. Practically every 
customer of the Brooklyn factories has 
ordered some ooze shoes, principally in 
dark brown shades. Patent leather is grow- 
ing stronger and patent is good, not only 
for immediate delivery, but for shoes that 








Where to Buy 


Children’s Shoes 
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Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 181 Essex Street 
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SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A.POSNER SugeS Be. | 


140 W. BROADWAY NEW YOR! 











Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 














SOFT SOLES 
A Wonderful Line for the 
Wholesaler In Stock— All 
leather moccasins, soft soles. 

— 
$2.50 and 
wards. oRiso o tell line 
of Ladies’ PumpStraps 


NU BABY SHOE CO., East Lynn, Mass. 











Where to Buy 


Boys’ Shoes 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 











INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs Coons these pages may read 
—and learn. 

















Where to Buy 


Hosiery 











OLLYWOO 
H'tiose. D 


Reg. U. S. Pat. Off. 
Guaranteed full fashioned 
Let Your Jobber Carry Your Stock 

Harrington Waring 
41 Union Sq. W. New York 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street Boston, Mass. 
Telephone Beach 1960-4961 











Where to Buy 


Shoe Store Supplies 

















IN-STOCK 


Bathing Shoes and Pumps ¢ —_—, 
RUBBER, 90c. PER PAIR 
Ladies’ and Misses’ Red, “ 
White, Blue and Black. 


Men’s Black Only 
BLOG SHOE FINDING CO., INC. 


147 Duane St., New York, N. Y 
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will be sold in August and early September. 

Brooklyn factories with white shoes in 
stock are doing a fine business at present. 
There is a shortage of whites for immedi- 
ate delivery and Brooklyn stocks taken 
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as a whole are lower than usual. White kid 
is strongest in demand, with white buck 
following, according to most Brooklyn 
manufacturers. There is little white fabric 
used in the Brooklyn producing center. 





ATLANTA 


Cotton Prices Stimulate Business 


Retail Shoe Trade in Several Large Southern Cities Better 
Than a Year Ago—Much Buying for Fall 


HE Southeast has experienced some 

exceptionally hot weather for the past 
two or three weeks, and though it has 
served to slow up general retail shoe busi- 
ness to some extent throughout the section, 
the dull season is not nearly as marked 
this year as it was in 1922, and as a whole 
bids fair to prove entirely satisfactory. 


InAtlanta and other larger cities through- 
out the district, such as Birmingham, 
Nashville, Savannah, Macon, Jacksonville, 
Mobile, New Orleans, etc., retail shoe 
trade appears to be particularly good for 
this time of year, judging from reports 
brought to Atlanta by traveling shoe sales- 
men who cover this district. They say that 
increased cotton prices have been having a 
very favorable effect on the retail busi- 
ness in business in general, and that as a 
whole there is little cause for complaint. 


Good Outlook for Fall 


The outlook in larger cities for fall 
seems to be very good indeed, with a ma- 
jority of the retail merchants looking for- 
ward to the best season they have enjoyed 
in the past three or four years. The result 
of this is a better tone to the jobbing busi- 
ness, as retail merchants are doing con- 
siderably more fall buying right now than 
they were doing at this time a year ago. 

Most of the Atlanta shoe manufac- 
turers and jobbers state their salesmen 
are sending in a very good volume, of 
orders for fall delivery from all over the 
Southeastern district. 

In the smaller towns and communities, 
where the merchants are mostly depend- 
ent on their rural custom, business con- 
tinues to hold up well, and is generally be- 
lieved to be at least 50 to 60 per cent bet- 
ter now than it was at this time last year. 
Cotton prices always have a material effect 
on general business conditions over this 
section, with business good when the price 
climbs, and business slack when it goes 
down the ladder. Nearly always this effect 
is immediately noted when cotton begins 
an upward climb in price, due to the moral 
effect it has on Southern farmers. 

If cotton remains at this price, and there 
is every promise that it will because of the 
fact that Southern farmers are now so 
thoroughly organized in their co-operative 
marketing associations, 1923 will prove 
the biggest year financially in the history 


of the cotton industry. And what the fa- 
vorable result of this will be to general 
business in the Southern field for the next 
year to come needs not be emphasized 
here. The outlook for the future, therefore, 
from thestandpoint of the retail merchants, 
is as favorable as it has been in this section 
for a good many years, and dealers are 
buying their advance stocks accordingly. 


Good White Season 


Whites are selling well with the coming 
of the warm weather, and though the sea- 
son will probably not be as large as the 
merchants had anticipated some five or six 
months ago, as a whole they are looking 
for a good white season. The trade in white 
goods is being affected somewhat, however, 
by the popularity of the colored footwear 
for women, which is selling very well. Red 
slippers are proving by far the most popu- 
lar, while green and blue follow in the order 
named. The outlook for this business ap- 
pears to be very good for the rest of the 
summer. 


Credit Men’s Meeting 


There were approximately 2,000 dele- 
gates attending the annual convention of 
the National Association of Credit Men, 
which was held in Atlanta from June 12 to 
15, including many credit men throughout 
the country connected with the shoe busi- 
ness, retail, wholesale and manufacturing. 

At-the final meetings on June 15, Ed- 
ward P. Tuttle, of the Atlas Shoe Co. of 
Boston, was elected national president of 
the body for the ensuing year, while J. H. 
Tregoe, New York City, was re-elected 
secretary and treasurer. 

During the convention the visiting credit 
men were told by nationally prominent 
bankers and business men that the busi- 
ness depression period has long since be- 
come a thing of the definite past, and that 
in future general business should exper- 
ience a period of steady prosperity through- 
out the country for many months to come. 

J. K. Orr, president of the J. K. Orr 
Shoe Co., of Atlanta, one of the best known 
of the Southern shoe manufacturing com- 
panies, was one of the principal speakers 
during the convention, speaking on gen- 
eral credit matters from the standpoint of 
jobbers and manufacturers. The subject 
of his address was “From the Ground Up.” 
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ROCHESTER 


Dark Brown Shades for Fall 


Strap Patterns Built with Rounder Toes Predicted to be 
Popular—Patent Leathers Meeting with Favor 


ERMAN FREIDELL of the Cul- 
j ture Boot Shop is quite satisfied as 
to what will be worn for fall. Mr. Freidell 
predicts that dark brown suede and log 
cabin will sell exceptionally well in fall. 
Patent leather, too, with goring and open 
work fronts will be strongly favored. Dress 
pumps and two-strap patterns, with block 
or medium Spanish heels, are being shown 
in early fall models. The toes are not quite 
so long, the tendency being towards the 
more rounding last. The ankelette, a new 
strap effect in satin and black suede, 
should prove popular, according to Mr. 
Freidell. 


Walk-Over Stores Combined 


Can a company, operating two stores in 
one city (one a men’s and the other a 
woman’s) close both stores, merge both 
stocks, and open in an entirely new loca- 
tion without a loss of patronage? H. J. 
Van Arsdale, manager of the Walk-Over 
Shoe Stores, answers the above question 
affirmatively and positively. For years the 
Walk-Over organization has operated one 
men’s store and one women’s store, both 
on the same street within four blocks of 
each other. Last month Mr. Van Arsdale 
closed both stores and opened at 324 Main 
Street East, opposite East Avenue. Busi- 
ness continued as usual, but with one dif- 
ference, Mr. Van Arsdale says, and that 
is that he is doing more business in the 
new store than was done in both stores 
for the same period last year. 


Impressive Style Show 


The Empire Last Works, branch of the 
United Last Co., held a style show at the 
factory during the week of June 18. It at- 
tracted much favorable attention and was 
attended by representatives from prac- 
tically every factory in Western New York. 
Shoes, last, sand patterns from the style 
centers of the world, including Londonand 
Paris, were displayed and the manufac- 
turers who visited the display declared it 
to be an exhibit of great educational value. 

J. W. Holmes arranged the display, and 
due to the great interest of the local shoe 
men, another exhibit in the early fall will 
be held. Every three months the Empire 
Last Company and other branches of the 
United Last Co. will undoubtedly arrange 
displays of a similar nature. Free Lamport 
of the John Pell Branch and W. H. Burger 
of the Stewart and Potter Branch at- 
tended the exhibit and were enthusiastic 
about the reception it received and plan 
to run similar shows at their respective 
factories. 


From the shoes shown, it would appear 
that semi-stage lasts carrying 10-8 or 12-8 
heels on a semi-stage forepart will be the 
big bet for early fall. 


Upstairs Shops Appeal to 
Women 


That women will patronize an upstairs 
shoe store better than men is the opinion 
of E. C. Green, manager of the Ground 
Gripper Shoe Shop, which opened about 
four months ago. Mr. Green finds that the 
proportion of feminine business over male 
trade is about two to one. Other upstairs 
shoe shops in Rochester are the Cantilever 
Shoe Store which recently moved from an 
exclusive street floor location to the top 
floor of an office building and the Duson 
Boot. Shoppe, a new firm, featuring only 
the Duson Arch Relief Shoe for women. 


Shoes From $1 Down 


Selling shoes for $1 and less was the par- 
ticular pastime of two Rochester mer- 
chants. The Meyers store advertised a 
special sale of 2,400 pairs of women’s white 
oxfords and pumps with low, Cuban or 
medium heels for $1 per pair. The shoe de- 
partment of Edwards’ department store 
advertised a purchase consisting of 60,000 
pairs salvaged and other shoes for men, 
women and children. One of the Edwards’ 
values was women’s and children’s white 
canvas oxfords and pumps at 19 cents a 


pair. 


Tuttle Selling Cambridge 
Line 


The W. A. Tuttle Company is now sell- 
ing the Cambridge Rubber Co. line of 
rubber footwear and is featuring the 
“Radio”’ boot in gray and black. The gray 
boot is a new production which has a cuff 
of Paisley. The “Radio” pattern also 
comes in black with cuff of astrakhan. For 
early fall, this jobbing house is showing 
women’s sandals and oxfords in various 
shades of brown nubuck. 


Burke Opens New Store 


Don Burke, head of the Burke Shoe 
Stores, is a busy individual these days, 
making overnight trips to the shoe markets 
picking suitable locations for new stores 
and opening other new establishments. 
Mr. Burke recently opened a new Burke 
Shoe Store in Troy, N. Y., and the story 
is told how.Don worked right with his men 
all night and well into the morning on the 
day previous to opening day to have things 
exactly as he wanted them. 
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Standard Shoe Materials 
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F. E. JONES Co. 
FANCY COLORS 
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95 SOUTH oe BOSTON, MASS. 
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The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK (0. 
Tanneries at Danversport 95 Seuth St., Besten, Mass. 





COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
184 Summer St. 


Formerly Walpole Shoe Supply Ce, 
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Shoe Ornaments 
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Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 


PROVIDENCE - - - RI. 











For Good Silk or Cotton Tassels, 
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Th e Van ity 
Novelty Works 
1261 Atlantic Avenue 
rooklyn, N. Y. 
“Just Enough Better To Be Thoroughly Werth Whit” 
BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 
High Class Buckles at Popular Prices 
2927 3RD AVENUE NEW YORK CITY 
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Miscellaneous 
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LYNN 
New Shoe Styles for Midsummer 


Gores and Straps in Suede and Buck Leathers and Satins 
Are Leading Numbers 


TYLE making goes on at its new pace, 

which some now consider the custom- 

ary pace. New styles for the midsummer 

season are coming forth from the factories 

in larger volume than was expected. Gores 

and new straps of suede and buck leathers, 
and satins, too, are chief among them. 

For fall, Lynn manufacturers will spread 
in the Boston market another long and 
varied line of samples. The bulk are light 
and dainty effects. There are some of the 
heavy type shoes to be sure, but they are 
not anywhere near as numerous as the 
light and dainty shoes, nor are they as 
heavy as they used to be. Mannish types 
some call them, though the accuracy of 
that descriptive term is now open to ques- 
tion. 

Materials for the light and dainty shoes 
are suedes and bucks, satins and kids, and 
patent leathers. For heavy types of shoes, 
smooth and boarded calf, and elk are used. 

Lasts show an effort to Americanize the 
French last. Heels are 14-8 and 16-8 high, 
with the Spanish type strong for light and 
dainty shoes, and from 8-8 to 12-8 high 
for walking, or heavy types. 


A Midsummer Season 

“Yes, I believe we are going to get a 
midsummer season,”’ said a Lynn manu- 
facturer. ‘““We certainly have good orders 
for shoes for July 15 delivery. These shoes 
will be, according to present trade practices, 
offered for sale at once. They should be 
sold by early September, when the regular 
fall trade begins. It looks to me as if many 
shoe merchants plan to do business as 
usual in August, instead of taking things 
easy.” 

There are several shoe firms in Lynn 
who are putting through shoes for early 
July delivery, which fact strengthens the 
opinion that there will be a good mid- 
summer's business on novelty types. 


An Eye for Boots 

While it may be true that many buyers 
have no interest at ail in boots, yet it 
should be reported as a matter of record, 
that several farsighted salesmen, and de- 
signers, too, are once more asking about 
the possibilities of boots. They want to 
know about the prospects for half boots, 
sandal boots or regular boots, and other 
sorts of boots, excepting, perhaps, Russian 
boots. 


Snappy, Sturdy Welts 


V. K. & A. H. Jones & Thomas have for 
fall some snappy, sturdy welts. Soles show 
extension edges, gabled edges and like 
novelty edge work, in both stitching and 


finishing. Heels are low on this line and 
have rubber top lifts. Vamps show novelty 
and creased vamps on soft toes. Corded 
tips feature. Fancy stitchings appear on 
uppers. 

Leathers will be of light tan, for early fall, 
and medium tan, for late fall, in grain, 
boarded and suede finish. About one half 
of the calf shoes will be of the suede leather. 
A strong line of black calf shoes will be 
shown and patent leather shoes, too. Pat- 
terns will be of the lace and strap styles. 

Besides its snappy, sturdy welts, V. K. 
& A. H. Jones & Thomas will show a new 
line of novelties, all made by the flexible 
McKay process and all having covered 
wood heels. These will be of suedes, kids 
and satins, in the fashionable colors. 
Many of these shoes will be made in the 
outsizes, including fat ankle types. 


Satin Welts 


Travers Shoe Co. is making a long line 
of satin shoes, both welts andMcKays, all 
with wood heels. The company is particu- 
larly proud of its satin welts, which have a 
light, close edge, and yet so much of the 
welt that new soles may be sewed to the 
shoes when the original soles are worn 
through. These satins are black and brown 
in colors, and most of them, made in the 
strap styles, have trimmings of suede calf 
to match. 

Also, the Travers Shoe Co. is making for 
midsummer, a line of white gray shoes, 
a hard lustre finish calf leather, that is 
really gray in color, but a yard or so away 
looks like white. Another midsummer 
shoe is of buck leather in the log cabin 
color. 

Patent shoes are strong for summer and 
fall, and black shoes seem to be gaining. 

Heels are 14-8 and 16-8 high. To show 
the changes in heels, it may be said that 
two years ago this firm made but few wood 
heel shoes, while during the past six months 
it has made only 10 cases of leather heel 
shoes, all of the others having wood heels. 


The Oldest Manufacturer 


James D. Mullen, of James D. Mullen 
& Son, shoe manufacturers, was 88 re- 
cently. He celebrated his birthday by going 
to his factory and doing his usual day’s 
work. He has now been manufacturing 
shoes for 69 years, and he put in two years 
at the bench before that. So Lynners be- 
lieve that he is the oldest active shoe man- 
ufacturer in the country, and possibly in 
the world. 

Mr. Mullen walks to and from his fac- 
tory, and takes a jaunt of a couple of miles 
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just for exercise. Probably he walks more 
each day than does many a young man. 
What a timely living example for that new 
shoe trade slogan ““Walk and Be Healthy!” 


Going to North Cape 


James H. Grover, of J. J. Grover’s Sons, 
shoe manufacturers, sailed last week for 
North Cape. On his return, he will cross 
Europe to Mediterranean countries. 


More Wood Heels 


The Gray Wood Heel Co. says that more 
wood heel shoes will be made for the fall 
than for any former season, even including 
the spring and summer run when wood 
heels went to a new peak. More shoe firms 
are using wood heels than ever before. All 
of which is quite a contrast with 10 
or so years ago, when the wood heel shoe 
was considered correct for dress wear in- 
doors only. But then, the luxuries of yes- 
terday are the necessities of today. 


First Shoemaking Class Grad- 
uates 


Lynn’s school of shoemaking graduated 
its first class last Friday, June 15. Twelve 
young men received diplomas. The di- 
plomas were of kid skin. The young men 
have completed a four years’ course of 
training. Each made a dozen pairs of shoes 
to prove his practical skill in shoemak- 
ing. They considered, during their school 
term, 2857 questions. The questions 
ranged from “‘How Old Is the Art of Shoe- 
making?” to “Does the Finishing Room 
Increase the Intrinsic or the Extrinsic 
Value of Shoes?” 

Michael J. Tracey, director of the school, 
conducted the graduation exercises. Rev. 
Charles A. O’Brien asked Divine blessing. 
Thomas F. Anderson, secretary of the 
New England Shoe and Leather Associa- 
tion, brought the greetings of that organi- 
zation, and spoke of the worth to the trade 
of technical and industrial schools. Robert 
O. Small, deputy commissioner of educa- 
tion of Massachusetts, delivered the ad- 
dress of the evening. ““The Value of In- 
dustrial Education to the State,”’ was his 
topic. 

The graduates were: Arthur E. Cook, 
William A. Cote, William J. McLaughlin, 
Frank E. Hill, H. John Linehan, Felix 
O’Hare, John F. Hopwood, Chester S. 
Davis, Jacob S. Lyons, John H. Troy, Paul 
V. O’Connell, Paul A. Reardon. 

The following received certificates for 
their work in the school: Joseph Allen, 
John P. Sullivan and Albert and Emanuel 
Glutz, the two latter being special students 
from Switzerland. 

Some of these graduates have already 
found employment with the Watson Shoe 
Co., A. M. Creighton, Hennessey, 'Max- 
well & Hennessey, A. Fisher & Son, W. H. 
McElwain Co. and other concerns. 
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BROCKTON 


Plans Complete for Boston Show 


Many Buyers Expected to Visit Shoe Factories—Several 
Companies Represented on Baseball Field 


HOE manufacturing concerns. in 
Brockton and the South Shore dis- 
trict are “‘all set’”’ for the big Boston Style 
Show which takes place in Mechanics Hall, 
Boston, July 9-10-11-12. Extensive prep- 
arations have been made by several local 
concerns to exhibit at the show. New and 
attractive styles have been worked out and 
models will demonstrate the styles and 
fitting qualities of new lasts and patterns. 
As Brockton and the South Shore towns 
ace identified with the production of wo- 
men’s as well as men’s welts, there will be 
girl models on the runway as an attractive 
feature. A large attendance of retail shoe 


merchants from all over New England as ° 


well as points farther distant is assured. 
Features of the various days will be of 
much interest to the trade visitors and will 
combine business and pleasure in a satis- 
factory way. Brockton shoe manufacturers 
recognize the importance of this event and 
have made preparations accordingly. 


Visitors at Brockton Plants 


In connection with the attendance of 
shoe merchants at the Boston Style Show, 
there will be many visitors at Brockton 
shoe factories. Each year when this exhi- 
bition is held, many merchants take ad- 
vantage of the opportunity offered to 
visit the Brockton factories and purchase 
shoes. 

Brockton shoe manufacturing plants 
are well worthy of these visits. They rep- 
resent the most advanced ideas in equip- 
ment and methods of shoe production. 
Brockton and South Shore towns enjoy a 
world-wide reputation as producers of 
goods representing style and quality. 
Visiting merchants at factories have new 
opportunities this season to verify their 
good opinions regarding the dependability 
of Made-in-Brockton and Brockton-Dis- 
trict footwear. 


Exhibitors from Local Plants 


Among the concerns from Brockton 
which wil ‘exhibit at the Boston Style 
Show are: Barbour Welting Company, 
Churchill & Alden Company, Dunbar 
Pattern Company, The Preston B. Keith 
Shoe Company, M. A. Packard Company, 
Stacy-Adams Company, Tolman Print Inc. 

Those from the South Shore district in- 
clude: Edwin Clapp & Son Inc. and Alden 
Walker & Wilde Inc., East Weymouth; 
M. N. Arnold Shoe Company, North 
Abington; Avon Sole Company, Avon; 
E. T. Wright & Company and Emerson 
Shoe Company, Rockland; Panther Rubber 
Company, Stoughton. 


The Dunbar Pattern Company, in ad- 
dition to a display of men’s and women’s 
shoes made on Dunbar patterns, will have 
a working exhibit in the shoe manufac- 
turing department. 


Rival Ball Teams in Brockton 
Factories 

This is the season of baseball. Under 
daylight saving time, Brockton employees 
have ample opportunity to demonstrate 
their skill in the National game. Several 
local shoe manufacturing concerns are rep- 
resented on Brockton diamonds. Games 
are played weekly and intense rivalry 
prevails. 


Where to Buy 


Shoe Illustrations 
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Where to Buy 


Miscellaneous 

















SHOE 
PATTERNS 


a) LAWRENCE J. EWING 
86 Wingate St., Haverhill 














NEVERSLIPS 


Positively rrevent lowcuts 
y+ ing at heel. Black, brown 

white. bape 4 .75 doz. pair. 
$19: coe 


The H. L. HYMES ES CO. 
52 W. 15th St., New York City 
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NOVELTIES IN STOCK 


STYLE 135 


STYLE 270 386—Papyrus Brown Calf E 

Sandal, Leather Low Heel, 
Lift, Welt. B-D 135—Patent “Tut” oe, S my Buck 
270—Mouse Kid Strap, oS. 385—Same, Blue Calf fg Soma Spanish Heel mr 


nior Heel. B-D 
269—Same Style, Smoke Kid. . 387—Same, Apple Green Calf. . : 134—Same, Bamboo Trim. . . 
Also Black Satin Strap, Black Suede 287—White Kid $4.56 Similar gs in Blue, Green, Mouse, 


Cut-out Side, Junior, Cuban and Covered Low Heel. — and Silver Gray Kid Leather 
Low Heel. No cut-out in front...$4.25  288—Same, Patent ah Red Trim. $3.50 





We Cordially Invite Visiting Buyers to call at 564 Atlantic Avenue 








Send for Our Complete List of Novelties In Stock 


THE BOARDMAN SHOE CO. 


564 ATLANTIC AVENUE, BOSTON, MASS. 











Put this New “Snap” in 
Your Sport Shoes— 


Equip them with Air-Peds—the new three piece 
rubber sole. People are looking for them. They will 
make your shoes easier to sell and bring you larger 
profits. 


We can make immediate delivery in any quantity 
you desire.Write now for specifications and prices. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 


New York Chicago Philadelphia Minneapolis 
Kansas City Cincinnati Atlanta Pittsburgh 
Boston St. Louis 
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Most Cordially 


Plant Bros.€&§ (0., invites every 
retail Shoe —Merchant to ex- 
amine two truly new lines at our 
booths, Nos. 175.and 1 76at the 
Boston Show or at our Boston 


Office, 10 High Street. 


At both these Style (enters we 


will present for the first time, 
in addition to our regular wom- 
en's Goodyear Welts, these two 
new lines---novelties in 


Lytarch Welts and Flexible 
McKays that are tackless 


Manchester, N. H. 


Boston Sales Office, 
Io High Street 
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Finally Perfected 


A FULL CONE 
HINGED LAST 


Our new origination constitutes a dis- 
tinct advance-in the art of hinge last- 
making. 


Makers of strap pumps and oxfords will 
find this last particularly helpful, in that 
it prevents the straps from riding above 
the cone, and into the hinge opening when 
the shoe is being lasted. 


This last can only be obtained 

through us, and at the present 

time is only made in our Au- 

burn factory. We shall shortly, 
however, be able to pro- 
vide it from a number of 
our other factories. 














Untrep Last COMPANY 


HEADQUARTERS, BOSTON, MASS. 


TEN FACTORIES o SIX SHOW ROOMS 
BROCKTON ROCHESTER LON ib BOSTON 
NEWARK HAVERHILL SQA <a pte 
LYNN AUBURN We 2 ey), 803 Syracuse St. 
,CHICAGO _ ST. LOUIS : lr Adv Bide, Re. 303 
NEW YORK MILWAUKEE 





CHICAGO 
Wells Bidg., Rm. 406 
Affiliated Company PHILADELPHIA 


United Last Company, Ltd. ~ h St. 
; Montreal MILWAUKEE 
with Branch Office at Toronto 10 Metropolitan Bidg. 
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UNBEATABLE 
Smart Shoes to Retail at 


LOG CABIN 
NUBUCK, 


ONLY ONE 
OF A LONG 
AND VARIED 
LINE IN 


MOUSE KID 
TRIMMING, 
COVERED WHICH ARE 
WOOD HEEL, / : MANY NEW 
GOODYEAR ; a AND 
WELT, EXCLUSIVE 
IMITATION STYLE IDEAS 
TURN 


Show us as good value and exclusive style 
at the price as we offer you in our newline of 


Goodyear Welt, Imitation Turns 
Novelty McKays 


Fall Line On Display at 


207 Essex St., Boston 
Room 305 


GLOBE SHOE COMPANY 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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$5000.00 








The $5000.00 
in Cash Prizes 


will be awarded for Letters 
about Leather which anybody 
can write. The Tanners hope 
every man and woman who 
deals in leather or sells shoes 
will take this as a special in- 
vitation to compete for these 
prizes: 


For the best Letter about 
Leather, $2000.00 in cash. 

$500.00 for the next best 
letter. 

$200.00 for the next best. 

Five prizes of $100.00 each. 

Ten prizes of $50.00 each. 

Twenty of $25.00 each, and 
Eighty consolation prizes 
of $10.00 each. 


The Rules 


They are few and simple 


1—tetters must be written in the 
English language, and on only one 
side of the paper. 

2—The competitor’s name and ad 
dress must be written at the top 
of the first page of the letter. 

3—The letter must be mailed in a 
stamped envelope. No post cards 
will be considered. 

4—There shall be no limits to the 
length a letter may be; and any 
competitor may send in as many 
letters as desited. 

5—This contest shall be freely open 
to anyone, anywhere. 

6—The decision of the judges shall 
be final. 

7—Letters competing for prizes must 
bear a postmark not later than 
midnight, October 30 
Your chance to win is as good as 
anybody's! Send in your Letter 

about Leather. 








KN 


The Old Shoemaker 


He will soon become a familiar figure, identify- 
ing the Tanners’ million-dollar advertising 
campaign in behalf ef sole and belting leather. 


in CASH PRIZES 
for Letters about Leather 


OR soles and heels on foot- 
wear, leather is not equaled 
for long wear, comfort, foot 
health or as the one foundation 
on which style-freshness en- 


dures. Therefore, good leather - 


is the most satisfactory and eco- 
nomical material the public can 
buy or the shoe dealer sell. 


You are concerned with hav- 
ing this established, because it 
is you who must meet the 
greater demand for good 
leather. It behooves you, then, 
to grasp the truth about leather 
yourself, and to spread it in 
your community. 


You will have powerful help 
in telling the truth about 
leather. Beginning this August, 
America’s leading publications 
will advertise sole leather as 
it has never been advertised be- 


fore. Thirty million copies of 
the magazines carrying the 
Tanners’ advertising will go 
into every nook and corner of 
this land. 


Month by month, for a long 
while to come, the people will 
learn why nothing takes the 
place of leather. Their interest 
will be seized at the outset by 
the Five Thousand Dollar 
Prize Contest. 


AMERICAN SOLE 


Address Letters to: Contest Judges 
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Suppose 
somebody who sells shoes wins! 


There is a strong possibility that the Letters about Leather Con- 
test main prize will go to some man or some woman who fits foot- 
wear on the public’s feet. Who knows so well the value of leather 
soles and heels? 


Even to try for such prizes as this Contest offers will add selling 
ability to any practical mind. For when you command the facts 
about leather in honest footwear, you are armed to meet any ques- 
tion anybody can ask you. And that helps sell shoes. Read the 
Tanners’ advertisements ! 

You know the foot-comfort only leather soles and heels can give. 
You know how leather wears. You know style stays in a shoe when 
leather soles hold the whole shoe in shape. 


All Sales People Should Be In On This! 


The public you wait upon is going to know these things too! The 
facts about leather are to be proved up to the hilt to all the people. 
That will make selling shoes a bigger job!—and a better-paying 
job, in the long run. 


The shoe trade will see the worth of helping along such a cam- 
paign. And many members of the trade will send in useful, sensi- 
ble, convincing Letters about Leather, trying for the 118 cash 
prizes such letters will earn. 


The tanners of leather used for soles and heels and power belting 
intend that the public shall fully and finally know the truth about 
their product. It is a plain truth, easily grasped. It can be summed 
up in five words, thus: 


Nothing Takes the Place of Leather 


Somebody who sells shoes ought to win the biggest prize of all. 
It would be a real pleasure to pay some shoe merchant, some shoe 
clerk, that Two Thousand Dollars! 


The public will be told 


through its favorite week- 

ly and monthly magazines 

all about the Contest. 

The first big gun will be 
fired in 


The Saturday Evening Post 
and The Literary Digest 


dated 
August 18 


Thirty-seven publications 

for September will carry 

the announcement of this 
Contest. 


The shoe retailer will be the first 
to feel the sales-making effect of 
this campaign to tell that nothing 
takes the place of leather. 

Far-seeing merchants will antici- 
pate the certainty that the people 
will demand shoes with soles and 
heels of honest leather. 


and BELTING LEATHER TANNERS 


17 Battery Place, New York City 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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All year sales can be made by adopting the suggestions 
contained in our advertising catalog known as the Green 


Book. 

Read it through and !et your clerks read it, as full knowl- 
edge of a product makes its sale a much easier task. 

If you have not received your copy of the 1923 edition 
let us know. 

Have you examined our new catalog? 


Don’t forget to remind the vacationists to take a pair of 
Comfys with them. 


DANIEL GREEN FELT SHOE CO. 
Dolgeville, New York 


New York Sales Office Chicago Sales Office Boston Sales Office 
116 EAST 13TH ST. 189 WEST MADISON ST. 10 HIGH ST. 


| /Comfy/’ 
Cito) 
Daniel Green 


Comfy 
slippers 
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RENCH. SHRINER & URNER 


MENS SHOES 


AT 


BOOTH 179 


Mechanics Building 


BOSTON SHOW 


Shoe Exposition & 
Style Revue 





July 9, 10, 11, 12 


Whether or not you belong to If you do sell French, Shriner & 
the family of French, Shriner & Urner shoes you will be inter- 
Urner dealers, you will find a ested in the advance showing of 
few minutes at our booth (No. Fall & Winter, 1923-1924, 
179) profitable as well as inter- 
: models. 

esting. 

If you have never sold these famous 

shoes, our exhibit will enable you to see 

for yourself their remarkable appeal in 

style, comfort and workmanship. 


FRENCH, SHRINER & URNER 


Factory and Salesrooms: 63 Melcher Street, Boston, Massachusetts 


“a 




















Superiority Built in OD Not Rubbed On 
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(yatetleed eight Shoe Linings 


. : . In Twills, Drill 
Our established practice of guaranteeing — pucks all’of guar. 


. + 3 anteed weight. 
weights on our shoe linings costs no more, and 
Also Flannels 


is your assurance of Felt Sock Linings 
Top Facings. 


UNIFORM QUALITY and LONGER WEAR Supreme 


SILK and 
MERCERIZED 


Another important advantage they afford is BINDINGS 


Cut Seam Stays 


BETTER APPEARANCE INSIDE THE SHOE and Tongue Linings 


KALLMAN -NEWCOMB COMPANY 


65-65 SOUTH ST. BOSTON, MASS. 


CINCINNATI MILWAUKEE ST. LOUIS 
—__— 








NATURE'S egg COMFORT 


SHOES 
Order from IN STOCK 


Ne. 15 Discount 5% 30 Days Me, 36 
High Quality Black Glazed Kid Finest Workmanship Extra Heavy Turned Soles 
Nature’s Comfort Shoes 


combine Style, Quality and Service at a reasonable price. Our footwear is built to appeal to that 
large number of women who must get real service at reasonable cost. Products of skilled workman- 
ship thruout—a combination which gives service duplicable nowhere else at so little cost. Bitter 
experience has taught multitudes of women that style without comfort is unprofitable. No longer 
will they tolerate “style” which cramps the foot, blisters the heel, pinches the toes; they demand a 
shoe of true comfort. Our “Nature’s Comfort”’ shoes of soft glazed kid, turn soles and rubber heels, 
exactly fit this need. The exceptionally moderate prices of our ““Nature’s Comfort” footwear, com- 
bined with their exacting workmanship and extraordinary wearing qualities make this line an easy 
first seller and a consistent repeater. 


NATHAN, MORPHY & CO., Inc. Lewiston, Maine 


Meet our Mr. Geo. W. Levy and Mr. James Y. Player 
at Essex Hotel—Boston Style Show, July 9-12 
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OUR $2.00 LINE 


No. 170 Golden Kid Romeo. No. 171 Golden Kid Everett. No. 172 Black Kid Romeo. 
No. 173 Black Kid Everett. No. 174 Golden Kid Brighton. 


Five Live Numbers Carried In Stock for Immediate Shipment 


Why worry about Men's Slippers when we are well able to take 
care of your immediate wants. Future orders will receive our prompt 
and careful attention. We are featuring Guaranteed Moulded Counters 
and Steel Shanks, Rubber Heels and Flexible Soles. Samples sent for 
your approval. 


No. 146—$2.10 


Kid Two-Strap Sandal, Galloon Bound, 
Leather Lory 4 and Sock Lining, 
12-8 Wingfoot Rubber Heel, C, D, 


No. 145—$2.00 
Same as above in a One-Strap. 


Just a few of our popular 
No. 162—$2.25 priced Comforts. Remember 
Kid Oxford, Leather yn and Sock = — pe Io, eres No. 144—$2.50 
Lining, 8-8 Wingfoot Rubber Heel, D end for our Fatt Catalogue a Kid Oxford, Gray Ooze Quarter and 
to E get acquainted with one of the Sock Lining, 12-8 Wingfoot Rubber 
No. 164—$2.25 most popular priced lines in Heel, C to 
Same as above only in Plain Toe, D the market. No. 163—$2.50 
to EE. Same as above in a Kid Tip. 


*' Sia" | MISTWOLD COMFORT SHOE CO. } ips 


In Stock RAYMOND ~ ‘ NEW HAMPSHIRE In Stock 


Dealer Influence is secured thru advertising in the Poot and Shoe Recorder. 
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A Feature That Is Selling Shoes 


The return of lacing hooks is the 
revival of a popular feature on 
footwear for men. 


With the new demand for. both 
style and practical convenience in 
shoes the lacing hook becomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales. 





Sell shoes that combine the 
features which men demand-- 
comfort, convenience, fit-- 
shoes with lacing hooks! 


Nealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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ornell Shoe (‘ompan 
= C Designers and xe Comps 4 ae 


61-67 Navy Street, Brooklyn, ACY. 


Zs = 
PAO RARARANARARARANMRZ RAR 


will show their 














Full line of Fall Footwear during the Boston Style 
Show, July gth to 12th, at the Hotel Copley Plaza, 
Boston, after these dates, at their Factory-Showrooms, 
61 Navy Street, Brooklyn, N. Y. 


“Meet Our Representatives” 











eu CR BL aL a wp | 
E Three Stylish Strap Effects 


IN STOCK 


Write for 
our Latest 
Catalog 
of Best 
Selling 
Stock No. 709 Price $4.50 


Patent “Gyp”’ Sandal—Light Welt 7 aa al 
Bamboo Buck uarter, Cutout Vamp. Novelties Stock No. 447 Tarn Price 05.60 
Patent Underlay Quarter. French Braided. Last No. 91 Widths AA to C. Heel 14/8 


Very Light and Dressy. 9/8 Rubber Lift . . 
Hesl. 54 Last. Widths AA to C. 1 3% 10-—N Cuban Louis Full Lreasted. 

Stock No. 726 Price $4.5) erms 3% 10—Net Patent and Black Suede—De Luxe. 
Same as above except All Patent with Cut- 30 Days 

out Quarter. 


New Fall Line of Samples Will be Shown at Both United States and Essex Hotels;During Boston Show 
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® Good Heel 














The Armstrong “Circle A” Trademark is the mark of a good heel— 


Because the manufacturing experience of the Armstrong Cork Company 
extends over more than half a century—. 


Because the ideals of this company have ever been to produce only 
products of the highest grade—. 


Because its trademark, the Circle A, is the emblem used to mark the 
product which combines the best material and the finest workmanship— 


And because the Circle A mark, like the hallmarks on sterling silver, 
when found on a heel indicates the highest quality worthy of the name 
“Armstrong.” 


Let us send you a pair of Armstrong Circle A Heels for your own shoes. Send us a diagram of 
your heel drawn on a post card. After you have had them attached, note their smart appearance, 
even after they have been worn several weeks. You will notice, too, how quiet, comfortable, yet 
durable Armstrong Circle A Heels are. 


Armstrong Cork Company, Lancaster, Pa. 
Shoe Products Division 


rmstrong 
ircle (R) Heels 
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PINE BW & Sie 





Pinehurst 


No. 54 


Pinehurst No. 7 


Our new “No Bite” Tip, com- 
bined with the very popular 
Colombo Crepe Rubber Sole, is 
making a most unusual sales 


record. 

IN STOCK 
RUEPING  Elk—Unlined—Colombo 
Crepe Rubber Sole. Sizes 6 to 11. 
Widths C, D and E. 

PRICE $6.75 


CAL F—Unlined—Colombo Crepe 
Rubber Sole. Sizes 6 to 11. Widths C, 
and 
PRICE $8.00 
ZUG (Waterproof Imported Scotch 
Grain) Calf Lined Quarter—Special 
Channeled Welt—Colombo Crepe Sole. 
Sizes 6 to 11. Widths C, D and E. 


PRICE $9.50 


Golf Shoes 


Pinehurst No. 5A 
This PINEHURST model is best appreciated after three 


or four rounds of golf, when the lighter and less substantial 
shoe has wearied the golfer’s feet and hampered his play. 
The solid leather soles, with rubber plugs, are a protection 
against hot fairways and uneven ground. They are also a 
great help in acquiring firmness of stance and steadiness of 


play. 


IN STOCK 


White Buck—Black or Brown Calf 
Trimmings—Special Pinehurst Leather 
Sole with Rubber Plugs used by emi- 
nent professionals and amateurs. Sizes 


6 to 11. Widths C, D and E 
PRICE $10.00 


Pinehurst No.7 


**No Bite” Tip 
Pat. App. For 


NORMAN & BENNETT, Inc. 


144 High Street, Boston, Mass. 
Established 1876 


ey HE ever multiplying num- 
bers of golfers present re- 
tail shoe merchants with a real 
opportunity for making extra 
sales. 


It is the wise merchant who 
sells the PINEHURST line — 
designed and built by the pio- 
neer sport shoe makers of 
America — and favored by lead- 
ing “‘pros” and amateurs. 


We make it easy for you to sell 
the PINEHURST line through 


efficient stock service. 


Our illustrated booklet gives 
full particulars, styles and 
prices on our various lines for 
men, and women. May we 
have your request for a copy? 
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HROMOK 


Leather 


“CHROMOK” makes better me- 
dium priced shoes, because it is 
specially made for just this 
grade. 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. es oo oo Boston, Mass. 
Also Makers of 
Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 











BEAUTEX 


ALBATROSS 


FOR 


WHITE 
< _——— CANVAS HE ‘‘Essex”’ is first in 


the hearts of Shoemen. 
It provides every ser- 


When selling white Fabric Footwear—make 
vice a busy business man 


sure that BEAUTEX ALBATROSS is to be ; : 
used, for ALBATROSS will remove dirt and needs. Central in location. 
Up-to-dateinappointments. 


grass stains, whiten p-t ! 
the fabric and DOES Dining service unsurpassed. 


NOT RUB OFF ON aa. - 
CLOTHES. A truly RATES ARE LOWER 


scientific polish. r/e 
STEELE-LOBELL CO. P The Essex Hotel Co. 
: J.J. McCarthy, Pres. T.A. McCarthy, Treas. 


Boston’ {lass 


154 Nassau St., New York City 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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(Gnrad Shoe@ 


Same Old Stand 











rand New Styles 


As usual the old crowd 
will be on hand. 
DFQuidley Al Oldaker “Am’ Ganes 


J.P Smith Messrs Schothafer & Hague Town Ganes 
And Some New Ones 


Conrad Shoe Co. 


Brockton (Campello)Mass. 
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Johansen 


Brothers Shoe Co. 
Factory and Ad- 


ministration 
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Right 


General Offices 
Administration 


Building 



























Below 
Board of 
Directors 
Room 4d. 
ministra- 
tion Build- 
ing 
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Centre above 
Private Office— 
Harry G. Johan- 
sen _ Administra- 
tion Building 



































Above—One of the Display Rooms Administration Building 


























ae) 
SHOES 


ohansen Shoes for Women 


Since 1876...almosta half a century ... 
the Johansen Brothers Shoe Company 
have specialized in the creating of 
women’s shoes exclusively. A steadily 
increasing demand for these admirable 
shoes directly accounts for the recently 
extended facilities for their manufac- 
ture ... the enlargement of the factory, 
and the erection of an administration 
building ... representing today, all that 
is new and modern in the production 
of quality footwear. 


JOHANSEN BROTHERS SHOE CoO. 
St. Louis 
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See the Sawyer Line 
at the Hotel Essex 
July 9 to 12 | 


To the Trade--- 


Your visit to Boston during the National 
Shoe Style Show is not complete without 
visiting the Hotel Essex, where we will ex- 
hibit the complete Sawyer line. 

Mr. Frank C. Fowler, Mr. Frank E. Stone, 


Mr. George B. Champlin, will be on hand to 
welcome you. 


““Moc-Shu” Sawyer Boot & Shoe Company 
“Barefoot” 


**Hiawatha”’ J 


Bangor — 


Largest Makers of Moccasins in the World 


Maine 
















Battreall's 
A SKELL 


Service Boot 


Fine Calf Leathers 


Manufacturers of 





for Wear 
Without Weight 


The “Haskell” is a light boot— 
cool and comfortable. Weighs 
little more than an ordinary shoe. 
High enough to tuck the pants 
in. The most practical boot for 
millions of outdoor and indoor 
workers. The right boot to “push” 
all through the year. 


IN STOCK 
Blincccerssttierecrecesceee 


No. 1967—Overweight, Single Sole, 8 inch 
Mahogany Blucher $6.00 


No. 1968—Double Sole, Double Stitched, 8 
Smet Des DESENEP. cccccesccccccsccesess $6.25 


No. 1969—Double Sole, Double Stitched, 8 
inch Mahogany Blucher............... $6.25 


No. 1778—Overweight, Single Sole, Moccasin 
Toe $6.50 



















Further details on request. 


Batireall Shoe Co. 


MANUFACTURERS 


ST.JOSEPH MO. 





Velvetta Calf— 
Tuscan Calf — 


Russia Calf — 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CoO. 
106 Beach St., Boston, Mass., U.S.A. 











APPROVED BY | 
MEDICAL MEN 


oom i a teite A 

aa ven’ 
the Ventilated Foot 
Developer is auaea Well-known 
surgeons reeommend its use. 


VENTILAT : your 
— pons niga 
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THE “ARCHWAY ” 





[te Edwin Clapp Shoe is expressive of 
the utmost care in manufacture. The 
first consideration is to have the Edwin 
Clapp Shoe conform to the foot. Extreme 
as well as regular sizes and widths can be 
furnished you. Fitting problems are solved 
in the Edwin Clapp Shoe. Satisfaction to 
wearers is assured. 


EXHIBITED AT BOOTH No. 139 
BOSTON SHOE STYLE SHOW 


EDWIN CLAPP & SON, Inc. 
EAST WEYMOUTH, MASS. 








OTE) 9 309 


STABLISHED 1859 
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PARAMOUNT BUCK Leather 


in 12 shades—never “mats down,” 
always “‘fluffs up’’—always uniform 
in color. 


Leathers of 
Merit 


PARAMOUNT PATENT 


Leather has kept pace with progress. 
It is now more than ever demanded 
by progressive retail shoe merchants. 


THAYER-FOSS CO. 


17 South Street .°. Boston, Mass. 





Sy 
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You can always depend on us 
for the very latest expression 


of shoe style in 


Welts and McKays 
of 
Indtoiduality 
for 
Moderate Pricing 


DONN D. SARGENT Co. 


SALEM, MASSACHUSETTS 
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‘Nothing in the shoe 
but the Foot” 








Him gel agama sii NN l 


| N/m } 


























a 


“‘In-Built” Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup- 
ports are scientifically correct. From 
the viewpoint of your customers, they 
are unusually desirable because they 
correct fallen arches in a pleasant, natu- 
ral way. - 


The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 











i” Seal a Gane 
rawfo' upporting 
Shanks. They'll buy! 








On the head of the rivet which locks the 
shank to the insole, and which is flush 
with the insole, you will find this trade 
mark. Look for the trade mark. Ik 3 
your protection. 








United Shoe Machinery Corporation 


Boston, Mass. 
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STETSON SHOES 
at the Big Show 


Just one of the interest- 
ing styles of Tailored 
Footwear at the Stetson 
display. 


Interesting styles of tailored Footwear for Women, as well 
as our entire stock line, will be shown in Space 171 during 
the Big Boston Show, July 9th to 12th. 

Two complete lines of Stetson Shoes will be spread for your 
inspection in our up-to-date and pleasant offices on the fourth 
floor of the Stetson Building, 136 Boylston Street. 

And you can see Stetson Shoes actually retailed in our new 
and beautiful retail shop at 136 Boylston Street. 

All these things we place before you during your visit to the 
Big Style Show. 


STETSON SHOE COMPANY 


Incorporated 
South Weymouth, Mass. 




















& 
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While Attending the Shoe Congress 
at Boston 


The White Shoe House of America 


CHIPMAN, HARWOOD COMPANY 
564 Atlantic Avenue 
Boston, Mass. 


Will have in review Our As-Born line 
the most extensive and leading styles in 


line of As-Born eA Women’s Foot- 


Goodyear Welt ——— wear for Fall will 


oti, sir iaaia REMEMBER ! be exhibited on the 


runway during the 


Felt Slippers for BOOTH style show. 


men, women and 33 
children. ain We will be glad to 





A complete line of STYLE Welcome you at our 
Men’s Leather ‘SHOW Boston Head- 


Slippers, and the quarters, S64 
finest line of White oo Atlantic Avenue 


Stock Shoes in q and at Booth 33 


welts, turns and at the Style Show. 
McKays. 


In Attendance 


D. J. HARKINS, Pres. H. J. WAGNER, Treas. 
“MEL” HILTON 
CLARK HARWOOD J. MULROONEY 
W. C. FARMER H. A. SUBLETT C. J. SHERMAN 


W. C. HOLT 
CHAS. ROGERS HARRY THOMPSON 
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IS NOT THE ASTONISHING HIGH 
PERCENTAGE OF MERCHANTS WHO 
STICK TO WALK-CROFT SHOES 
RATHER SIGNIFICANT OF THE PER- 
CENTAGE OF PROFIT THEY MUST 
FIND IN HANDLING THEM? 


Walk- Croft 


-SMART SHOES FOR WOMEN ARE MADE BY 








BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








BOOT AND SHOE RECORDER June 30. 1923 


The New 
ARMORTRED ““CUS TOM” HEEL 


ee, Allows the Shoe to set flat and 
o iil set flat 
tread flat 


By graduating the heel from back 
to breast (1/2 inch thick at back 
and 7/16 inch at breast, as shown 
above) a perfectly flat striking 
surface is afforded. 











This illustration shows how Ar- 
mortred CUSTOM Heel helps to 
give the whole shoe a _ perfectly 
flat tread. 


This illustration shows how the 
ordinary heel tends to rise and 
strike at the breast, but not at 
the top. 


Another Important 
ARMORTRED Improvement 


Originated by Quabaug Rubber Co. 


Notice the next line of samples shown you by 
the salesman and see if they tread flat. If they 
don’t ARMORTRED CUSTOM HEELS will 


correct this fault. Be sure tosay ‘““CUSTOM.” 


Quabaug Rubber Co. 


North Brookfield, Mass. 


ARMORTRED 


RUBBER HEEES 
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THE 








Seeing 
Is 


Believing 


Imported Brandmoor Calf. New Seam- 
less Blucher Oxford. Frat Last. Pinked 
and Perforated Vamp and Tip. Over- 
weight Single Sole. 


Four Weeks Delivery. 


} 


#, 
# 
%: 
% 
2 
% 


“Telling you how well we make them” are words that are most effective when you 
see the shoes themselves. Your customers will take them as keenly as you. Months 
later they'll tell how well they wear—when they come back for their second pair 
of BRENNANS. 


At the Boston Show our complete line will be on display at Booth 188. 
You’ll marvel at the quality. You will be surprised at the prices. 


senardas na 
ich 2. Bren gl 


Manufacturers of 


sosroxorrice MAEN’S FINE SHOES 


183 ESSEX STREET Factory and 


enw wane Enver SHOES FOR YOUNG MEN Mein OGiee 
MARBRIDGE BUILDING AND MEN WHO KEEP YOUNG RANDOLPH, MASS. 





bp 07 507 S007 S07 Se 07 7 SS SS SS SS 


PG er PL % J 4s x x ™ SZ 4 4 < x % msm SH 4s % PS LS PL PL Pe FLAS PLA PLA PLA PLA BYAFA PLA PF PAG PAG PLGA ILA 4 ee. SG me 4 PAG PAG 3 44 BPA Ps Da Wa TY FH 
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See the Complete Berry Line 


AT 


BOOTH-106 
LOMO NE (O)Uy 


We Urge Our Friends in the 
Trade to Visit Us While in Boston 


BOSTON SALESROOM 
186 Lincoln St. 


The 


Evangeline Time 


Stock No. 4867 rt 
White Ostex One Strap, White Ivory oO Stock No 
Sole, White Welt, 114 inch Heel, White w White Outex —— iin —_ 
, me ' 
en Buy Sole, White Welt, 15 inch Heel, White 
A-D $3.25 Rubber Top Lift, Goodyear Welt, 


96 Last. 
Widths A-D $3.25 


Evangeline 


Send for Complete 
Crumbs of Comfort 


Stock No. 4442 Catalog of Stock 
Black, Kid Oxford, Imitation Stitched Coumbe of Comfort 
Tip, Rubber Heel, 68 Last. Shoes Stock No. 3606 
Price $2.50 Kid Oxford, Kid Tip, Rubber Heel. 
No. 4444—Same style, Brown kid. 76 Last, Turn. 
Price $2.75 Price $2.50 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 


BOSTON SALESROOM -- 186 LINCOLN STREET -- (4th Floor) 


PISMO eL en enienmiiuineniiiiiiienuiiiineliiiiineniiiiiiieniiiiiieniii 
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Growth Through 


QUALITY 


HE steady growth which 
we have enjoyed has been 
obtained through care 


and attention to the pro- 
duction of 


Men’s Goodyear Welts 
Exclusively 


Ambition has never led us into 
unsafe or unsound practices, with 
consequent losses which must be 
covered by higher prices or lower 
standards of manufacturing. 


The buyer of “Marshall Made’ 
shoes knows that today, tomor- 
row and next year his shipments 
will be— 


hhh LLL) 11 || | rd 














C. S. Marshall ar 


BROCKTON, MASS. 
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At the Style Show—Do Not Fail to See 
THE ORIGINAL “HOLLYWOOD” LINE 


BOOTH NO. 197 
Welts — Tums 


HOLLYWOOD SANDALS 
IN STOCK—RIGHT NOW 


HOLLYWOOD OXFORDS 
For Early Fall 


Hollywood Sandals— Welts, sizes 214-7, 
widths A to D. Now ready. 


No. 270—Smoked Elk (brown insert). 


No. 272—Patent (white kid insert). <NANS 


Price 4.00 Tanne? 


L. B. EVANS’ SON CO 


BOSTON OFFICE ‘ NEW YORK OFFICE 
110 SUMMER ST. Wakefield, Mass. 130 WEST 42nd ST. 








BRANDED OR UNBRANDED 


Two of pelle Ready-to-ship Styles for Men 


Stock No. B968—Belmont Last. Code George. Men's Ox- 
ford. Sunset Tan Calf. Six spaced rows of stitching, Single 
Sole, Rubber Top Lift. Widths A to D. Price $5.75 


Stock No. B864—Belmont Last. Code Hallett. Same as 

Stock No. B968, only of Imported Black Calf. Widths 

PT OL ee Ss SS oe ae $5.60 
10 cents extra for less than three pairs. 

“Our complete line of Crawford and 
Eaton shoes will be shown during the 
week of July 9-13, at our Boston office, 
207 Essex Street, Room 209. 

Mr. Melvin W. Belcher will be on 


hand to welcome the trade. The world knows that the knowledge of how to, produce 


Ss I satisfactory shoes is still an asset of New England and the 
Send for Steck Siyte Cotatague © Crawford Shoe is the visible result of this knowledge. 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 
WOMEN’S STYLES 1 MEN’S STYLES 


ee BROCKTON, MASS. ness 


Belmont Last 


‘ 



































iI) BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 





Even Better Than Last Year 


. 


Booth 132 


g-l2 


New Confiden 





HELPING THE CANVAS FOOTWEAR JOBBER AND DEALER 
IN HIS HOME TOWN NEWSPAPER 


One of a series of newspaper advertisements 
now running in cities and towns covered by job- 
bers and dealers who handle Firestone-Apsley 
canvas footwear. A strong pulling feature of this 
campaign is the bold display of the jobbers’ and 
dealers’ names across the bottom of each adver- 
tisement. 


F Co-operation is the keynote of all Firestone- 
Apsley dealings with the trade. And this effec- 
tive national advertising campaign in news- 
papers is one phase of the vigorous work which 
is being carried on to keep jobbers’ and dealers’ 
sales on the upward swing. 


In less than six months the original sales quota 
set for Firestone-Apsley products during 1923 


was reached. Every dollar of sales came through 
jobbers and dealers. 


Responding to quality, the buying public— 
including both adults and children—has brought 
the Firestone-Apsley line rapidly to the front as 
a major source of profit for the footwear jobber 
and dealer. 


Running during the summer months—the 
heavy buying season—this newspaper campaign 
is bringing an added volume which is outstrip- 
ping even the record sales of the past few months. 


If you are looking for quality merchandise, 
progressive business methods and willing co- 
operation, write or wife for further details. 


Firestone-Apsley 


Rubber Company 


Manafactarers of Rubber Footwear, Canvas Footwear, 
Rubber Clothing and Rubber Heels 


Hudson, Mass. 





New Styles-New Business 
ce 
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Model in 
Lorraine Ecru Calf 
Combination 


by 
F. E. ADAMS SHOE CO. 
Seabrook, N. H. 






Sty! 
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Style No. 90—Brown Chrome Leather 
“Sphinx” Bal. Medallion toe; 
bleached calf eyelet and top facings; 
brass eyelets; oak sole; Goodyear 
Wingfoot rubber heel. 
$3.50 
C and D, 5 to 11. 


Style No. 478—“King Tut” Oxford; 
same as No. 78, but with bleach 
calf quarter lining and leather teel 
pads. 
$3.75 
B, 6 to 11; C and D, 5 to 11. 


Style No. 32—Same as No. 29, but in 
Lustrous Havana Brown Vici, in 
such wide demand this year. 


%4.00 
Cc, D and B&B, 6 to 11. 


Ps 
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Style No. 492—A sport oxford in ‘Eric” 
tan calf with the new Crepe rubber 
sole. A shoe immensely popular this 
season—at an unusually attractive price. 


$4.35 
B, C and D, 6 to 11. 


Announcing a New Line of 


HERMAN’S SHOES 
to Sell at $5 and $6 


Our dealers wanted a line of popular-priced “Specialties” 
to round out the regular “Staple’ HERMAN Line. Hereit is! 
And it’s a line on which we're mighty proud to put our 
name. 


The styler are as up-to-date as tomorrow. The materials 
are the best to be had at the price. Workers long-trained 
to HERMAN’S high standards have put into these eight 
new models that careful, conscientious 
craftsmanship for which HERMAN’S 
SHOES have always been noteworthy. 


And the popular-price-range of $5 and 
$6 for shoes of such quality means vol- 
ume-business on a liberal margin that 
no dealer can afford to overlook. 


Ready for immediate shipment from 


stock. Get them while the public is “ripe” for new styles 


and lower cost. 


JOS. M. HERMAN SHOE CO. 


CONVENTION VISITORS 
ARE INVITED TO CALL AT OUR 
BOSTON OFFICE 
159 LINCOLN STREET 














Style No. 20—‘“Pharaoh” Blucher of 
Barnet’s Tony Red Full-grain Calf. 
Bleached calf eyelet and top facings; 
oak sole; Wingfoot rubber heel. 
$1.00 
D and B, 5 to 11. 


Style No, 29—Black Vici Kid on 
“Tramp” last. Bleached calf eyelet 
and top facings; felt lined tongue; 
oak sole and Goodyear Wingfoot 
rubber heel. 

$4.00 


Cc, D and E, 6 to 11. 


Style No. 490—Same as No. 90, but 

an oxford bal, with bleached calf 

quarter-lining and leather heel pad. 
$3.45 


C and D, & to 11. 


Style No. 7%%—‘“King Tut” Bal. in 
Barnet’s tony-red full-grain calf. 
Bleached calf eyelet and top facings; 
medallion toe; 9-iron oak sole; 
Goodyear Wingfoot rubber heel. 


$4.00 
B, 6 to 11; C and D, 5 to 11. 


yd 
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—A quality born of ex- 
perience gained through 
the creation of the great- 
est rubber heel business 
in the world. 


—An accessory rigidly 
restricted in sale to the 


shoe of quality and style. 


SEIBERLING RUBBER COMPANY + AKRON, OHIO 








SEIBERLING 
RUBBER HEELS 
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: Some Live Ones : 
g = 
= All Goodyear Welts = 
3 at = 
z No. 40 Lincoln St. : 
5 = 
= No. 413—Patent Sandal, Rubber Heel. ° Cross Strap 13-8 Weod Covered Hest = 
. eee See them while — raw 80 158 Nord Covered Hoel gs 
= (Ready July 15) (Immediate Delivery) oo 
fe No. 409—Same in Beige, Brown Kid Trim, © Ke, FE in tes — Nee = 
SBS Coed el Pris ie in Boston an PE : 
Ss (Immediate Delivery) No. 406—Same in Bamboo Buck, Beige = 
= I eis noir as cane os bo $4.25 Oo 
= Lewy, OH! 15) = 
oO No. 405—Patent Chain Cross ome, 13-8 = 
= Military Rubber Heel. Price. $3.35 = 
= (I iate Deliver = 
= No. ae — Sr pin al _ $4.25 a 
5 (C and D Widths) = 
= In Lots of 12 pair = 
5 or more = 
= Nea eS Rubber Heel. Price 575 Terms 5% Ten days— Net Thirty o 
a (Immediate Delivery) = 
z STERN BROS. SHOE CO. 5 
= 40-42 LINCOLN ST., BOSTON, MASS. Mei 15.3 Conned Heel. Price Sess 
= (Immediate Delivery) = 
S200 CO eco OHIO OOM OMOEA 








"RED LINE BOX” APPELBEE & NEUMAN, Inc. 
23-25 Greene Street, New York, U. S. A ; 
ae 





Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes 
PEARL—IVOR Y— AGATE, Ete. 


BOSTON: 113 Lincoln St. :: :: ST. LOUIS, Star Bldg. 


GROPING IN THE DARK 


Time was when the purchase of advertising space was a “‘blind groping in the dark.” 
Advertisers had no means of checking a publisher’s statement of circulation and often 
these figures were unreliable. 

In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder circulation. Our records 
are audited by the Audit Bureau of Circulations. 
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SPORTOCASINS 


Sportocasins are real moccasins which combine 
true Indian design with metropolitan good looks. 


The smooth soft surface under the foot, the broad 
cupped heel, the exclusive arch support and the 
special Sportocasin Latex sole are some of their 
outstanding features. 


They appeal to golfers and there has been a 
wonderful response wherever they have been 
shown. 


Sportocasins Are Being Exhibited 
on the 2d Floor at the Style Show, 
Don’t Leave Without Calling 


THE SPORTOCAS|N co. 


TRADE MARK 


AUBURN, MAINE 














(a 


GET A PAIR oF 
ESE SPOR TOC 
ASINS Jima 
AND You U BE: 
AGLE To Ray 
36 HOLES 
rt 
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Ouwn Gov’ Amy ir a 
GR-R-RAND and ; 
GLOR-R-RIOUS FEELIN 
AFTER A ROUND IN 

_ SPORTOCASINS| 
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The Line of Unmatchable Values Offers 
August—September and October Suggestions 


Yad a? 0g 


“*Avon”’ Lattice Two Strap The “*Pacer”’ ““Rugby”’ Sport Strap 
No. 966—Beaver Nubuck, Nut Calf trim. An Oxford of Class No. 955—Nut Calf. M fe oe trim. 
ee 966L—Log Cabin Nubuck, Fog Kid No. 969—Tony Red Calf, Nut Calf trim. — 955X—Beaver Nu dh, Mag. Calf 
No. 969X —Patent Black Calf trim 
No. 966R—Black Suede, Blk. Calf trim. No. 969R—Log Cabin Nubuck Mag. Calf No. 955L—Patent, Field Mouse Kid 
No. 966X—All patent leather. trim. No. 955R—Log Cabin Nubuck, Fog Kid. 
No. 969L—BIk. Suede, Patent trim. 


DELIVER Y—4 weeks from receipt of order 


LE-HY SHOE MFG. CORP. Rochester, N. Y. 


MAKERS OF GOODYEAR WELTS FOR 


Grown-Ups, Growing-Ups and Little Folks 


Coast Representative Midwest Representatives 


Lss Angel lat " = B. F. Richardson, Dubuque, Iowa 
New Eneland Write for our representative to call: GO. LESTER, Ch qu ot 


LOUIS R. PRINCE . BO. LESTER. Chic 
D. C. SOUTAR, Auburn, Me. He'll show you Values H. M. HYMAN. Rochester, N. Y. 











IMPROVED SHOE BUTTONS 


BALLET SLIPPERS Finest’ Quality 


Fresh Water Pearl 

Perfect Fitting White 
Right and Left Lasts S — 
, : Size 14 Colors Size 16 
Finest Quality Shanks guaranteed’ for machine sewing. If you cannot 
Vici Kid Upper meee ogy —_ buttons from your jobber, write us and we will 

su m. 

Paces ond samples sent on request. 


Sheep Quarter 
Lined —Hand HAWKEYE PEARL BUTTON CO. 


New York Office Muscatine 
Turned. 930 Broadway Iowa 


To meet the increasing demand for some- 
thing better in Ballet Slippers, we have 


created a High-Grade Ballet Slipper made Save Money 


on a right and left perfect fitting last 
ON THREAD 


SEND FOR SAMPLES of the ‘““CLEM”’ 3 £5.00 to $10.00 on each 
TOE DANCING BALLET SLIPPER = - case of thread you buy 


Designed under the supervision of Mr. F. Leslie RCD) ea poe SS <2 The best thread that 


Clenderten, prominent St. Louis dancing in- gE BAEK ol ‘$ wale 
structor. Also endorsed by many dancing in- . Ps: rite longest & pe yasee ose 
strucgors all over the country. = < ~ + oy supe. 


ages bed 
i BROOKS SHOE MFG. CO. 
1735 N. Sixth St., PHILADELPHIA 
, ‘(Ch o Branch Los eles Branch 
“sees” MeS'Weeach'are, 13te‘'SininSreet | | JOHN C. MEYER THREAD CO., Lowell, Mass.,U. S. A. 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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WHEN IN BOSTON 


| Don't Forget Your 
Slipper Business! 


T to wat progressive shoe merchant, the sort of dealer 








The Geneva 


who will journey to Boston to discover the latest and 

best in footwear at the Style Show, is awake to the 
value of the felt slipper as a profit-creating part of his 
business. 


When you are in Boston, spend an hour or two at our 
office, 207 Essex Street, near the Hotel Essex. We will have 
on display a complete assortment of Capitol Felt Slippers. 
Our representative has a merchandising story in connec- 
tion with these slippers that will interest every dealer. 


P Capitol Slippers are nationally advertised in leading pub- 
The Washington lications, they represent unusual value, their quality and 
style make them fast sellers. The logical felt slipper line 
for you to carry. 





We extend you the courtesies of our 


BOSTON OFFICE 


207 ESSEX ST. 
Come in! 





The Wiley-Bickford-Sweet Co. 


Worcester, Mass. Hartford, Conn. 


' SELLING OFFICES 
The Ottawa Boston, 207 Essex St. Chicago, 19 So. Wells St. 
New York, 1328 Broadway Portland, Ore., 461 E. 4lst St., 
3 Philadelphia, 44 No. 4th St. St. Louis, 307 Leather Trades en 


This wade mark is fast becom- . 4 the slippers they purchase. 
ing the buyer's guide to quality i US eh 2 Also found on Capitol Lamb's 
in felt end satin slippers. Your 4% a Wy Wool soles for women who “knit 
customers are looking for it on Z $ Waethtiy their own. 




















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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GLOVE-GRIP SHOES 


At the Rustic Booth No. 177 














Boston Shoe Style Show 
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A T every style show Arnold’s Glove Grip shoes have made many friends. Dealers have correctly 











appraised the merits of the exclusive “Glove Grip” feature. Its worth as a sales argument has been 
accurately estimated. Its virtue in shoe fitting and foot health has been proved. You will agree that 
the “Glove Grip” principle of shoe making is sound, logically correct and practically perfect. By this method 
of shoe construction the foot arch is lifted up instead of pushed down. This assures the smoothest fitting 
shoes and the most comfortable feeling shoes, possible to produce. The Arnold Glove Grip Shoe is Nationally 
advertised. We offer you more than a shoe, a proposition embodying service with the fullest co-operation. 


Don’t fail to see what the Arnold Glove Grip agency means to you. 
Look for the Rustic Booth, Boston Style Show. 








Look for our Saturday Evening Post advertisements 


M. N. ARNOLD SHOE COMPANY 
NORTH ABINGTON, MASS. 








BOSTON OFFICE NEW YORK OFFICE fk ; 
Room 801, 10 HIGH STREET 127 DUANE STREET /@AN SO) 8D) 
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New Shoe Stores 


Lindsay, Cal.—U. B. Wilson, boots and 
shoes. 

Kansas City, Mo.—A. Copeland, 1313 
Walnut Street, boots and shoes, etc. 

Boston, Mass.—L. Barry, 45 Meriden 
Street, boots and shoes. 

Haverhill, Mass. — Rosenthal Shoe 
Stores, Inc., boots and shoes. 

Cambridge, Ohio.—Novick Bros., boots 
and shoes. 

Marion, Ohio.—Raymond Py, men’s 
furnishings and boots and shoes. 

Canton, Ohio.—Siff & Mason, 42 So. 
Howard Street, boots and shoes. 

Atlanta, Ga.—Emerson Shoe Co., 44 
Marietta Street, boots and shoes. 

Vicksburg, Miss. — Baer Shoe Co., 
Joseph Baer, manager. 

Lauderdale, Ala.—R. Gottieb, 
general store. 

Troy, N.Y.— Burke’s Shoe Store. 

J. H. Buffet, 29 Market street, Venice, 
Cal. 

Boston Shoe Store, No. 2, 112 Houston 
Street, San Antonio, Texas. 

Gregg’s Shoe Store, San Antonio, Texas. 

Livernois Boot Shop, B. T. Bowman, 
proprietor, 9757 Grand River avenue, 
Detroit, Mich. 

Otto P. Caplin, 389 East Main Street 
Bridgeport, Conn. 

Home Shoe Store, Benjamin Thome, 
proprietor, lu 1795 Genesee Street, Buffalo, 
i. oe 

William R. Ringle, 1182 Hertel Avenue, 
Buffalo, N. Y. 

Bond’s Bootery, Emory H. Bond, pro- 
prietor, North Tower Avenue, Centralia, 
Washington. 


Inc., 





Arthur Letts, Jr. Made 


President 


Los Angeles, June 25—At a recent 
meeting of the board of directors of the 
Broadway Department Store, Arthur 
Letts, Jr., who, for the past twelve years 
has been closely associated with his father 
and has been acting in the capacity of 
director since the Broadway’s incorpora- 
tion, was elected president. Malcom 
McNaghten, who has been serving for the 
past three years, in the capacity of secre- 
tary and treasurer, was elected vice- 
president, remaining in charge of finance. 

Arthur Strasburger, who has been asso- 
ciated with the Broadway Department 
store during the past eighteen years, be- 
comes vice-president, remaining in charge 
of merchandise, in which capacity he has 
served for the past twelve years. 

William H. B. Kilner, who has been 
with the Broadway for the past twenty- 
one years was elected secretary and treas- 
urer, while Harry C. R. Philip remains as 
vice-president and general manager. Mr. 
Philip has been associated with the Broad- 
way evér since the inception of the store, 
more than twenty-seven years ago. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the 
Shoe and Leather Trade 


BUSINESS REVERSES 


Cherokee, Ala.—Cobb & Carter, general mer- 
chandise, reported petitioned or petitioner in bank- 
ruptcy. 
artsells, Ala.—S. E. Stewart, general mer- 
chandise, reported petitioned or petitioner in bank- 
ruptcy. 

aricopa, Cal. ae _G. Matteson, boats and 
shoes, ete., reported a: 
Pasadena, Cal. at & Ham, 2471 East 
pm Street, boots — reported petitioned 
titioner in bankruptc 
nta ee (also "Ocean Park) Cal.—W. R. 
Parks, boots and shoes, e failed. 
Bethel, Conn.—D. L. oe Leather Co., tanners, 
— petitioned or petitioner in bankruptcy. 
artford, Conn. —George Cohen, general mer- 
chandise, reported petitioner or petitioned in bank- 
ruptcy. 
organ, Ga.—William F. Chambers, general 
merchandise, reported petitioned or petitioner in 


ba ptcy. 

Rockford, Ill—L. O. Berg (Berg’s Booteries) 
406 Seventh gi reported petitioned or petitioner 
in bankruptc 

Mitchell, Ynd. —Charles Coyle, Jr., general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Centerville, Maryland—H. Sachs & Son, boots 
and shoes, etc., reported petitioned or petitioner in 


benkruptcy 
Bos: ass.—Franklin Leather Novelty Co., 


reported as signed. 
Sarah Levine, pom Blue Hill Avenue, boots 


ssigned. 
ass. hee & Tapley Co., shoe 
manufacturers, reported offering to compromise at 
oon 
, Mass.—Regan & Co., 
facia Liabiti aigtties reported as & °$ 
ruptcy. ities as $ 
ton Harbor, > pel L. 
(W. L. Hogue & Co.) seams and shoes, etc., 
petitioned or petitioner in bankruptcy. 
Lancaster, ee —McMillan Bros., general 


store, 
Newark, New ersey—Nickelsburg Bros. Co., 
manufacturers, i im: and exporters of leather, 
petitioned or petitioner in bankruptcy 
and receiver appoin 
New York _~—— a Horowitz, 1279 Castle 
Hill, boots and shoes, reported petiti or peti- 
tioner in bankruptcy. 
New York Ci’ a J. Scanlon & Co., Inc., 
shoe manufacturers, embarrassed. 
New York City denb 
Avenue C, boots and a wapested petitioned or 
petitioner in bankruptcy 
Y Mechanics Shoe Co., 39 Deve- 
boise Street, uae manufacturers, peti- 
or petitioner in bankruptcy. 
Buffalo, N. Y- a Shoe Stores Inc., 1493 
eland, Ohio—First S Commercial 1 Corp. Co., 
6304 Fleet Avenue, boots and shoes, etc., reported 
petitioned or petitioner in bankruptcy. 
Youngstown, Ohio, Harry Reinits, boots and 
shoes, etc., reported petitioned or petitioner in 
ban 
De —a Oklahoma—Guy Michaels, (“The 
a, *) boots oS etc., reported 
tit. or petitioner in pte 
P°Philadelphia, Penn.—Federal Shoe Shop, Inc., 
1645 Federal Street, + aah shoes, reported 
titioned or wget tH! m ban 
Tein, Penn.—Fred Se eee Depot 
store) general merchandise, ye petitioned or 
titioner in ru 
 iieclenen, Penn. =~ * Schalet, boots and shoes, 
etc., reported petitioned or petitioner in bankruptcy 
nnere, | Pon n.—Irwin Zwerling, boots and 


on ereheo ill, 


Inc., shoe manu- 
itioner in bank- 


Hogue 





tit = petitioner in bankruptcy 
repeilie BC Pate & Skinner, general mer- 
chandise, reported ijcdiened or petitioner in bank- 


— Lage Texas—A. & - Pay ap Inc., boots 


and shoes, to compromise. 
Jasmer, a L. eens , general mer- 
chandise, reported petitioned or petitioner in bank 
t 
™p Palestine, Texas—Sam Lucas, general mer- 
chandise, reported petitioned or petitioner in bank- 


“Tectile, Wash.—Samuel Sirkel (Sirkel’s Shoe 
Store) 917 First Avenue, reported offering to com- 
e at 25 cent 
Sank Point, W. Va—John A. Marshall, 
general 1 merchandise, reported »etitioned or peti- 
tioner in Lp “5 
Cecil, Wis.— illiam Dupont, general merchan- 
dise, reported petitioned or petitioner in bankruptcy. 


BUSINESS CHANGES 


Lindsay, Cal. —U. _B. Wilson, boots and shoes, 
recently 





Pierceville, Kan.—Warner-Walker Merc. Co., 
Seay merchandise, reported succeeded by Smith 


j Boston, Mass.—Aberdeen Leather Goods Co., 
26 Harrison Avenue, recently commenced business. 
ae Rohrbacher r Co., shoe manufacturers, 


recen’ 
Chelsea, Mass.—Vavaso & Di Venuta, boots and 


shoes, repa4 rtnership dissolved. 
Haverhill ass. ~—erwesd Smith Shoe Co., 
reported sold 


shoe manufacturers, or closed out 
business. 
South Boston, Mass.—Huston Johnson Co., 
ae selling or on out to Diamond Shoe Co. 
ndian Orchard, Mass.—Mary Morasviec, boots 
ted removed to Ludlow, Mass. 
ass.— Middlesex Shoe Co., shoe man- 
ed recently commenced business. 
Cheboygan, Mich.—E. Newell estate, boots 
and shoes, etc., reported succeeded by Byron M. 
Watson. 
Lorette, Nebraska— Mille & Bruner, general mer- 
chandise, reported succeeded by Bruner’s Cash 


store. 

Newark, N. J.—Benjamin Z. Ginsberg, 113 
South Orange Avenue, leather and findings, re- 
ported sold or closed out business. 

Red Bank, N. J.—Clarence White, 9 Broad Street, 
boots and shoes, reported succeeded by White 
Shoe Co. 

New York City—Joseph Barth, 2442 Ei 
Avenue, boots and shoes, reported succeed 
Samuel Gewolb. 

Dean, Richard Shoe Co., Inc., 55 West 34th 
Street, ‘boots and shoes, Louis Heim, president, 
Julius Tull, secretary and treasurer, reported 


Green & Schiffer, 98 Sheriff Street, boots and 
ed succeeded by Abraham Schiffer, 

& Schaefer, 2023 “Amsterdam Avenue. 

reported succeeded by Benjamin 


—.. N. Y.—R. D. 8S. Shoe Co., Inc., shoe 
manufacturers, 258 Wythe 
changed name to Della-Bert Shoe Co. Inc. 
bee N. Y.—J. B. roesey & Co. Inc., 
ts and shoes, etc., reported selling or out to 
the Stanley Dry y ats Co. 
Potters Mills, Penn.— Mrs. W. H. Blauser 
cre = merchandise, reported succeeded by Ennist 
annah 
Providence, R.' I1.—Globe Shoe Shop (Harry 
Vaznayan, proprietor) 703 Westminster Street, 
boots and shoes, sold or closed out business. 
Wartburg, Tenn.—J. A. R. Taylor, general mer- 
chandise, reported succeeded by Schubert Merc. Co. 
Etna Mills, Va.—R. H. Sweet & peamher, general 
merchandise, reported succeeded by S. A. Sweet. 





and shoes, 








Milbradt Rolling 
Step Ladders 


are made in a great man 
styles to suit all kinds 
stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your eee and 
help the a: nee of 
your store. ~ 4 
$ te eggvera and sat- 
lefaction guaranteed. 


Write for our latest cata- 

showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 








Where to Buy 
Wanted Styles 


An Extra Editorial Service to 
**Recorder”’ readers, free for the 
ashing, with authentic informa- 
tion on current problems. 
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Your Choice 0 Aas 


Tan oxfords built to wholesale at $2.85. 
High-grade, carefully fashioned Goodyear We will cad 0 sqpmentative to investigate 


welts. Kalter Cerf. Mercantile &. Inc. 
591 Broadway, New York Cit 
Phone Spring 5160-5161-5162 





WANTED TO PURCHASE 


CASH PAID 


for shoe steres or surplus stocks of shoes or 
other merchandise. Leases taken over. 








State whether you want to see square tip 
or medium recede toe. 


C-D widths. Sizes 6-9, 6-10, 6-11, 
7-10 and 7-11. 24 prs. to case. 


IN STOCK 


TERMS---CASH. This accounts for our low price. 
Send $10 for each case ordered. SAMPLE PAIRS 
sent C.0.D. $2.45 and postage. 








DO YOU CONTEMPLATE 
Retiring or going out of business? We =e 


value for entire or su! 
} =i Leases having . a J 5 to! run taken 
= Eencktiahed 2 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 








HIGHEST CASH Pesces PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. — t term leases taken 


159 Kingston St. 


B. Turchon, Inc. "Sacten vos Orders filled 


the day 

















Reece’s E. Z. Walking 


Wooden Sole Footwear 


Oil Grain and Wax Veal—Leather uppers ~ OOHONE. SPRING S065" ag 
1 buckle shoes WILL {§ SLOW SELLERS FOR 
$1.42 14 to $1.95 BUY (ENTIRE stocks | CASH 


REECE WOODEN SOLE {| “*""“sitiemtecr 
SHOE COMPANY 


Nebraska 





THE NEW YORK EXPORT 
PURCHASING CORPORATION 














High cut Boots—$2.90 to $3.65 
Columbus 





Write for samples 

















MISCELLANEOUS 











MISCELLANEOUS 


MISCELLANEOUS 














Accountant and Auditor 


Auditing, Systematizing, Books Opened 
and Balanced, Financial Statements, Cost 
Systems, Dissolutions, Stock Records and 
Taxes. 
MARK I. FLEISCHER 
Bank of United States Building 
1767 MADISON AVE., NEW YORK CITY 











Neatest, strongest, lightest and most 
convenient fitting stool on the market. 


Finished Goldén Oak or 
pean! 
Pubes. cocce . $3.50 each 
Carried in tock on all wholesale shoe and 
findings houses. If your jobber cannot 
supply you, order direct from us. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For isey-Eve years manufacturers of 
Milbradt Rolling Step Ladders 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


ec, fe THE CHICAGO 
we ®ve" WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Ill. 





SHOE STORE 
CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OH/O 




















WANTED TO PURCHASE 














CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N.Y. 
Phone Canal 0679 








Bicycle 
STEP 
LADDERS 


‘ are made 


in many 
styles and 
to fit all 
kinds of 
shelving. 


Send for cata- 


log giving full 
description 
and " 
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POSITION WANTED 


POSITION WANTED 








AVAILABLE 


An energetic shoemaking executive, experienced in the produc- 
tion of high-grade Misses’ and Children’s Welts. He is a young 
man notwithstanding the fact that he has been for years the 
responsible factor in the styling and producing of one of the 
best-known and successfully merchandised Eastern lines of 
Misses’ and Children’s shoes for the retail trade. Address E-76, 
care Boot and Shoe Recorder, 207 South St., Boston, Mass. 








complete one. 








WE KNOW A MAN 


Experienced in the manufacturing and retailing of shoes who, through 
the liquidation of his former firm, is available. 


He knows retailing, and he knows how to solve manufacturing problems 
and his experience in buying materials of all kinds that go into shoes is a 


If you want a man with a twenty-year record of accomplishment of the 
highest integrity, combined with the habit of getting things done, and 
will write us, we will be glad to put you in touch with him. Address E-57, 
care Boot and Shoe Recorder, 207 South St., Boston, Mass. 











PaaS WANTED—Have an established 
trade with the department and large stores in 
Phila ‘delhia, Baltimore, Washington and adjacent 
am open for a line adapted for that 

of trade. Care Boot and Shoe Recorder, Suite 
1420, Widener Bldg., Phila., Pa. 


XPERIENCED SHOE BUYER with down- 

stairs a experience. Desires connec- 
tion with large department or retail shoe store. Am 
31 years old with 17 years shoe sper, A. + 1 
references. Address E-90, care nd Shoe Re- 
corder, 207 South St., Boston, mad 


BUYER and manager 29, now employed in shoe 

department of large department store wishes 

to make a cha 12 years experience in shoe busi- 

ness, capable, ardéworker and ive. Ad- 

on E-91, - Boot and Shoe R ler, 207 South 
, Boston, Mass. 











TO LEASE 








FOR LEASE 


100 Per cent locations in live cities, 
large and small. We cover the U. S. A. 
Largest leasing company in the coun- 
try. Tell us what you want, no charges, 
all details of cities free. Do it now. Na- 
tional Real Estate Leasing Co., Inc. 
130 W. Bute St., Norfolk, Va. 

















Fier -CLASS. SHOE MAN desires to make 


a or vicinity. 14 years’ expe- 
rience; yah references as manager and buyer 


or other good connection. Address E-68, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





FOR RENT 


SPACE FOR SHOE DEPARTMENT FOR 
RENT—Ladies’ department store in North 
Carolina town of 12,000, drawing trade from radius 
of 50 miles, will rent space on t. floor for ladies’ 
shoe department. This line not now handled. Sell 
ladies’ s exclusively to medium and better class 
trade. Store established 30 years, “he and favorably 
known to everyone in eastern h Carolina. 
Splendid opening here for uptodate - depart- 
ment. Would deal only with concerns of unques- 
tioned financial responsibility. Address E-95, care 
ma and Shoe Recorder, 207 South St., Boston, 





FOR SALE 


R ee 





modern shoe store everything 

just ri iness location, good town to 
live in, it’s : andy for the man who knows. Please 
don’t answer this ad unless you mean business. An 
Indiana store. Address E-94, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


FOR SALE 


Shoe “‘breaker-in”’ and waterproofer. 
750 twenty-five cent cans for $12. Sales 
value $187.50—only $12! Cheap enough 
to give away. SAMPLE CAN FREE. 
send $1 now and pay balance of $11 on 
arrival of 750 cans. A. A. A. Mfg. Co., 
159 Kingston St., Boston,. Mass. 




















TO LEASE 


WANTED TO PURCHASE 











Leadi women’s specialty store in 
Massachusetts manufacturing ae. 
population of over erag mogme is 
erecting a new b ke eonteell he ~ 
cation, and has floor space to lease for 
shoe store to vv mmgy ene be or — 
of high siantine, qperatas 

stores. Address A. C. R., 4 W. eet 
St., Room 103, Providence, R. 














We bu 


quick highest cash price 
for rota’ 4 fe - 


Grantley wo chdere. 
antity no object. 
‘or 30 years our specialt 

gS 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALK Proprietor 





way, ya 
Stagg 1757 
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by the 
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per ye, ch are payable in advance. 


ADVERTISING RATES—Card of Ad 
Rai furnished on tion. For — 
for Wants, For Sales, etc., see Want 


SHOE PoE RECORDER’ to avoid .prini 
statement likely to ts 

publishers reserve the right to reject 4 
adver or reading matter which is not 
line with t policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
BROCKTON are 224 —— St. Geo. 


W. R. Hill ager. Telephone 

CHICAGO ‘OFFICES 6 1689 West Madison St. Tele- 
le ° . wen . 

st LOUIS IS OFFICE: Leather, Trades Bide. H. 
NEW YORE’ * OPFICE: BR Room 101, - a Bldg. 

127 Duane St. H. Walter Scott, Manager. T: 
PHILADELPHIA OFFICE: Suite 1420, Widener 

Building. H. Walter Scott, Manager. 
HAVERHILL OFFICE: Chamber sf Commerce 
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CINCINNATI O OFFICE: B: 436 Guys Gwynne Bldg. H. M. 
ROCHESTER OFF OFFICE: 623 Powers Bldg. Ros- 

pone L. Seward, Western New York Repre- 
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FFICE: Fred A 
MILWAUKEE OFFICE: ne Meyer (B. C. 
Bowen, Manager), 406 Broadway. ‘Telephone 


WASHINGTON OFFICE: William L. Daley, 26 
Jackson Place, N. W. 
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BRAgin. Zi Geren, Tobe: s. Fitch, 88 Rue General 
CHILE: Las Rosas 1123-1127. Otto- 
Gerente. 
CUBA: Mr. H. Gomez, Corrales, 2A Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


SPAIN: Ge Gerente, Leongc de Miguel, Librere Ed- 
itor, 20 Fuencarral, M: 
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Space l time 7 times 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


SITIONS WANTED—Four cents per word for each insertion. 
Minimum amount accepted, —— cents, 
advertisements, seven cen 

Minimum amount accepted. $1.25. Ade onde this heading wil! be 
received up to noon on Tuesday of week of publication date. When 
edvertisers desire answers to come in care 


“Want” 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


ies forwarded 
address must —* counted in advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 


For other 
per word for each insertion. 


of this office. twelve words 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





GIDE LINE OPPORTUNITY—If you are a real 
salesman with plenty of “pep’’—merchandising 
ability and established trade, we have one of the 
fastest selling McKay lines (for Children, Misses, 
Growing Girls and Women) in America to offer you 
—only 15 numbers—and every one belongs to the 
“bread and butter” class. We are allotting territory 
at once. Write today giving full details of your 
experience. Address Herbert C. Groenewold, Di- 
rector of Sales, Wobst Shoe Company, Milwaukee, 
Wis. 


V 'ANTED SALESMEN—for an in-stock line 
of infants’ and children’s turns, direct from the 
manufacturer, 6 per cent commission, special 
terms to the trade. Can be carried as a side line 
30 boots in stock, 15 slippers in stock up to size 11. 
Live wires wanted for a fast growing concern. 
Trademark fully protected. Samples ready Aug. 1. 
Address E-78, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


SALESMEN acquainted with department and 

retail trade, to carry side line of leather soft sole 
slippers. All territories open. Communications con- 
fidential. Address K-516, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 











W ANTED—Live wire commission men who can 
produce results to sell our line of toe 
rig = in children’s turn shoes. Sizes 1/5 and 
5 Turns only. Line how August 1. 6 per cent 
pn Qaaier J Shoe Company, 110 Clifford 
Ave., Rochester, N. Y 





ws NTED—Salesmen for any territory on 
straight commission of 7 per cent. We are a 
Western manufacturing concern, specializing in 
men's “popular” priced dress welts, ranging in 
price from $3.50 to $4.25. We make an all solid 
shoe which is guaranteed to give absolute satis- 
faction. This is an excellent op tunity for a live 
wire to handle as a side line. ( ie xperienced shoe 
men with references need pm Give all details 
with first letter. Address E-79, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


WANTED Salesman with established trade, 
preferably women’s fine shoes, to carry side line 
of miss*s’ and children’s welt shoes. Good grades 
and well known. Territory: Ohio and eatede, 
also Indiana and p= Reply confidential. 
Address E-81, Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








trade. 


207 South St., Boston, Mass. 





Have You Traveled 
in the 


Northwest: 


We have a developed Northwestern territory open for a man 
who has had experience selling women’s shoes to the retail 


This is a big opportunity for big money for the right man. 

Only applications for men with experience in the territory 
selling women’s shoes to be considered. 

In replying state age and experience in full. 

All replies confidential. Box E-97, care Boot and Shoe Recorder 








SAL .ESMEN to carry our line of Hapytoz turns, 
made in sizes 2 to 5 with mock heels, and 3 to 5 
and 5 \% to 8 with spring heels in states of Colorado, 
Washington and . Every number shown is 
carried in stock, ready for immediate delivery. 


Corp.., Rochester, N.Y 


ANTED SALESMEN—To sell leather shoe 
ayy and shoes with largest shoe findings 
house in the Middle West. Established territories; 
ity; state experience. Address E-80, 

Recorder, 189 West Madisgn 





St., Chicago, 











power, producing salesman. 








Indiana Open! 


One of the largest manufacturers of women’s shoes selling 
direct to the retail trade has an opening in Indiana for a high 


Territory strongly developed and vacant because of transfer 
of present representative to home territory. 


In replying state age, married or single, and full, detailed 
experience stating territories covered, for whom and when. 


No application will be considered except from men with road 
experience in Indiana, preferably with women’s shoes. 


All replies confidential. Address Box E-96, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 











ANTED—Would like to hear from A No. 1 
salesmen who sell good trade only, to carry 
our line of children’s turns. 1 /5 first s , and regu- 
lar n Washi 844/11 and ll eo hs owing states 


open: is » California, Kansas, 


= New oe. Se Also New 
Bet. "Paul St, “Techestes: N. Y 


ALESMAN WANTED to carry ladies’ popular 

priced line dress and staple styles. Some styles 
in stock—for Kansas, Oklahoma, Colorado and 
Nebraska. Must be acquainted in these states. Give 
reference in — letter. State age, married woe. 
Correspondence confidential. Address E-82, ca 
pest os Shoe Recorder, 207 South St., Secten. 





. Arizona 
7 oh States. We 
Shoe Company, 








i WANTED—wWe have some good 
openings in the Middle West and South W Western 
states for live-wire men with established trade to 
carry our line of soft soles and infants’ and child- 
ren’s turns in connection with present line. We 
pay highest commission and line is well known and 
vivertionll. Applications conside ly from real 
men with established trade and references. 
J. J. MacMasters, Rochester, N. 





E have several or fall season 

starting about August 1 a — mn R 4. of men’s 
dress welts, to retail 7.50, all carried 
in stock in best selli iit. Give full references 
in first letter. Rohn Shoe Mfg. Co., 414 Fourth St., 
Milwaukee, Wis. 


SS a to sell side line infants’ 
1/6 flexible turn shoes, over 40 — 4 po in 


cent ‘commission; Texas, Louisiana, 

|" Missouri, Arkansas, Illinois, Pee Ohio, 
lvania, Massachusetts and Rhode Island, 

New , York City. Give ay ye line now selling, 

age, full informati etc. Address E-85, care Boot 

and Shoe Recorder, tBoak St Boston, Mass. 


WANTED— Experienced salesman who is ac- 
quainted with the shoe trade, to sell a well- 
known line of rubber and canvas footwear in Maine 
also New Hamsphire and Vermont. This will be 
yet nag pt ide dO Dab 
luce results. n applying, state age, experience an 

references. Address , care Boot and Shoe 

corder, 207 South St., Boston, Mass. 
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dress welts, a at $5. twenty styles are car- 
ried in stock, in bes’ ing widths. Fourteen samples 
packed in one small grip. Give full references in first 
application. Address ree eae, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


GALESMEN wanted for all parts of country to carry 
as side line for retail trade a well made line 
of stitch downs. te territory being covered and 
full particulars. Address E-83, ~—_- 7 and Shoe 
Recorder, 207 South St., Boston, M 


ALESMEN—Long established factory specializ- 

ing medium priced hand turned semi-dress 
cushion sole comfort shoes, slippers, oxfords. Gen- 
uine vici, oak soles, steel arch, Cat's Paw heel, 
leather counters. Four samples shows eight lines— 
in stock. Prices that appeal to large yers. Ad- 
dress E-86, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


GHOE SALESMAN WANTED—We would like 
to hear at once from an A-1 shoe salesman who 
. well established with the jobbing trade. Terri- 

high includes all of the United tes. This is a 











-class proposition and requires a high-grade 
salesman with a good following. Communicate at 
once with E-63, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


WANTED — Salesmen for the following terri- 
tories: Western Pennsylvania and Ohio; North 
and South Carolina, Georgia and Florida; n, 
Washington, Idaho and Utah; the North and id- 
dle Western States. To sell our line of misses’, chil- 
dren’s and infants’ McKay and turn sewed shoes. 
Can be sold with other non-conflicting lines on 
commission. Apply, with references, to Werner 
Shoe Co., Orwigsburg, Pa 


ALESMEN WANTED—UOne of the live wire, 
aggressive, men’s shoe manufacturers in the West 

making a line of men’s dress welts toretail at $7.00, 
has ‘or in the following terri- 
tories: Nebraska; Kansas; Missouri; Chicago, 
New York State; and Pennsylvania. Good money 
making line for an aggressive pean. Give refer- 
ences and experience. Addrcss care Boot and 
Shoe Recorder, 189 W. Madison i “Chicago, Ii. 


WANTED—High-powered salesmen only to sell 
a line worthy of representation of big 1 gan 
ing road men. 15 styles of men’s i 
dress welts to retail at $5.00 with a sty = 
uality any well posted retail buyer pan ask for. 
these popular priced 














n addition to dress shoes, 15 
styles of men’s welts, weight of re- 
tanned and Elk leothera, with workmanship like 
dress shoes. Entire line has reconstructed. 
Every style built on new ideas of the season. Com- 
faecade om tony we Ay Cmetnds Lo Strictly 6 per cent 
commission — Some ney — open. 
peas you area producer. Bradley 

he 7 as Milwaukee, Wis. 


HOE SALESMAN to carry a good pa 
Sine. a3. PChicwne 5 ne mall over atte 
waukee 
Give full details of references in first letter. Ad- 
+, ome ——{ tw Recorder, 189 W. 


eB Ai 











SALESMEN 
WANTED 


Wanted, experienced high-grade 
salesmen tosell our line of men’s 
better-grade shoes to the retail 
trade. Commission proposition. 
State drawing account required 
and territory covered. Prompt 
reply if interested. Address Levie 
Shoe Company, 500 Throop 
Street, Chicago, Ill. 





ALESMAN for side line of Western made men’s 


der (sideline). Shoe and department stores 


ALESMEN—Sell “‘World’s Wonder” Foot Pow- 


eager 


buyers. Product simply wonderful. Absolutel 


aranteed. Retails 35 cents. 
jozen, 
vertising matter free. ral commission. 
Territory. Dainty Products Co., Atlanta, Ga. 


Cost merchant $2.7 
prepaid. Attractive placards and other ad- 
Libe: State 





ALESMAN WANTED—First- 

class shoe salesman residing 
near and covering the Middle 
West, to carry our high grade 
ladies’ turn shoes, made in 
Brooklyn. Side line or exclusive. 
Must be a live wire, with expe- 
rience capable of selling an ex- 
tremely fine line of ladies’ shoes. 
No one but high grade men need 
apply. Write Brooklyn Shoe Co., 
6-8 Forrest St., Brooklyn, N. Y. 








Live Wire Salesmen Producers 


A Western Manufacturer of Men’s 
Dress Shoes, retailing at $6, $7, and $8, 
has the following territories open: 


New England States 


Missouri Colorado New Mexico 


Louisiana Wyoming Oklahoma 
Alabama Iowa Arkansas 
Montana Nebraska Washington 
daho Minnesota Oregon 
Mississippi 


Uta Arizona 
North and South Dakota 


Give full particulars as to sales and 
experience in first letter. Samples ready 
July 16. Address E-59, care t and 
+ ma Recorder, 207 South St., Boston, 
ass. 








Opportunity 


Excellent opportunity is of- 
fered to salesmen in various 
parts of the country to carry 
specialty side line of three or 
four Goodyear welt work shoes. 
Splendid value. Easy to handle. 
Write giving full particulars as 
to territory. Indiana Shoe Cor- 
poration, Marion, Ind. 








Milwaukee Work Shoes 


Several choice territories open. Ex- 
cellent opportunity for salesmen who 
can produce. 


STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 




















RUBBER FOOTWEAR SALESMAN 


to carry, as side line on commission 
basis, well established lines rubber 
footwear and tennis shoes in Western 
Penn., Ohio and Virginias. Also one for 
New land. Knowledge of territory 
and trade required. Address E-77, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 














SHOE BUYER WANTED 


yp BUYER—A large Western Pennsylvania 

department store ee to Pittsburgh, cater- 

ing to medium class trade, requires the 

an experienced buyer and py ge Ee 
An unusual opportunity for a man whose 

has been successful. Give full details wh which 

will be treated confidential. Address , care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





services of 





WANTED 
A Men’s Shoe Buyer 


We want eyes man under thirty- 
five years old to take charge of our 
men’s department who is competent 
to offer qnaguetions and to listen to 
them and has had several years’ 
experience buying men’s shoes for 
am aap department. He should 

now quality and how to pick young 
men’s styles as well as for the older 
fellows and should have a practical 
knowl of shoe fitting, shoe selling 
and all details incident to running a 
very busy department. He should have 
considerable executive ability, but must 
be flexible enough to grow into our 
ways and not expect us to adopt his. 
We want brains and a comer and to 
such a man we will make it interesting. 
Applicants not giving full detailed in- 
formation rding themselves in 
first letter will receive no reply. 


GUARANTEE SHOE CO. 


San Antonio, Texas 














LINE WANTED 


Wren’ popula a of women’s, misses’ and child- 
lar pean Be . = states of Vir- 
North and South and 


chain 





corder, 207 South St., Boston, ass. 
Misch grade line of ladi ATTENTION—Wanted 





ies by a reliable experience shue man who can pro- 
duce volume on a commission basis. Have a big fol- fol- 
lowing among the larger de; ts and shoe 
Address E-93, care 
207 South St. a Boston, Mass. 


ANTED reliable man, a jobber’s line of 
W; tak thoan Selling case lots only to 


merchants and department Address 3, 
eS Tee eke, Se? South Se, Baw: 


ton, Mass. 








Fp me tag poe hee, 
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New York 





Waskow Co., Inc., itesddtiveoseth eee 
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i Lipp Shoes \ \ DS PE CREATES 
Trade Mark 


[DESIGNERS “LENORE” 








EK, VoLvinc 


(| RACEFUL 


EXPRESSIVE 


Every new and accepted pattern is 
NoveLTiEs to be found in the DEGEN-LIPP col- 
lection of turn novelties. All that is 
original is converted into salable styles 
ready to meet the demands of hun- 
dreds of progressive merchants. 


[LEADERS 


The “Lenore’’ is an excellent ex- 

IN ample. It has selling power and sat- 
isfaction-giving fit. You have no need 
to worry about a profit when you offer 

PERFEct this shoe, for the price will be a sec- 


ondary consideration to the woman 


Proportion who sees this model. 








DEGEN -LIPP, Inc. 


Makers of ~ 
WOMEN’S BEST TURN FOOTWEAR 


FACTORY ‘ SHOWROOM 


133-143 FLOYD STREET 607 MARBRIDGE BLDG. 
BROOKLYN, N.Y. NEW YORK CITY 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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New Modes for Women 


Among the many features of Snug-lers none is more 
important than the style appeal. This well known 
quality line, in addition to its workmanship and service, 
is a leader in new modes. The color and design of 
Snug-lers is a year round attraction. to women and a 


splendid opportunity for profits. 


Display your new modes in Snug-lers. You will find 
a quick response from women. 


In addition to this type of Snug-lers, there is a wide 
variety of styles for men and children. You will find a 
real source of profits in the quality felt line of Snug-lers. 


United States Rubber Company 















































y, 
NT ZV 


White Shoes Going Strong! 


Same Story 


Wherever you turn you get the same story. 


White is IT—and that’s that. 


The minute old John J. Mercury starts hitting 
the high spots, Madame Buyer starts looking for 
the lightest, coolest, most comfortable shoe she 
can get her foot into. And that’s white fabric! 
And oxfords at that. They’re selling, man! 


Are you all set to play Madame’s game to the 
everlasting benefit of your cash register or are 
you scratching your head and wondering where 
the dickens you're going to get the whites and 
more whites you need and are going’ to need for 
a long time? 


IN STOCK—AAA, 4to9; AA, 31% to 9; A, 3 to 9; 


J. J. GROVER’S SONS CO. 


Everywhere 


of yours, 
Most any 


Right here waiting for that order 
there’s this white oxford No. 1403 R. 


old size you want. 


Dig up your pencil, look over the size ranges 


and shoot the order along. It'll be filled in a jiffy. 


No. 1403 R—Fine, white twilled fabric moulded 
over one of fashion’s popular lasts, with. the 
corded tip and eyelet row giving it a distinct 
touch of individuality. Fast color eyelets, white 
leather quarter lining, sole leather counter, 
flexible welt, natural finish sole of the finest 
tannage, carrying a | 5-8 inch white enameled 
heel with rubber top. 


B,C,D E, 24% to9 


Lynn, Mass. 


“Soft Shoes ‘for Tender Feet’’ 


Established 1865 


BOSTON OFFICE 
Little Building 
80 Boylston Street 


NEW YORK OFFICE 
Marbridge Bldg., 47 W. 34th St. 


CHICAGO OFFICE 
Kesner Building 
5 North Wabash Avenue 
cor. Maiison 


Vol. 83, No. 16. Published every week by the Boot and Shoe Recorder Publishing Company, 207 SouthJSt..{Bos 
Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., wen oe the act of ne Dae 
1879. Subscription price, $5.00 a year. Printed in U. S, A. wae : 
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Staple Styles with Orthopedic 
Features 


FOUR OXFORDS READY TO SHIP 


“ARCH SOLACE” Oxfords have proven extremely popular with the trade that appreciates 
staple selling merchandise of honest value. 


is is 


Ke. 300 — Brown Kid Lace Oxford, 13-8 Goodyear No. 301 — Brown Kid Lace —e ay haw vt 
rh aes Rubber feet, Metal Arch Support, No. Fe Winmgfoot Rubber Heel, Arch 


No. 303 — Same pny snag 


No. 302 — Same Style in Black Kid ........... $4.1 


Sizes: AA, 4 1-2 to9; A,4to9; B,31-2to9; C,31-2to9; D,3to9 
Sizes 8 1-2 and 9, 25c extra 


Tree State. 


hy) SHOE MFG.CO. 


MAINE 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





Color #17 





Kip 


LEVOR GRAIN 


Cabrettas 
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Sets the Pace in Shoe Values 
with this Sturdy Army Shoe 


9825—Men’s Tan Chrome Kip Regulation Army 
Shoe, Cap Blu., Full Vamp, Lea. Inside Counter 
Pocket, Heavy Single Sole, Wingfoot Heel, 
Stock C & D, Sizes 51% to 12. Price $3 


9810—Same as 9825 except Mhg. Stock C & D. 
$3.75 
105—Same as 9825 except lower grade Ooze 


Gusset,, New Step-Rubber Heel, Stock D width. 
Pri $3.35 


9225—Same as 9825 in Boys’ sizes 244 ws 


Se. e5 cobs 


THE MENZIES SHOE Co. 


Branch Stock Rooms 
8514 5th Street, Portland, Oregon 613 Main Street, Dallas, Texas 


New England Distributors—H.E. SMITH & SON, Inc., Worcester, Mass. 
FOND DU LAC, WISCONSIN 
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See the Complete Berry Line 


AT 


BOOTH-I106 
BOSTON SHOW 


BOSTON SALESROOM 
186 Lincoln St. 


The 


Evangeline 


Stock No. 4867 T. : 
White Ostex One Strap, White Ivory O Stock N. 
Sole, White Welt, 1% inch Heel, White Wes, {tlie ae a White” Ivory 
H os. x ’ 
98 Let. OF ee Buy Sole, White Welt, 15 inch Heel, White 
A-D $3.25 Rubber Top Lift, Goodyear _ Welt, 


. Last. 
Whites = Widths A-D $3.25 


Send for Complete SF 
Crumbs of Comfort 
Stock No. 4442 Catalog of Stock rumbs of Comfort 


Black, Kid Oxford, Imitation Stitched 
Tip, Rubber > 68 ae SI - Stock No. 3606 BEN 
rice $2. Kid Oxford, Kid Tip, Rubber Heel. 
No. 4444—Same sstyle, Brown kid. 76 Last, Turn. 
Price $2.75 Price $2.50 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE | 
BOSTON SALESROOM -- 186 LINCOLN STREET = (4th Floor) 


Evangeline 


: 


We Urge Our Friends — 
Trade to Visit Us While in Boston 


: 
: 
; 
: 
a 
: 
: 


ee eM MM LMM eM ren tet tt a 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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“Every one of your TONY . 


Colors is fitting into the style 
scheme in different sections — 
We can’t eliminate any of 
them. ”’ 


The above remark was made by a mem- 
ber of a large and long established firm 
making fine shoes for men. 


It confirms exactly the demand we are 


having for all three of our TONY Colors. 


ONT 


Reg. U. S. Pat. Off. 


RED TAN BROWN 


This we believe is due not only to the 
actual beauty of the colors, but also to the 
general trade confidence in our standards. 


CREESE & COOK COMPANY 


SALESROOMS 7 ESE IN TANNERIES 
95 SOUTH ST., BOSTON OPGRY <5. ND CONN, DANVERS PORT, MASS. 


/ \ SY 
*  P.A. HENRY & CO. SAMUEL WOLFENSTEIN 
706 Broadway, Cincirinati, O. Lents } 39 SPRUCE STREET 


Leather Trades Bidg., St. Louis, Mo. NEW YORK CITY 


HOT OUO OOOO OOOO OU OOOO 


July 7, 1923 


he) 


eee LeU ss MMe Ms MM 


7" ?. 
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Staunch Tho Stylish 























ANOTHER oe SELLER 



































NATIONAL PARK HIKING BOOTS 
































ITE FOR EX ISIVE AGENCY 
AND BEAUTIFUL CATALOG 





























UR ADVERTISING CO-OPERATION 
AINS UNEXCELLED 





























THE JUVENILE SHOE CORPORATION = 


\- 


CARTHAGE, MISSOURI 





ae 
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When Business Is Dull— 


Youths’ $2.65 = Sell These!!! 


Boys’ 2.90 & fo WO for Sport and 
Men’s 3.25 Pee, Outdoor Wear 


VA | 


{TRADE MARK REGISTERED. 


DO YOU KNOW? 


For years the Witch-Elk trade mark has been accepted by the great- 
est houses in’the country as a mark of quality. 

Witch-Elk shoes for all sport wear have set a standard that has been 
regarded as a goal by many manufacturers and as a measuring sym- 
bol for other lines by dealers who have handled the Witch-Elk line. 
These outdoor all-purpose shoes are made by men who have had 
years of experience in designing footwear that will stand the stress 
and strain of outdoor uses. 

This particular shoe gives a new angle from which to sell your trade. 
It will sell when other trade is dull. It will make new friends and 
will make additional profits. 

Write for samples. 


WITCHELL SHEILL CO. 
DETROIT - - MICHIGAN 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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‘Rueping's 
Buck Sides 


A Product—Not a By-product 


In general, t .ere is more variance in the quality of 
buck sides than you’ll find in any other type of 
leather. 

It logically follows that you should take steps to 
protect yourself and your customers on quality— 
to see that it is up to the desired standard and runs 
uniform. 

You may profitably pin your faith on Rueping’s 
Rue-Buck Sides leather because it is a product— 
not a by-product. The skins of which it is made 
are painstakingly selected for this particular pur- 
pose—not those rejected for other purposes. It has 
a longer nap and more even color than the ordinary 
buck, and is less susceptible to factory stains. 
Specify and insist upon RUEPING’S Rue-Buck 
Sides. 





Color cards cheerfully furnished to shoe 
dealers and manufacturers’ salesmen 


FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 


, 
"ts 
SIE SO OS 


¥ 
wd 


: FS P49 aoe 


A REGAL SHOE 
of Rueping’s White Buck 
Illustrated is a smart one- COLORS 
strap of Rueping’s}, Buck Ni en 
Sides made by Gakae Siete 
REGAL SHOE CO: : Fa sem hasty 
Whitman, Mass. : Send Brows 
Mist 
White 
Greys of 


various shades 











; i AS 


ic), 
> 


FEO ESE Ty 
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BEEBE! 


IFTY YEARS PRODUCING HONEST LEATHERS 


ICHERE IS 
| ONLY ONE 









































| TANNING 
| COMPANY 


| SHEEPSKINS --CHROME SOLE--SPLITS--COTTON FINDINGS _ |} 
129 SOUTH STREET, BOSTON. MASS. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Finally Perfected 


A FULL CONE 
HINGED LAST 


Our new origination constitutes a dis- 
tinct advance in the art of hinge last- 
making. 





Makers of strap pumps and oxfords will 
find this last particularly helpful, in that 
it prevents the straps from riding above 
the cone, and into the hinge opening when 
the shoe is being lasted. 


This last: can only be obtained 

through us, and at the present 

time is only made in our Au- 

burn factory. We shall shortly, 
however, be able to pro- 
vide it from a number of 
our other factories. 




















Unrtep LAst CoMPANY 


HEADQUARTERS, BOSTON, MASS. 


TEN FACTORIES : ®» SIX SHOW ROOMS 


BROCKTON ROCHESTER Ke. wy: BOSTON 
NEWARK HAVERHILL RSE < Yfh, cuaaniie 
LYNN AUBURN 2 S ee 803 Syracuse St. 
CHICAGO _ ST. LOUIS . e Y Ve és av Bia ORS ses 
NEW YORK MILWAUKEE CHICAGO 
Wells Bidg., Rm. 406 


Affiliated Company P a ey 


United Last Company, Ltd. 
Montreal MILWAUKEE 
with Branch Office at Toronto 10 Metropolitan Bldg. 
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RED GREEN BLUE 


SANDALS 


SINGLE STITCHED—OAK SOLE 
IN STOCK READY TO SHIP 


5 to8 ‘8% to 1l 11% to 2 21% to 7—Rubber Heel 


+ .90 $1.00 $1.15 $1.75 


No. 1016—BLUE No. 1017—GREEN No. 1018—RED 
COLORED PLUG OXFORDS 
IN STOCK SINGLE STITCHED—OAK SOLE READY TO SHIP 
5 to 8 8% to 11 ; 11% to 2 


*1.00 *1.10 *1.25 


No. 1216—BLUE No. 1217—GREEN No. 1218—RED 


A fortunate leather purchase allows us to sell you these shoes at such low prices. 
Made the same as other ordinary stitchdowns but not by the Ramsey Patented Process. 


2 


Plug Oxford One Strap Sandal 


The Following Styles Are Made by The RAMSEY PATENTED PROCESS 


LADIES’ SANDALS—Rubber Heels 


TWO STRAP 


2%-7 
No. 116—Blue Upper, Oak Shoulder Sole wre ° $00—<heney = Qk Shoulder Sole. “ Rag 
No. 117—Green Upper, Oak Shoulder Sole oe ae - 109—Patent Leather houlder Sole, Sheepskin Lined.. 
No. 118—Red Upper, Oak Shoulder Sole....... ions » Oe Oak Shoulder Sol ‘ 
No. 122—Gray Elk, Oak Shoulder Sole, Shesgshin Rane’. , . 115—Brown Lotus, Gs SG Oo Sb oc ce Wee ccc ccccs J 


SANDALS—Children’s and Misses’ 


. 16—Blue Upper, Best Bend Sole..... 
. 11—Green oun Best Bend Sole 
. 18—Red Upper, Best Bend Sole. . 
. 15—Full Grein Brown Lotus, Best Bend Sole.. 
. 61—Full Grain Pearl Elk, Best Bend Elk Sole.. 
No. 63—Full Grain Smoked Elk, Best Bend Elk Sole... 
. ie ~~ Leather Full Sheepekin Lined, Best Bend Oak 


ONE STRAP 


t 
e 
¥ 
BS bbeeeEL 


~ 
= 


* 
«~ 


et et fet feet bet, 


‘. 
SS Bekeses 


ei shhhbh 


. —C — c hrome, Oak Shoulder Sole........ 


Sie] COMPLETED STITCHDOWN™ 


TRIPLE war WELT 


$a nom oF, STITCne Momeeo, ErER, TS nal => }raMonvis 
(Feo Ave OF GOUTVRAR STITOURG SHOWING OM BOTTEM OF GUTSOLB 


347 Rider Avenue New York City 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Women’s Arch Support Footwear 


Carried in stock in many styles and patterns in Oxfords, Straps and Boots. Every 
day sees an increase in number of agencies placed for our corrective shoes—a 
convincing argument of their popularity with the wide awake, progressive merchant 
who is ever on the alert for the newest and best with which to meet his customers’ 
wants. Providing we have no agency in your city you should lose no time in getting 
in touch with our salesman who will gladly explain the merits of these shoes and 
inform you as to our unexcelled in-stock goods proposition. 


- Pri -25 
No. 470. Price $4.00 ( —- 
ee pe ww! yop Wise the ag 2 ce ee Ons Strap, Imitation 
ack Ki ord, Kid Tip, Welt, 13- ip, t, 13-8 . 
Rubber evY Tremont Last ee ‘ en 
to 


: = No. 587. Price $3.70 
No. 469. Price $3.95 (Arch $ 


upport) 
Peters White Reigiekin "stete One Peters White Reignakin. Oxford, Stitch 


Strap, Stitch Tip, Welt, 13-8 Rubber Tip, Welt, 13-8 Rubber Heel. Tremont 
Heel. Rewpet Last Last. 
AA to D AA to E 


Thomson-Crooker Shoe Co. 
18-26 Station Street ~ - - Boston, Mass. 
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“The KING 


S. ROSENBERG 


For Instance 


A $ 2 35 Men’s Mahogany Blu- 
t ° chers. Goodyear Welts. 
Grain Leather Innersoles. Rubber Heels. 
Sizes 6-9, 6-10, 6-11. 


At B5 Ladies’ Ribbon 

Ce Trimmed Felt Mocca- 
sins. Extra Heavy Padded Chrome Soles. 
Full Sizes. 214-inch Pompon. Sizes 3-7, 3-8, 


4-7, 4-8. 


A t $2 2 5 Men’s Mahogany Bals. 

. English Last. Goodyear 
Welts. Leather Innersoles. Rubber Heels. 
D Wide. Sizes 6-9, 6-10, 6-11. 


At $1 0 Men’s Brown and Black 

> Cabretta Everetts and 
Romeos. Good Quality Soles. A good trade. 
Sizes 6-10, 6-11, 7-10, 7-11. 


At 8 5 Misses’ Patent Chrome 
Cc. Instep Strap Pumps. 

Sizes 1114-2. A good serviceable shoe. 
At 7 5 Child’s Patent Chrome 
Cc. Instep Strap Pumps. 


Sizes 814-11. 


We have been pre J pa 


offer BUYERS in 


values which none 
volume purchasing 
brought together. 


Savings of 
and in some 


Don’t waste time 
to the house that 


_S. Rosenberg 


140-144 
Boston, 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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OF JOBS” 





Bargains 


Ever 










Headquarters 


L. ROSENBERG 


paring for weeks to Hen Are Mose 
the Boston Market A t $1.25 Dlea's Been Vid Be 





eretts and Romeos. 


Good Soles with Rubber Heels. A dandy 
but a house of our shoe. Sizes 6-10, 6-11, 7-10, 7-11. 


power could have At $1 Hh Ladies’ Black Satin 
° 1-Strap Pumps. High- 
Grade Satin, with Flapper, Baby Louis and 
Cuban Heels. All Covered Heels. Sizes 3-7, 
3-8. 











1 5 t Oo a 0% Men’s Gun Metal Blu- 
ys 0 At $2. 2 chers. Full Round he 
year Welts with Rubber Heels. G 
cases, more. Leather Soles. Leather Innersoles. Sizes 6-9, 
6-10, 6-11. 





Same in Bals, English Lasts. 






but come first 


laughs at competition. Ladies’ Patent McKay 
At $1 .65 One-Strap. Military 
Rubber Heels. Sizes 3-7, 3-8, 4-8. 


& Son At $1.5 Ladies’ Tan Calf Ox 


ford. 9-8 Heel in Eng- 
Essex St. lish and Broad Toe Lasts. Perforated and 
Wing Tip Perforations, 2-6, 3-7, 4-7, 4-8, 

Mass. 3-8. 









u 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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a {fr 
| ;vans P, eacock Colors 


| provide the same richness 


“of tone in shoe after shoe 


{ Therefore, they constitute a decided influ- 

ence in holding the friends they make. 
This is particularly true of our CHIPPEN- 
DALE BROWN -- always that same richly 
aged shade of old mahogany. 


Few, if any, colored leathers have made so 


many “‘long friends’? as CHIPPENDALE. 


Few, if any, give a higher average of dupli- 
cate service in shoe after shoe. 


John R. Evans & Company 


Camden - New Jersey 
Branches in All Princ’ pal Shoe Centers 


























Shoes made from CHIPPENDALE this year will 

give the same service as those made from it last year. 
Shoes made from it next year will give the same sero- 
ice as those made from it this year. 


tandardize on 


Evans Br an ds 


CS 
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a Beckwith _, = 
VULCO+UNIT TM LVM wT a = 2 Lhd 


BOX-TOES 























I ———————— 
The VulcoUnit END BOX for Soft Toe Sport Shoes 


The end box prevents wrinkling at the toe, retains the 
style and adds comfort—the perfect box for soft toe shoes 
THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCAWITH MFG, Ce). 


argest Man Ufacturers of Box Toes tn the World 
lll SUMMER STREET. BOSTON. 


Chicago GW. KIBBY & CO. j GEO.A.SPRINGMEIER CO. Cincinnati 
OSCAR E WRIGHT CO. St Louis 
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Twenty-Five Years Ago 


the firm of A. F. Gallun & Sons, Milwaukee, originated 
and named the now famous brand of 


Norwegian Veals and Calf 
“A Gallun Quality Leather” 


Retail Shoe Merchants 


who appreciate the best in leather and who want their customers to 
get the original will do well to specify that their shoes be made from 
Gallun’s Norwegian Veals and Calf, a line of hand-boarded finish leather 
that we have sold continuously for twenty-five years under this name. 


Two Other Great Leaders: 


Aztec Calf Viking Calf 


A smooth finished leather that Available in black and _ five 
is pliable, strong and pleasing colors. A Smooth Finished 
to the eye. Offered in the leather of superior merit. 
Fashionable shades. 


A. F. GALLUN & SONS CO. 
MILWAUKEE, WIS. 


A. F. GALLUN & SONS, ING. H. A. Ely, Mgr. 11 East Street, Boston 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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MADE everypart 
SOLID LEATHER 


MADE everypart 
SOLID LEATHER 








MADE everypart 








SOLID LEATHER 





MADE everypart 
SOLID LEATHER 








MADE everypart 
SOLID LEATHER 








MADE everypatt 
SOLID LEATHER 








MADE everybart 
SOLID LEATHER 








MADE everybart 
SOLID LEATHER 

















SPECIALIZE 





ICTURE an enemy airplane over your town at night. Do you know how 

the army would go about bringing it down? They would “specialize, then 
concentrate.” Several searchlights would be detailed to roam the skies over 
the town, until one “picked up” the airplane; then all would concentrate upon 
it, and the gunners would bring it down. “Specialize, then concentrate.” 


IN 


The same principle holds good in your business. 
If you specialize on a certain “section” of the trade, 
and then concentrate upon it, you will bring down 
the sort of business that you have a right to expect. 
We practice what we preach: by specializing and 
concentrating on the manufacture of popular-priced 
welts for men and boys only. Shoe retailers who are 





See our samples on display in the 
United States Hotel during the 
Boston Style Show, July 9-12. 














New “RUNAWAY” Last 


MADE everypart 
SOLID LEATHER 


Stock No. a x ge 
Last, Gun Metal Calf, fit- 

ted 2 plus 2 white with 

zig zag center white, 

leather lined arters, 

leather heel pads, ru heels. Widths 
Cc. 











D. Choice of three regular runs, 
6-10, 7-9 or 6-11. Price $3.50, 
less 4% 20 days. (Sealed Cases Not 
Opened.) 


Stock No. 57 mish Red Calf, same last and 
pattern as above, fitted 2 plus 2 with red oad pros 
stitching, with white zig zag center. Widths C, D. 
Choice of three regular runs, 6-10, 7-9 or 6-11. Price 
$3.50, less 4% 20 days. (Sealed Cases Not Opened.) 





ORDER BY “CARTER 
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MADE everypart} | MADE everypart] | MADE everypart 
SOLID LEATHER} | SOLID LEATHER} | SOLID LEATHER 









































See Sample Line on Display, 
United States Hotel during 
Boston Style Show, July 9-12 





following the trend of the times, and specializing, 
then concentrating have found the CARTER LINE New 


ideal for their purposes. 
Fall Model 


We invite your attention to two of our many models 
—each and all of them “made everypart solid 
leather.” They are styles that will “reach” your men 
customers, and their sons—especially when they 
realize how much quality they are getting for the 
price. 

It will be a pleasure for the Carter sales- 


man to show you this great line. There is 
one within your call. Write or wire. 


J. W. CARTER & CO. 


SPECIALTY MANUFACTURERS OF 











Men’s and Boys’ 
Goodyear Welt Dress Shoes Popularly Priced 


NASHVILLE, TENN. 





LLL A LS ly Ay) ey | ay + ay 


MADE everypavt 
SOLID LEATHER 

















EXPRESS” AT FREIGHT RATES : stitchine Prins $0 




















Cabrettas of Character 


COLORS 
Carefully Selected Raw Stock FIELD MOUSE 
LOG CABIN 
SILVER GRAY 
Carefully Manufactured sane, ar 
_ BLUE 
Carefully Sorted Selections  S®£=» 
HAVANA BROWN 
IVORY 


Moder ately Priced We can also match 
any. porte at shor. 


| KALLMAN-NEWCOMB COMPANY 


5-65 SOUTH ST. GINCINNAT! BOSTON, MASS. 


“ar hk haste a San —~ a — J 
ceil oe Denial enhiadl 








Customers flock to the store that wraps up SATISFACTION 
with every purchase. 

Weber Union-Made Shoes for Men, to retail at $5.00 to $8.00, 
mean LASTING SATISFACTION. 


WEBER BROS. SHOE CoO. 
NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg., H. Harris, Rep. - 
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GOODS YEAR 


HE Goodyear Wingfoot name is widely 

known. Wingfoot is recognized instantly as 
the name of that longer-wearing heel, and 
therefore it helps make sales. 


Along with its wearing quality, the Goodyear 
Wingfoot Heel has better style and better fit. 
There is no substitute for Goodyear W ingfoot 
Heels. More people walk on Goodyear Rubber 
Heels than on any.other kind. 


Goodyear Means Good Wear 


ENGEFOOTt 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Stock No. 528 


BROADCAST LAST 


Imported 112 Light Brown Cubist Oxford 
Single Sole ingfoot Heel AtoD 


The Dalton Company, Inc. 


Makers of Fine Shoes for Men and Women 


BROCKTON, MASS. 
BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 209 South State Street 
1618 Republic Bldg. 








Increase Your Summer 
Sales! 


These up-to-the-minute styles will take the slump out 
of your Summer sales. 


Prompt service from our In-Stock department enables 
you to keep your line complete at all times. 


Ne 6520 
Wire or write your order today Patent Chrome 
Cut Out 


6521 8 


jarrow Toe, Growing Girls) 


No. 6535 
6571 Patent Vamp and Fonte, 


ann 
iro. and Collar, Rubber DS 


6572 DWE. 84 to It. 
6573 


\% to ll, Spring ‘Heel . 
med. 
. +4) © 2, Rubber Heel. 
° 11, Rubber Heel .... 
11 Spring Heel. 


WEIN 


2 


a 


ede, 


, Patent Chrome, Instep strap McKay, Lenox last. 
-8 $1.75 


No. 7029 


sia 3 san? 


Bg ees keer 
= ae 


ite 7029 Gray Saddle, D and | E. Patent Vamp and 
i 4-2 Pippin last 2.10 rubber heel Quarter er, 48.. si . $1.60 
(Narrow Toe) 025 Same. Red Saddle. . e: . .$1.60 


RIGHT & WATKIN CO. 


OND STREET, PHILADELPHIA 


ER, 
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WHITES 


that will never reach the ‘bargain table” 


B977—A white Linnet cloth Goodyear welted ox- 
ford built over a medium round-toed combination 
last, with a generously broad forepart, wide shank, 
narrow instep and slim heel. It has a natural finished 
edge, white welt, 14-inch Ivory military heel, with 
a Goodyear Wingfoot top-lift Price $4.00 


In Stock Widths AAAA to EEE 
Sizes 2% to 12 


NOTE—B232 is a similar shoe, built over a last adapted to the 
fleshy type of foot 
Price $4.00 
In Stock Widths C to EEE 
Sizes 2% to 11 





LENDER FOO 


ARCH FITTER 


TRADE MARK 


Two numbers which you can buy 
with the assurance that the sizes which 
do not sell this year will bring regular 
price next year; and, further, that the 
sizes which do sell this year can be re- 
placed with exact duplicates from stock 
next year. 


No. 977 will”make a splendid 
“year-round” proposition for re- 
tailers catering to women whose 
profession calls for white low 
shoes. 


ROCHESTER, N. Y. 





Dealer Influence is secured thru advertising in the Boot and Shoe Kecorder. 








BOOT AND SHOE RECORDER 


The 
Visible Eyelet 








VIVTIVAAAAR ARE UO 2 


[SBeeeeeuaaaaaa aa el 








A Si tyle Factor 


The visible eyelet is a feature of true style because it contains not only 
distinctiveness and beauty of design but also points of practical con- 


venience and comfort. 

A shoe equipped with visible eyelets has that appearance of finished con- 
struction that leads customers to buy—it has those qualities of lasting 
style and wearability that leads them back to buy again. 


Shoes equipped with visible eyelets contain those features of ; everyday 
convenience that become more obvious as time goes on—creating a con- 


dition of customer satisfaction that multiplies sales. 


United Fast Color Eyelet Company 


Boston, Mass. 
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COLONIAL DESIGN 
DISPLAY FIXTURES 


Never fail to produce attractive window displays 


Display fixtures that are correctly designed and 
carefully built are useful in bringing about 
attractive windows, that will bring in business. 


HUGH LYONS & COMPANY 
Lansing - - - - - Michigan 





Sales Offices 
NEW YORK, 35 W. 32nd St. BALTIMORE, 1 N. Eutaw St. 
CHICAGO, 217 W. Jackson Blvd. BOSTON, 52 Chauncy St. 
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Stock No. 653—$5.00 _ 


» Rest Cure Oxford 


IN STOCK AAA TOE 





























AMINE 
nie 
WAAL He 


50 New Strap and Oxford Models 
of Fall Shoes 


Shown at our Boston Office 
183 Essex St. 
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Williams, Clark and Company 


LYNN, MASS. 


ro 
THOM MOM OOOO OOOO OO 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 

















July 7, 1923 BOOT AND SHOE RECORDER 


FASS OAS VARS OAENE ails YSOBIS 


aes lite 


betes 





























oe Wi a 
ca Vp PA 


’ Ring i in on these 
ya ta, Profitable 


ARCHFIT 


‘Stand-bys” 


O staple styles— Famous Walk-Overs that for years have been playing a profitable tune to Walk- 

Over Dealers. Shoes that bring the enterprising shoe merchant bread and butter business. A 
valuable component part of his inventory, for they sell steadily and profitably. Here is iux- 

urious quality at economical prices. Here are models known for their true fit and conservative fashion. 


Carried In Stock - Dept. 6 - Campello and St. Louis 


Cash in on the fame of the Walk-Over name. Send TODAY for Booklet of Famous 
Walk-Overs In Stock. A complete range of styles and sizes. 
Right at your elbow—Ready to Ship 


GEO. E. KEITH COMPANY ; 
i Makers of Wax-Over Shoes for Men and Women 


a AGENCIES IN ALL IMPORTANT CITIES OF U.S. AND THE WORLD ‘OVER. 
CAMPELLO-BROCKTON, Massachusetts 


St. Louis, Missouri 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution— 
needs capable salesmen; young men between the ages of 25 
and 35 years who have had thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, now 
operates 371 retail stores in 29 states. We sell dry goods, shoes, 
notions, clothing and furnishings for men, women and children. 
We do a strictly cash business. Our sales in 1922 were 
$49,035,729. We opened 115 stores in 1920, 59 stores in 1922, 
and will open 104 stores this Summer and Fall, making a total 
of 475 stores in 33 states in operation this year. 


By industry, study and determination your progress will 
be rapid in our organization. Under our experienced managers 
you are trained to become a manager. When you have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest suc- 
cesses come from the ranks of average men. What we need 
are young, healthy and capable salesmen who have had thorough 
experience in a small or medium-size department Store, or are 
experienced in general store work in special lines. The invest- 
ment of money is not necessary for your success with us. The 
financial backing of our company is ample. Briefly, this is our 
proposition—tested and proven over a period of 21 years: 


You come to us first as a salesman in one of our 
stores. During the period of proving your ability you 
learn the greater possibilities of co-operative effort. 
Your progress depends upon your ability and effort. 
As our new stores are opened, managers are selected 
from our sales force. 


When you make a success of the management, 
you are sold a one-third interest in a new store and 
become its manager. You may afterward acquire a 
partnership in other stores which are the outgrowth 
of the one in which you first received a financial in- 
terest. If you do not possess the capital to purchase a 
one-third interest in a new store, the money is loaned 
you by the J. C. Penney Company, and you repay it 
from subsequent profits of the store. 


Write today for our booklet, “Your Opportunity,” which 
fully explains our plan. Give your age and number of 
years’ eg in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to 


J. C. PENNEY COMPANY, Inc. 


Wm. M. Bushnell, Manager of Employment, 
Star Building, St. Louis, Mo. 

















Shevidan-Plaza 


CHICAGO 


Sheridan Road at Wilson Avenue 
Uptown Chicago’s Most Favored Hotel 


For your greater comfort, on your next visit to 
Chicago, come to Hotel Sheridan-Plaza on the 
famed North Shore. Convenient to bathing 
beaches, golf links, parks and bridle paths. In 
the center of a rich retail district where are 
some of the finest boot and shoe shops in 
Chicago. 


Whether on business or pleasure, for a week, 
month or year, not elsewhere can you find 
location or accommodations better suited to 
your comfort and enjoyment. 


Five hundred rooms, each with private bath. 
Music and dancing evenings. In this hotel is 
one of Chicago's leading restaurants and the 
far-famed Narcissus Grill (cafeteria), patron- 
ized by thousands daily. 


Eighteen minutes from downtown; elevated 
express trains; surface cars; motor busses to and 
from dowatown, through Lincoln Park, stop at 
the door. Exceptional garage accommodations. 


European plan. Excellent 
rooms with private bath, $3 a 
day and up. Reservations are 
advisable. 
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T is important to a shoe manufacturer 

or to a shoe retailer to be able to de- 

pend on the uniform good quality of 
the material in his shoes. 





That is why it is easier for both man- 

Skinner Shoe Satins are 
ufacturer and merchant to sell shoes Sl tealiid, sadly endl ome 
made of made in four different 


rails fo mest the 
4 4 
Skinners 
Shoe Satin 


trade. 
—made especially for use in footwear. 
—_@— 
WILLIAM SKINNER & SONS 


NEW YORK CHICAGO BOSTON PHILADELPHIA 
Mills, Holyoke, Mass. Established 1848 
**Look for the Name in the Selvage”’ 
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AT BOOTH 152 
Boston Shoe Style Show 


We will display a most attractive — The following salesmen will be 


in attendance: 


assortment of rapid retailing styles of app 


C. E. BLACKEY 
Men’s and Women’s Welts_. W. D. BAKER - 
L. B. CUBBISON 


Don’t leave the Show without giving 

our line the once over, as later you heels Pisce eager aay <2 
, : ine of samples at our Boston 

may feel keenly disappointed. Office, 207 Essex Street. 


The Preston B. Keith Shoe Company 


Brockton -- (Campello Sta.) --- Mass. 














BEST SHADES FOR FALL A 


me = A AA ) | 


Yeeaees = §=on display at The Boston Show 
; Booth 130 


Brown 61 No. 14 (Medium Brown) 


Ts 99 No. 21 (Dark Brown) il 
A Red 7] No- 31 (Light Tan) | 

Black and Brown Suede | 

| | 





Tan 91 Seneca Dull Calf 


OOZE CALF IN BLACK AND ALL POPULAR COLORS 


Ask for Sample Cuttings of above colors in 
BROWN’S QUALITY CALFSKINS 


CD BROWN & CO. INC. 
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Put the Jump in Slump! 


They will Buy! 
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exploded tradition—born when shoes 
were considered seasonal merchandise. 


When Style put the K. O. on seasonal 
footwear, it simultaneously kicked the 
slump myth out of your business. 


Of course, there can still be a summer 
slump in a merchant's spirit. 

The past has shown that the shoe man 
who refuses to be bound by tradition can, 
to-a great extent, control his seasons (and 
selling) instead of allowing them to con- 
trol him. 


If there is no slump in your merchan- 
dising ingenuity and in your faith in the 
hot weather spending power of the public-— 
there can be no summer let-down in your 
business. | 


« GS cipided SLUMP” is a hoary, and 
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Getting ‘More Shoes Sold Right 


is the purpose of the Boot and Shoe Recorder 


We now ask the co-operation of 
the Merchant and the Manu- 
facturer that the Public may be 
better served this summer--to the 
mutual profit of all. 


BOOT and SHOE 


RECORDER 


MATIONAL SHOE WEREKLY 


Boston 
New York Curcaco PHILADELPHIA 
Sr. Louis Cincinnati Rocuester 
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STYLE B582—$1.85 


STYLE B598—$2.35 


STYLE B841—$3.25 


B745—Black Satin One Strap, Suede Trimmed, 
with Cut-outs on Strap, Black Brit Quarter, .ox 
14-8 Spanish Heel. B,C,D, Code, “Regina”. .$2.15 
B746—As above, omg 12-8 Cuban Heel. Code 
“Bonne” $2.15 
B582— White Canv as ‘Patent Trimmed One serep 
Two Button, Imitation Turn, 9-8 Heel. be 8 
B to D. Code, “Enid” ; 1.85 
BS580—Same as above, except with 12- 8 Cuban 
Heel. Code, ““Thelma” . $1.85 
B 598—W hite Whipcord Cross Strap, Side Cut-out, 
White Kid Trimmed, Imitation Turn, 12-8 Cuban 
Heel. Bto D... Pee Ce 
B597—As shows, with Blue Kid Trim. Code, 

, Aldea” inal . $2.35 


=x [| 
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STYLE B745—$2.15 


A New and Attractive Satin One Strap, 
Trimmed with Suede. Priced Exceptionally 
Low. Send for Sample. 


Miss Hannahsons Says: 


“With a complete stock of fashion- 
able novelties in Satin and White 
Fabrics, HANNAHSONS is pre- 
pared to help you make July a very 
successful month. 


HANNAHSONS handy catalog 
should be on your desk for quick 
reference. 


If you haven’t a copy of HAN- 
NAHSONS STYLE BOOK, write 


me today. 


Size in as you size out with HAN- 
NAHSONS and increase your profit. 


Let me greet you at the Boston 
Style Show—Booth 18. I will have 
on display some fascinating new 
models, which surely will interest 
you.” 


HANNAHSONS SHOE CO. 
HAVERHILL, MASS. 


DESCRIPTIONS: 


B841—Black Satin Suede Trimmed Two Strap, 
Side Cut-outs, Imitation Turn, 14-8 Spanish Heel. 
B to D. Code, “Vesta” $3.25 


B842—Same as ene except 12-8 Cuban Heel. 
Code, “Vulcan” $3.25 


B5600— White Canvas One Strap, White Kid Fore- 
strap, Imitation Turn, 9-8 Military Heel. B to D. 

$1.75 
B6558—As above, with 12-8 Cuban Heel, Genu- 
ine Turn. A to D $2.15 
B2100—White Kid One Strap, White Kid Fore- 


strap, Imitation Turn, 9-8 Military Heel. B to D. 
$3.65 


STYLE B5600—$1.75 


STYLE B595—$2.35 


STYLE B587—$2.35 


B595—White Whipcord One Strap, Two Button 
White Kid Trimmed, Side Cut-outs, Imitation 
Turn, 12-8 Cuban Heel. Widths B to D. Code, 


B587— White Whipcord One Strap, Two Button, 
Green Kid Trimmed, Imitation Turn, 9-8 Heel 
Widths B to D. Code, “Cannes” $2 


B589—White Whipcord One Strap, Two Button, 
Red Kid Trimmed, Imitation Turn, 9-8 Heel. 
Widths B to D. Code, “Riviera” 


— 
B586—As above withgBlue Kid gTrim. B to] D 
$2.35 


NINE SON R53" 
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Rice & Hutchins make 
practically every kind of 


footwear for every member : 
of the family, for every > 


type of shoe store, that 
caters to any class of 
trade. 











No Matter What They Wear 





Many a retailer has wisely taken an imaginary birdseye 
view of his customers afield, at work and play, and 
sensing their varied demands, has stocked the kinds of 
footwear needed for many occasions. He knows how to 


serve his customers. 

But how well he is prepared to serve, depends upon the 
treatment given his orders by manufacturer and 
wholesaler. 

Whether you need men’s, women’s or children’s shoes— 


style numbers or work shoes, there is no need to buy 
heavily and scatter your orders, trusting deliveries to 


many. 
You can concentrate your buying on one dependable 
center—buying in small quantities, eliminating “over- 
stock” risk, insuring yourself of timely delivery. 

There are eight completely stocked Rice & Hutchins 
branches near to everywhere. 


RICE &€ HUTCHINS 


BOSTON 











U . S . A . 
INCORPORATED 


ATLANTA CLEVELAND 
BALTIMORE NEW YORK 
BOSTON PHILADELPHIA 

















CHICAGO ST. LOUIS 
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Put the Jump in Slump 


“They Will Buy” if You Have Something Good to Offer in an 


HE plow of publicity is opening up new fields of 
venture. We are turning, in this issue, a furrow 
in opening up new fields of selling more shoes. 

We hope to register in the minds of merchants that it 
is possible to “put the jump in slump” by bridging over 
the midsummer months with the selling of merchan- 
dise at a profit. The merchant has the strategic ad- 
vantage of being able to make business if he wants to. 
There is no reason why the term “vacation” should 
apply to the whole business which must go on, though 
individuals may take their two weeks of relaxation. 

The spirit of your business is a reflection of your 
own disposition towards it in these midsummer weeks. 
We were on the point of saying midseason when we 
checked ourselves with the thought that seasons no 
longer are sharply defined, but blend into one another 
so that the overlapping interests in apparel make new 
merchandise salable every month in the year. 

There is a whole lot of common sense in going after 
business vigorously at a time when other merchants 
are laying back because it’s seasonable to expect hot 
weather and indolence. The sluggish feeling of mid- 
summer may spread all over the merchants of the 
town with the exception of one alert man who figures 
that pay rolls are almost continuous. The feminine de- 
sire to buy knows neither rhyme nor reason, and the 
store with just a little more pep to it gets a very com- 
fortable advantage because of profitable sales made in 
ebb months. 

When all the fish are biting, it doesn’t take much of a 
fisherman to bring in a big bag, but when the best trout 
hide in the deepest and most inaccessible pools, then 
the real mettle of a sportsman is brought out. 

The same goes in merchandising. A tempting dis- 
play of very pretty shoes to women, and real sport 
footwear for men in both window and newspaper will 
bring business if the picture is interesting. Merchandis- 


Interesting Way 








ing is such a great game that you get more joy out of 
coaxing people to buy day in and day out the ‘year 
round than you get in the unstabilized rushes just be- 
fore a holiday of what is obviously shopping trade in- 
stead of constant trade. 

The way to build up a summer business that you can 
be proud of is to go after it pair by pair, noting your 
gains over a year ago by the little special efforts that 
you put in to special people around town. Don’t save 
all your good selling plans until fall; use them up as 
they come along “for as one lamp lights another nor 
grows less,”’ so the ideas that you put forth in summer 
kindle fresher ideas for fall and you find that your or- 
ganization is ready for the big brunt of business by 
having kept in trim when the harder race track is in the 
summer. 

This spirit of putting pep into summer months is not 
alone aimed at shoe merchants. In fact, some 73 prom- 
inent manufacturers who sell all sorts of material have 
joined together in a stimulating effort to overcome the 
summer slump by extensive advertising campaigns to 
help move the goods for the merchant. Right in line 
with that, is the thought from a leading article in a re- 
cent issue of Printer’s Ink by William T. Hague. It rings 
the bell. 

“Summer slumps! For years that finely alliterative 
combination was accepted as inevitable, with something 
of the inevitability of day and night or the seasons. 
Experience showed that sales began to rise in the fall, 
usually reaching a peak sometime during the holiday 
season, to drop away, with an occasional revival, until 
they reached the soggy bottom with the first wilted 
collar, to remain there until fall breezes began to do 
their gently reviving work. 

“A few far-seeing manufacturers, who believed that 
only nature is inevitable and that after all summer 
slumps were related to nature only by name, began to ° 














40 


take measures to fill the valleys, while their less far- 
seeing competitors continued to eye the manufacturers 
of sporting goods and Palm Beach cloth with envious 
glances. 

“The result was that the first group of manu- 
facturers, by combining aggressive and understanding 
advertising with aggressive and understanding sales- 
manship, began to lift the valley floors to higher al- 
titudes. 

“They are not trying to perform miracles nor to 
make summer sales at the expense of fall business. In- 
stead, they have shuffled cause and effect together, 
extracted them from the pack and are looking at them 
on the table in their true relation. Once they have done 
this they have found that the key to the summer slump 
situation is the dealer. To the dealer, therefore, they are 
directing their appeal. 

“A little quiet investigation will convince any manu- 
facturer that the dealer is at the bottom of the sum- 
mer slumps. It is the dealer who stands in front of his 
store and watches the citizens of his town or city drift 
toward the station on their way to their vacations. It is 
the dealer who sits in his humid office or walks among 
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counters presided over by wilted clerks in whose eyes 
enthusiasm can be brought only by the mention of the 
magic incantation, ‘Vacation.’ 

“It is also the dealer who forgets that most of the 
people who drift by on their way to the station will 
come drifting back in two or three weeks. It is the dealer 
who overlooks the fact that these same people, if prop- 
erly approached, are good prospects for something 
besides tennis rackets and straw hats. It is the dealer 
who overlooks the fact that fresh stocks and a real 
sales drive will liven the dead eyes of his clerks and 
clear out the stodgy atmosphere of his office just as 
magically as a two weeks’ vacation.” 

Well, isn’t there something in it—for your own good 
put the “jump in slump” for they will buy. 

The Recorder is going to run a series of issues to stimu- 
late better merchandising during the months of July, 
August and September. These features are based on 
selling ideas gleaned from merchant experience not 
only in shoes but in other wearing apparel. [t is an 
effort in the direction of being of utmost service to 
Recorder subscribers. It is our contribution to “putting 
the jump in slump.” 





Problem No. 4 Solved 


good answers. 


The Winning Answer 





Problem No. 6 in the Fitting Contest 


for Shoe Salesmen 


The head of the Recorder’s Art Department had a drawing made of his foot, which 
is reproduced here. Now, he is not especially proud of this foot of his, as it shows he 
has not been any too careful in his shoe selection. What would you tell him if he was 
sitting before you? You have measuredhis foot,'finding the length 1014, ball to heel 
7%, instep 94, ball 9 6-8, heel 1214. Talk right to him. He is a man nearly six feet 
tall, 55 years old, weighing 197 pounds, healthy, husky and happy. 


The best solution for the problem in the June 9 issue was received 
from Lawrence L. Kay of Genesee, Ill. James Sessa of Santa Barbara, 
Cal., and Dale J. McCreary of Springfield, Ohio, wrote out mighty 


“This type of foot needs a straight, wide toe oxford, 
as the toes are stubby and thick and all nearly the same 
length. Educator oxford, blucher cut, would be better 
than the bal as it gives the instep more room. Size of oxford, 712 E width. 


“As this man is a heavyweight person, on his feet a great deal, his heels are liable to be very sensitive. 
Perhaps there is a bony projection or spur on the base of the heel. Therefore, he requires a very broad heeled 
oxford. Too great lateral pressure will cause the fleshy part of the foot to form ridges and as the skin is very 
sensitive, it is easily calloused. Smooth, cushioned soles or oxfords with special removable inner-sole would 
be a very good thing in this case. Calf skin shoe would be all right in this case.”—John L. Kay. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right ;” 
the right wearer, in the right fitting, for the right price, at thejright profit. 


sold for the right purpose. to 
This is the great 


problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 


entire allied industries relating to shoes and leather; 
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their production and distribution. 
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¢ Jost Visiting with the Pubhsher 








Page 
Why Not Wear A Good Pair Yourself?. . .42 
Men, even men in the shoe business, grow 
careless and in the curing of that carelessness 
will be found the solution of the more pairs 
per person problem. 
These Are Days for Venturing into New 
Fields of Merchandise and Service 


In which the editor takes his telescope in hand 
and has a peep into the future of retail mer- 
chandising. 
The Pathway to Bigger Profits for the 
Small Town Merchant 


Putting the Jump in Slump. . 
Four pages of ideas on turning the summer 
season into a profitable period. 


New Features Added to Program of Bos- 
ton Style Show 52 


Recorder Hosiery Section. . ran 
What About the Price of Silk | Hosiery? 
It All Depends On What You Buy. 
Browns and Grays for Autumn 
Some Useful DopeOn How Hosiery Is Knit. 


9 . 





The Wind 


“A weathercock offers no resistance to the wind— 
it rather depends on the wind. If there is no wind 
there is no weather, according to the weathercock. 
Weathercock salesmen say there is no business when 
orders stop blowing their way. But we know there is 
business just as we know that even though the 
weathercock stops twirling that there is a wind— 


” 
somewhere. 


And that’s the heart of this question of a “Summer 
Slump” in your store. If you determine there shall 
be no summer nap in your business, if you search 
every copy of the Boot and Shoe Recorder for in- 
spiration, for new selling ideas in the news and ad- 
vertising pages—if you work and plan for results, 
you will be rewarded by a better business. 


== 
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More Shoes Will Be Sold 
When Men Are Taught 
the Value of Appearance 
—and It’s Up to the Shoe 
Trade to Set the Example 


FEW years ago, public sentiment said: “Wear 

your old clothes.” That meant it was considered 

patriotic to appear in public in well-worn shoes 
and clothing. Suits that had escaped the wife’s eye, 
when the old clothes man had been around, were dug 
out and worn with pride. Likewise shoes, good com- 
fortable shoes, discarded on account of a rip or worn 
sole, were sent to the repair man for general overhaul- 
ing. Then it was customary, as well as laudable for 
man to brag to man relative to the length of time he 
had worn his footwear. 

The yarn was apt to lengthen in the telling, but the 
seed was planted in the minds of many men, that to 
be able to refrain from buying shoes, marked him a 
prudent, clever man. This thrift idea of wearing old 
shoes was complacently adopted by the shoe trade 
itself. The general result was a decided curtailment in 
the number of men’s shoes bought per person every 
year. Many men slipped into the habit of wearing old 
shoes. Possibly it was because they were getting older 
and wanted something comfortable, regardless of looks. 
The true fact is, they got away with wearing old shoes 
for so long, that they figured they could do so always. 


Shoe Men Common Offenders 


Shoe men were and are the worst offenders. Only this 
week, seven traveling shoe men were in an office to- 
gether discussing (and cussing) trade conditions. Various 
reasons and near reasons were advanced for the alleged 
lethargic existing conditions. Radios, increased rents, 
wife’s good clothes, the Ford $5 a week plan, etc., etc., 
were advanced as reasons why men were not buying 
shoes in greater volume. 

Seven traveling men, all talking together, can think 
up more answers to the question of “Why is trade 
punk?” in half an hour than the presses of the country 
can print in a week. 

Finally Ed looked to Erwin and said: “Look at the 
feet of this bunch; only one fairly new pair of shoes in 


the lot!’ While this is a true incident, it is not an iso- 
lated case. This condition prevails throughout the 
trade. The law of making the individual right, the con- 
cern will be right; making the concerns right, the coun- 
try will be right; when the countries are right the world 
will be right, holds true here. The trouble is, we expect 
the other fellow to do what we ourselves are not willing 
to do. Let the shoe men, manufacturers, wholesalers 
and retail merchants together with their employees, set 
a good example. 


Slogan for the Trade 


“Wear a good pair yourself,” was more than a slogan; 
it was a challenge. But did the shoe trade do it con- 
sistently? Possibly for a week or two during convention 
time; then they slipped back to their old ways. If you 
went into a clothing store and were greeted by a sloppy 
looking salesman with baggy trousers, frayed coat and 
soiled collar would your reaction be to buy a $50 suit? 

To bring the average man out of the rut you will be 
obliged to appeal to his pride. Wm. Filene Son’s Co. of 
Boston ran a series of such advertisements, telling men 
that appearances in the business world count heavily. 
The copy did not preach Filene’s clothes alone, but 
appealed to the finer sensibilities, the intrinsic value of 
presenting a good appearance. Whether it was the result 
of this series of heart to heart talks or the new Men’s 
store, Filene’s men’s shoe business has shown a de- 
cided increase recently. 


Good Shoes for the Shoe Man 


Public sentiment must be changed from “Wear your 
old clothes” to “It pays to dress up.’’ The shoe man can 
do his part by wearing a good pair of shoes and by sub- 
scribing to a co-operative advertising campaign, whereby 
the advisability of presenting a well-groomed appear- 
ance will be considered essential in the business, as well 
as the social world. 

This is not to be construed that one shall tear “What 
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the well dressed man wears” out of the theater program 
and paste it on his mirror for daily guidance, but that 
sane, sensible, good taste in shoes and clothing is an 
absolute necessity. 

The idea advanced by Chester Herold of California 
can be hammered into the minds of men that tan shoes 
are not in good taste after 6 P.M. To see man in a light 
colored Palm Beach or tweed suit with a pair of black 
shoes, makes him look all feet. Black shoes are decidedly 
out of place with clothing of this type. Perhaps we will 
be obliged to work through the women; that was the 
way the automobile people put across the closed car 
idea, you know. 

The retail salesman on the floor can suggest the proper 
shoes, and in many cases make the extra sales, but the 
man must be sold to the idea before the salesman can 
do really effective work. 


Appeals to Sporting Instinet 


A Seattle merchant has a good idea along this line 
that works out fine. One corner of his window, set apart 
by a three-sided screen, is devoted to sports. Suitable 
pictures convey to the mind what purposes these shoes 
are intended for. This trim, changed weekly, is an in- 
terest centering part of his window. Regardless of 
whether regular-priced or sale-priced merchandise is 
shown, the sports trim is always there. Sports shoes are 
neglected by the great majority of regular shoe stores, 
allowing that valuable trade, which belongs to the 
shoe man, to be diverted to the sporting goods stores, 
hardware stores and what not. 

A man much interested in the National Shoe Re- 
tailers’ Association made this suggestion; that the 
N.S. R.A. working with the Manufacturer’s Asso- 
ciation adopt a national publicity shoe educational 
campaign. Such a campaign, telling the public the value 
of proper footwear, the need of harmonizing footwear, 
would certainly react favorably to the entire industry. 





Cammeyer Window Wins Prize 


The Cammeyer organization is proudly displaying 
a cup won by their Brooklyn, N. Y., store in a window 
display contest run by the Brooklyn Daily Eagle. The 
Cammeyer window was awarded first prize in the Ful- 
ton Street section of Brooklyn. A furniture store won 
first prize Broadway section. 

The cup is 18 inches in height, and is suitably en- 
graved. More than 200 shoe stores were entered in the 
contest and a total of close to 1,000 retail establish- 
ments of all kinds had windows especially decorated 
for the event. 

The two windows in the Cammeyer Brooklyn store 
are comparatively small, but the committee making the 
award decided that these windows were superior in the 
points laid down in the contest, to any others. The 
points upon which the award was made were: 1, neat- 
ness; 2, cleanliness; 3, originality; 4, attractiveness; 
5, process of desire. 


BOOT AND SHOE RECORDER 43 


The window at the left, as shown in the accompany- 
ing picture, was trimmed with a background of cerise 
and white satin. Colored kids were prominently shown 
in this window. The right window had a background 
blue and dark gray, against which white shoes were 


Prize Winning Cammeyer Window 


displayed. The shoes were all sale shoes, and in addition 
to winning the prize, the windows stimulated business 
considerably. Only twelve pairs of shoes were displayed 
in each window. 

The windows were dressed by M. G. Gregoire, dis- 
play manager for the Cammeyer organization, who 
handles the windows in the New York, Brooklyn and 
Newark shops of the organization. The special ma- 
terials, including the satin and flowers to match, were 
bought at a cost of about $15 for each window. 


Washington, July 2—The United Kingdom exported 
56,810 dozen pairs of leather footwear (681,720 pairs) 
during May, 1923, which was an increase of 43.3 per 
cent over the 39,647 dozen pairs of similar footwear ex- 
ported during the corresponding month of 1922, accord- 
ing to the Textile Division, Department of Commerce. 
This increase is noticed especially in the consignments 
of British South Africa, British East Indies, Australia, 
and New Zealand. The fact that the United States, 
during May, 1923, increased the exportation of leather 
footwear from 522,686 pairs in May of 1922, to 819,021 
pairs, or 56.7 per cent, and the United Kingdom during 
the same period showed an increase of 43.3 per cent, 
would seem to indicate that foreign countries are in a 
better purchasing condition. 
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These Are Days for Venturing into New Fields 
of Merchandise and Service 


The first of a series of articles by the editor, based 
on facts gleaned during a coast to coast survey 


HE West is playing up its historic landmarks, 

paying tribute to the pioneers, with more em- 

phasis on the covered wagon, stage coach, shovel 
and plow than on those venturesome merchants who 
actually consolidated towns into social and home cen- 
ters, or to those couageous little newspapers which 
threw out, nation-wide, from settler to friend back at 
home, the inyitation to come and grow up with the new 
empire. 

President Harding, the night before “the Fourth” 
happily turned a phrase that we can apply to the mer- 
chant then and now. It was spoken at Meacham, 
Oregon, a little spot on top of the Blue Mountains from 
whose heights the old trail went winding down into the 
great Oregon empire. Our President and the first lady of 
the land swung down the valley in an old Concord coach 


with leather springs, drawn a by team of six horses, 
and after that thrill, paid this tribute to the spirit and 
achievements of the pioneers. 

“Greater things were wrought, larger 
accomplishments were recorded, greater 
victory won in this wholesome, inspiring 
individualism of the pioneers, than will 
ever attend paternalism or government 
assumption of the tasks which are the 
natural inheritance of the builders who 
may better serve themselves.” 


The Spirit of Pioneering Is Individualism 


You see the emphasis he places on individualism. 
Well, it stands out with conspicuous clarity against the 
background of just plain store-keeping in the mer- 
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chandising of shoes. The spirit of venture for yourself 
continues in new fields of merchandising. 
Pioneering is everywhere mentioned as a thing of the 


past, when actually the greatest pioneering effort still 


remains to be done. Titanic achievement is to be found 
in the forests of derricks in the oil fields; toiling and 
sweating are part of the great irrigation projects; work 
goes on; wealth is unlocked; progress is made; stores 
appear and business gets a permanent foothold. These 
are all tangible elements of pioneering—superb and 
colossal battles with nature. 


Pioneering in Great Markets 


But what about pioneering into greater fields of 
scientific development of markets, encouraging mil- 
lions to think in terms of new usages of products to the 
end that farms, mines, factories and stores may be the 
more successful? You find indications of it in the nation- 
wide movement to increase wheat consumption so as to 
eliminate the annual carry-over of approximately 
170,000,000 bushels from one crop to the next. 

In Montana and Utah a copper and brass research 
association is discovering sales of that product bystudies 
into the color schemes of buildings, as well as telling 
the world that there is something that resists corrosion. 
Farmers are flocking into co-operative selling organiza- 
tions and the total membership is 650,000, with 300,000 
in dairy associations telling the merits of milk, and 
100,000 livestock men are banding together to get more 
for what the hide encloses. 


Resources Yet Untapped 


It is well for everyone to know more about our coun- 
try. It is so big and wonderful that we never come to a 
full realization of its greatness. 

This is the country of success. A picture of the future 
of each community is painted so vividly that you get 
an endless panorama of possibilities for progress and 
prosperity. You see boundless resources that are as yet 
undeveloped. 

We have greater potentialities ahead of us. If pessi- 
mists by the train load could be separated from their 
diagrams and charts which mathematically predict 
both the time and tide for good business and the depth 
and extent of depression, and sent off on a pioneering 
expedition into resources of the country they would be- 
come howling optimists looking forward to the swing of 
years rather than to the short and daily swing of the 
pendulum of the stock exchange. 

One big outstanding conclusion to be 
reached by any study of merchandising 
made from coast to coast and covering 
9700 miles of traveling is that shoe stores 
are spreading their service out too thin. 
They are trying to serve everyone from 
Mrs. Much-Money to Mary Ann, and 
from the big banker to the railroad track 
walker together with the respective fami- 
lies of each and all the whims of foot- 
covering from sun-up to sun-down. 
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I started off a few weeks ago to do a bit of pioneering 
of my own—not only into the merchandise in stores 
but into the minds of merchants and into the pocket- 
books of the public and its confidence in the craft./My 
journey encompassed a pretty thorough sweep of the 
country through the industrial back bone of business 
in New York, Indiana and Illinois, then through the 
wheat fields of the northwest into the Montana cow 
country and then up into the timber lands of Wash- 
ington and over the Cascades to Seattle. 


A High Percentage of Style 


The only thing pacific on the coast in a business way 
was the ocean, and that in name only. I will have much 
to tell of that great strip of country stretched from the 
wet spots of Vancouver to Tia Juana, Mexico. Then to 
tell of some of the atmospherical hot spots of Nevada, 
Arizona, and Utah, with an oasis here and there show- 
ing a high percentage of style. 

Trying to evade that marvelous hospitality that in- 
sists upon showing you all over the scenic beauties of 
the community and sticking pretty close to the shoe 
stores in Colorado, Kansas and Missouri, we learn 
much on the future outlook of merchandising. 

Then with greater speed, covering points to Washing- 
ton in returning, makes compact a few interesting ob- 
servations based on an actual knowledge of retailing 
conditions. 


Good Turnover on 10% of Stock 


As a result, most stores are finding a rapid turnover 
on 10% of their stock while an additional 40% averages 
only 1% handsprings, and the sluggish balance just 
fills up the shelves and cuts down the rate of cash regis- 
ter activity. In contrast to these stores that are marking 
time stands the new specialized shoe store, a pioneer in 
the field of serving a certain group of the public within a 
special range of merchandise and prices. These stores 
are forging ahead in every community because they buy 
what the public wants, sell at a reasonable margin of 
profit and are venturing in shoes and hosiery suitable 
for precisely the people that they know will frequent 
that location and will be receptive to a particular fo 
of advertising, publicity and service. ‘ 

When it comes to volume for volume alone some 
factories shipped fall goods on July first with datings of 
October first, indicating quite clearly that turnover on 
just “‘stamping-mill” footwear is not quite as fast as 
price alone could make it. 


Escaping the Deluge 


Another conclusion of far reaching importance is the 
fact that thousands of stores in this country never knew 
that a financial upheaval destroyed hundreds of big 
concerns through inventories of immense stocks of 
merchandise on the shelves. 

Business with these community merchants sagged 
off for a time, yes, and they made less profit per pair 

(Continued on page 47) 
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The Pathway to Bigger Profits for the 
Small ‘Town Merchant 


From address before the California Convention 
By DAVID M. GRAHAM 


of Eugene, Oregon 


thousand dollars, without former experience, can 

be successful in operating a shoe store. As shoe 
merchants, we must accept the obligations which we 
owe to our patrons and to the public. 

First, we must regard ourselves as purchasing agents 
for our communities, whose function it is intelligently to 
supply its footwear requirements at the least possible 
cost to our customers, consistent with the service they 
require and a fair profit to ourselves. 


r SHE day has passed when anyone with a few 


Cheerful Store a Duty 


We must provide pleasant and cheerful places, con- 
yeniently located, for our customers when they come to 
buy, in well ventilated, clean, 


What are the methods which would result in im- 
proved conditions? First of all, adequate methods of 
accounting are most important. It is imperative that 
accurate and reliable records be kept—records that re- 
flect the current condition of business, records that 
afford an opportunity of comparison with past periods 
and also comparison with conditions in the general 
shoe trade. Records should include all the items and 
elements that enter into the cost of doing business, 
such as salaries, advertising, rent, interest and so 
forth. 

Most important of these is the item of depreciation, 
yet not always properly handled. No method of deter- 
mining earnings reflects what is a genuine profit that 

does not in adefinite and con- 





thoroughly lighted and com- 


crete way provide for this 


fortable salesrooms. 

We must invest our capital 
that we may have just what 
our customers want at the 
lime they wish to buy. We 
must provide accommodation 
of credit—-we must offer a 
selection of appropriate and 
current styles, and a range 
of sizes and assortments af- 


Things the Small Town 
Merchant Must Do 


He must see that his accounting shows clearly 
EVERY item of expense. 

He must figure depreciation in terms of how 
much he can get for his old-style shoes. 

He must remember that he cannot be a 
specialist because he has to have, for all mem- 
bers of the family, shoes for every purpose. 

He must increase his turnover by decreasing 
the amount of stock carried. 


item. It is by no means gen- 
eral practice to charge this 
element into operating ex- 
pense, and at the same time 
it is the one reason above all 
others which prevents better 
profits. 

The only way to 
take care of depre- 
ciation is to charge 








fording an exact fit of eachin- 





the loss off once and 





dividual requirement, main- 
taining a force of expert, competent and _ trained 
salespeople. 

Studying its requirements, we must maintain a flow 


of merchandise at just that rate which can readily be © 


absorbed by our community, thus avoiding an accumu- 
lation of merchandise which means unnecessary invest- 
ment on our part. As a class the small town dealer 
carries unnecessarily large inventories. 


What Can the Smatl Merchant Do? 


Notwithstanding the fact that we point with pride 


to the metropolitan stores, eminently successful, 
America’s shoe business is largely carried on by small 
town merchants doing business on Main Street, which, 
after all, is America’s more and most important busi- 
ness thoroughfare, stretching as it does from Coast to 
Coast. What can these merchants do to become better? 

I am not going to discuss the importance of the style 
element, or the place it now occupies in the shoe game, 
because that has so capably and so thoroughly been 
analyzed already by your convention. 


for all in a decisive 
and final manner. The amount can 
safely. be determined upon one basis 
only, which is the price at which the 
shoe is salable. Information which ac- 
counts for loss from depreciation is 
vitally important and essential in de- 
termining future plans and policies 
of financing. 

In order to make a comparison between the earnings 
of capital invested in the retail shoe activites and what 
would be the returns if employed elsewhere, it is a 
sound practice to charge against the operating expenses 
a reasonable rate of interest on the capital owned, 
along with interest charges for the use of capital which 
is borrowed. If borrowed, no one would dispute the 
propriety of including interest as an expense. The simple 
ownership of capital, therefore, cannot change the 
correctness of the charge. 

An expense which must be absorbed with the selling 
price is the slow rate of turnover. The relation between 
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investment and volume of sales reflects itself very de- 
finitely in the cost of operation. 

Slow turnover means idle merchandise, and idle 
merchandise inevitably means increased operating ex- 
pense by accelerating depreciation, by adding the bur- 
den of interest, insurance and taxes, and shrinkage; in 
addition to tying up unnecessary capital and credit. 
The whole situation can very largely be improved by 
discontinuing the practice of carrying unnecessarily 
large stocks of merchandise. At present this element of 
idle investment is a tremendous burden which is not 
passed on to the consumer and absorbed by him in the 
price he pays for his shoes, as might be supposed. It is 
absorbed by what otherwise would be better profits. 


How to Buy Wisely 

The merchant in a small community must know the 
requirements of his customers and buy accordingly. If 
he is in a lumber section, he must have footwear for its 
woodsmen, together with dainty evening slippers for 
his flapper daughter. 

He may have for customers the farmers, mechanics, 
laboring men, and with it all there may be a college 
group in his town to which he must cater. Supplying all 
these requirements is a different task than that which 
confronts the city dealer who can win a volume with 
one distinct clientele. Here again the necessity of sup- 
plying such a range of requirements, ties up the capital 
and slows up the turnover, making the operation differ- 
ent if not less desirable than the city business and re- 
quiring distinct ability on the part of the small town 
merchant, who in no sense can specialize. 


And Finally 


We must set before ourselves those higher ideals: we 
must adopt sounder, more profitable methods, striving 
for a faster rate of turnover, correctly figured. We must 
discontinue haphazard estimating of eypenses, and 
must face about in employing correct methods of 
markup which provide for all of the elements of ex- 
pense and still make it worth while to continue in our 
enterprise. 





New Firm to Wholesale New England 
Shoe 


St. Louis, Mo., July 5—Another firm of wholesale 
shoe merchants has settled here, adding to the ever- 
growing number of firms doing business along Wash- 
ington Avenue, which is the main artery of the whole- 
sale trade. The name of the new firm is the R. E. 
McDonald-Katzman Company, composed of shoe men 
formerly of Boston and both determined to show the 
Mid-West nothing but the best in women’s novelty 
footwear made in New England. 

Mr. McDonald is head of the firm of R. E. McDon- 
ald Company formerly at 118 to 128 Lincoln Street, 
Boston, which location, however, he lost through a fire 
which almost completely destroyed the building. Milton 
Katzman, the other member of the firm, was formerly 
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in business as a partner in the Katzman-Adler Shoe 
Company, of Boston, with offices at 211 Essex Street. 

Mr. Katzman, who will do much of the buying for 
the firm, expects to make frequent trips to the Eastern 
market. Previous experience fits him well for this en- 


R. E. McDONALD MILTON KATZMAN 


terprise, as, in his previous connection, he was largely 
instrumental in establishing one of the first wholesale 
firms of the country which dared tackle the job of 
wholesaling novelty footwear. Mr. McDonald, who 
has had equally good experience in the lines handled 
by him while in Boston, coincided in grade and general 
character with those which will be handled in St. Louis. 
The new offices of the R. E. McDonald-Katzman 
Company are at 1224 Washington Avenue. The open- 
ing date will be announced later. 





These Are Days for Venturing into New 
Fields of Merchandise and Service 


(Continued from page 45) 


and took some losses but year in and year out they are 
in the same location strongly entrenched in service to 
their little community, selling one pair after another, 
and continuing right along in the business of paying 
their bills and living up to community obligations of 
taxes, improvements and contributions to charities. 

This is the great strength and backbone of the mer- 
chandising of shoes in this country. It bears the same 
relation that the French peasant owning his own land 
does to the continuity of that. great country despite 
wars, diminishing population and all the financial and 
mental troubles of crowded Europe. 

With this same solid American individualism—with 
each man owning and operating his own store, part and 
parcel of his community active in its every doing—he 
stands out conspicuously as being so strongly embedded 
in business that it will take more than fortune telling 
charts, the bunk and blah-blah of bank presidents, 
squeezing loans here and there, to prevent over ex- 
pansion etc. 

These are just high lights preceding the actual story 
of the better conditions in retailing prevalent the coun- 
try over, which will appear in subsequent issues. As long 
as pay rolls continue and the impulse to buy remains, 
there will be business in shoes, profits for merchants 
and continuity in the orderly process of manufacture 
and distribution. 
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Spreading Advertising Over Thin Places 


The Summer slump is too much taken for granted, 
and as a result nothing is done to bring the average 
of business higher. All business suffers from periodic 
spurts in which more business is to be had than can 
be handled comfortably. From the peak business 
toboggans down to the valleys. During a season ad- 
vertising flourishes right up to the peak and then 
stops dead. Advertising as a rule makes a more 
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abrupt stop than business, because, taking it for 
granted that the rush is over, the merchant rushes 
his stop orders to the newspaper early and tells the 
printer that “things are getting quiet and we'll wait 
until next season before doing anything.” 


Which Comes First—Advertising or Business? 


This brings up the question of the relation between 
selling effort and sales. Does advertising bring about 
the season of tremendous business or does the season 
roll around and advertising follow at the heels of the 
crowd with a yelping that isn’t much more effective 
than a dog’s barking at a speeding automobile? Can 
advertising be creative; can it earn its way fully if 
thrown into the riot of advertising that appears at 
each season when folks will buy anyway? if so much 
business is sure to be done, how can advertising be 
checked up in the matter of paying? Is advertising 
done to fill the cash drawer or because the cash 
drawer is already full? Until every merchant satis- 
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A Lively Ad-Visor Series Running Through Eight 
Issues—on Hot Weather Advertising Methods for 


Immediate Use 


fies himself as to which comes first—advertising or 
business; as to which is the logical order, there will 
always be that uncertainty which is, simply put, a 
question as to whether or not the same business 
would have been done regardless of advertising. If 
the spirit of the season’s rush gets into the advertis- 
ing appropriation, there’s very likely to be an imme- 
diate disgorging of funds on the basis that this sea- 
son comes only once a year, and it is the only chance. 
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Advertising Loses a Chance to Demonstrate 


Then, when the fever is over and advertising has 
time and space to tell its story, it hasn’t any breath 
left; it says nothing, and the public takes it for 
granted that there is nothing worth buying, and it 
settles down to wait, buying in the meantime only 
what it absolutely needs until the thrill of a new 
season fills the market-place with eager buyers. Or, 
at best, between-season needs are put off in anticipa- 
tion of the bargain sales. Some folks wait to do all 
their trading during the bargain days. They are not 
encouraged to do otherwise; in fact, they have been 
taught to expect this very thing, and with this class 
the reasoning is logical enough. ““Why buy a thing 
at the high price when it will come down in a few 
weeks . . . the stores get too much profit, anyway 
. . . that’s why they can cut prices when they've 
gotten all the suckers.”” Turnover and the merchant’s 
willingness to buy turnover at a sacrifice to himself 


means nothing to them. 
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Advertising Never 
Fails 

Advertising never 
fails, really. It sim- 
ply takes its time in doing a thing. It is a highly dis- 
criminating agent in that it won’t support the claims 
of anyone who hasn’t the goods.to back it up. It 
won’t lie for anyone, at least not with any success. 
It won’t make an absorbing topic out of anything 
that hasn’t in it the basis of public interest. But it 
will build a reputation if a reputation is deserved, 
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sales in which all thought of new styles is swallowed 
up in the rush for bargains. There are always those in 
any trade that want new things first. Every piece of - 
advertising ought to display something new in order 
to keep up profitable interest in the store and the 
bargains can be subordinated, for those}whose habit 
of bargain-hunting is pronounced will be sure to 
find the bargains by actually hunting for them. 

The copy for such advertising might be as follows: 
**Always plenty of chances to Save—but distine- 
tion and personality are seldom bought over 





to do it. It is slow but 
sure, just as any other 
worth-while. objective is 
likely to be hard of attain- 
ment, but certain in time. 
Advertising can’t, how- 
ever, jump in during the 
height of a season and 
create a steady all-year- 
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the bargain-counter. If 
\ you are willing to wait 
this style will some day 
be sacrificed. But if you 
want your full money’s 
worth NOW you will buy 
this and perhaps 
a style or two at a sav- 
ing just to fill-in with.”’ 
Such copy will bring in 
those who are not inter- 


> 





round business. Advertis- 








ested in sales, but who 








ing ought to be brought 





will also buy a bargain, 








down to more of an aver- 





and advertising will 








age consistent effort if it 














allowed to create business. 











is to bring + the average 





An Idea for Hot Weather 





of business. If any deter- 





mination to learn its value 
is made, it will be used to 
promote business when 
business is needed. Then 


—In Figure B the weath- 
er is taken advantage of to 
sell another pair of shoes 
to those who think they 





and only then will its true 


are well supplied. It’s an 








idea that makes people 





valuation become possible 





think and that really is 
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the basis of selling. If you 








First The Idea, Then Its 


can get anyone thinking 





Exploitation 


Advertising of the right 
sort can eliminate to a 
great extent the necessity 





Street 


Your Name Here. 


about themselves you 
have put off the day of the 
sale. In the winter-time 
weather-proof shoes are 





To wre y 
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of great after-season sac- 
rifices. A store should never be given over to sacrifice 
sales entirely if advertising has been given a chance 
to keep up a steady demand. In Figure A the new is 
blended with the old in such a way as to get sales on 
new shoes along with those on old shoes. This 
supplies a new topic for advertising and obviates the 
necessity of spending money to get folk to buy a 
thing on which the greater part of the profit has 
already been removed. 

This series will be given to the idea of cleaning out 
odd sizes regularly by means of consistent advertis- 
ing and thus overcoming to some extent clearance 


a 


sold because everyone 
realizes the necessity of keeping feet warm and dry. 
In the summer-time the same process of thinking 
reversed accomplishes the same result. The thermom- 
eter can be made of a broom handle painted white 
with a red streak on it. The bottom end of the 
broom-stick may be stuck into a rubber ball which 
can be painted red to represent the mercury bulb. 
The whole thing may be attached to a board painted 
white with the degrees painted on it. A couple of 
hours’ work ought to suffice in putting together the 
materials for an effective window to be used in 
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conjunction with the 
newspaper ad shown 
on these pages. On 
. the old shoe side a 
cut-out of old Sol, for use at night with light behind, 
can be used, made out of red paper. On the cool side 
of the window, in which the new orange is exhibited, 
cotton batting icicles complete the picture. The 
copy for such an idea might read: It Takes More 
Than a Trip to the Beach to Keep Cool-—it takes 
more than one or two pairs of shoes, too. The 
same old pair, worn 
day after day, is just 








iW, 


they 


avalanche. Instead of labeling windows and adver- 
tising with reduction percentages and sacrifice scare- 
heads, plan a little buying budget, which includes 
several pairs of shoes. If presented in the right way, 
the econcmy of the idea will strike the customer as 
quite logical, and it won’t hinder those who can af- 
ford only one pair from buying the one pair. The 
art of selling hasn’t progressed so far these days that 
concrete suggestions won’t make better business. 
In most cases that is all that is needed—a definite 
policy of showing and suggesting. To crystallize the 
store’s policy is another of 
advertising’s jobs. There’s 





like holding a match 
under the mercury. It 
makes it boil. The mer- 
cury can explode, of 
course, for relief, and 
its job is ended, but we 
can’t explode and we 
can’t end our jobs. It’s 
easier to buy a pair of 
shoes than to spend the 
hot weather fretting. 
There is a wealth of 





Y Would. you like 
this New Style 


FREE? 
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too much likelihood of 
letting the customer de- 
cide when a new pair of 
shoes is needed. Furniture 
is bought to replace serv- 
iceable furniture: auto- 
mobiles that have miles of 
satisfactory running left 
in them are turned in for 
new machines. This is on 
high-priced articles, so 
that price really has little 





physical reasons for folks 


to do with the matter. 











taking greater care of 


If folks will do that, it’s 











their feet during hot 


because somebody else has 














weather than they do, 


decided that they need 








each one of which can be 


something new and be- 











made responsible for the 


cause the story of new 











moving of a good many 
pairs of Summer shoes 
before cutting time. We 
shall go into this also dur- 


things has been well told. 


Substituting Interest for 
Price 





Interest is manifold in 








ing this series, which is to 





provide definite reasons 
for steady advertising, re- 
gardless of what condi- 
tions seem to suggest, or 
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its results. Imagination, 
ideas, satisfaction, repu- 
tation—everything is 


Towr based on interest that is 











what precedent has taught 





developed in a store. Price 





us to expect of the future. 


For the Extra-Pair Sale 


Rather than to have the trade stocked up on 
shoes at sacrifice prices, it would be better to appeal 
to their sense of saving as a means of having more 
shoes, and therefore greater shoe satisfaction. The 
saving on & pair of shoes cannot more profitably be 
spent by the customer than on another pair of shoes. 

Here in Figure 3 is another method for creating 
new interest as well as to rid the shelves of left-overs, 
if those left-overs must come to light in a veritable 


es 


leaves nothing to imagi- 

nation, precludes the use of ideas, lessens if anything 
the amount of satisfaction because of the necessity 
of making some profit, however low the price. 

The development of interest is interesting. It gets 
folks into the store, and when that is done, there’s 
always a possibility of selling them anything. The 
great problem is to get them in. That is the first | 
duty of advertising. 

To solve the problem of getting them into the 
store during hot weather and to find out what they 
like is a thing that’s possible. In Figure D the idea is 
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presented in one way 
just to show the pos- 
sibilities. 

If such an idea is 
worked out well, it will tend to eliminate the ever- 
present possibility of shelf-warmers because it is de- 
signed to find out what the folks at home want. The 
style that is picked under the influence of big-city 
enthusiasm and popularity alone is likely to stick 
longer than the one selected upon the knowledge of 
what the home trade is beginning to lean toward. 

The manufacturer is asked in this case to send on 
his most promising style according to certain speci- 
fications laid down by the merchant. These are to 
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- they will bay ! 


on a list with notches in it. When the name is written, 
the attachment is moved down to the next name space 
and the shoe in the window is raised; thus the popu- 
larity of each style is shown by its height in the 
window. With the right sort of publicity this ought 
to bring the crowd, and, what is vastly more im- 
portant, get from customers an expression of their 
style leanings that will prove invaluable in going to 
market for next season’s styles. 

This series of advertising ideas is designed not 
only to assist the merchant in creating public inter- 
est now, but to prepare his trade for the season 
coming—to show by actual plans the fallacy of ad- 
vertising only when the marketplace is crowded 
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be displayed during the time when sales have 
usually been the rule at a store and will provide 
an entirely different approach to cleaning out. 
For the window follow the layout ag shown in Fig. 
D. Each shoe is new to the town and is attached to a 
rigging, by which it is raised in the window. “Votes 
from Women” is the slogan under which the news- 
paper advertising is done, and women are requested 
to come in and vote for the new shoe styles. Inside 
the window the rigging is arranged so that the woman 
voting for a style will put her name and address down 





with buyers literally throwing their money mer- 
chant-ward and then letting them forget almost 
completely the shoe store between seasons. 


NEXT WEEK 


How to Create Habit of Steady 
Buying in Customer 


Watch for it! ! 
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New Features Added to Program of 
Boston Show 


HEN at two o'clock in the afternoon of Mon- 
day, July 9, the doors of Mechanics Building 
are opened for the Fourth Annual “Boston 
Show,” a large delegation of visiting shoe and leather 
buyers from every part of the United States will al- 
ready be found on hand to inspect what undoubtedly 
will be the best Exposition and Style Revue ever pulled 
off by the industry. 
The advance guard of the visitors commenced to ar- 
rive a week ago, the largest single delegation being a 
group of some twenty mem- . 





ner, of the Massachusetts Retail Shoe Merchants’ Asso- 
ciation, is this week sending out invitations to six or 
seven hundred retail merchants. 


Manufacturing Exhibits Numerous 


Visitors to the Exposition will have an unprecedented 
opportunity to study closely not only the details of 
shoe construction, but also the methods employed in 
making the different commodities which have such an 
important place in the production of footwear as is 

presented in the basement 





bers of the Southern Shoe 


under Exhibition Hall (De- 


Wholesalers’ Association, who 
arrived July 2. Secretary Louis 
M. Taylor of the National 
Shoe Wholesalers’ Association 
came with the delegation. 


Additions to Program 


The four days’ program, 
July 9 to 12, will be carried 
out substantially as already 
published, with the addition 
of one or two features of 
interest. 

On Wednesday afternoon 
at two o'clock, in Paul Re- 
vere Hall, Mechanics Build- 
ing, there will be held what 
promises to be a most inter- 
esting and successful Buyers’ 
Conference, under the aus- 
pices of the New England 
Retail Shoe Merchants’ 
Federation. 

This get-together has been 








Revised Program of Show 


MONDAY, July 9—Opening Day. Doors of 
the Exposition open at 2 o'clock P.M. Exposi- 
tion continues until 10:30 P.M. 


TUESDAY, July 10—“Visitors Day.’’ Mayors 
of New England cities, Executives of trade or- 
ganizations and shoe factory and tannery 
superintendents and foremen especially in- 
vited. Outing at Norumbega Park, complimen- 
tary to visiting shoe and leather buyers, under 
the auspices of Boston Shoe Travelers’ Asso- 
ciation, leaving Mechanics’ Building at 9:30 
A.M. Exposition opens at 10 A.M., closing at 
10:30 P.M. Annual Style Revue in Grand Hall 
at 8:45 P.M. 


WEDNESDAY, July 11—‘Retail Shoe Mer- 
chants’ Day.” “Shoe Buyers’ Conference” and 
General Meeting in Paul Revere Hall, under 
the auspices of the New England Retail Shoe 
Merchants’ Federation, 2:30 P.M. Exposition 
opens at 10 A.M., closing at 10:30 P.M. Style 
Revue, 8:45 P.M. 


THURSDAY, July 12—Exposition opens at 
10 A.M., closing at 10:30 P.M. Style Revue, 
8:45 P.M. 

The Operating Exhibition, (including com- 
plete shoe factory, etc.) in Department D., 
will be in progress between 10 A.M. and 12 
noon and 2 to 5 P.M. and 7 to 9 P.M., each day 
and evening. 




















partment “D”’), which has 
been given over to working 
exhibits, and a visit to which 
will prove a liberal trade 
education. Never before has 
so elaborate an installation 
been attempted of a shoe 
factory and complete demon- 
stration of most advanced 
machinery and methods. 
The machines installed by 
the United Shoe Machinery 
Corporation are of the latest 
types supplied by them for 
the production of high-grade 
Goodyear welt shoes, and 
they are operated by em- 
ployees direct from the fac- 
tories of the Thomas G. 
Plant Company, Boston. 
The intricate and accurate 
machines which are used in 
sewing the different parts 
which form the shoe upper 


timed immediately to follow the meeting of the Joint 
Style Committee at the Copley-Plaza Hotel, Tuesday 
evening, July 10, and will, therefore, give an oppor- 
tunity for analyzing the results of that meeting. 


How, When, What—to Buy 


The program for the conference, as arranged by 
President W. W. Willson of the Massachusetts Retail 
Merchants’ Association, includes a general discussion 
of how, when ‘and what to buy in footwear for the com- 
ing season, and not only will retail shoe dealers be in- 
vited to take part, but manufacturers, tanners and 
salesmen will also be welcome to participate. There will 
be a selection of footwear styles on a series of small 
tables, and these will be analyzed and described during 
the discussion. Every member of the allied trades is 
cordially invited to take part. Secretary Enslyn Gard- 


are direct from the Singer Sewing Machine Company. 
A scientific lighting system has been installed by the 
Sampson Company of Lynn. 

The evolution of a shoe last will be shown, and the 
making of shoe patterns is shown in detail by the Dun- 
bar Pattern Company. 

The weaving of shoe lining will be shown by Farns- 
worth, Hoyt Company, and the making of shoe laces 
is demonstrated by Frank W. Whitcher & Co. There 
will also be in operation several of the machines of the 
Reece Shoe Machinery Company, Boston. 

The Executive Committee of the National Shoe 
Wholesalers’ Association will hold a meeting at the 
Ocean House, Swampscott, Mass., on Monday after- 
noon, July 9, for the purpose of discussing reorganiza- 
tion plans and other matters of importance. 

(Continued on page 54) 
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Sample Rooms at Boston Hotels 


Boston. Shoe manufacturers and their representatives 

are fully alive to this fact, for never were there so many 
reservations made at the various hotels, and never before have 
the hotels been obliged to turn away so much business. A partial 
list of bookings to date is, as follows: 


A LL of this month, visiting buyers will be coming to 


At The United States 


D. L. Teitelbaum, J. M. Sachs Co., Long Island, N. Y., Rm. 9. 

George Gregory, Cahill Shoe Co., Cincinnati, Rm. 16. 

C. W. Anderson, Newcombe-Anderson Shoe Co., Rochester, 
N. Y., Rm. 24. 

J. D. Carter, Bona Allen, Inc., Buford, Ga., Rm. 22. 

Charles Fargo, Fargo, Hallowell Shoe Co., Chicago, Ill., Rm 15. 

A. G. Spivey, Graham-Brown Shoe Co., Rm. 50. 

C. O. Leavitt and T. Embrey, Greenberg-Miller, Inc., Allen- 
town, Pa., Rm. 54. 

W. J. Best, Newark Shoe Co., Rm. 55. 

A. B. Rothschild, Republic Felt Shoe Corp., Rm. 61. 

F. H. Burrows, Little Falls Felt Slipper Co., Rm. 58. 

Mr. Urquhart, Little Falls Felt Slipper Co., Rm. 62. 

C. W. Butler, C. W. Butler Co., Atlanta, Ga., Rm. 71. 

G. W. Chesbrough, Rochester, N. Y., Rm. 272. 

A. N. Wolf, Miller Hess & Co., Akron, Ohio., Rm. 270. 

Thomas Williams, Krippendorf-Dittmann Co., Cincinnati, 
Ohio, Rm. 276. 

W. J. Devine and Mr. Yungel, Devine & Yungel Shoe Mfg. Co., 
Harrisburg, Pa., Rm. 271. 

E. G. Kalb, Kalb Shoe Mfg. Co., Rochester, N. Y., Rm. 254. 

H. S. Carpenter, Carpenter Shoe Co., Rochester, N. Y., Rm 
253. 

William G. Heiber, Rochester, N. Y., Rm. 251. 

E. A. Luedke and C. B. Levy of E. A. Luedke Shoe Co., 
Milwaukee, Rm. 64. 

William G. Logie of Huntington Shoe and Leather Co., 
Huntington, Ind., Rm. 273. 

F. A. Schieffer, A. H. Weinbrenner Co., Milwaukee, Rm. 40. 

Fred W. Moritz, Janke Shoe Mfg. Co., Rm. 59. 

R. N. Ditzler, Yeager Shoe Co., Selins Grove, Pa., Rm. 274. 

E. W. Allen, Spiegel Shoe Mfg. Co., Belgium, Wis., Rm. 56. 

P. R. Holly, Holly Shoe Mfg. Co., Littleton, N. H., Rm. 260. 

Walter Wichgar, Cincinnati Shoe Co., Cincinnati, Ohio, Rm. 20. 


At The Westminster Hotel 


Hazen B. Goodrich & Co., Haverhill Mass. 
Barney Solar, Bresnahan Shoe Co., Boston. 
H. E. Adams, Haverhill, Mass. 

Vollman, Lawrence Co., Cincinnati, Ohio. 
T. D. Barry Co., Brockton, Mass. 

Rialto Shoe Co., Boston, Mass. 

Queen Quality Shoe Co., Lynn, Mass. 


Al The Hotel Essex 


I. B. Austern, Austern Shoe Co., New York, Rm. 416. 

H.. S. Freedman, A. Freedman & Sons, Inc., Brockton—also 
at 110 Lincoln St., Boston. 

C. H. Miller and E. J. Phillips, Julian & Kokenge Co., Rm. 
1034. 

Alden, Walker & Wilde Co., East Weymouth, Mass. Rm. 425. 

E. W. Allen, Allen Speigel Shoe Mfg. Co., Belgium, Wis. 
Rm. 422. 

Atlas Shoe Mfg. Co., New York, Rm. 428. 

S. Adler, Cohen-Adler Co., Baltimore, Rm. 316. 

Ault-Williamson Shoe Co., Auburn, Me., Rms. 904, 906, 908. 

A. J. Bates Shoe Co., Webster, Mass., Parlors E and F. 


L. E. Butts, Boyd-Welsh Skoe Co., St. Louis, Mo., Rms. 
736-738. 

A. W. Bush, Nunn, Bush & Weldon, Milwaukee, Wis. Rm. 
434. 

Leon Bett, Rm. 808. 

J. A. Crotty, Rosenwasser Bros., Long Island City, N. Y., 
Rms. 318, 320, 322, 324. 

Berstein Shoe Co., New York, Rm. 322. 

Phil Britt, Diamond Shoe Co., Rms. 401-403. 

Brav Shoe Co., Philadelphia, Pa., Rms. 946-948. 

J. E. Keatenbaum, J. Brand & Son (leather) New York, Rms. 
204-206. 

C. H. Crandall, Nathan D. Dodge Shoe Co., Newburyport, 
Mass., Rm. 528. 

Thomas D. Collins, Saks Shoe Mfg. Co., Rm. 730. 

M. A. Blutman, Biltwell Shoe Co., Inc., Elizabethtown, N. J., 
Rm. 348. 

Cruise-Sullivan Shoe Co., Lynn, Mass., Rms. 836-838. 

Conrad Shoe Co., Brockton, Mass. Rms. 936-938. 

Cameron Shoe Co., Syracuse, N. Y., Rm. 930. 

A. B. Stanley, Dunn & McCarthy, Auburn, N. Y., Rms. 1018, 
1020-1022, 1025. 

F. G. Fowler, Sawyer Boot & Shoe Co., Bangor, Me., Rms. 
124-426. 

J. L. Estey, N. B. Thayer & Co., Rochester, N. H., Rm. 406. 

A. L. Saloman, Thos. D. Gottshall Shoe Co., Boston, Rms. 
530-532. 

Gordon Goldsmitb, Phillips Shoe Co. Inc., Fargo-Newhall Co., 

Maryland Shoe Corp., John J. Kazanjian & Co. and J. Newton. 
Seitz Shoe Co., Rms. 818-820. 

M. Glass and M. Fein, Fein & Glass, Reading, Pa., Rms. 
240-242. 

Chas. Smith, Betty Shoe Co., Brooklyn, N. Y. 

Sam Chaves, Mildred Shoe Co., Brooklyn, N. Y., Rms. 822-824 

L. S. Fleishman and T. Blumenthal, International Footwear 
Co., New York, Rms. 536-538. 

David Abrahams, Guilford Shoe Co., Baltimore, Md., Rm 304. 

M. M. Goldman, Goldman Bros. Shoe Co., Inc., New York. 

Lucille Felt Slipper Co., Inc., New York. 

W. E. Heffner, W. E. Heffner Co., Camden, N. J., Rm. 924. 

Helmholz Shoe Mfg. Co., Milwaukee, Wis. Rm. 724. 

W. D. Hannah Shoe Co., Inc., New York and Newburyport, 
Mass., Rms. 504-506. 

L. Asterbloom, H. Jacob & Sons, Brooklyn, N. Y., Rm. 928. 

Jack Leibert, Kerohn Fechherimer Shoe Co., Rm. 1036. 

Paul Mendelson, Progress Shoe Co., Inc., New York. Rm. 436. 

F. Mayer Boot and Shoe Co., Milwaukee, Rm. 640. 

L. M. O’Brien, Utz & Dunn, Rochester, N. Y.; Rm. 232. 

Nathan & White Shoe Co., Malden, Mass., Rm. 633. 

Nathan, Morphy & Co., Inc., Lewiston, Me., Rm. 228. 

Perfect Shoe Mfg., Co., Rm. 1026. 

A. L. Puffer, Smaltz-Goodwin Co., Philadelphia, Rm. 742. 

Pels Shoe Co., Brockton, Mass. 

A. La Bonte, P. Sullivan & Co., Cincinnati, Rms 1038, 1040, 
1042. 

J. Little, Marion Shoe Co., Marion, Ind., Rm. 620. 

P. Farber, Parisian Shoe Co., Brooklyn, N. Y. 

J. M. Travers, with Frederick S. Peck, Worcester, Mass. 

D. J. Tobin, Gray Bros., Inc., Syracuse, N. Y., Rm. 933. 

United Shoe Mfg. Co. 

Upham Bros. Co., Stoughton, Mass. Rms., 440-442. 

Robinson-Bynon Shoe Co.. Auburn, N. Y. 

Chas. A. Boas, Roney & Berger, Allentown, Pa., Rim., 432. 

A. H. Herrman and J. B. Rubin of Rubin Bros. Footwear, 
New York, Rms. 612-614. 

S. A. Shapiro, The Comfort Slipper Co., New York. 
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Abe H. Sachs, Grand Slipper Co., New York. Rm. 1029. 

Morris Simon, Comfort Sandal Mfg. Co., Long Island City, 
N. Y., Rm. 1048. 

Paulding Smith, Mason Shoe Mfg. Co. 

M. C. Seaman, S. Weil & Co., Brooklyn, N. Y. 

Security Shoe Co., Inc., Lynn, Mass. 

Louis Sandler, Monumental Shoe Mfg. Co., Inc., Baltimore. 

Stone-Tarlow Inc., Brookton, Mass. 

W. Smith, Seneca Shoe Co., Rochester, N. Y. 

F. C. Pillsbury, Sargent Shoe Co., Lynn, Mass., Rm. 534. 

H. I. Silverman, Gotham Shoe Mfg. Co., Inc., Binghamton, 
Ps. Bs 
L. V. Damm, Nonpareil Shoe Co., Inc., New York City. 

George Wiggin, Riley Shoe Co., Columbus, Ohio. 

Harry E Adams, Haverhill, Mass., Rm. 932, also at 143 
Lincoln Street, Boston. 


Copley Square Hotel 
Robert Emmet, Jr., Watson Shoe Co., Lynn, Mass. 
Copley Plaza Hotel 


Robert Emmet, Jr., Watson Shoe Co., Lynn, Mass. 
W. J. Howe, Murphy, Gorman & Waterhouse, Lynn, Mass. 





New Features Added to Program of 
Boston Show 


(Continued from page 52) 


The American Sole & Belting Leather Tanners, Inc., 
the committee handling the national advertising cam- 
paign for sole leather, will have a very attractive dis- 
play in the Mechanics Building, at their booths, Nos. 
19 and 50. It will be an exhibition of all-leather shoes. 
About one hundred manufacturers of shoes have co- 
operated with the sole leather committee and will ex- 
hibit samples. These shoes will be leather throughout. 
Even the heels will be a good solid piece of leather. In 
addition to this, the United Shoe Machinery Company 
will loan a part of their exhibition of old shoes, some 
dating back to the fifteenth century. The booth will 
be in the nature of a reception room for the various 
manufacturers and others interested in sole leather. 


New Buckle Ruling 


Shoe buckles attached to shoes, arctics and types of 
rubber footwear for utilitarian purposes, if not made of 
valuable materials are not subject to tax. This ruling is 
the result of re-consideration at Washington, D. C., of 
Section 905 of the Revenue Acts of 1921, pertaining to 
the tax assessment on the sales of shoe buckles. Deputy 
Commissioner R. M. Estes at Washington analyzed the 
subject carefully subsequent to a consistent filing of 
protests by men affiliated with the shoe industry. 

Mr. Estes calls it a mistake to conclude that all shoe 
buckles are taxable as jewelry. However, he holds that 
when buckles are worn on the shoe for the purpose of 
adornment and display, they are taxable. 

Regarding the buckle problem, in relation to the 
four-buckle gaiter or overshoe, the new ruling charac- 
terizes it as improper to conclude that buckles are worn 
on that type of footwear for adornment and display, 
and classifies‘them as untaxable. 

The new interpretation is as follows: 

“It is important to consider the purpose for which 
they are worn in addition to their utilitarian value. 
Shoe buckles of small intrinsic value, such as commer- 
cial steel buckles of the type furnished by A. E. Little 
& Company, are, of course, worn for utilitarian value. 
The fact that they may be neat does not necessarily 
mean that they are worn for purpose of adornment and 
display, such as would be the case in a cut-steel shoe 
buckle or other highly ornate buckle. A plain shoe 
buckle, regardless of the fact that it may have a utili- 
tarian value, is not to be classed as jewelry without 
first considering the material of which it is made; but 
if the buckle is highly ornate, as cut-steel shoe buckles, 
and worn for adornment and display, then no matter 
of what material it is made, it is nevertheless taxable, 
even though the buckle may also serve a utilitarian 


purpose.”’ 
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Campaign to Improve Credit Conditions 


Retail Merchants of Louisville Spending $6,000 in Advertising 
in Order to Impress Subject on Public 


tail Merchants Credit Men’s Association and the 

Credit Rating Company, are advertising a cam- 
paign for improvement of retail credit conditions in 
Louisville. A fund of $6,000 has been agreed upon by 
the merchants who have gone into the thing, and a 
three months’ campaign is going on, with another cam- 
paign of three months planned for the fall, when the 
summer season is Over. 

First announcements were page length and nearly 
half a page wide in Sunday papers. These announce- 
ments were followed about twice a week or more, with 
other material on Sundays. 


6 ee Louisville, Ky., merchants, through the Re- 


Payments Are Slow 


It is claimed that many consumers are very slow. 
Merchants were careless during the war period. Many 
accounts are mighty close to a six months’ basis, in- 
stead of a thirty or sixty day basis. Letter writing doesn’t 
seem to do much good, in many cases. This campaign is 
based on the fact that the slow pay customer is rated as 
such by the credit organizations, and goes into ex- 
planation of the slow credit situation generally. 


Merchant Restricted 


With very slow accounts, the retail merchant is 
limited in his ability to turn merchandise, or turn his 
capital, as his stock isn’t doing him as much good in the 
hands of the consumer for six months as it would do him 
on the shelves for six months. However, some mer- 
chants go on the basis that they can borrow money for 
six per cent, and that if they carry the customer for 
six months it is only three per cent. However, a two per 
cent discount for cash on the part of the retail merchant, 
means that he borrows six per cent money to take his 
discounts, which could be taken with ease if accounts 
paid promptly. However, in most houses the mark up 
well takes care of the slow pay customers. 

As a matter of fact many houses wouldn’t make ex- 
penses if they were to lose all their 90 or 120-day ac- 
counts. Of course they desire prompter pay, and it is 

ell to make a drive in that direction, as a lot of people 
are using the merchants’ money right along, and al- 
v. ays owe a few hundred dollars here or there. Some ac- 
.ounts frequently run over months and even years, 
without having ever been ruled up, due to the fact that 
the consumer merely pays on account now and then; 
just enough to keep his account good for charges. 


Reasons for Accounts 
While the women are blamed for this, it is really the 


men. The women would like to have their accounts paid 


up in full, probably so they could charge more. The 
men realize that if they keep accounts paid up in full, 
it makes it easier for their wives to charge, whereas if 
they owe some fairly stiff bills, there is always an excuse 
handy against further outlay. Again the man, if he 
needs money, is going to let those wait who will wait, and 
he generally knows enough about business, or has 
enough friends among merchants, that he can get 
special accommodations. 


Merchants at Fault 


The trouble is with the retail merchants. One mer- 
chant in the shoe business, in discussing the present 
campaign with the writer, said: ““The merchants will 
not stick together. Thirty days credit is anything to the 
average consumer, and they would almost as soon pay 
cash. The merchants are anxious to get their customers 
paying more promptly, but they are not going to turn 
down a charge because an account is a little behind, or 
they are not going to refuse a half payment on a 60 or 
90 day account, because it is not a full payment. Get 
what you can and sell them some more has generally 
been the rule in handling that great portion of the pub 
lic that is rated ‘slow but good.’ 


Compares with War Period 


“Tt is like it was back in the war times when they 
agreed that they wouldn’t send any packages special, 
wouldn’t make exchanges, and wouldn’t do a lot of 
other things. However, the fellows, who were first to 
agree that they wouldn’t, were the last to put the agree- 
ment into effect, and a lot of them never did. A mer- 
chant would like his business in the cash and carry 
basis, all of us would, but unfortunately quick delivery 
and long terms is the bait that gets a lot of the very best 
business.” 


Results May Be Good 


That is one reason why this campaign may do a lot of 
good. The retail merchants can’t afford to do much 
tightening themselves, whereas a general lesson to the 
public may result in the consumers figuring that credit 
is tightening, and cause the slow consumer to pay a 
little more promptly. It may result in some men lay- 
ing off their store accounts before contracting a new 
machine on time payments, and may cut bootleggers’ 
sales from case lots to quart lots. Who knows? 





The indifferent man curses his luck while the 
earnest fellow elopes with opportunity. Initiative 
and opportunity are ancient pals—W. M. Sloan in 
The McElroy-Sloan Enthusiast. 
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Worcester ~for 


‘4 


Worcester Felt Goods Co. | | | 
| 47 Hermon Street, Worcester, Mass. | — England Slipper Co. | 


Sales M —Martin H. Str: 
= — _ 140 Green St., Worcester, Mass. 


Boston Office 
Ly 113 Lincoln Street, Rooms 606-607 rl 
F a ee 


inceeindeensbiininiiniion 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Slipper Values / 


> ai 


Cao? 


For every shoe merchant who de- 
mands the best in felt slippers at the | a 
quickest turn-over price, Worcester 


offers what no other city can. 
C. A. Grosvenor Shoe Co. 


In this territory are concentrated the 70 Central Street, Worcester, Mass. 
Boston Office: 139 Lincoln Street 

largest felt slipper factories in the 

United States. Here is the skilled 

labor—the expert buyers of raw ma- 

terial— the merchandising experience 

of a generation. All this means keen 

manufacturing competition—and 

this, to the merchant, brings better 

goods, better prices, better deliveries 

than he can secure in any other city. 


The wise shoe man buys his felt slip- 
pers in Worcester, Massachusetts. | 


Factory and Office 
8 Beach Street, Worcester, Mass. 


National Felt Slipper Co., Inc. 


_]> SSS Saas > _ SS dinate 


Lind Shoe & Slipper Co. OUTING SHOE CO. 


Frank H. Pfeiffer Co., Inc. 106-108 Gold St., Worcester, Mass. | Worcester, Mass. 
24 Washington Sq., Worcester, Mass. Boston Office: 82 Lincoln St. Boston Office: 530 Atlantic Ave. 


George T. Wiley 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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From Your Own 
Manufacturers Dr. Meiklejohn said—“Cromwell 


was the man who killed a king and 
lived to regret it.” 

+ 
Blake was the man who put tacks and 
waxed stitches inside of machine 
sewed shoes—and the shoe-trade of 
the whole world, while honoring his 


pone agin has lived to regret the 
stitches. Not only to regret 


tacks an 
W | L Oo NY MARK but to work diligently to perfect and 
beautify 7 modern types of footwear, 
for which his genius blazed a trail. 
reaps SEWED 


Stampt on the Sole 


OU will receive better, quick- 

selling, high-style shoes from 
your regular manufacturers when 
they adopt the Wilson Sewed meth- 
od of making the shoes you buy and 
sell, Many make them now. 


We mean that Wilson Sewed shoes, 
made in any reputable factory, are 
bettershoesdollarfordollarand grade 
for grade—better to sell and better 
to wear—than those same factories 
would produce by the old fashioned 
methods of making light, high-style 
footwear. 


All shoes made by the Wilson > ae iene are 
wy ~ ” n the Goodyear welt idea 
process bear the “Wilson Sewed brought sturdy shoes that are 
mark. They are light, flexible, ; tackless and stitch-free next the 
foot. And four years ago the Wilson 
tackless, and free , from waxed Sewed idea brought the answer to 
To All stitches or inseam ridges next the the more modern demand for 
Manufacturers 1 's f lack linings STYLE, especially among women, 
Wilson Sewed are made wearer's foot—no slac — and with a light, flexible, dressy type 
with standard machines soft toe-boxes, no spreading or which is also tackless and stitchless 
ams Cutesy epmpinent ripping. These are valuable selling inside. * 
plus two Wilson ma- f 
Cen Sees Sa achenes. Look at the pictures above—two steps 
= . p in making Wilson Sewed shoes. 
The trend of the times is They are lasted like welts. Both lining 
r. ’ and upper, snugly fitted to the last, 
toward Wilson Sewed ! are securely fastened to the lip of an 
Send for Booklet B insole channel, as in making welts. 
All lasting tacks are pulled, as they 
are in welts. 
+ 








Address all Inquiries 
But Wilson Sewed shoes have no 


° welting—they have style, lightness, 
Wilson Process Incorporated Fexbilty, deiatncee ‘They mayb 
° : Ndi made featheredged—and in a 
Canadian Pacific Building other weights to oe for . 
- r r seasons. And the insole is smooth, 
City of New York the short sole-stitches neatly cover- 


ed by the lip of and insole channel. 
H. L. A. 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Correct and Corrective Footwear 


7 HE country is seeking what might well be 
[eae an epidemic of so-called corrective shoes. 
Many of them have a number of commendable 
features. Some manufacturers have started with the 
last and built the wood so that it conforms somewhat to 
the contour of the human foot. This is true not only 
in the general shape of the last, but is also true with 
the shaping of the bottom of the last. 

Wood has been taken out of the bottom of the last 
so that the insole will have a convex surface that fol- 
lows the natural metatarsal arch of the foot. 

Other features of construction have been worked 
into the shoe so that when finished they are really 
meritorious and entitled to bear the name of health 
shoes. 

Unfortunately many of the shoes put on the market 
as corrective footwear, are apparently just made to 
sell. They have little to commend them, and it is 
really questionable whether or not there is any good to 
be obtained by the wearer over shoes of ordinary con- 
struction. 

But, why correclive shoes anyway? Why should not 
all shoes he made correct? 

When a big factory puts in one particular last and 
creates a special process or method of shoe construction 
adapted to this last and says, “This is a corrective shoe,” 
is it, or is it not equivalent to saying, “All the other 
shoes we make are incorrect.” 

Then what about the millions of pairs of shoes made 
on lasts with concave bottoms and flat heel seats, by 
factories who do not make a so-called corrective shoe 
at all? 

Style and Comfort 

Up until within recent months, the so-called eor- 
rective shoes on the market were all more or less clumsy 
and unsightly, but recently there has been an innova- 
tion in the manufacture of this class of footwear, and 
at the Brooklyn Style Show in May, some very attrac- 
tive models were shown, made on corrective lasts. 

These were delicate in appearance, of graceful lines, 
mostly thin edge welts, many of them fitted with wood 
heels of the block type and suitable for afternoon and 
evening dress wear. 


If shoes of this type are more healthful and more com- 
fortable than the ordinarily constructed shoes which 
are prevalent on the market, why should there not be 
a change in shoe construction that would make pre- 
vailing shoes health shoes, instead of health shoes being 
the very small percentage that is represented in present 
day sales? 

Delicate Mechanism 

The human foot is a very delicate piece of mechanism 

that must sustain weight far beyond that visited upon 


-any other part of the human body. 


When any of the bones, muscles or nerves—any of 
the working parts of this piece of mechanism are dis- 
arranged, pain, suffering and inefficiency are sure to be 
the result. 

Watch the people, both men and women, ahead of 
you on the street. Notice the wabbly ankles, the run- 
over heels, the broken-down arches, the limping, halt- 
ing gait, then ask yourself, “Who is to blame?” 

When the human body is thrown out of balance, re- 
sults more or less disastrous are certain. Indigestion, 
headache, back ache, pains in the legs, and other human 
ills come from footwear that distort parts of the human 
body. 

Profitable business depends upon the earning power 
of people, and the earning power of people depends 
upon the activities of mind and body. Just to the ex- 
tent that human efficiency is impaired, to that extent 
must profitable business suffer. 

Some of the innovations of modern footwear looking 
toward better construction will live on and grow as 
time goes on, because in this construction there is an 
aid to human efficiency and human happiness. 

Others of these so-called corrective shoes are bound 
to fall by the wayside and their promulgation is sure 
to prove a boomerang to the producer, because sooner 
or later merchants who are buying the shoes, and con- 
sumers who are wearing them, will find that they have 
been stung, and will have no more of them. 

There are two ways to do anything. A right way 
and a wrong way. 

The wrong way may flourish for a time, but sooner 
or later it must go to the discard. 
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CHICAGO 


Steady Demand for Whites 


Marked Decline in Sales of Bright Colors—Splendid Business 
on Sport Oxfords 


HICAGO and the Middle West ex- 

perienced extreme hot and extreme 
cold weather during the last two weeks of 
June 

Beginning about the middle of June, the 
mercury began to climb, and on the 22d 
and 23d it was almost 100 degrees in the 
shade. Four days later the mercury had 
dropped down below the 50 mark. 

The sudden change was immediately 
reflected in retail sales. The chill seemed to 
hit the pocketbooks of the public, and for 
a day or two purse strings were tightened 
up. Then as the thermometer again began 
to climb, business became more active and 
June finished as a very satisfactory month 
in point of sales in the progressive active 
stores of Chicago, and other mid-Western 
cities. 

What about Whites 

The cold, backward spring delayed the 
sale of white footwear for several weeks 
beyond the normal starting point of the 
white season. Then with the advent of hot 
weather, whites came into their own with 
a rush. During the last two weeks of June, 
with the exception of one or two cold days, 
white footwear was responsible for about 
60 to 75 per cent of the total sales. 

Most shoe merchants bought rather cau- 
tiously on whites and as a result stocks 
the beginning of July are badly broken, 
while the demand continues fairly active. 

As a rule, Chicago merchants began to 
clean on white footwear with cut price 
sales immediately after July 4, but since 
the season started so much later than 
usual, several of the retail shoe merchants 
are questioning the advisability of follow- 
ing out the usual program. 

Some of these merchants think they can 
see business enough ahead to justify re- 
buying white kids, calf and fabric in snappy 
patterns in a limited way and defer the 
clearance sale for another two weeks. 

Some of the big operators, however, have 
decided not to vary their program, but 
have already prepared for sales on whites, 
bright colors and all broken lots. 

The shoe department of Fair Store ad- 
vertised a big cut price sale on white foot- 
wear for the week ending June 30. 


Bright Colors Being Pushed Out 

In almost all Chicago stores prices on 
bright colored footwear have been con- 
siderably reduced, and some stores are ad- 
vertising the real high grades of this color- 
ful footwear at ridiculously low prices. 
While colored footwear is still being worn 
extensively, and while it is still selling fairly 
well at the reduced prices, merchants are 
through buying for this season. 


It is the general belief that by quitting 
them now and not trying to force the 
colors into early fall, that they will come 
back again next spring stronger than ever. 

Nobody, however, believes it good pol- 
icy to carry over either whites or bright 
colors, because a year hence lasts and pat- 
terns will undoubtedly show a considerable 
change from what are being shown at 
the present time. 

It is always good policy, when possible, 
to quit a certain fad when it is going good 
and revive it again the corresponding sea- 
son of the next year rather than to run it 
to death the first season it bobs up. 


Sport Oxfords for Men 


“Our business on sport oxfords has been 
more than double that of any previous sea- 
son and the surprising part is that the 
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most of it has been done on our higher 
grade lines,”’ said L. L. Kadison, manager 
of the shoe department of Morris L. Roths- 
child. 
Blacks Selling Well 

Practically every man’s store in the city 
reports an increased sa'e of black shoes 
as compared with last year, even during 
the hot weather months. Naturally tans 
have outsold blacks because they are sum- 
merlike in appearance, but even at that, 
blacks including patent leathers, represent 
from 25 to 40 percent of total June sales. 


Shoe and Leather Outing 


The Shoe and Leather Association will 
stage a golf tournament at Westward Ho 
Golf Club, Tuesday, July 10. This will be 
an all-day affair, and members can spend 
either the entire day or part of it, as suits 
their pleasure. Both luncheon and dinner 
will be served. 

The association has shown considerable 
activity so far this year and the annual 
outing is usually one of the most enjoy- 
able features of the association’s enter- 
tainment program. 





ST. LOUIS 
Business in Whites Very Good 


Champagne in Strap Patterns a New Model which Is in Good 
Demand 


CONSISTENT demand for white foot- 

wear due to the steady period of hot 
weather, is reported by retail shoe mer- 
chants. Business during the week ending 
June 30 continued good, although the 
sales on Saturday, June 30, did not come 
up to expectations. In 95 per cent of the 
cases where white footwear was demanded, 
plain white models were sold. White kid 
leads the field in material. White canvas is 
also one of the leaders. 

There is much rushing about from one 
store to another on the part of the foot- 
wear purchaser at this time. It is next to 
impossible to provide the type of shoe 
everyone is looking for. 

With the plain white stocks well ex- 
hausted much attention is being focused 
on the colored trimmed white footwear by 
the retail shoe merchant. This has proven 
the most disappointing buy of the summer 
season. The colored influence was ex- 
pected to stimulate this style of footwear. 
Retail shoe merchants report little buying 
of this type of footwear. 


Some Sandal Sales 


The red, blue and green kid sandals 
have received their price pruning with but 
little effect. Some stores still report sales. 
Emphasis should be placed on the fact 
that both colored trimmed whites and 
colored kid sandals were not bought 


heavily. This fashion was played cau- 
tiously and there will be no over-loaded 
shelves of these shoes when inventory 
time rolls around. The point desired to be 
stressed is that colored trimmed whites 
for the past three seasons have been 
bought and each time it was this footwear 
on which the losses were taken. Retail 
shoe merchants are declaring that it will 
“never happen again.”’ 

Champagne kid in strap patterns is 
enjoying quite a bit of prestige. Many 
stores have this number for later selling. 
Merchants who have it in stock, report 
that the call has been so good that most of 
the pairs have been bought. It is expected 
by the first part of August there will be 
a flurry of this color. 


Smith with Hanan & Son 


James Smith has been appointed assis- 
tant manager at the Hanan & Son store 
here. Mr. Smith will be assistant to Mana- 
ger F. H. Maxted. Mr. Smith has been 
with the Queen Quality store on Wilson 
Avenue, Chicago. 


New Senac Store 


Announcement was made by Joe Sen- 
senbrenner of the Senac Shoe Company 
that the ninth store operated by the or- 
ganization would be opened inWashington, 
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D.C. about September 10. The department 
will be locatedin the Philips-Bonn women’s 
specialty shop. The range of prices will 
be $6.50 to $12.50. 


New Bell Store 


Bell’s Booteries, a large chain store 
company operating stores in a number of 
the principal cities throughout the South, 
have leased the store at 914 Olive Street. 
The store will be remodeled and new fronts 
installed. The interior will be decorated in 
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blue and gray. The fronts will be of curved 
glass and 35 fitting chairs will be installed. 
W. F. Whatley, who has been connected 
with the organization for five or six years, 
will manage the store when it opens about 
August 15. Shoes will sell between $6 and 
$15. 


Shoe Store Closes 


The Imperial Booteries at 705 Locust 
Street closed on Saturday, June 30. The 
lease expired. 





MILWAUKEE 


Great Volume of White Sales 


Extremely Hot Weather Results in Better Business for Retail 
Shoe Merchants 


HITE footwear sales are now run- 

ning between 50 and 80 per cent of 
the total footwear sales in shoe stores, ac- 
cording to concensus of opinions of retail 
shoe merchants. In the downtown dis- 
tricts shoe merchants report that the vol- 
ume of white sales is very close to 80 per 
cent of total sales while in the outlying 
sections the percentage is lower. Extremely 
hot weather is responsible for the sudden 
and gratifying spurt in sales. Should the 
present trend continue, there is no doubt 
that the merchants will face next summer 
with extremely lean stocks of white foot- 
wear. 

Colored sandals with hosiery to match 
and contrast continue to be of interest to 
Milwaukee shoppers, but have fallen off 
in volume and are not numbered with the 
leaders. Tan suede oxfords and some elk 
sport shoes, as well as the whites, feature 
present selling. Merchants who have been 
east are boosting gore pumps for fall, and 
report laying in considerable footwear in 
the new shades of brown. 


Men’s Business Good 
Black and brown oxfords in the square 
toe effect with light stitching and refined 
appearance are good numbers in shoe es- 
tablishments, according to merchants. 
Men’s business is now better than it has 
been for some time. 


To Meet at Green Bay 


Plans are under way at Green Bay, Wis., 
for the 23d annual convention of the Wis- 
consin Retailers’ Association which is to 
be held in that city on Aug. 20-22, inclu- 
sive. C. W. Hall, chairman of the retail 
division of the Association of Commerce, 
is general chairman of the convention 
committee. 


Tannery Installs Equipment 


In line with the development of water- 
power near Grandmother Falls in the vi- 
cinity of Tomahawk, Wis., the Union Tan- 


ning Co. has installed a 500-horse power 
motor at the Jersey City plant of the com- 
pany and has built a new addition for the 
new motor and generator. 


Remodeling under Way 


One of the finest footwear shops in the 
city will be ready for the Florsheim Shoe 
Co. Milwaukee branch about Sept. 1, ac- 
cording to contractors working on the 
Breithaupt building at Third Street and 
Grand Avenue. The Florsheim store, under 
management of Joseph Klawitter, is now 
located directly across the street from its 
new location. 


Madison Names Boosters 


Ten business men of Madison, Wis., 
members of the Association of Com- 
merce, were appointed to the “Greater 
Madison”’ committee at a meeting of the 
chairmen of the retail lines. The honor of 
representing the retail shoe business on 
the committee went to W. G. Schumacher. 


Milwaukee Plans Show 


Throngs from all parts of Wisconsin 
and surrounding states are expected to 
visit Milwaukee during the big Fall Style 
Show to be held during the week of Sept.7 
to 15 under auspices of the Milwaukee 
Style Week association. Special railroad 
rates will be granted for the entire north- 
west, according to E. H. Breithaupt, 
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general chairman of the show. Shoe mer- 
chants will be prominent among the 100 
merchants who will participate. A. B. 
Caspari of the footwear firm of Caspari & 
Virmond, is vice-general chairman of the 
Milwaukee Style Week Association. 


Shoe Merchant Heads Asso- 
ciation 

John Blum, shoe merchant of 619 At- 
wood Avenue, Madison, was elected gen- 
eral chairman of the temporary East Side 
Business Men’s Association of that city, 
at a meeting held to organize the business 
men of the district into an association. The 
first annual picnic of the new organization 
will be held July 11 at Bernard’s Park. 


Appleton Plans Style Show 


At a meeting of merchants, who parti- 
cipated in the Spring Style Show in Apple- 
ton, Wis., this year, J. F. Bannister, who 
promoted that event; was authorized to 
go ahead with settings for the Fall Style 
Show which will be given on an even 
larger scale than the spring show. 


Shoe Company Incorporates 


Articles of incorporation were filed with 
the secretary of state of Wisconsin by 
the Helmholz Shoe Mfg. Co. of Milwaukee. 
Capital stock consists of 4,000 shares 
common, no par, and 1,000 shares pre- 
ferred, $100 par. Incorporators are C. B. 
Quarles, Anna M. Kaas, and JamesT. Guy. 


New Penney Store 


August Jost, who has been connected 
with the Chippewa Falls, Wis., store of 
J. C. Penney & Co., became manager of 
the new Richland Center store of that 
company on July 1. 


Marathon Co. Addition 


The third unit representing the new 
addition to the large size, modern plant 
of the Marathon Shoe Co. is completed 
and machinery and equipment is now being 
moved into it so that operations may begin 
at once. 

The Marathon Shoe Co. will now have a 
production of 4,000 pairs per day. The line 
has been extended to include staples as 
well as novelties for little infants, infants, 
children, misses and growing girls. 





CINCINNATI 


Cold Weather Curbs Retail Trade 


White Season Satisfactory Due to Periods of Seasonable 
Weather—Advice to Salesmen 


EATHER conditions played a big 
part in causing a lull in the retail 
trade during the week ending June 30. 
The retail shoe merchants as well as retail 


merchants in other lines were hit. The 
white season was in the midst of a most 
profitable period a week previous. The 
torrid weather was responsible, in large 
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measure, for the large volume of business 
on white footwear which Cincinnati retail 
shoe merchants were enjoying. But there 
was a radical change in temperature early 
in the week and unusually cool weather 
prevailed throughout the last part of the 
week. In fact the local weather bureau re- 
ported that never since its establishment 
was it so cold in the latter part of June. 

Of course, this extraordinary condition 
was bound to have its effect on retail busi- 
ness in general. Merchants were stocked 
with warm weather goods and the cold 
spell put a temporary crimp in their busi- 
ness. The weather warmed on Saturday to 
some extent and more sales were made 
than at any other time throughout the 
week. The white season has been entirely 
satisfactory whenever the weather has 
been sufficiently warm to warrant the 
purchase of white shoes. 


Potter Employees Meet 


The meeting of the employees of the 
Potter Shoe Company on June 27 was 
devoted principally to an address by Mr. 
Howard of the Krohn-Fechheimer Shoe 
Company on “Selling Shoes.”” Mr. Howard 
stated that there are two kinds of sales 
people. The first kind is the sales person 
who simply waits on the customer, hands 
out the goods, and is not interested in 
either the customer or the goods. The 
second kind is the salesman who both sells 
and procures business. This salesman takes 
a personal interest in the customer and is 
eager to satisfy his wants. A good example 
of this type of salesman was cited by Mr. 
Howard. He told of a salesman selling ten 
pairs of shoes to one woman just before the 
war. When that salesman came back from 
the army he found his old job waiting for 
him, because he was the type of salesman 
that all firms are looking for. 


Department Store Opens 


The beautiful new home of the Rollman 
Sons and Company, Fifth and Vine Streets, 


opened on Monday, July 2. It ranks 


among the finest department stores in 
America. There is no store anywhere 
which has appointment and service facili- 
ties superior to the new Rollman store. 


Generous Fall Orders 


Orders for fall footwear are coming in 
in good quantities and all units of the 
United States Shoe Company are oper- 
ating on a heavy schedule, according to 
Robert Wise, vice-president of the com- 
pany. 


Cahill Co. Business Good 

Officers of the Cahill Shoe Company 
are very much gratified at the splendid 
volume of fall business which their sales- 
men have booked. There have been many 
orders pleced for the compeny’s Arch 
Brace Shoe as well as for novelties for fall. 
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CLEVELAND 


Retail Shoe Trade at Peak 


Sandal Models with Cut-Out Effects Lead Field in Popularity 
. Rubber-Soled Shoes Strong 


ETAIL stores, particularly shoe 

stores, experienced excellent busi- 
ness during the last two weeks in June. 
Considerable buying was done on Satur- 
days. Stores situated in the districts, in- 
habited largely by men and women who 
work in the factories, have been particular 
gainers in Saturday trade. When the 
weather is hot on Saturday, trade is rather 
light through the day. This is explained by 
the fact that thousands flock to the parks 
and bathing beaches for relief from blister- 
ing heat. In the evening, however, the 
shoe stores were very busy. 

Rubber soled shoes, sometimes termed 
tennis shoes, are selling freely. All during 
June there was a consistent call for this 
type of summer footwear. However, wo- 
men have expressed a preference for the 
sandal with decided cut-out effects and 
this shoe sold even better than the rubber 
soled models. Patents for both street and 
dress wear sold in large quantities. 

P. L. Miller of the Miller United Shoe 
Company, which is the original chain store 
system in Ohio, has announced that his 
company willon August] openits 15th store. 
It will be located at Buckeye road and 
East 89th Street, a district that is coming 
fast as a retail center. The room will be 


prepared especially for the retailing of 
shoes and it will be both attractive and 
convenient. 

With the opening of the new store this 
company will have 11 retail shoe establish- 
ments in Cleveland, one in Akron, one in 
Youngstown, one in Canton and one in 
Alliance. The headquarters and general 
officesare at 2329 Ontario Street, Cleveland. 

This shoe business was established in 
1865 by Philip Miller, father of P. L. 
Miller. A room at 287 St. Clair Avenue 
was the starting point for this very success- 
ful business institution. The father turned 
over the management of the retail stores to 
P. L. Miller 25 years ago, and since then 
the growth of the business has been great. 

In the administration of P. L. Miller, 14 
stores have been opened. Mr. Miller is one 
of the heaviest buyers of shoes for retail 
trade in the Middle West. Each year he 
purchases more than $1,000,000 worth of 
shoes, and he is regarded as one of the 
shrewdest forecasters of forthcoming de- 
mands in this city. 

Another novelty is predicted for Fall by 
Mr. Miller, and he says that the manu- 
facturer, who comes forth with another 
idea like the ““Tut”’ shoes, is going to make 
a clean-up. 





DENVER 


Business on Upward Trend 


Increased Industrial Activity and Gains in Employment 
Factors in Establishing More Money in Circulation 


NCREASED activity in every line.of 

industry and a marked gain in em- 
ployment in the Rocky Mountain States 
have established economical conditions 
so that every able-bodied man desiring to 
work has no trouble in securing employ- 
ment. The department of labor has just 
completed a survey of industrial condi- 
tions. An increase is particularly noted in 
metal mining, mining machinery, agri- 
culture, steel products, meat packing, 
auto accessories, building and public im- 
provements. This expansion of industry 
in this section is placing more money into 
circulation, and as a result all lines of busi 
ness are on the upward trend. 


New Fontuis Company Store 


Announcement was made recently by 
J. J. Fontius of the Fontius Shoe Com- 
pany, this city, to the effect that work will 
be started immediately on a new two- 
story building at the corner of Sixteenth 


and Welton Streets. This building will 
have six stores, the corner store to be oc- 
cupied by the Fontius Shoe Company and 
the other five to be rented. The cost of 
this structure will be $125,000, according 
to Mr. Fontius. 


Convention in Denver 


Robert Johnston of the Johnston Shoe 
Company says business is good at the 
present time and looks forward to even 
better business during July and August. 
Mr. Johnston has just finished closing out 
his line of children’s shoes in order that he 
may have more room for women’s foot- 
wear. 

Mr. Johnston is also president of the 
Mountain States Shoe Retailers’ Associa- 
tion, which will hold its annual convention 
in Denver, September 13 and 14, and he 
states that the convention this year will 
be one of the best of its kind ever held in 
the country. 
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SAN FRANCISCO 


Business Good at Summer Sales 


Hosiery in Contrasting Shades Worn with Colored Footwear 
—Increasing Demand for Higher Grades of Shoes 


UMMER vacations have apparently 

caused no temporary decrease in the 
number of people in San Francisco, and 
Oakland. This is because of an influx of 
visitors, especially those brought here by 
many conventions being held in San Fran- 
cisco and Oakland. Many of the shoe stores 
are holding summer sales, which haye been 
very successful. 

J. G. Rogers, manager of the Bootery, 
staged the successful style show during 
the recent convention of the California 
Shoe Retailers’ Association says: ‘The 
Bootery started its summer sale on June 
27. It was the shortest sale we ever ran, 
but it is traditional with this store to hold 
a sale every summer. We are convinced 
the coming season will be a big one for 
gores, and 20 per cent of our new merchan- 
dise coming in will have goring effects, 
both front and sides. Colored shoes, I be- 
believe, will carry up to August.” 

In San Francisco, there is a diversity of 
opinion shown on the streets regarding the 
color of hosiery to go with shoes of bright 
colors. Some women wear hose to match the 
shoes. Mr. Rogers, when asked the atti- 
tude of the Bootery’s patrons on the color 
question said: ‘““The shoes in vivid colors 
were originally intended for dinner wear, 
and women, in San Francisco, who dress 
expensively, are wearing them with ho- 
siery in contrasting shades: black stock- 
ings with green or red shoes; brown with 
blue shoes, cerise and lavenders with the 
lighter shades of gowns and hosiery; all 
for dinner wear. Somebody started wear- 
ing those shoes in the street, and the style 
has spread.” 

“We are finding an increasing demand 
for higher, grade shoes and have revised 
our goods accordingly,’ said John E. 
Stuard, manager of the Joseph Magnin 
Company’s shoe department. “‘It is grati- 
fying to note that the tendency is not 
toward the cheaper stuff. Business for 
June shows an improvement over that 
for the preceding months of the year.” 


Peters’ Store Re-opens 


Peters Brothers have re-opened their 
men’s specialty shop in the location form- 
erly occupied by them at 766 Market 
Street. The store is attractively finished 
inside. A different color scheme is being 
used for each individual window trim. 
Otto W. Peters is manager of the store and 
the window displays are in charge of Ray 
W. Soothill. 


More Has New Store 


Frank More, proprietor of a specialty 
shoe store at 285 Geary Street, has opened 


a new shoe store at 485 Geary Street, and 
is now devoting his attention to both es- 
tablishments. The newly-opened store is 


63 


fitted up almost as luxuriously as a lady’s 
boudoir. The walls, panelled style, are in 
old ivory and marine blue, and mirrors are 
inlaid. 


A Tieburg Branch Store 


Tieburg Bros. are opening a new branch 
store in Sacramento, to be known as the 
Royal Shoe Co. 





PORTLAND, ORE. 


Rain Retards Sales of Light Shoes 


Colored Novelties Continue in Strong Demand—Beige and 
Gray Are Leaders in Shades 


HE cold, rainy weather, which con- 

tinued all through June, has slack- 
ened the sale of all shoes to an extent and 
has especially retarded sales of white and 
light colored shoes. Retail shoe merchants 
are generally optimistic, however, and be- 
lieve that during the next two months busi- 
ness will make up for lost time. 

Colored shoes have had an increasing 
sale this month, but shoe men do not an- 
ticipate heavy business at any time on the 
bright colors, but find that all combina- 
tions and novelties are good. 


Beige in Demand 


At the Baker store there is a sale for 
beige, gray, red, green and blue novelties, 
according to the manager, R. H. Stewart. 
In heels, Spanish and Cuban are popular. 
Sandal effects in high grade shoes are 
going well. 


A pump with lattice side effect of inter- 
laced straps which contrast in color with 
the main body of the shoe, is a popular 


number at the Baker Morrison Street 
store. Colors and combinations of colors 
are best when worn with contrasting hose. 


Only Women’s Footwear 

On June 19 the Dunlap Bootery opened 
its new store at 347 Morrison Street. The 
slogan of the store is: “Just Feminine 
Footwear; Just Moderate Prices!’’ The 
store intends to cater to women exclu- 
sively, and to feature novelty footwear. 
The new store is under the management of 
J. F. Dunlap and William McCollum. The 
latter was formerly manager of the Pea- 
cock shop. 


New Location and Name 

The Mcllhenney Shoe Co., has changed 
its location from 256 Alder Street to 
Morrison Street between Fourth and 
Fifth. The name of the shop is also al- 
tered with the move to its new store. The 
Specialty Shop is the name now used. 

Green, red, and mountain haze are 
popular and satins are selling well. 





LOUISVILLE 


Men Are Buying Whites Freely 


Linen and Light Weight Clothing in Hot Weather Go Well 
with White Shoes 


ERIODS of hot weather resulted in 
_ good runs on women’s white footwear. 
Men also bought freely of whites in order 
to match their linen clothing which made 
an appearance when the extremely hot 
weather was ushered in. Colored shoes 
continue to sell well, especially red and 
green. Hosiery in vivid colors, in some 
cases to match colored shoes and also to 
contrast, have been in constant demand. 


Reorganization Plans 


It is beginning to look as if there will be 
better co-operation than for some years 
past among retail shoe merchants as a re- 
sult of reorganization of the old shoe as- 
sociation. There have been several ideas 


discussed, and as a result of the reorgani™ 
zation some of these matters can be taken 
up and threshed out to the advantage of 
retail merchants. Some merchants, from 
time to time, have contended that the 
question of employment of salesmen should 
not come up in such an organization, but 
others have favored regulations under 
which one house would not take salesmen 
from another, unless the salesman had 
already left his employment. 


It is contended that there are not as 
many good men entering selling lines to- 
day, because the trades represent faster 
development and larger earnings, and 
money is talking more than white collar 
jobs today. 
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This combination is selling shoes for 
others—it will sell shoes for you 


A bottom combination of “U. S.” Spring-Step Rubber 
Heels and USKIDE is a real sales asset to any shoe. 


“U.S.” Spring-Step—the heel that is right side up, hand- 
some in appearance, delightfully resilient, a leader in 
durability, bearing a trade mark that is accepted by 
millions as evidence of all that is best in rubber— 


And USKIDE—the longest wearing shoe sole in the world, 


waterproof, ground gripping, good looking, and comfort- 


able in every way. 


Here is a combination of salability and durability that 
is making repeat sales for the many shoes that carry them. 


United States Rubber Company 


1790 Broadway New York 


Sole and heel stocks in our following branches: 


BOSTON LOS ANGELES PORTLAND, ORE. 

CHICAGO NEW ORLEANS ST. LOUIS 

CINCINNATI NEW YORK SAN FRANCISCO 
PITTSBURGH 
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Strong Call for Suede Calf in Colors 


NE of the features of the upper 

leather situation is the strong de- 
mand for suede calf. Apparently there has 
never been a time before when the call for 
this finish of calf was so prominent. As the 
very finest calf skins are necessary for the 
highest grades of suede, it is not surprising 
that tanners of this leather are finding it 
- difficult to secure all of the choice skins 
that they could use. 


Good Trade in Suede Calf 


This demand, however, does not affect 
the prices as the top selections of suede are 
still bringing around 60c a foot. During the 
abnormal price situation of three years 
ago, this same grade of leather was bring- 
ing $1.50 a foot. The call is for fancy colors 
and also for black. There is an inprove- 
ment in the call for smooth finished calf, 
particularly in colors. The manufacturers 
of high-grade shoes are always in the mar- 
ket for a certain amount of the best calf 
leather and the leading users are ordering 
in larger quantities. The choice selections 
bring 48c to 50c per foot while the regular 
top grade tannayes are quoted at 45c, 40c 
and 35e per foot for the first three selec- 
tions, 

Large Sales of Hides 

here have recently been large sales of 

hides. Prices of same are approaching the 


and Black 


level of a year ago atthistime. Itis reported 
that over 400,000 packer hides were sold in 
Chicago within the past two weeks, at a 
low price. 

The sole leather market continues quiet, 
although tanners are compelled to main- 
tain the advances placed some time ago, 
owing to the fact that the leather now com- 
ing through the works represents high cost 
hides. The hides from which this leather 
was made were bought at prices ranging 
from 10 to 40 per cent higher than those 
prevailing today. Sole cutters are the larg- 
est purchasers of union sole and they are 
buying in a conservative way. The stand- 
ard tannages of union backs are quoted at 
55c per pound for No. 1 and medium 
weights 52c. Packer steer backs bring 50c 
to 5lc and cow backs 47c. Trading is not 
active in oak sole, although the larger 
buyers are beginning to show more in- 
terest. Oak steer backs are quoted at 50c 
to 55c and for the ordinary tannages 45c to 
50c. Scoured oak bends range from 65c to 
85c per pound. Tanners in sole leather do 
not look for renewed activity until after 
the middle of July. 


Moderate Business in Side Upper 


The quiet state of the upper leather mar- 
ket has caused purchasers to believe that 
concessions in prices would result. This is 


unlikely, however, from the fact that 
tanners are determined to obtain the 
prices commensurate with the cost of 
material and other tanning costs which 
will yield a profit. This is also the reason 
of the curtailment of the last few months 
and there is not a large surplus of leather 
such as was the case two years ago. Trad- 
ing is quiet on side upper leathers, but 
tanners look for better business following 
the Boston Style Show. 

Prices remain the same as for the past 
few months with the top grades of colored 
chrome sides quoted at 30c to 32c per foot. 
Medium grades range from 22c to 28c and 
cheaper selections below 20c per foot. 
There are some job lots of the various 
weights and colors bringing from 10c to 16c 
mostly of the snuffed finish. The best of 
the buck finished leathers in colors bring 
from 40c to 48c per foot. Medium selec- 
tions are quoted at 32c to 40c. White 
buck ranges from 36c to 45c for the top 
grade and the medium and lower grades 
from 22c to 34c. The decline in hide prices 
has prevented a further. advance in these 
leathers. The demand continues strong for 
the fancy finishes of elk leather with the 
top grades of veal sides bringing from 36c 
to 42c. Medium grades 28c to 32c per foot. 
Smoked elk is quoted at 30c to 34c. 

(Continued on page 103) 
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No. 261—$3-15 


Women’s Oxford. Black calf tip 
and trim. Recede last. 

No. 262'2—Brown calf—Recede Last—$3.15 
No. 225 —White buck—Brogue Last—$3.15 















No. 250%—$2-50 


Women’s Oxford. Recede Last. 
Plain white canvas. 

No. 4250—Recede last —$1.85 
No. 4254—Growing Girls’ last—31.85 









No. 290—$3-1 5 
Women’s Strap Sandal. Black 
calf tip and saddle. 

No. 289—Brown calf—$3.15 















-in stock for 
quick delivery 


No. 210 
No. 2 


No. 260%2—$2-75 


Women’s Oxford. White buck tip 
strap and trim. Recede last. 
2—W hite buck—Medium Last—$2.75 
» —Black calf—Recede Last—$2.75 


Women’s Oxford. Black 

calf saddle. 
No. 238—Brown calf —$3.25 
No. 211—White buck—$3.25 





No. 130%2—$2-85 
Men’s Oxford. Plain white 


canvas. Recede last. 


No. 4120—Full Last—$2.25 







These Regent Keds can be ordered from our nearest branch. 


United States Rubber Company 


1923 
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A Hood’s Canvas Footwear Trim at the Nashua Rubber Company. Entered in the 


1923 Prize Window Contest. 


Attractive Literature Sells Canvas Shoes 


Children’s Sports and Vacation Time Are Two Important Factors in Increasing 


Business for Retail Shoe Stores. 


Keds Local Newspaper Advertising 


Contest Will Extend to August 1 


HIS is real rubber soled canvas shoe 

weather. Many merchants the coun- 

try over are taking advantage of it 
to make good window displays and to em- 
phasize to mothers the desirability of 
canvas shoes for children’s vacation wear, 
through illustrated letters. The retail mer- 
chant addresses the letters and mails them 
to the mothers and through the mother, 
they reach the whole family. 


While a Big Seller 

Especially attractive are the white shoe 
trims. Green grass effects are charmingly 
employed in giving the white shoes such 
a cool and comfortable look that women 
folks cannot resist the temptation to buy 
an extra pair, not only for the children, but 
for themselves, for after all, on a warm 
day, there is nothing so pleasing as white 
dress, and shoes and hosiery form a most 
important part of the costume. Men’s 
white canvas shoes should not be neglected 
in the window trim. 

Booklets to the boys and girls make a 
good advertising feature. These are especi- 


ally effective if they are advertised to be 
given freely and they can be made to 
form a permanent ad for a merchant’s can- 
vas shoe department. When the little folks 
come to your store, you can show them 
your various lines and you may be sure 
if they like a certain style, father and 
mother will also like same and buy it for 
them. A booklet on baseball, distributed 
free of charge, will sell baseball shoes, 
and after a short time, your store will be 
headquarters for baseball shoes, if it does 
not already enjoy that designation. 


The local newspaper advertising contest 
on Keds will extend to August 1. This gives 
every merchant plenty of time to send in 
clippings to the Advertising Department, 
United States Rubber Co., Box 12, Station 
G., New York. Electrotypes are furnished 
free to merchants upon application; also 
suggestions for copy, or arrangement for 
copy. 


There are nine prizes, as follows: first 
prize, $200; second prize, $100; third prize, 
$50; six prizes of $10 each. 


Plenty of Brogue Rubbers 


It is a long jump from July to October 
and November—and yet, it is now that 
retail shoe merchants should think about 
the brogue rubbers that they will need for 
those brogue shoes; or shoes with flaring 
or flange heels that they may order this 
fall. It may not be known that there are 
brogue rubbers on the market which will 
fit practically any type of wide heel, no 
matter how great the flare of heel may be; 
there is also a rubber for the modified type 
and for the narrow last. It seems to one 
rubber man that many merchants are not 
investigating the brogue rubber situation 
as thoroughly as they might. They are 
simply taking it for granted that there is 
no rubber for the very flaring type of heel, 
when they may obtain same from their 
rubber manufacturer. It is the opinion of 
a student of the situation that five cases 
of the rubber for the extreme flaring heel 
should be stocked to one of the modified 
brogue, and that the full brogue rubber 


(Continued on page 103) 
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Have These Two Pleasing Styles 
Ready for the Early Fall Trade 


They are the sort of oxfords that will appeal strongly to the majority of well 
dressed men. They are distinguished not alone by good styling but by good 
shoemaking, good leather and materials throughout. sad will bring you added 
prestige, sales volume and profits. 


No. Y 150 = No. Y¥ 251 


No. Y 251 


Black Boarded Calf, Three Rows J Ruby Red Calf Bal Oxford, Calf 


Rope Stitch Sole, jeatherproof 
Middle Sole, 18 Iron Edge, ing- 
foot Heel. -=- Yale 


$5.45 55 $5.05 


of Two Close Stitching and Pinked, Of 
“s 


Quarter Lining, White Weather- 


val (al 7G) 0 proof Middle Sole, Rope Stitch 


vs Sole, 18 Iron Edge,W ingfoot Heel, 





Dealer Influence is secured thru advertising in the Boet and Shoe Recorder. 
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“ Beautiful {eather for Beautiful. Shoes” 


2:5 9 (ARE & SCHMIDT & CO be 
TY ES DETROIT MICHIGAN 


Fanners of the Schmidt Calf Leathers 





Style Conte 


Shoe merchants cheerfully 
supplied with samples 


(CARL & SCHMIDT & CO 0 Ine 
Janners of the Schmidt Calf Leather. 
DETROIT MICHIGAN ~BOSTON. MASS 

Representatives 
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‘Getting More Hosiery Sold Right” 
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Five Years 
Ago 
Unheard of— 






—Today an 
Acknowledged 
Leader! 




































When a Woman Is Buying—- 
That’s the Time to Sell Her! 


New shoes suggest new stockings to every customer— 
why let the sale and the profit go elsewhere? 

The shops that sell on/y shoes are missing a big oppor- 
tunity. A counter of Van Raalte Silk Stockings in your 
store renders your customers a much appreciated service 
and, in addition, shows you a handsome profit. 

Van Raalte Silk Stockings are nationally advertised—every well- 
dressed woman knows they are both smart and durable. You have 
only to show her the style and shade suitable to her shoes to make 
the sale. 

There is a full line of Van Raalte full-fashioned Silk Stockings in- 
cluding staple plain styles and the most attractive novelties—let 
us plan an assortment especially suited to your store. We can help 
you choose just the right numbers for a quick turnover. 


Van Raalte Company, 295 Fifth Avenue, New York 


VAN RAALTE 
Silk Stockings 


Makers of Van Raalte Veils, Glove Silk Underwear, 
S:lk and Suede Fabric Gloves 
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What Do You 
Ring Up Except Sales? 





O you put GOOD WILL in the 

till when a customer has bought? 
You do if she walks away with a little 
more than she bargained for. The some- 
what higher value that is evident 
in Pat-Knit and Mutual-Knit Full 
Fashioned Hosiery is not lost on the 
customer and will not be lost on you. 
It is the best assurance of a steady 
**go-ahead” you can find in hosiery. It 
puts good will in the till with the sale. 


Mills = aleseen,. N. J., Ramsey, N.J., 
Tacony, Pa. 
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Hot Weather and YOUR Hosiery Sales 


Retail sales in some lines of merchandise decline during 
the hot weather months 

This decline has been avoided in the Hosiery Departments 
of many stores by featuring.one or more timely selling 
features of several hosiery numbers that are sure to make 
a strong appeal to their customers. Such timely selling 
features need not be something strikingly “new, as manv 
times there are two or more particular shades which are 
developing a strong demand. 

Thousands of merchants working this idea find the “IRON 
CLAD" line gives the co-operation which all but assures 
success 





They find wanted shades, 
hosiery are obtainable in the 
for prompt shipment—and at PRICES they 
TO PAY. 

At the present, light shades of Hosiery hold the vogue. If 
you are experiencing any difficulty in obtaining your hot 
weather selling needs in Hosiery, send for a range of sizes 
and colors in “IRON CLAD” No. 903, or, better yet 
write for an “IRON CLAD” salesman to call and show 
you his entire line' 


styles and weights in 
“IRON CLAD” line 
WANT 


. No. 903 Will Boost YOUR Hot Weather Sales 


for it is anew pure thread silk mock seam stocking, with an 8-inch extra elastic mercerized lisle top. It has fash- 
ioned marks, 4-ply heel and toe, silk splicing in the high-spliced heel and double sole. No. 903 gives every 
appearance of a full-fashioned hose, with seamless comfort in the foot. 


No. 903—B, Black $12.50 
No. 903—W, White 12.50 
No. 903—CB, Cordovan Brown 12.50 
No. 903—G, Gray 12.50 
No. 903—N, Navy 12.50 


250 Broad St. 





COOPER, WELLS & CO. 





No. 903—AB, African Brown $12.50 
No. 903—SG, Silver Gray . 12.50 
No. 903—R RC, Russian Calf 12.50 
No. 903—Nude, Nude . 12.50 
No. 903—PG, Polo Gray. . 12.50 


St. Joseph, Mich. 
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Only a Small Investment Needed to Start 
a Good Paying Flostery Department 
with the Popular and Dependable 


ROLLINS 
HOSIERY 


Putting in a hosiery department and making it pay is not 
a matter of large stock investment, but of quick stock 
turnover. For a starter, you can put in an adequate stock 
of ROLLINS Pure Silk Full Fashioned Hose for as little 
as $346.50. The rapid turnover of this will finance the 
replenishing and extending of the stock as local demand 


ROLLINS enables you to start with well-known, well- 


liked, nationally advertised Hosiery plus a practical 
PLA N for merchandising it. 


ecAsk Us for Details 
Here's a Handy (oupon ~ 


eA Practically 
ecAssorted Stock 
of Silk Hostery 
in all Colors and 
Sizes 


$346.50 


This assortment is comprised of one 
popular, fast-selling number in 
ROLLINS Full Fashioned Pure 
Silk Hose. It embraces all the shades 
suggested by the fashionable colored 
leathers, in a full run of sizes. There 
is no faster selling or more satisfac- 
tory medium priced stocking than 
this. 





ROLLINS HOSIERY MILLS, 
Des Moines, Iowa. 


ROLLINS HOSIERY MILLS 
DES MOINES, IOWA 


Factories: Des Moines AnD Boone, Iowa 


Salesrooms and Warehouses: 


Cuicaco, gc2 Medinah Building Denver, 1751 Lawrence Street 








. Please send detailed information regarding your Special 
Shoe Store Assortment No. 1 and your Merchandising 
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The Corticelli Silk Company, 
Florence, Mass. 
Dear Sirs: 

May I say just a word in reference 
to your beautiful silk hose, which I secured 
while I was working at the Studio in Holly- 
wood. I felt, when buying the hosiery, that 
any article bearing the name of Corticelli 
would be first class and would be certain to 
give complete satisfaction. 

It certainly has proved to be all I have 
said about it, and | will gladly recommend 
it to my many friends. 

To say | am delighted with the way your 
hosiery has worn is putting it mildly. 

Very truly yours, 
Nita Naldi. 
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Cortice Lli. 





AT HOME 


This letter from Nita Naldi, Paramount's 
beautiful Spanish star, famed for her char- 
acter interpretations in “Blood and Sand,” 
“The Glimpses of the Moon,” and other 
feature photoplays, is one of many similar 
letters we have received from celebrities. 


Corticelli’s luxurious new hosiery is backed by the 
esteem which Corticelli has earned by making good 
silks since 1838. It is aggressively advertised. It is 
hosiery you can heartily recommend to your best 
customers. 

Send for a.copy of the Corticelli Hosiery Style 
Booklet if you want to see a live booklet which will 
help you sell more hosiery. 


Our office nearest to you will gladly give you de- 
tails on this hosiery made by the famed Corticelli 
Mills. The Corticelli Silk Company, New York, 
Chicago, St. Louis, Cincinnati, Boston, St. Paul, 
Philadelphia, Baltimore, San Francisco. 





FINE SILK HOSIERY 
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207 South Street, Boston 


Will the Price of Silk Hosiery Go Lower? 


hosiery market during the last month has 

been a pretty general change of sentiment 
withregard to prices. Untila few weeks agoit was the 
accepted opinion throughout the trade that prices 
would certainly go higher in the near future. But 
some things have happened to change this opinion. 
One of them was the offering of forward deliveries 
by one of the largest producers of staple hosiery in 
the country, at prices which were unchanged from 
previous quotations, and on a few lines slightly 
lower. 

Another thing which has changed sentiment 
is the fact that hosiery does not yet move into 
consumption as fast as it can be produced. And 
a third thing is the important decline which has 
taken place in the raw silk market. 


\ BOUT the only important change in the silk 


Not Necessarily Lower 


It would be very easy to misunderstand the sig- 
nificance of these things and build upon them a 
confident expectation of lower hosiery prices. 
And in order that they may not be misunderstood 
it is necessary to go into some explanation with 
regard to them. In the first place, the big manu- 
facturer of staple hosiery above referred to has 
reasons for doing things, and means of doing them, 
which do not hold for most manufacturers. A very 
large plant has an enormous overhead which goes 
on whether the plant is producing or not, and such 
a plant may find it less costly to sell goods at a 
loss than to curtail heavily or shut down. Further- 
more, when labor is scarce, as it is at present, 
heavy curtailment might mean losing a lot of help 
and great difficulty in building up the organization 
again when demand revived. For these reasons 


such a big manufacturing concern might find it 
good policy during a period of dullness like the 
present to sacrifice profit in order to keep its plant 
going. 
Production Ahead of Consumption 

In the second place the dullness of demand is 
only relative. Silk hosiery is moving very well at 
retail just now, but as has been frequently men- 
tioned by the Recorder, the producing capacity 
of the industry seems to be altogether in excess of 
consumptive capacity. This does not mean that 
manufacturers can sell their goods at a loss. It 
means merely that they cannot get a normal mar- 
gin of profit. It is generally conceded that manu- 
facturers are not getting a normal margin of profit 
at present prices, even based on the original cost 
of their raw material, and certainly not on the 
present replacement cost of raw material. These 
prices for the most part are based on raw silk at 
$7.50 to $8 a pound, and not only has raw silk ad- 
vanced from this level but labor cost also has 
advanced. Consequently, no matter how demand 
shapes up in relation to supply, manufacturers 
cannot lower their quotations except the raw silk 
market goes substantially lower—say, below $8 
a pound. 


Raw Silk Market Off 


Nobody seriously pretends to know what raw 
silk is likely to do. It has declined since the month 
of May from around $10 a pound to around $8.50. 
There is a pretty general impression that this is 
about the low mark and that an upward reaction 
will set in before long. It all depends. The demand 
for raw silk at present, both from the broad silk 
industry and the knit goods industry, is very 
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slack—has been for some time. And arrivals of new 
crop silk during the next few weeks must swell 
existing stocks considerably. Under such circum- 
stances the market would naturally decline. But 
a revival of demand sooner or later seems inevit- 
able, and just as naturally it would bring about a 
stronger market. 


Price Trend Not Established 


It seems pretty certain that if the silk market 
does not go below $8 a pound within the next few 
weeks it will not do so for a long time to come. 
And if it does not go below $8 a pound, lower 
silk hosiery prices appear to be out of the ques- 
tion. 

While, of course, if it goes up again, higher silk 
hosiery prices are bound to follow. This is a pretty 
indefinite prospect, but it is about as near as one 
can get to the truth of the matter. At least it ap- 
pears to be a sufficiently safe conclusion that lower 
silk hosiery prices are not probable. 

Of course, all this is somewhat of an academic 
matter to most buyers at present, because as a 
general thing it is not necessary for them to buy far 
in advance. 


Nevertheless the policy of buying for quick 
delivery is not practicable nor advisable on 
all lines, and any buyers who are holding 
off for fear of a lower market may be assured 
that there is little basis for such a fear. It is 
well to be covered ahead to a reasonable ex- 
tent on staple lines, as in this way a buyer 
can be sure of getting what he wants and is 
at the same time protected against a rising 
market, such as is apt to develop at any 
time. And at present the danger of a lower 
market is so remote that the risk is negli- 
gible. 


The one real danger of a market like the present 
one, as the Recorder has often pointed out, is the 
increased production of inferior goods. When com- 
petition for business is so keen that many produc- 
ers cannot stand the gaff, they try to make a profit 
by lowering the quality of their product. It greatly 
reduces the cost of raw silk, for instance, if 30 or 
4© per cent of it is metal. And there are many 
methods of substitution and many ways of skimp- 
ing on production which enable a manufacturer to 
turn out a stocking that looks like a reliable 
article at the same price, but isn’t. Not to put 
too fine a point on it there is a lot of silk hosiery 
on the market these days which isn’t worth giving 
away. 

Buy from Reliable Sources 


Buyers should be constantly on the look-out for 
this. If a buyer is himself a competent judge of 
quality he can, of course, depend on his own judg- 
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ment, and will not buy any line except he is satis- 
fied that the quality is as represented. But if a 
buyer is not really a competent judge of the qual- 
ity of hosiery—and most buyers are not—his only 
protection is to buy only from manufacturers or 
jobbers whose reputation is above suspicion. The 
Recorder has said this several times before, but it 
cannot repeat the warning too often, because the 
market is full of inferior hosiery which looks good 
enough to an inexpert eye, and nothing will so 
easily ruin a promising retail hosiery business as 
to sell hose which are found by the customer to be 
no good. 


Quality Must Be Maintained 


If a store once gets a name for selling unreliable 
hosiery it might just as well close up its hosiery 
department altogether. It is absolutely vital to 
the success of a store to maintain a reliable quality 
in the goods it sells, whether these goods be low- 
priced or high-priced. The following is suggested 
as a rule which every buyer of hosiery in a shoe 
store should follow religiously : 


Do not under any circumstances buy ho- 
siery from any source on which you cannot 
absolutely depend, even if you can get it 
25 per cent cheaper, because no profit that 
you could possibly make on any purchase 
could repay you for loss of confidence on 
the part of your customers. 


Mercerized and other cotton hosiery is very 
quiet just now, and buyers are waiting to see how 
the raw cotton market develops before committing 
themselves for advance deliveries. At present no 
price changes one. way or the other seem to be 
impending, but indications point to higher cotton 
—perhaps very much higher cotton—before the 
new crop is harvested, and in such case advanced 
prices on all kinds of cotton hosiery, and cotton- 
mixed hosiery, may be expected. Regarding wool 
hosiery the general opinion is that prices will re- 
main unchanged, as least for the early part of the 
fall season, with the possibility that they may go 
higher later on. 


Interesting Novelties Displayed 


Infants’ hosiery for the new season was opened 
quiet generally in the New York market last week. 
Prices on those lines which were carried over from 
last season are unchanged or slightly lower in 
some cases. The infants’ hosiery market has been 
very dull for some time, and it was generally felt 
that more novelties were needed to give it life. As 
a result the new lines include an unusual variety 
of interesting novelties, among which various arti- 
ficial silk and mercerized cotton mixtures are 
especially prominent. 
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A full page of full-fashioned hosiery shown at the Brooklyn 
Style Show. Hosiery displayed at this exhibition was selected 
from the line of the Propper Silk Hosiery Mills. 





At the top is shown hosiery of a light shade ornamented 

with fancy clocking and contrasting with the patent leather 

shoe. In the middle, hosiery and shoes match, contrast 

being given by the clocking. At the bottom, pure contrast 
is achieved—black satin and light gray. 
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Hosiery department in W. G. Simmons Corporation Store, Hartford, Conn. 


It All Depends On What You Buy 


Quality Rigidly Maintained, Plus Ability to Supply Wanted Colors and 
Novelties Have Spelled Success for this Hosiery Department 


UALITYandserviceare the twochief secrets 

of success, according to Miss A. L. Clif- 

ford of the W. G. Simmons Corporation, 

Hartford, Conn., who has built uponeof the 
finest and most successful hosiery departments in 
the country. It is no easy thing to establish in a 
shoe store a hosiery department to which people 
come for unusual styles, colors or qualities that 
they cannot find in other stores, and which has the 
reputation for being able to supply anything in 
the hosiery line that a particular woman might 
want. But such a department Miss Clifford has 
succeeded in building up. 


One Man’s Medicine, Another's Poison 


It is to be remembered, of course, that the W. G. 
Simmons Corporation is a high-class shoe store, 
catering to the best trade in the city, and a policy 
which would be successful in such a store could not 
be applied so successfully to a store catering toa 
strictly popular trade. Nevertheless, it is not an 
exclusive and expensive store. In hosiery the lines 
carried range from staple full-fashioned silks re- 
tailing at $2 a pair to fine novelties retailing at $8 
and $10 a pair. In other words it avoids the very 
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high-priced or the very low-priced lines. There 
must be thousands of such stores in the country, 
and it would consequently be possible for them to 
follow a similar policy with similar success. 


Buyer, Must Have Skill and Courage 


The first essential tothe success of such a policy, 
according to Miss Clifford, is judicious buying. 
The buyer must have both skill and courage. In 
other words the buyer must have not only a flair for 
what is good style but the nerve to act absolutely 
according to his or herown judgment. The most im- 
portant thingin buying, Miss Clifford says, is the ex- 
act matching of shoe colors. This is becoming more 
and more important. A very wide range of colors 
is being brought out by shoe manufacturers these 
days and women to an increasing extent are in- 
sisting on hosiery that will match them exactly. 
Miss Clifford consequently gets the new leather 
samples as far in advance as she can, and studies 
them. 

It is not always easy to get these samples 
nowadays, but usually it can be done. The new 
shoe lines, of course, are studied as soon as they 
appear, and also the new fabrics. 
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How to Match Leather Colors 


Even with all this data the exact matching of 
colors is difficult enough, because the same shade 
will not come out exactly alike on leather and on 
silk. 

It requires good color judgment to match 
them exactly. But Miss Clifford finds that it 
pays. In her hosiery stock she has colors to match 
exactly every shoe in the store, and many addi- 
tional pairs both of hosiery and of shoes are sold 
because women know that they can get this exact 
matching in the store. She makes a point of being 
able to match the fashionable fabrics as well. 
Contrary to most buyers she is not afraid of hav- 
ing hosiery dyed especially to her order, a dozen of 
a color. While the Recorder representative was talk- 
ing to her she showed him a consignment of hosiery 
that had just arrived after being dyed specially for 
her in dark green, lavender and other colors to 
match crepe de chine dresses. Although the colors 
are most unusual for hosiery, she has not the 
slightest fear that she will not dispose of them. 


Wide Range of 

Novelties Carried 

Miss Clifford 
carries an excep- 
tionally wide 
range of novelties, 
and finds it a good 
policy for her class 
of trade. This is 
rather a risky thing 
to do, and a buyer 
must have very 
good judgment in 
making selections 
if it is to be done 
successfully. Butso 
long as the buyer is 
a good judge of 
what is wanted or 
likely to be wanted 
she thinks that_it 
is a good thing to 
do, because it helps 
the prestige of the 
store, it helps to 
build upadditional 
patronage among 
customers who 
come there because 
they cannot find 
what they want in 
the stores they usu- 
ally patronize, and 
finally it is possible 
as a rule, to make 
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a larger margin of profit on novelties thanon staple 
lines. At present, she pointed out, novelties are 
not so big as they have been. The vogue of the 
cut-out shoe has hurt them a great deal, and 
women at present are wearing plain silk with these 
shoes even on the golf links. But, she believes, 
nevertheless, that novelties are here to stay, and 
will become big again after a time. 


Quality Very Important 


Next to the fullest possible service in color and 
style, the most important element in the success of 
a hosiery department, Miss Clifford says, is qual- 
ity. In fact, she thinks it may be the most impor- 
tant element of all. To provide always the best 
quality obtainable for the price, and to maintain 
this quality undeviatingly, is also a difficult task 
for the buyer. It requires knowledge and judgment, 
because, she says, even the most reputable lines 
may fall off in quality owing to some change in 
the management or policy of the producing firm. 
It is her policy to discontinue a line whenever she 
notices any deteri- 
oration in the qual- 
ity. 

In buying hosi- 
ery she is guided 
by the value of the 
actual goods and 
not by reputation 
of the maker. She 
carries some well- 
known branded 
lines and some that 
are neither well- 
known norbranded. 
It makes little dif- 
ference to her, she 
says, whether the 
hosiery is a well- 
known brand or 
not, so long as it is 
good value for the 
money. By main- 
taining a consis- 
tently high stand- 
ard she has trained 
her public to de- 
pend on the repu- 
tation of the store 
rather than the re- 
putation of the 
manufacturer. If 
her customers ask 
for a certain brand 
it is because they 
have already 
(Continued on Page 100) 


An open-work net, glove silk stocking from the line of the Lady Fair Hosiery Co. 
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Dainty, open work lace clock 
from the line of the Van 
Raalte Co. 
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Browns and Grays for Autumn 


HERE is not much variation in the style 

trend in hosiery, but there have been a few 

changes during the last month which are 
worth noting. For instance, white hosiery has 
come very strikingly to the forefront, and seems to 
be fulfilling the predictions of those who forecast 
an unusually big season for white. If July and 
August give us much of the torrid weather 
experienced during the last two weeks of June 
there is no question about the fact that white 
hosiery will sell like hot cakes. Plain whites are, of 
course, in the lead, but white with colored embroid- 
ered clocks are also very big, as the Recorder 
predicted they would be. 

In colors there seems to be a trend away from 
the nude and near flesh shades, with a greater 
concentration on the soft tan or sand shades and 
the grays. These shades, together with black, are 
generally held to promise best for fall, with prob- 
ably a good call for cordovan and other dark 
browns. But the fall trend is still somewhat 
indefinite. 
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Watch Shoe Colors 


The matching of shoe and hosiery colors is 
becoming such a widespread practice among women 
that buyers can be guided pretty well by what is 
selling in shoes. Some women like to match their 
hose exactly to their costumes, but except in the 
case of more or less staple colors, such as black and 
white, and certain tans, browns and grays, this 
usually means having the hosiery dyed to order. 
In ordering colors, outside the staple ones, the best 
plan for a buyer is to be guided by the shoe colors. 

Concerning novelties there is considerable differ- 
ence of opinion as to how big they are. In an inter- 
view with a very successful hosiery buyer, appear- 
ing elsewhere in this issue, the opinion is expressed 
that novelties are not as big as they have been or 
were generally expected to be, and the reason 
given is the vogue of the cut-out shoe, which has 
led many women to wear plain silk hosiery even 
for sports. This seems to be about the truth of the 
situation, although some sellers maintain that 
novelties are big this season. Of course, it is 
relative. 
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Good Novelties Sell Well 

Good novelties unquestionably are selling well 
and will continue to sell well. Novelty hosiery is 
here to stay, although its vogue may vary from 
season to season. At present it seems to be experi- 
encing a lull. Later, in all probability, it will 
come back strong. Embroidered clocks on white 
hosiery, as already noted, are very good, but 
otherwise they are not wanted. Except on white 
hosiery the lace or French clock is the thing. 

In regard to weights, chiffon hose continues to 
be the outstanding feature, and it may be said that 
they are likely to continue so for quite some time, 
if not indefinitely. There is considerable difference 
of opinion as to how long the vogue for sheer 
hosiery is likely to last. In the opinion of the 
present writer they are here to stay as an im- 
portant staple type. There are advantages of ap- 
pearance in a sheer stocking which have an irre- 
sistible appeal to most women. On the surface they 
appear to be suitable only for mild weather or 
for strictly indoors wear, as they do not offer a 
particularly sturdy protection against inclement 
weather; but judging by the extent to which they 
were worn on the streets of New York, for in- 
stance, last winter, 
this consideration 
does not. count 
very much. 


Newer Chiffons 
Wear Well 


The one really 
plausible argu- 
ment against 
chiffon hose has 
been their lack of 
wearing quality. 
This is a weakness 
which the _ best 
manufacturers 
have sought to 
overcome from the 
beginning and 
have now over- 
come very success- 
fully. The strength 
andwearing 
quality of the best 
chiffon hose now 
on the market are 
really surprising. 
On the other hand 
there is alot of chif- 
fon hose being sold 





which has about as Interesting sport design printed in fast colors on a glove silk stocking. From the line of 
the Shanahan Company. 


much wearing 
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quality as tissue paper. It is a difficult thing 
to make a sheer stocking well. It requires 
the very best kind of raw material and a lot of 
skill and care in the knitting. By using the best 
raw material, by using very fine gauge machines, 
and by various other methods, many manufac- 
turers are able to turn out sheer stockings of 
remarkable durability. 


Sport Silks and Lisles in Demand 


Medium-weight silk hose with cotton tops and 
feet continue to be an outstanding item in demand, 
since they can be offered in good qualities at 
prices within the reach of the economical purse. 
Heavy-weight silks are being worn to some extent 
for sports use, and sports lisles are also in good 
demand. Plain mercerized hose appear to be dull, 
although they are selling to some extent. There 
continues to be a fairly steady call for natural and 
artificial silk mixtures, and silk plaited over 
mercerized, especially in men’s half hose. Men’s 
clocked lisle half-hose, most of them apparently 
imported, are said to be selling well in some 
quarters, and there is also a certain amount of 
activity in fancy-topped wool golf hose. 


Rosaine H ostery 
Moves to Larger 


Quarters 


Rosenhain Com- 
pany, Inc., distrib- 
utors of Rosaine 
hosiery have 
leased the entire 
fifteenth floor at 
220 Fifth Avenue, 
New York City. 
They will take pos- 
session soon. 

The rapid ex- 
pansion of Rosaine 
Hosiery sales has 
made it necessary 
to procure more 
adequate space. 
Their new quarters 
—which allow 
larger showrooms 
and office space— 
will enable them 
to give more effi- 
cient service to 
their dealers. 


What leather 
colors are you buy- 
ing for Fall? 
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The patented Arrowhead “Cushionweave” 
stitch makes beautiful silk stockings more 
beautiful, without sacrificing the long 
wear which comes from the reinforcement. 
It is sure to make bigger hosiery sales for 
you because it is so self-evidently better 
that customers are sold at the very first 
glance. 

No more rough edges at the reinforcement, 
no more loose threads to disfigure and 
mar the neat appearance of the hose. 
Just a smooth, continuous stitching of 
the fabric, more beautiful, 
longer wearing, more com- 
fortable. 





Show this to the Customers who Sigh for 
Something Different 


Style 3500 (and 7500) in the Arrowhead line are distinguished by the 


“Cushionweave’’ reinforcement 






Ynys 
Yay 
\ 


Style **3500"" 


Extra fine gauge, medium weight, 21-inch boot of pure 
Japan silk. Elastic mercerized top, mercerized heel and 
toe. “Cushionweave” reinforcement and wide panel 
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back. Colors: Black, White, Cordovan, Fog. Sizes 8% 
Eee 


to 10. Price perdozen....... 
Style **7500"" 


The same as style “3500” except boot of a mixture of 


ized top, heel and toe. 













“Cushionweave” gives you a rare op- 
portunity for new sales—more sales— 
fast sales. This new sensation in hosiery- 
making is being broadcast to the women 
of the nation by continuous advertising 
in such magazines as The Saturday 
Evening Post, The Ladies’ Home Journal, 
Good Housekeeping and others. 

If you have not stocked Styles “3500” and 
“7500” in the Arrowhead line you are 
missing the chance to get in on the fast- 
est selling, most profitable hosiery inno- 
vation in years. 


RICHMOND HOSIERY 
MILLS, Inc. 


Established 1896 


Chattanooga Tennessee 
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pure thread Japan silk and artificial silk with mercer- 


Price per dozen... .$10.00 
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All wool socks for men in various colors, plain and clocked. From the line of the Auto Knitter Co. 


Here’s Some Useful «Dope” On How 
Hosiery Is Knit 


in manufacturing different kinds of hosiery, 

which will be described in subsequent is- 
sues, it may be well to set down a little elementary 
information about knitting in general. There are, 
roughly speaking, two classes of textile fabrics, 
each of which is constructed on totally different 
principles. These are woven fabrics and knitted 
fabrics. The process of weaving consists funda- 
mentally in interweaving one set of threads, known 
as weft or filling threads, over and under another 
set of threads, known as ground or warp threads. 
In other words, a woven fabric consists of at least 
two distinct sets of threads. The process of knit- 
ting, on the other hand, consists fundamentally in 
bending the thread into a series of loops, and con- 
necting these loops with one another so as to form 
a fabric. In other words, a knitted fabric consists 
of one continuous thread. 


Watch Your Wife Knit a Sock 


The process in all its essentials can be observed 
easily by watching a woman knitting a stocking 
or a sweater with a pair of knitting needles. With 
a ball of yarn and a pair of needles she makes suc- 
cessive rows of loops, each row being connected 
with the preceding row. This is known as plain 
weft knitting, and is the process most commonly 
used for hosiery. Another form of knitting, known 
as warp knitting, consists essentially of making a 
connected chain of loops (instead of unconnected 
rows of loops) and joining up the different chains 


B ivnen going on to the operations involved 


with one another so as to make a fabric. This proc- 
ess is virtually identical with crocheting, and is 
not used for hosiery. 


How Rib-Knitting Is Done 


Another form of knitting is known as rib-knit- 
ting. This is really a variation of plain weft knit- 
ting. But instead of having the different rows of 
loops connected up with one another in a regular 
way, some of them are connected on one side of 
the fabric and some on the other. This causes ribs 
to appear on the face of the fabric, as well as on the 
back. In its simplest form, when alternate loops 
are connected on opposite sides of the fabric, the 
fabric looks the same on both sides. It may be 
varied, however, to a very great extent. For in- 
stance, three or four rows of loops may be con- 
nected on the face of the fabric, to every two rows 
connected on the back of the fabric, thus forming 
broader ribs on the face than on the reverse. In 
this way the ribs may be made very broad, as in 
some types of ribbed golf hose, for example; or 
they may be varied in width in the same fabric. 
The ribbed stitch gives greater elasticity to a knit- 
ted fabric, as well as permitting of great variation 
in design, and for this reason it is used very exten- 
sively in the hosiery industry. 

Between the plain stitch and the rib stitch 
much variety of pattern can be obtained. It is se- 
cured by varying the character of the rib forma- 
tion, by dropping or adding stitches at regular 

(Continued on page 89) 
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If you'll tell us your 
full-fashioned hosiery 
troubles, we'll show 
you samples at our 
expense. Also, we will 
gladly show you how 
others have built up 
a common-sense ho- 
Siery department on 
the Staple Numbers 
in which the Merrill 
Hosiery Company 
specializes. 


~ 
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(lj Profi ts for OUr / P 
Vepartment 


We’re BIG enough to 


work with you. 


We WANT to work 
with you. 








There’s real co-opera- 
tion awaiting you in 
this mill. 











Merrill Hosiery Co. 


Main Factory 
HORNELL, N. Y. 
New York Office 
229 FOURTH AVE. 
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y Gordon Hosiery builds confidence for 
/ your hosiery department because every user 
e becomes more and more satisfied with them, 
3 as they wear and wear. 
- Gordon Service is every day more and 
| more of an asset to your hosiery department. 
y Established lines of Gordon Hosiery filled in 
vit as you need them, assures quick turn-over and 
y] clean stocks, consequently fewer mark- 
» downs. 
Wy ) Increased production in our mills making 
4 Gordon H300 and Gordon H600 allows us 
v/ to offer increased stock service to our old 
‘ friends on these well-known numbers, and 
4 to invite the interest of new ones. 
% The percentage of mail order increase for 
vy the first six months of 1923 is the largest in 
% our history of fifty years, and shows the ap- 
Ni preciation of Gordon Hosiery Values and 
| Service. 
| 
7 
¥ BROWN DURRELL COMPANY 
th Gordon Hosiery - Forest Mills Underwear 

4 ' New York Boston 

, 

»/| 
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Some Useful ““Dope’’ on Hosiery 


(Continued from page 85) 


intervals, and by using yarns of different mate- 
rials, different sizes or different colors. Manufac- 
turers are continually experimenting in these 
matters, and im- 
provements in ho- 
siery machinery 
are continually be- 
ing made, so that 
the range of novel 
patterns in hosiery 
is very great and 
steadily increasing. 
Not a season pass- 
es that does not 


see the introduc- 
tion of a number of 
novel patterns. 


Some of these are 
novelties of con- 
struction, andsome 
are novelties of 
color design or fin- 
ish. The methods 
of dyeing and fin- 
ishing hosiery will 
be described in a 
later chapter. 


Knitted Fabrics 


: Above— 4 Burson De Vore 
Are Elastic aa wns 


fashioned stocking of spun 
silk shown by courtesy of 
Krueger-Tobin. 


Knitted fabrics 
have certain spe- 
cial qualities of 
their own, which 
give them a su- 
perior advantege 
for certain pur- 
poses. Their most 
valuable quality is 
their elasticity. This is a natural result of their 
construction, and it makes them particularly 
suitable for garments which must be fitted close 
to the body and stand the strain involved in 
the constant movement of the muscles and 
joints—such as hosiery and underwear. The 
elasticity of a knitted fabric can be reduced or 
increased according to the use to which it is to be 
put, by varying the method on knitting. But no 
matter how closely it is knit it has always more 
elasticity than a woven fabric. It has also the ad- 
vantage of being more porous, and consequently 
more healthy for wear next to the skin. And as 
knitting yarns are usually softer spun than weav- 
ing yarns, it is usually more absorbent. Finally, 
it can be produced more rapidly and economically 


Below—A multi-colored de- 

sign printed on glove silk. 

From the line of the Shana- 
han Co. 
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than a woven fabric, and therefore costs less 
quality for quality. 


The Invention of the Knitting Machine 


Originally all stockings and other knitted fab- 
rics were knit by hand with two or three needles, 
exactly as women knit stockings or sweat- 
ers at the present day. This method of 
knitting persisted unchanged until the end 
of the 16th century, when an English cler- 
gyman named William Lee invented a 
machine, known as a stocking frame, by 
which hose could be knit more quickly and 
easily than by hand. This machine was able 
to turn out plain-knit hose of fairly fine 
quality at a comparatively rapid rate, and 
it really was the ancestor of all the marvel- 
ous knitting machines of the present day. 
Its inventor, however, died a poverty- 
stricken and broken-hearted exile in France 
having failed to se- 
cure any recogni- 
tion or any rights 
for his important 
creation. 


Power First Used 
in 1857 


Nevertheless it 
is on this creation 
that the modern 
knit-goods indus- 
try is founded. 
Lee’s machine was 
improved in 1620 
by an apprentice 
of his, named As- 
ton, so that it 
could make much 
finer hose than the 
original. This im- 
proved machine 
gradually came to be widely adopted. No further 
important improvement was made until about the 
middle of the 18th century, when an Irishman 
invented the tuck presser for making raised 
patterns. A few years later an Englishman named 
Jedediah Strutt invented the ribbed stitch. Various. 
other improvements came before the end of the 
18th century, including machines for making lace 
fabrics, fleece fabrics and warp knit fabrics. 

All of these machines were, of course, worked by 
hand, and it was not until after the middle of the 
i1gth century that power was applied. The applica- 
tion of power was made possible by the invention 
in 1857 of the rotary frame which was worked by a 
rotary drive and had a mechanism for narrowing or 
fashioning the fabric. 
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go 


Wherever you are ,~ 
jobber fo 





ask your 


— 











Number 515 carried in stock 
in the following colors: 
Gun Metal Pearl Gray 


Black Beige 
White Cinnamon 
Cordovan Seal 

Nude Fawn 
Mode Otter 


Silver Gray Medium Gray 
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Che S: tockings that ‘Hosiery 
‘Manufacturers’ Wives Wear 


A STOCKING that will completely satisfy 


the insistent demand on every side for 
popular priced, full fashioned hosiery of extreme 
durability and beautiful appearance. 


Hollywood Hose is guaranteed full fashioned. 
Highest quality pure dye silk. Mercerized top 
and sole. High spliced heel and extra reinforced 


toe. 
Triple Service 


Stock on hand for the jobber. 
Quick turnover for the retailer. 
Wear, style and perfect fit to the consumer. 


YOouR JOBBER CAN GIVE YOU SERVICE 
HARRINGTON & WARING 
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Hosiery and Shoes cleverly linked in the Wetherby-Kayser Store in Pasadena 


Is Hosiery Inseparably Linked with Shoes 


in Your Store? 
Fust a Losing ‘Department Isolated and Self-sufficient Is not 


Enough in 


HE opportunity of merchandising hosiery 

is expanding. A clear leadership over every 

other type of store is coming to the alert 
shoe shop that carefully harmonizes shoes and 
hosiery to please the eye of the customer. The 
advantage that the shoe merchant has over every 
other store is not being utilized to the full by any 
manner of means. 

The average hosiery display is usually built 
around a big card indicating that hosiery is sold 
on the premises. The hosiery is draped like so 
much cloth even though a spectrum of colors may 
be used as a center piece. There is no intrinsic 
beauty in a piece of silk being laid over a board 
and that alone indicating that the store handles 
hosiery. 

What are the alert shoe stores of this country 
doing to penetrate the feminine mind with that 
buying impulse? “Here are beautiful stockings 
that exactly match the shoes we carry.” Then 
somewhere in the window, all the time a little unit 
display showing the shoe and the hosiery with 


Shoe Stores 


possibly a fan or some little accessory to link it up 
with the occasion. 

This little gem of an idea is one that is being 
very effectively used on the Pacific Coast. Every 
display of hosiery has with it a little high light of 
shoe fashion with one or more accessories such as 
we have mentioned. On pedestals, six inches from 
the floor, put near the entrance of the store you 
will see a trim little shoe with precisely the correct 
toes, draped near it. 

It is these little high lights that catches the at- 
tention of the feminine buyer. 

Two outstanding hosiery departments have 
solved the secret of blending shoe and hosiery 
colors so that the customer instinctively buys 
both at the one sitting. The hosiery departments of 
Wetherby-Kayser at Hollywood and Pasadena are 
worthy of very careful study. We show the full 
pictures of the departments but they are only the 
working sections for the completion of sales. 

The spirit of hosiery is carried right through the 
store in every window display, in every interior 
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“You Just Know 


McCallum 














Wetherby-Kayser 
Shoe Company’s 
Hotel Ambassador 
Shop, 

Los Angeles, Cal. 


. 
Showing the unique 


manner in which 
hosiery and shoes are 
displayed together. 








WETHERBY-KAYSER SHOE COMPANY, 
at its original shop on Broadway, 
Los Angeles, was the first shoe store 
in southern California to install a 
separate hosiery department. Now, 
each of the five Wetherby - Kayser 
Quality Shops in Los Angeles, Pasa- 
dena, and Hollywood features hosiery 
strongly. In fact, Wetherby-Kayser 
considers that featuring hosiery brings 
in many new prospects for shoes. 


Mr. Emil Kayser, President, writes: 
““We successfully cater to a most 
critical trade and have found 
McCallum Silk Hosiery for both men 
and women most satisfactory in turn- 


Where styles and “movies” are made 


over and the upbuilding of a satisfied 
clientele.” 

From Fifth Avenue, New York, to 
Broadway, Los Angeles, wherever crit- 
ical women shop, there are McCallum 
Silk Stockings found in favor. Their 
exclusive styles, authoritative colors, 
and distinctive quality hold old cus- 
tomers and make new ones. 

McCallum offers a complete line 
starting at two dollars. By featuring 
McCallum $3 to $5 styles, as do 
Wetherby-Kayser, successful shoe 
stores have unlimited opportunity for 
profitable development of a successful 
hosiery business. 


McCattum Hosiery Company, NorTHAMPTON, Mass, 


New York ; Philadelphia 





Boston . Chicago 


She Wears Them” 


SILK HOSIERY 
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Another view of the Wetherby-Kayser Store. 


trim, in the advertising and so intertwined with 
the idea of service that it is inevitable that a big 
and growing business goes on. 


The Competition of “Knowing Style’ 

The shoe stores of California serving the high 
class of trade are subject to tremendous com- 
petition. The biggest item of competition is the 
fact that well dressed women who patronize these 
stores are aware of the very latest combinations 
and with super-style in their apparel and they 
must have the equivalent in slippers and hosiery. 
Therefore, the buyers must be conversant with 
style in apparel as far in advance as possible. The 
Wetherby-Kayser store in Hollywood has a dis- 
tinct advantage in being adjacent to one of the 
finest apparel shops in America; in fact, a little 
door connects the two shops and they have the 
friendliest of business relations. 

“The big town” way of selling hosiery may seem 
far in advance of the needs of your community but 
no artist ever took as his ideal a daub of paint 
flung by an amateur. Instead, he looks to the 
masters for inspiration. 

The same is true of selling ideas which the store 
must have to get the attention and trade of high 
liners. People who buy fashionable merchandise, 
know what they want and insist upon it. The big 
stores are a very interesting study. When you 
travel, don’t merely take a sly glance at a big 
store window, but go inside. Meet the proprietor 
and let him tell you the features of his business. 


The proper Hosiery shown with the proper Shoes 


Ideas for the Asking 


Retail association work has made the broad 
brotherhood of shoe merchandising a very helpful 
thing to all shoemen. You will find that if you ask 
the big store man for advise on some problem that 
is troubling you in the merchandising of your 
hosiery, that he will gladly give you of his time 
and advice. He feels complimented by your in- 
quiry. He is fraternally a good fellow to know. 

With so many merchants hosiery is being an 
incident in the business. In the big store with its 
great investment in hosiery, it becomes a serious 
problem as to colors and blending, texture and 
weaves. Eventually the experience that he is going 
through in the merchandising of his higher grades, 
will be extremely valuable to you for the big town 
usually leads in the merchandising of commo- 
dities extending miles in every direction. 

You can skip over the extreme novelties and 
expensive types of hose, but never forget that the 
ordinary staple blacks are subject to the competi- 
tion of special sales and department store leaders. 
You can carry a distinctive line of hosiery linked 
up with your footwear so that the customer can- 
not resist the expenditure of an extra two spot. 

Women are beginning to demand the service of 
hosiery in shoe stores because of the distinct pos- 
sibilities in the blending of colors. It is for ‘that 
reason that the biggest future in the merchandis- 
ing of hosiery lies with the shoe stores of this 
country. 
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For Fall 
Let Your Chiffons Be 


rtZraf 


We are now booking orders for 


delivery during the 
of the year 


$19.50 per dozen 


We are now making all 
the latest colors for Fall 
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“A Work of Art’’ 
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All-Silk Full-Fashioned 


CHIFFONS 


Are Superior 






balance 


Manufactured 
Exclusively 


ritcra 





SILK HOSIERY MILL 


Reg. U. S. Pat. Office 


9. 


10. 


11. 


We outline a few 


reasons why 


. Longer in length 


“31 to 32 inches” 


. Deeper welt 


“Prevents garter runs” 


. Finer gauge 


“Beautifying texture” 


. Forty-five perfect 


colors 


“To match or contrast with 
all popular shoe shades” 


. Heavy and narrow heel 


“Guaranteeing wear” 


. Narrow sandal sole 
. Heavy and short toe | 


“Guaranteeing extra wear” 


. Absolutely clear and 


free from streaks and 
clouded lines 

“ Made from finest silks especially 
selected for our chiffons” 
Narrow ankle and fash- 
ioned to fit snugly 


Especially designed for 
present style shoes 


Prompt service and de- 
livery 


Requests for samples will be given my 
personal attention. 


ff resident. 


Erie Avenue and Amber Street, Philadelphia, Pa. 





nm “Its Dainty, Flawless Texture Wears Like Iron’’ & 


3 
5 


35) 
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To the Readers of 
the Hosiery Section 


The editor of the Hosiery section of the Boor 
AND SHOE REcoRDER will sincerely appreciate it 
if all retail shoe merchants who sell hosiery will 
send in the name of their hosiery buyers or hosiery 
department managers—both names if there are 
two. 

Just write the name or names on your letterhead 
and address them to the 


BOOT AND SHOE RECORDER 
(Hosiery Section) 
207 South Street 
Boston, Mass. 


Our object in compiling this list is to make sure 
that any messages of interest and value purely to 
those selling hosiery at retail will find their way to 
the right person without delay. In the future we 
hope to have many such messages. 

Please specify whether the name you send in is 
that of the buyer, manager or both. 
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OFFICE AND MILLS NEW YORK OFFICE 


MILTON, PA. Von setebitnenaen 267 FIFTH AVENUE 


SILK HOSIERY 


Milton, Bu June 30th. 1923. 
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Dear Mr. Mann, 

Mr. Dakin has not left instructions regarding 
ad, for July issue, On his arrival home I will ask him 
to wire you and refer to your recent letter. 


Yours very truly, 





THE HOUSE Dah, OF CHIFFONS, 
itor 
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Already the hosi 
the approach of fail 


HEER hosiery is no longer thought of as a novelty or a fad. Gold Seal chiffons have 
won a permanent place in the stocks of merchants who cater to the most discriminating 
trade. 

Buyers now looking toward the fall season, however, are combining their chiffon orders 
with a generous proportion of heavier silks. 

Naturally, then, buyers who have been long in the business turn to the Philadelphia 
Knitting Mills Company—for long before the day of chiffons the reputation of this house 
was firmly established on the beauty and long-wearing quality of the heavier numbers in 
the Gold Seal Line. 

No. 73 is a general favorite. An ingrain, full fashioned stocking 
of medium heavy silk. All colors. 

No. 200 is a pure dye, ingrain stocking, full fashioned, semi-chif- 
fon. In popular colors. 

No. 33 is a pure dye, ingrain, full fashioned, medium weight silk 
stocking. Black only. 


Philadelphia Knitting Mills Company 
16th Street and Indiana Avenue, PHILADELPHIA 
1270 Broadway, NEW YORK 


GOLD SEAL Silk Stockings 


Quality first since 1889 





er feels 
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Specialties in Full Fashioned 
Hosiery for Exclusive Shops! 


CHIFFONS 

No. 1922—All-silk chiffon, made on high-gauge 
machine, in following colors: Black, White, Suede, 
Beige, Gun metal, Grey 31, French nude, Pearl grey 
and African brown—$21.00 a doz. 

No. 1207—A full-fashioned silk chiffon, with lisle 
top, 20-inch silk boot, silk foot, in 18 colors—$16.50 
a doz. 

Special novelties—samples and prices on request. 
Staple numbers—No. 526—A 12-strand pure dip 
dye silk stocking, with 8-inch lisle top, in all leading 
colors—$16.50 a doz. 

No. 712—All silk 12 strand stocking, in all lead- 
ing shades—$22.50 a doz. 

Paris Clocks—All silk full-fashioned stockings, in 
six beautiful patterns—$24.00 a doz. 

Paris Clocks—A silk stocking, with 8-inch lisle 
top, in three handsome patterns—$21.50 a doz. 


Prompe Service 
Metropole Hosiery Mills, Inc. 


220 Fifth Avenue et NEW YORK 
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A Real Leader 
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/ Big Fall Sales 


EATURE Olde ‘Tyme All Wool Socks in your fall 


sales. It’s a SURE way of drawing crowds to your 


store. 


Wool socks are more popular than ever. Old Tyme Socks 
are the kind your customers prefer. They are stylish, well- 
made, durable and remarkably low in price. Your profit is 
excellent. You will find them ready sellers—with fine 


repeat value. 


Olde Tyme Socks come in eight fashionable colors, including smart 
h athers and solids. With or without fancy clocking. Packing: single- 


pair, 3-pair or 6-pair display cartons, as ordered. 


Write today for sampl_s and ful! details of our Special Sales Plan, on 
which we quote special prices and terms. Window displays and attrac- 
tive dealer helps furnished. Exclusive sales rights to large purchasers 


in selected territory. 


THE AUTO KNITTER HOSIERY CO. 
630-638 Genesee St. 


Olde 


ALL WOOL 


Buffalo, New York 


mie Socks 
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“The Place to Sell Hosiery 
Is the Shoe Store” 


Nine months ago “Hosiery”’ started 
to preach that text to an audience of 
over.10,000 attentive shoe merchants. 


The sown seed is growing with ama- 
zing rapidity. All over the country 
shoe merchants are putting in hosiery 
departments. Each month the idea 
grows bigger. 





So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 


The Boot and Shoe Recorder, through 
this Hosiery section, offers a direct 
approach to the most responsive 
group of hosiery buyers in the 
country. 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


Mass. 
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The Response to Color- 
Service 


HEN the vogue for high colors in hosiery developed, Rosaine was quick 

W to see the difficulties dealers would have in meeting this demand. Manu- 

facturers, as a rule, dislike to upset their routine and risk the possible 

loss in handling difficult dyes. We anticipated that colors were going to be hard 
to get. 


With the first flare, Rosaine swung its energies into developing a service that 
would accommodate dealers needing these high colors. It was hard work, but 
we succeeded. Rosaine dealers got the colors. They met the demand, and got 
the business. 


Now, with the summer trade in full swing, we find a gratifying response in 
larger and larger orders. It is evident that Rosaine dealers are having no slack 
season. Again we repeat: 


FOLLOW THE FASHION AND YOU’LL DO THE BUSINESS 





Don’t Forget Rosaine Hosiery Builds Business By Making Satisfied Customers 


No. 1209—This is the first popular priced chiffon made in America. 
Its sheerness and durability are responsible for the success of chiffon 
hosiery today. Colors: Black, Gun Metal, Mode, Nude, Taupe, White, 
Gold, African, Dune, Polo, Cinnamon, Gazelle, Greve, Flesh, Changre, 
Neutral, Medium Gray, Fawn, Silver, Bronze, Suede, ~Cedar, New 
Otter, French Nude, French Taupe, Atmosphere, Cardinal Red, Camel, 
Oakwood, Emerald Green, Royal Blue. Price............0.06- $21.00 


No. 1210—A Twelve-Strand Pure Dipped Dyed All Silk Hose. No better 
stocking can be made, no matter what the cost. Colors: Black, Cordo- 
van, Dune, Changre, Silver, Neutral, Nude, Brown, Greve, Polo, Gold, 
Fawn, Medium Gray, Taupe, African, Mode, W hite, Otter. Price.$21. 50 


No. 1212—A Full Fashioned Chiffon Hose with an 8-inch lisle top, 
silk foot. Colors: African Brown, Cinnamon, Gun Metal, Black, Dune, 
Medium Gray, Polo Gray, Bronze, Fawa, Silver, New ‘Otter, French 


Nude, Greve, Atmosphere, Brown, Cardinal Red, Camel, Emerald, 
French Taupe, Nude, Mode, Pearl, Smoke, Oakwood, White, Suede, 
Royal Blue, Fallow, Orchid. ME visu duccdinedcaces oxakvaad $16.50 


No. 1213—A Full Fashioned All Silk Chiffon Hose—sheer, clear, and 
durable. Colors: Black, White, Gun Metal, Cinnamon, Suede, oreve, 
African Brown, Neutral, French Nude, Field Mouse. Price. .... $21.00 


No. 5017—Pure Dipped Dyed Silk Hose, with 8-inch lisle top. This 
stocking is made my the finest material only, and is an established 
leader in its class, Colors: Black, White, Silver, Greve, Medium Gray, 
French Nude, African, Dune, Polo, Neutral, Bronze, Otter, Mode, 
is Nib 56io6-6 604s mntec a yeaindssaneweusdderelsueee $16 


No. 5017—Out Size: African Brown, Black, White. Price...... $18.00 


ALL SHADES FOR IMMEDIATE DELIVERY 
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STeaking of sheer stockings, here are shown the $100 per pair product of the McCallum Hosiery Co. The 
display was arranged in the store of Nat Lewis, New York City. 


It All Depends On What You Buy 


(Continued from Page 81) 


bought it there or elsewhere and have found it 
perfectly satisfactory. 


Generally Desirable to Buy in Advance 


As to deliveries, her buying policy is determined 
by market conditions. Under normal conditions 
she believes it desirable to buy in advance. But 
on the present market she does not consider it 
necessary to buy in advance, because it is easy to 
get quick deliveries on practically all lines. It is 
her belief that hosiery is being produced in excess 
of consumer needs, and that as long as this situa- 
tion continues, retail merchants will not commit 
themselves ahead, because there is no need for 
them to do so. She buys both from jobbers and 
direct from manufacturers. She believes in having 
sufficiently varied sources of supply, so as to assure 
a sufficiently wide variety in her stocks. Many of 
the most desirable lines in the country, she says, 
are sold through jobbers. 

Likes Dip-Dyed Hosiery 

Miss Clifford is a strong believer in dip-dyed 
hosiery. She says that it wears better and gives 
more satisfaction in every way. It is her belief 
that all ingrain hosiery is weighted more or less— 
at least she has found this to be the case in all the 
ingrain hosiery she has handled—and she insists 
that weighting always damages the goods, no mat- 


Issue of Fuly 7, 1923 


ter how little of it is present, although this is con- 
trary to the experience of others. She is also a 
strong believer in full-fashioned hosiery, and carries 
no other. 


Uses Advertising Regularly 


Advertising and display are, of course, the only 
means of attracting new customers to a store, and 
Miss Clifford’s belief is that the best form of 
advertising is satisfied customers. One thoroughly 
satisfied customer is likely to bring in several new 
ones. And the more the reputation of the store gets 
around the more of this kind of advertising is done, 
naturally. She also does a fair amount of regular 
newspaper advertising. 


Department Excellently Arranged 


As may be seen from the illustration, the 
department itself is excellently arranged for dis- 
play purposes. The glass show case, lighted by 
electricity inside, is irresistible to anybody who 
comes near the counter, and the pigeon-holes at 
the back, above the level of the counter, also catch 
the eye immediately. These pigeon-holes, as one 
may call them for convenience, are really drawers, 
open at one end, which may be removed and 
replaced easily. The active stock is kept in boxes 
on shelves below the level of the counter, and the 
reserve stock is kept in a stock room just off the 
department itself. These display cases were 
designed by Miss Clifford, and they are most 
effective. 
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“Onyx Pointex” 
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A NEW 
“Onyx Pointex” NUMBER 





Chiffon-weight, with mercerized top 
for July delivery. 


Another of those marvel- 
ously sheer stockings —so 
sheer you can read print 
through it. This one is 
made with a special lisle 
garter top for strength. 
It is full fashioned and has 
the famous “Onyx Pointex” 
heel reenforcement. 


“Onyx” Hosiery Inc. 


Chicago . 
Philadelphia . 
Boston 


Issue of Fuly 7, 1923 


36 South State Street 
1033 Chestnut Street 
31 Bedford Street 


It comes in Black, White, 
Gun Metal, New Suede, 
New Silver, Grey, Polo, 
Fawn 2, Beige, Cinna- 
mon, Caramel, Pearl and 
Atmosphere. 


July delivery at $18.00. 


Broadway at 24th Street 


Buffalo . 
San Francisco . 


Los Angeles . 


Everybody knows 
“Onyx Pointex.” 
That is why it 


is so easy to sell. 


New York 


210 Pearl Street 
77 O'Farrell Street 
8th and Hill Strcets 
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An Attractive Keds Window of Brown, Thomson § Co., Hartford, Conn., A Prize Winner in the 1923 Contest 


Attractive Literature Sells 
Canvas Shoes 


(Continued from page 67) 


should be used for the wide heel brogue 
shoe, otherwise the leather sole of the shoe 
will have a tendency to cut through the 
side wall of the narrower type of rubber. 
In other words, it is a case of ordering early 


on rubber shoes to fit those new fall leather 
shoes which will before long be on your 


shelves. 


Federal Experts to Study 
Rubber 
Dr. Carl D. La Rue, Dr. James R. Weir, 
E. L. Prizer and M. K. Jessup of the bu- 
reau of plant industry, United States De- 


partment of Agriculture, intend to sail 
early this month for Brazil, where they 
will undertake a biological study of rubber 
plants in different regions in the Amazon 
valley. 

This trip is a result of the interest shown 
in rubber production near the close of the 
last Congress which resulted in a special 
appropriation for rubber investigations 
providing funds for investigations by the 
department of commerce and agriculture. 
Dr. C. F. Marbut of the bureau of soils 
also will accompany the party, to make 
a study of the soils of this region in refer- 
ence to rubber production. 


Many Uses for Rubber 


This is getting to be a world of rubber, 
for thousands walk on rubber heels and 





Fiscal 


Imports of India Rubber into the United States 


Average 
Price Per 





Year 
1911... 


CT ere 


_. eee 


ee ee 


1917. 


1922 


*Estimate based on 9 months officiai figures reported. 


Pounds 


. 72,046,000 

.. «110,210,000 
. . .113,384,000 
. . .131,995,000 
. .172,068,000 

. 267,775,000 
. .333,374,000 
. 389,599,000 
.402,472,000 
.632,392,000 
.356,975,000 
. .568,381,000 
. 775,000,000 


Dollars 
$76,245,000 
93,013,000 
90,170,000 
71,220,000 
83,030,000 
155,045,000 
189,329,000 
202,800,000 
157,928,000 
274,156,000 
114,639,000 
86,751,000 
145,000,000 


tAverage price for 9 months for which official figures reported. 


Pound 

$1.058 
.844 
.795 
540 
483 
579 
568 
521 
.392 
434 
321 
.152 
.172t 








ride on rubber tires, and there is talk of 
paving streets with rubber, a detail that 
would please those who are troubled by the 
noises of civilization. 

Indeed, it looks as if Goodyear’s vision 
of the common use of rubber might be 
realized. Imports of India rubber into this 
country this year will total 750,000,000 
pounds. That is seven pounds of rubber 
to the average person. It is 10 times as 
much rubber as was used 12 years ago. 
Besides, rubber today goes farther than it 
did 12 years ago, because of improvements 
in the manufacture of rubber goods. 

Also, rubber is much cheaper than it 
used to be. It used to be above $1 a pound. 
Now it is down around 17 cents a pound 
for an average. The larger use of rubber 
has lowered its prices, which, most every- 
body will agree, is a blessing. 

Imports of rubber will probably total 
1,000,000,000 pounds in 1925. That quan- 
tity may suffice for all requirements, espe- 
cially if the paving of streets with rubber 
begins. The U. S. Department of Com- 
merce is alarmed by the scarcity of rubber 
and it is trying to find a way to raise rub- 
ber in this country and its possessions. 
And the rubber trade is encouraging this 
idea. 


Strong Call for Suede Calf 
in Colors and Black 


(Continued from page 65) 
No Change in Patent 


While there is a fair volume of patent 
leather business, the trade is not so heavy 
as a year ago. Prices are on the same basis 
of the past few weeks with the top grades 
of patent kip quoted at 45c to 50c. Chrome 
patent sides are bringing 45c, 40c and 35c 
for the first three selections, 
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For the finest saddles, Pigskin is incomparable. 


No other leather combines such lightness elasticity and long 
service 


Constant and servere ase serves only to further enhance the 
appearance of a Pigskin saddle 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Counters That Rigidly 
Hold Their Shape Can- 
not Give Foot Comfort 


The great charm about HUB PIGSKIN COUN- 
TERS lies in the comfort they give the wearer, 
while also holding their original shape in the shoe. 


Counters which rigidly hold their shape with no 
natural elasticity do not give with the step of the 
wearer, and therefore fall short of their complete 
duty. 


The natural flexibility of HUB PIGSKIN makes it 
the most perfectly conforming counter leather 
procurable—yet once shaped, it has a natural 
tendency to spring back into that shape, even tho’ 
it responds to pressure of wear. 


With all they are so strong and flexible, HUB 
PIGSKIN COUNTERS are the lightest leather 
counters made, light in bulk weight and actual iron 
thickness, and thus fit into the present style scheme, 
which calls for continually lighter and daintier 


effects in smart footwear. 
TER in your hands and bend it. Re- 


All the goodness of HUB PIGSKIN COUNTERS , - 

é : cease it and it snaps back instantly 
is based on the fact that the only leather we use in into its origina sshape. No other 
them comes from a limited, selected area of the skin, counters are so elastic. 

which is primarily suited for counters. 


Take a HUB PIGSKIN COU N- 


A.C. Lawrence Leather Company 


210 South Street, Boston, Mass. 


Branches: 
NEW YORK PHILADELPHIA CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI 





a TTtth 
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‘Constant Comfort 


'**America’s Best Comfort Shoes’”’ 


LAST CALL FOR THE BOSTON SHOW 


Progressive shoe merchants will lose no time in visiting Booths 167 

and 168, where they will find the complete line of black kid turn foot- 

wear, that combines quality, reasonable style and the kind of service 
that makes for steady and profitable turnover. 











Mr. Ault and Mr. Williamson, together with the following salesmen will be in attendance: 


A. J. Minshall E. F. Hill J.T. Carroll Gordon McDaniel W. C. Olds 
R. C. Moulton W. K. Hartzell 


~ AN 

















No. 86R—Black Kid One Strap Sandal, 9-8 No. 78R—High-Grade Black Kid Oxford, 13-8 No. 456R—Black Kid Plug Oxford, 10-8 Wing- 
Wingfoot Heel. Wingfoot Heel. foot Heel, Combination Last. 

In Stock—Auburn, B to E; St. Louis, B to E; In Stock—Auburn, A to E; St. Louis, A to D; In Stock—Auburn and St. Louis, AA-B to 
Los Angeles, C to E - ° 16 Los Angeles, A to E $3. 35 C-E $2. 


No. 386R—Same Style in Next Grede, No. 77R—Same Style with Plain Toe. 
In Stock—Auburn, C to E; St puis, C to E, In Stock—Auburn, A to D; St. Louis, B to 
$1.85 Diescttestvccccvesencsdsaesieendes sae 


No. 478R-—High-Grade Black Kid Oxford, 11-8 No. 83R—Black Kid Two Strap Sandal, 12-8 No. 49R—Best Quality Black Kid One Strap 
Wingfoot Heel Wingfoot Heel. Pump, 12-8 Wingfoot Heel. 

In Stock—Auburn, St. Louis, and Los Angsine, In Stock—Auburn, AA to E., St. Louis, AA to In Stock—Auburn, AA to E; St. Louis, A to 
AAA-A to C-E.... shew $3.35 E; Los Angeles, A to E..... . $2.85 E . $3.35 


No. 878R—Same Style in Havana Brown Kid. No. 47R—Similar Style in Next Grade. With- No. 749R—Same Style in Havana Brown Kid. 
In Stock—Auburn, AAA-A to B-D; St. Louis, out Ornament. In Stock—Auburn, A to D; St. Louis, A to 


AAA-A to B-D .... $3.60 In Stock—Auburn, AA to E., St. Louis, A to 5 Los Angeles, Ato E......... 
Los Angeles, B to $2. 


COMPLETE LINES of Oxfords, Strap Sandals, Boots and Juliets Always IN STOCK at Auburn, St. Louis and Los Angeles 


AULT-WILLIAMSON SHOE CO, Manufacturers, Auburn, Me. 


ST. LOUIS STOCK DEPT., 414 NORTH 12th STREET BOSTON OFFICE, 139 LINCOLN STREET 
LOS ANGELES STOCK DEPT., 109 E. 8th STREET 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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SHOE TRAVELER ® 
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This Department is conducted by Helen M. Haney Associate ©. 
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Joint Styles Committee Meets July 10 
N.S. T. A. Will Be Represented by W. M. Oakman, Honorary President 


r I JHE joint styles committee of the Na- 
tional Shoe Travelers’ Asso ‘iation, 
the National Shoe Retailers’ Asso- 

ciation, National Boot and Shoe Manufac- 

turer’s Association and the Tanners’ Coun- 
cil is to meet at the Copley-Plaza Hotel, 

Boston, July 10, this being the second day 

of the National Shoe and Leather Exposi- 

tion and Style Show. The idea of holding 
this meeting at this time and in Boston is 
for the purpose of co-operating with the 

Exposition Committee and also for the 

purpose of greater convenience of the va- 

rious committees on styles. It will be the 
aim of this gathering to formulate styles 
for fall. 


Frank King at Illinois Convention 


Frank B. King, Chairman of the Styles 
Committee of the National Shoe Travel- 
ers’ Association, will be unable to attend 
because of a prior engagement to address 
the retail merchants of the State of IIli- 
nois at their convention to be held in 
Decatur, IIl., at about that date. Mr. King 
has been very active in style work and is 
considered an authority, so much so that 
the Wisconsin Shoe Retailers’ Association 
has requested him to address its asso- 
ciation on tbis particular subject in Mil- 
waukee during their coming convention. 


Puffer to Present Women’s Style Story 

W. M. Oakman, Honorary President 
of the National Shoe Travelers’ Associa- 
tion, has been appointed to represent the 
National Shoe Travelers’ Association, in 
place of President Frank B. King. Mr. 
Oakman is to present the men’s styles’ 
story, while Horace Barnes of the Melan- 
son Shoe Co. of Lynn, Mass.,is to represent 
the misses’ and children’s styles side of the 
discussion. A. L. Puffer, President of the 
Boston Shoe Travelers’ Association, who 
travels for Smaltz-Goodwin Co., is to be 
the leader in the discussion of women’s 
shoe styles. 


President Weber Guest of B.S. T. A 


Word has been received by the Na- 
tional office that President Frank J. 


of the Association 


Weber is to visit Boston during the Na- 
tional Shoe and Leather Exposition and 
Style Show and is to be the guest of the 
Roston Shoe Travelers’ Asso-iation at its 
outing whi h is to be held July 10 at Nor- 
umbega Park. President Weber has visited 
many of the local asso iations in vario:1s 








W. M. OAKMAN 
President of the Natioral Shoe Travelers’ A sso- 
ciation and Exz-President of the Boston Shoe 
Travelers’ Association. Mr. Oakmin will lead 
the discussion on men’s so? s!vles for the soe 
trarelers at the joint styles’ committee meeting 
heid during t' e Shoe an?! -a‘her Er nosition 








parts of the country and will pr>bably 
say a few words on what he has learned of 
the activity of these associations. 


High Grade Entertair ment al Outing 


President A. L. Puffer of the Boston Shoe 
Travelers’ Association is getting his offi- 
cers together for real team work on the 
outing of July 10. He has returned from his 
trip for the express purpose of lining things 
upingood shape and his committee reports 


that everything is progressing finely for a 
very high grade entertainment for the visit- 
ing buyer-guests. Among the entertainers 
are to be three midgets and other vaudeville 
talent. Assurance of a good time is pro- 
mised to all in attendance. Automobiles 
vill leave Mechanics Building at nine 
o'clock July 10 for Nerumbega Perk. 


The Marion Shoe Roster 


The Marion Shoe Co.’s salesmen and 
territories covered are as follows: Major 
Beahr, Kentucky, Tennessee and Cin- 
cinnatti; S. G. Billins, Lower Michigan; 
Geo. L. Clanton, Missouri and Western 
Arkansas; G. W. Garren, Chicago City; 
D. T. Gholson, Wisconsin and Upper 
Michigan; W. H. Gillett, Northern Ohio; 
F. F. Hanes, Iowa and Nebraska; Geo R. 
Hastings, Eastern Pennsylvania; Sidney 
Horowitz, Philadelphia and adjacent 
territory; J. J. Karger, Texas, Oklahoma, 
St. Louis, New Orleans, and Little Rock; 
F. C. Lahrman, Southern Indiana and 
Southwestern Ohio; G. J. LaMontagne, 
New York State, except Metropolitan 
district; J. R. Lester, Georgia, South Caro- 
lina, North Carolina, Virginia and a few 
Florida cities; A. R. Page, Alabama and 
Southern Mississippi and part of Florida; 
E. E. Snell, Indiana; A. M. Statler, Mem- 
phis, Northern Mississippi, Eastern Ar- 
kansas and Louisiana; P. E. Vaughan, 
Western Pennsylvania; E. H. Watson, 
Iinois; J. H. Wi'liams, So thern Ohio 
and West Virginia. 


“Rob” Doyle Reports Busi- 
ness Good 


Robert F. Doyle, a southern salesman 
for the Hurley Shoe Co. of Rockland, and 
member of the Doyle-Mullins Shoe Co., 
of this city, is beck from his spring trip, 
which was very successful. He opened 
several new accounts in the South, and 
reports business good with merchants 
optimistic. 
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FLOWER, FGITY KID 


fh latest andmos 
\ popular sha 
Wewillbeglad | 
Lo submit samples § 


Oscar Scherer & Bro.,/nc. 


ORIGINATORS OF AND LEADERS 
IN FANCY COLORED KID 


29 Spruce St., New York 


FACTORY AT NEWARK Nv. 
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MILFORD H. WHITT 
Who travels for the Battreal! Shoe Co. 


TOM D. COLLINS 


Who travels the South and Southwest for the 
Saks Shoe Company 


JOHN C. HANNAH 


Who travels Nebraska, South Dakota and Wyo- 
ming for the Goding Shoe Company 





Whitt Says Texas Business 
Looks Fine 


Milford H. Whitt travels for the Battre- 
all Shoe Co. of St. Joseph, Mo., and writes 
us in regard to conditions in his territory 
and also something about his “No. 1966 
Haskill Oil Man’s Boot.”’ He says that al- 
though for the past four or five years, mer- 
chants have been hit hard by crop fail- 
ures, storms and low prices; prospects at 
the present time in Texas are the best this 
state has experienced in the past twenty 
years, that just now the merchants are 
starting to buy more freely and this fall 
promises to be the largest and biggest year 
for all that has been experienced in the 
past 20 years. ‘ 

Mr. Whitt speaks very enthusiastically 
of the success with which his “No. 1966 
Battreall’s Haskill Oil Man’s Boot’ is 
meeting, expecially by all oil drillers 
throughout the entire country. “This 
boot,”’ writes Mr. Whitt, “‘can be worn to 
work and after the day’s work, the person 
wearing same can go into town, have his 
boots shined and then he has a dress shoe.” 
He states that “‘ordinarily drillers tuck their 
trousers into the top of this boot while 
working; then after the day is finished, 
they change their clothes, get a shine and 
wear the shoe just the same as a dress 
proposition.” 


Ashe Has Successful Trip 


Géorge Ashe, who carries the Old Col- 
ony Shoe Co.’s line through the Central 
West and New York State territory, tra- 
veling entirely in his Mitchell car, has now 
returned to the Boston market from one 
of his long trips. He says that he has been 
kept busy every minute and reports very 
flattering results from his trip. 








“Tom” Collins with Saks 


Thomas D. Collins, known to everyone 
as ‘“Tom”’ and Vice-President of the South- 
western Shoe Travelers’ Association, has 
recently become connected with the Saks 
Shoe Co. of Brooklyn, and will occupy the 
line of this house exclusively in the South 
and Southwest. ‘“Tom”’ Collins is a hustler 
and a great believer in association work. 
It was largely through his efforts that the 
Southwestern Association enjoys such a 
good membership. 


Newman Reports Good 
Business 


Harry C. Newman, who covers Missouri, 
Louisiana, Kansas, Nebraska and Iowa 
for Alden, Walker & Wilde, returned to 


Boston last week after a very successful * 


trip. He reports that all of the shoe stores 
on which he called were enjoying a good 
business. Mr. Newman will remain in 
and around Boston until after the Style 
Show, where his firm has a booth and 
where he will be kept busy greeting his 
numerous shoe friends. 


Rodgers and: Belcher at 207 
Essex Street, Boston 


Will Rodgers and ‘“Mel’’ Belcher of 
the selling staff of the C. A. Eaton Co. are 
to keep open house at 207 Essex Street, 
Boston, during the Boston Style Show. 


Geilich Home from Trip 


Harold D. Geilich of Brockton, who 
covers New York State and parts of 
Michigan for the Stone-Tarlow Co., Inc., 
of Brockton, recently returned from a suc- 
cessful trip. 


John C. Hannah Travels for 
Goding 


John C. Hannah travels Nebraska, 
South Dakota and Wyoming for the God- 
ing Shoe Co. In these states, where he has 
been selling his line for several years. 
“John” is well known to the shoe frater- 
nity. He is one of those chaps who inva- 
riably finds the latchstring hanging out 
for him, even at times when the merchant 
feels that he ‘“‘Don’t want to talk to sales- 
men today.”’ That is because he does more 
than just sell shoes to the merchant. He 
helps to select them and to merchandise 
them. Many a successful merchant gets 
many a good tip through talking things 
over with John Hannah. 


J. E. French Co.’s Salesmen’s 
Roster 


The J. E. French Company of Rockland, 
Mass., has a very active group of salesmen, 
who report a fine business on the com- 
pany’s lines of men’s and women’s fine 
shoes: The roster is as follows: R. W. 
Lambden, 1417 Belmont St., N. W., 
Washington, D. C., the South Atlantic 
States; John S. Whittemore, 48 Kenneth 
St., West Roxbury, Mass., New England 
and New York State; Edward F. Keene, 
165 Marbridge Bldg., New York, N. Y., 
New York City, Brooklyn, New Jersey 
and Philadelphia; C. E. Lipscomb, Dillon, 
S. C., North and South Carolina and 
Georgia; William Walton; 39 Irma Ave., 
Watertown 72, Mass.—Michigan and In- 
diana; Edw. W. Perkins, Rockland, Mass., 
Sales Manager of the cities of the Middle 
West, and Philadelphia, Baltimore and 
Washington. 
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Three lines of men’s and 
women s 


Orthopedic 


shoes are on display at 
57 Lincoln Street, for 
your consideration. 





Proven, profitable foot- 
wear. 





Ask your wholesaler. 








Laclovies Brockton. Mew Redford. Nashua 


/n Stock with a 


widespread number 
of leading 


WHOLESALERS 
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THOMAS DALY 


Who covers the Middle West for Upham Bros. 
Company 








Recorder Cartoon Identifies 


Ellis 

When R. V. Ellis, assistant buyer in 
the shoe department of the Grand Leader, 
attended the Brovklyn Style Show and 
was “mapped” by the Recorder cartoonist, 
little did he realize that this would be the 
means by which the Post Office depart- 
ment would be able to deliver a letter. 


“Tom” Daly Starts Things 


Tom Daly, who travels for Upham 
Bros., Stoughton, Mass., clipped the car- 
toon of Ellis from the Recorder and pasted 
same on an envelope addressed to the 
“Shoe Man, somewhere in St. Louis, Mo.” 
Through some uncanny method the post- 
office department delivered the letter to 
Ellis. His name does not appear in the 
city directory, as he has only been in St. 
Louis for the past six months. Ellis con- 
tends that this is efficiency on the part of 
the post office. 


Charles Gilday a Benedict 


Charles A. Gilday, Jr., of Brockton, 
salesman for the M. N. Arnold Co. of 
North Abington, in Illinois and other 
states in that section, was married on 
June 30 at Waukegan, Ill. to Miss Helen 
Burke. Mrs. Gilday’s home has been in 
Waukegan. The bride and groom will be 
in the East soon and will attend the Boston 
Style Show. 


Sharkey with Ferris Shoe Co. 


W. E. Sharkey, formerly a Brockton, 
Mass., salesman with a territory in New 
England has become affiliated with the 
Ferris Shoe Co., of Philadelphia. Mr. 
Sharkey will represent this concern in the 
state of Wisconsin. 


LOUIS GLASS 
Well-known salesman of S. Rosenberg § Son 





be] 


Glass Keeping ““Open House 
at S. Rosenberg & Son’s 

Louis Glass is one of the best known 
salesmen of S. Rosenberg & Son and, as 
such, needs no introduction to his many 
friends and customers. 

His progress with the “King of Jobs” 
has been steady and sure, for he acquired 
his thorough grounding in the shoe busi- 
ness by working literally from the bottom. 

His sunny disposition and the interest 
he takes in his customers have made for 
him many friends, whom he is now re- 
ceiving at the Rosenberg headquarters 
during this, the “Buyers in Boston 
Month.” 





GEORGE E. BROOKES 
Who travels for Kenworth Shoe yy, Cov- 
ington, Ky., covering the territory including Ohio 
and Indiana. Mr. Brookes has thus far been 
very successful w enworth 
to this connection with the ee See Com 
pany, he was for year cted with 

the United Shoe Madiney Company 





DAVID (“DAVE”) J. TOBIN 


Who covers the Middle West and New England 
for Gray Bros., Inc. 





“Dave” Tobin Says Business 
Is Fine 

David J. Tobin has recently returned 
from a trip through the Middle West for 
Gray Bros., Inc., and reports business par- 
ticularly good, especially on his at-once 
orders and those for near future delivery. 
Just now he is at home to receive his trade 
visiting the Boston market and will cover 
New England in the meantime. 

Mr. Tobin is a high-grade salesman and 
has a wide circle of friends in the trade, 
made by a long and good service. 


Work well done leads right into oppor- 
tunity’s front door—W. M. Sloan of 
McElroy-Sloan Shoe Co. 





“Something Easy to Spell, 
Please!” 


A shoe traveler, with headquar- 
ters in Boston, recently related the 
following story, which he said was 
a brand new one for him in his 
twenty-five years or more selling 
experience: 

A certain buyer called at his 
sample room. The salesman com- 
menced demonstrating his merchan- 
dise, explaining the materials and 
the new colors of leather. Said he: 
“This is peach blow; this is silver; 
this is gray, and this is heliotrope.” 
Here the buyer interrupted: “You 
have gone far enough. I will take 
some of each of all those named ex- 
cepting the last. But the last would 
be no good to me—for I cannot 
spell it and I know that my sales- 
men cannot write it.” 




















RECORDER 





BOOT AND SHOE July 7, 1923 





112 


fie Hew 
ARMORTRED CUSTOM Heel 


Te ee -_> -» PO- 3 a ee ohare Site Bie 









Allows the Shoe 
to Set Flat and 
Tread Flat 





















Another evidence of the 
Quabaug purpose to set 
the pace in rubber heel 
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development. | 
As rubber heels progress 
in popularity ARMOR- f 
TRED Heels will play ; 
their part in that progress. ‘ 
ARMORTRED rubber I 
heels on your shoes will 
help in increasing cus- : 
fi tomer good will. - 
A ‘ 
~~ _ ac 
— . -——=->»-> e  —e ° * . . 7 ° eo? 
aaa ee Quabaug Rubber : 
Se . Company - 
h 
By graduating the heel from back North Brookfield Mass. _ 





to breast (1/2 inch thick at back 
and 7/16 inch at breast, as shown 
above) a perfectly flat striking sur- 
face is afforded. 












This illustration shows how Armor- This illustration shows how the or- 


tred CUSTOM Heel helps to give dinary heel tends to rise and strike 
the whole shoe a perfectly flat tread at the breast, but not at the top. 
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SALESMEN we sll WHOLESALE 








Many Visiting Buyers in Boston 


ISITING buyers for the wholesale 
Lp from all over the country are 
either in Boston or are coming next week 
to call on the salesmen at their offices in 
the shoe district. Salesmen selling the 
wholesale trade have been kept busy dur- 
ing the past week receiving their many 
customer friends, and have been talking 
over with them fall and winter colors and 
models, as well as spring, 1924, footwear 
fashions. 

Everything indicates good business for 
the next several seasons, say they, es- 
pecially on snappy styles. The expression 
of “style all the while’’ was never more 
appropriately used than in its ‘application 
to footwear of next season. Even children’s 
shoes have taken on an extra dress, with 
bright two-tone effects and novel patterns 
galore. There are, of course, many staples, 
and these are movirtg right along with 
advance orders in goodly numbers, to the 
shoe wholesalers. 

Foster Says Men Like Brown 

W. K. Foster is receiving visiting buy- 
ers at his office at 139 Lincoln Street. Mr. 
Foster travels for Wm. C. Foster’s Sons, 
covering the wholesale trade of the West 
and South with his attractive line of men’s 
slippers. He states that while men are not 
adopting colors to the same extent as are 
the women folks, nevertheless, he has 
many calls for red, blue and green kid ef- 
fects. His golden brown, he reports, is a 
good slipper and seller, and he believes 
that this will sell well for next season. 
“There are no longer any more old men, 
nor old men’s styles, even inslippers,” said 
Mr. Foster; and just to prove it, he 
showed his Cavalier and his Faust in gay 
colors and very elaborate patterns. 


W. W. Nichols Reports Good 


Business 


W. W. Nichols, who sells the felt slipper 
and general line of turns for the C. A. 
Grosvenor Shoe Company, is now in fine 
shape again, having entirely recovered from 
his operation at the Melrose Hospital. Mr. 
Nichols is now receiving the visiting buy- 
ers at the Boston office of the C. A. Gros- 
venor Shoe Company, Room 216, 139 
Lincoln Street. Mr. Nichols covers every- 
thing east of the Mississippi, excepting 
Chicago territory, and South as far as 
Augusta and Atlanta. His “side partner” 
is Arthur L. Kenney. 


Mr. Nichols reports one of the best 
years his company has ever had. He says 
that the Grosvenor folks are now making 
all that they can turn out for early deliv- 
ery, even despite the acquisition of the 
new factory at Oxford, through which the 
plant output has been more than doubled. 


Hartford Sells Kiddies Shoes 


A call at 139 Lincoln Street would not 
be complete without running in to discuss 
children’s shoes and incidentally interna- 
tional affairs with W. C. Hartford, who is 
well known to the wholesale shoe trade 
everywhere as an authority on good style 
for the kiddies. 

And his friends all say that Mr. Hartford 
is very fond of the little folks and takes an 
especial interest in having them shod just 
right. Mr. Hartford is now entertaining 
the visiting buyers at the Boston office of 
his house, the Norridgewock Shoe Co., 
of Norway, Maine. He travels the West 
and South, selling the output of the fac- 
tory. He says that even the babies wearing 
sizes 3 to 8’s copy mother’s styles in straps 
and cut-out effects. 


Hinman a Shoe Fitting 
Authority 


Charles H. Hinman, who covers the 
wholesale trade of the United States for 
the Munroe Shoe Company of Auburn, 
Maine, is an expert shoe fitter, and at one 
time wrote some articles on the subject 
for the Recorder. When interviewed re- 
cently at his Boston office, at 139 Lincoln 
Street, he reported a fine business on his 
line of white canvas and satins. “Charlie,” 
so says the rest of the boys at 139, has a 
new Bay State coupe and often entertains 
his customers with drives around the at- 
tractive environs of Boston. 


Opportunity knocks once at all doors, 
but seldom enters the knocker’s door.— 
W. M. Sloan of McElroy-Sloan. 


If you fill your job so full that it won't 
hold you, opportunity is sure to lift you 
higher.—W. M. Sloan of McElroy-Sloan. 


Opportunity stands at your door, but 
she never says “Good Morning’’ unless 
you are on your way to work.—W. M. 
Sloan in The McElroy-Sloan Enthusiast. 





E. E. LEATHERBURY 


Who sells the product of the Century Shoe Com- 

ny to the wholesale trade. His permanent 

dquarters are Room 210, 139 Lincoln Street, 
Boston 





Leatherbury at 139 Lincoln 
Street, Boston 


E. E. Leatherbury, in May last, took up 
permanent headquarters at Room 210, ; 
139 Lincoln Street, for the Century Shoe 
Company, Macungie, Pa. And here he is 

~displaying this company’s snappy line of 
infants’, children’s and misses’ high-grade 
turns to the wholesale trade. Mr. Leather- 
bury covers the large cities of the country, 
but when he is away makes arrangements 
so that his office is open to the visiting 
buyers. 


Bright **Sallies’’ for Next Spring 


Mr. Leatherbury has been with this 
house for some time, but is a newcomer in 
Boston. He reports that his line is par- 
ticularly strong in the 8% to 11 run in 
turns and that he is now showing his 
spring, 1924, line to the wholesale trade. 
His red and blue Sally sandals with cut- 
outs, as well as other bright colors and 
two-tones, will hold up well for next spring, 
he believes. For fall, little boots for chil- 
dren with fancy tops—for instance, patent 
with green kid stay and collar, and cut- 
outs on the collar, will be good. He is 
showing a line of black satins for misses 
and some very snappy black brocades for 
children. 

He states that his trade is also sampling 
on the new light shade of cochin. He re- 
ports a very fine business, with many or- 
ders coming in for rush shipments for fall. 

Opportunity is as old as the ages, but she 
carries in her hand the elixir of youth.— 
W. M. Sloan in The McElroy-Sloan En- 
thusiast. 
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NEWSPAPER ADVERTISING THAT HELPS JOBBERS AND DEALERS 
SELL CANVAS FOOTWEAR 


Firestone-Apsley jobbers and dealers are 
receiving inestimable benefit from the extensive 
advertising campaign now running in news- 
papers. 


At this time of the year, when sport activities 
are uppermost in the mind of every red-blooded 
Amercian from 7 to 77 years of age, these strong 
advertisements are attracting the attention of 
buyers and pointing the way to the store that 
carries Firestone-Apsley line. 


Displayed in bold-face type at the foot of each 
ad are the names and addresses of authorized 
jobbers and dealers. Thus all the selling value of 
two old established names is combined with the 


customer goodwill held by the dealer to make 
this campaign produce maximum results. 


Local advertising of this kind is but part of the 
vigorous assistance which Firestone-Apsley 
extends to jobbers and dealers. And to this 
willing cooperation is due in no small part, the 
record volume of dealers’ sales during the first 
six months of this year. 


Firestone-Apsley brings to the jobber and 
dealer a line of highest quality merchandise, the 
seasoned judgment of 38 years experience, 
willing sales help and quick, convenient service. 
Complete information relative to a business 
connection will gladly be sent on request. 


Firestone-Apsley 


Rubber Company 


Manafactarers of ix-bber 


te Footwear, 





Rubber Clothing and _S Heels 
Hudson, Mass. 
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Shortage of White Footwear 


White Kid and Buck Enjoying First Call While Fabrics are 
Selling Slowly 


HE normal spring demand for foot- 
wear in this section, delayed by un- 

seasonable weather, is now asserting it- 
self, but an orgy of sales has broken out 
and the consumer, rather than the retail 
shoe merchant is profiting at present. 

Practically all the shoe and department 
stores are staging clearance sales. There 
have been but few sales in which special 
purchases for sale purposes have been 
made. The sales are drawing well and ap- 
parently will give the retail shoe merchants 
a good chance to clean out spring stocks. 

The demand for whites is still large and 
some retail merchants find themselves 
short of stocks because of their low es- 
timates made when ordering some months 
ago. White kid and white buck have first 
call in the higher grade stores. Even in 
the medium and lower prices, fabrics 
appear to be slightly less in demand, in 
proportion, than they were a year ago. 

Together with the clearance of spring 
shoes and the run on whites, some early 
fall samples are being shown to consumers 
and are being sold. The light brown shades 
in kid and ooze are well liked by the cus- 
tomers of the higher grade shops. Black 
ooze also has come to the front as a good 
current seller. Satin and patent are by no 
means neglected. 


May Sales Show Gain 


Sixteen of the largest department stores 
in the New York Federal Reserve Dis- 
trict report May sales of shoes at 12 per 
cent larger than the sales in May, 1922. 
The total net gain in all departments for 
the district was 9.4 per cent. The gain in 
shoes was exceeded only by silks, woolens, 
women’s apparel and house furnishings. 
Hosiery showed a gain of but 3.4 per cent. 
This was in department stores and probably 
is explained by the fact that more hosiery 
is now being distributed through shoe 
stores. 


More Chain Stores 


Chain shoe stores reporting to the bank 
showed a loss of 7.5 per cent in individual 
stores from May of last year to May, 1923. 
The number of stores reporting, however, 
grew from 204 to 243 in the period and 
total sales by chain shoe stores were 10 
per cent larger in May, 1923, than in May, 
1922. 

Compared with a year ago, May sales 
of shoes at wholesale gained 25 per cent, 
according to the bank. The percentage of 
gain was exceeded only by diamonds, 
clothing, jewelry and machine tools. Hard- 
ware, stationery, groceries, drugs and dry- 


goods all made lower percentage gains 
than shoes. The total weighted index of 
wholesale volume in this district. compiled 
by the bank, showed an 18 per cent gain 
in May, 1923. 


The Style Question 


The importance of style in shoes has 
been vividly illustrated by the experience 
of several of the retail shoe merchants in 
the outlying districts of the city. At a 
recent gathering of retail merchants, some 
actual happenings were related which in- 
dicate that women are more than ever 
looking for changes in shoe styles. 

According to one merchant, a customer 
appeared before him one morning in high 
temper because a salesman in the store 
had shown her a shoe that had been tried 
on her foot in the same store only five 
weeks before, “I didn’t come in here,” she 
said, “to be shown old shoes. I want some- 
thing new.”’ 

Another merchant asserted that he has 
several customers who come into the store 
and demand to be shown something new 
once a month. 


K. M. Stone Co. Reorganizes 
A bankruptcy discharge for the K. M. 


Stone Co., New York, has been issued. 
A referee in the bankruptcy proceedings 
which were brought against the firm in 
May has confirmed a composition of cred- 
itors’ claims and the bankruptcy dis- 
charge has been issued. 

Reorganization of the company is being 
perfected and Karl M. Stone, head of the 
concern, is resuming production of high 
grade turns and slippers. New quarters 
have been taken by the company and are 
located at 71 Fifth Avenue, at the corner of 
15th street. 


Boyden Co. Leases Property 


The Boyden Shoe Manufacturing Com- 
pany of Newark, N. J., has leased property 
at 92 to 98 Warren street, Newark, for a 
long term of years, possession to be taken 
in the fall. The transaction was consum- 
mated through the factory department of 
Feist & Feist, real estate dealersof Newark. 
The property was leased from the Split- 
dorf Electrical Co. of America. 

The Boyden Shoe Co., was established 
in 1884 by Alonzo Boyden, who conducted 
the business for some years, when a partner- 
ship was formed owing to the increase of 
business. This partnership was conducted 
for some time, when it grew to such an 
extent that a corporation was formed 
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E.A.& M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 

F 
Haverhill, 
Boston Office 
Rice Bidg. Reem 406 








J.W.BARNARD & SON 


Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 


for Ladies 
IN STOCK 








FINE TURN NOVELTIES 
} aa nm are now better Footwear in i — 


pe ey Soa increased service. 
Latest Models, All Leathers and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 
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BLEECKER STYLES 


Are the last word in footwear 
for stylish women 





Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 
Boston Office 
207 Essex Street 





FASHION FOOTWEAR 
Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn Le a and 
pumps in the latest designs and finest 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 
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FOR MEN 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N. Y., U.S. A. 








MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 























Sells 
Another 


T.D.Barry Co. 








Brockton, Mass. 
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under the name of the Boyden Shoe Mfg. 
Co., which was conducted until 1910, 
during which year the older members of 
the company retired and the younger 
members of the firm took control. The 
average yearly output is now about 
200,000 pairs of shoes. The present or- 
ganization is owned and operated by A. L. 
Slavens, president; Charles Slavens, vice- 
president; Harry Fleushaus, secretary- 
treasurer. 


Bates & Co. in New Quarters 

A. J. Bates & Co. is now getting settled 
in its new sales room and warehouse at 144 
Duane street. The house, for a number of 
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years, was located at 176 Duane street 
but the change brought the company into 
the center of the Duane Street shoe dis- 
trict, and will contribute just so much 
more to the convenience of the many 
buyers, who personally visit the sales 
rooms. 

There are many other advantages in the 
change, among them being an arrange- 
ment of a number of private sample rooms 
enabling the undisturbed consideration of 
lines by buyers. General accounting rooms 
as well as these sample rooms are located 
on the main floor, and the upper floors as 
well as basement and sub-basement are 
devoted to stock purposes. 





BROOKLYN 


Patterns Show Slight Variations 


Manufacturers Report Prospects Good for Fall with Trend 
Toward More Conservative Types 


ALL business is picking up in a satis- 

factory manner, according to most 
Brooklyn manufacturers, and production 
is gaining accordingly. From current in- 
dications Brooklyn should have a good 
fall run. 

There has been nothing radically new 
in the way of style introduced in the past 
week, but all manufacturers are constantly 
bringing out new patterns, which are 
mainly slight variations of those shown 
earlier in the season. In the main, the buy- 
ing is swinging towards more conservative 
types of shoes. 

Gorings appear to be taking hold much 
better than was at first expected. Some of 
the Brooklyn manufacturers had but little 
faith in gorings a month or two ago, but 
have changed about completely and are 
now predicting that they will gain strength 
as the season progresses. 


The most favored type is the combi- 
nation strap and goring, in which the 
goring is hidden under a front strap, often 
finished with a small buck decoration. 

Ooze in the dark brown and dark gray 
shades is strong in the new orders. Black 
ooze is getting more call as well. On kid, 
manufacturers are not agreed. Some re- 
port that kid is in better demand, while 
others assert that calls for it are falling off. 
Patent leather and satin are both being 
demanded in the new orders. 


Postman in New Location 


Jacob M. Postman, manufacturer of 
children’s footwear at 57-65 Hope Street, 
announces the removal of his office and 
factory from 23-33 Marcy Avenue to 57-65 
Hope Street. This move, Mr. Postman 
states, will make Tor better service to the 
trade. 





BOSTON 


Strong Run on Plain Whites 


Gray and Beige Popular Shades in Strap Patterns—Children’s 
Styles Following Trend of Men’s and Women’s 


STEADY period of seasonable weather 
has resulted in a splendid run on 
white footwear in almost all of the retail 
shoe stores. Women have expressed a de- 
cided preference for all whites, regardless 
of the broad line of whites with varied 
colored trimmings carried in the stores. 
At intervals, excessive heat retarded wo- 
men’s shoe buying, many retail shoe mer- 
chants reported during the week ending 
June 30. 
Strong demands for gray have been no- 
ticed and strap patterns in this shade have 
been running next to whites in popularity, 


although merchants report beige is enjoy- 
ing free sales in various models. 

Looking ahead into the fall season, 
some retail shoe merchants predict that 
the women will expect to find broad assort- 
ments of straps and gorings in sturdier 
colors, including dark shades of brown. 
Field mouse as a color is expected to retain 
its popularity in the fall, because its color 
is not too light. Log cabin and cinnamon 
will probably be applied in many patterns. 
Strap patterns and tongues will be among 
the leaders, some merchants predict. 

Sales in footwear made of the most 
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brilliant colors, including red, green and 
blue have not been very strong, and some 
merchants report a decided slump in the 
popularity. Some shoes of the brilliant 
colors, trimmed with white, have sold 
well. 

Children’s Styles Vital 


Style features of children’s shoes are 
following closely the trend in men’s and 
women’s footwear. This fact has been ob- 
vious for some time, and many of the 
larger merchants selling great numbers of 
children’s shoes now claim that just as 
much judgment must be applied in stock- 
ing children’s shoes pertaining to the 
style characteristics, as when used in 
dealing in men’s and women’s shoes. 

“Years ago, when we were children, our 
parents bought our shoes for us, but now 
children are choosing their own shoes, and 
we find that their appetites for styleful 
numbers have been influenced by the broad 
assortment of women’s styles,” one of the 
members of the sales force of the Jordan 
Marsh Company misses’ and children’s 
shoe department said. 

Sandals have been wonderful sellers in 
several stores dealing in children’s shoes. 
\ patent leather one-strap model has been 
a big hit, although white sandals have also 
sold freely. 

Children Strong on Colors 


It is easy to analyze the reasons why 
the brilliant colors used in women’s shoes 
have been just as popular in children’s 
shoes. Children are fascinated by color; 
more so by vivid shades. Colored candies 
appeal to children, and clothing with a 
dash of color goes a long way in attracting 
the average child’s favor. 

Red, blue and green sandals made a 
strong impression on many children and 
many merchants have profited by stock- 
ing generously with colors. 

Several snappy two-tone models have 
been good sellers. The finish on these shoes 
compares favorably with that applied to 
men’s sport shoes. Dark brown with a 
smoked horse saddle, two tones of brown 
with a fiber sole, white buck and patent 
with the patent as a saddle and tip, are 
some of the best two-tones. 

A patent sandal with a one-button 
strap was purchased in many cases for 
dress occasions. 

In summarizing the situation on chii- 
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dren’s shoes, sandals have been a marked 
favorite. Some high shoes, built with two 
tones, have sold well. One attractive model 
had an upper of beige with a dark brown 
vamp and quarter. Eyelets of dark brown 
contrasted with the beige and matched 
the vamp and quarter. 
Gray, One of Leaders 

Whites have sold very well at the 
Thayer McNeil Company store on Temple 
Place. Gray and beige proved to be popu- 
lar shades. A one-strap pattern on a low 
heel and medium toe, in gray, has been 
the best seller in years. One of the latest 
models is of field mouse, built with one 
strap, cut-out, low heel and medium toe, 
with a three-fourths of an inch strap fas- 
tened with a buckle. Shades of brown and 
gray are sold in this number. 

One hosiery sale at Thayer McNei:’s 
during the week ending June 30 resulted 
in the salesman collecting more than $200 
from one woman customer. The customer 
bought 48 pairs of the best silk hosiery 
for a group of girls, who subsequently 
sailed for China. There were no fancy 
numbers in the lot. 

Whites sold well at the T. E. Moseley 
store. The Stetson Shoe Store and Henry 
H. Tuttle also reported good business in 
whites. 

Lighter shades of tan in men’s shoes 
sold well. Sport shoes with the crepe rub- 
ber sole are reported as selling freely. Dur- 
ing the extremely hot weather some retail 
shoe stores sold generous orders of men’s 
white kid shoes, probably worn at sea- 
shore resorts. 


Sylvan Barnet to Europe 


president of the 
and Mrs. 


Sylvan M. Barnet, 
Barnet Leather Company, Inc., 
Barnet will sail for Europe soon. 

For many years Mr. Barnet has revisit- 
ed Vienna in his continental trips, having 
spent several years in school there as a 
young man, studying tanning at the 
Chemical Research Laboratories. 


Farrell Buyer for Hartman- 
Mason 

John F. Farrell, who was formerly a 

salesman in the women’s shoe department 

of Jordan Marsh & Co., is now manager 

and buyer of the Hartman-Mason Com- 
pany, Glens Falls, N. Y. 





PHILADELPHIA 


White Sales Impair Color Demand 


One-Straps, Cross-Straps and Shoes with Gored Sides Popular 
Models 


HITES seem to be in as much de- 
mand as anything at the present 
time. They have to a considerable extent 
crowded out colored shoes though there is 


still a fair demand for brown, beige, black, 
field mouse and champagne. Factories are 
making both plain whites and whites 
trimmed with colors, though the former 








Where to Bu 


Men’s Shoes 














HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
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seem to be more popular. The big demand 
is still for one-straps and cross-straps with 
cut-outs.There is also considerable demand 
for shoes with gored sides. 


Fall Buying Is Slow 


At the present time nobody seems will- 
ing to take a chance on buying for fall. 
Factories believe, however, that brown 
and black suede will be good. Quite a de- 
mand for kid is also expected. In spite of 
continued predictions in some quarters 
that boots will be good in the fall, factories 
executives state that no one is asking for 
them and they are not sampling them. An 
exception to this is a manufacturer of 
misses’ and children’s shoes who is making 
75 per cent boots and 25 per cent oxfords. 

Pricesremain unchanged. In view largely 
of the weakness in the sole leather market 
and the fact that upper leather prices have 
merely held their own, shoe manufactur- 
ers say they expect no advances in the 
price of shoes except on such shoes which 
require an unusual amount of work. 


Glazed Kid Trade Quiet 


Glazed kid trade in general is very quiet. 
Merchants are looking for considerable im- 
provement next month when retail mer- 
chants are expected to place their orders 
with the shoe factories. There is some de- 
mand for brown and field mouse and for 
white. There is still some demand for red, 
green, and blue though only for children’s 
shoes. Manufacturers report that New 
York and Brooklyn have been inquiring 
for black. They take this as an indication 
of a big demand for black in fall. Prices re- 
main unchanged. 


Factories Fairly Busy 


Factories continue to work on a part- 
time basis. They continue to be affected by 
the between-seasons lull and the fact that 
the retail merchants do not know what to 
buy. Production of most of the factories 
varies from 40 to 70 per cent though one 
factory, which makes shoes for misses and 
children, is working to capacity and re- 
ports it is sold up to November 1. 


Report Demand for Whites 

Wholesale merchants report a very 
brisk demand for whites. Kid leads in de- 
mand. Straps and cut-outs are the pre- 
vailing styles. One wholesale merchant 
says whites are the biggest thing on the 
market today. He reports a very heavy de- 
mand for calf, with kid also active. Another 
reports good demand for both white kid and 
white canvas. The trade is unanimous in 
stating that plain whites are very much 
more popular than whites trimmed with 
colors. 

The wholesale trade also reports some 
demand for gray suede and gray kid. There 
is good demand for patents. There is still 
a little demand for red, green and blue, and 
fair demand for field mouse and cham- 
pagne, though these colors are now being 
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crowded out by the whites. Prices remain 
unchanged. 
Sole Leather Trade 


There has been no improvement in the 
sole leather trade since the week ending 
June 23. Factories are not very busy and 
do not care to buy any more leather than 
they have to on a declining market. Re- 
pairmen are idle and demand for findings 
leather is very light. Given as the chief 
causes of the dullness in the repair trade 
are the presence of cheap shoes, the fact 
that with the coming of warm weather 
many people have left town, and the wear- 
ing by children of various styles of rubber 
shoes since the close of school. 


Associations End Meetings 


The Philadelphia Shoe Retailer's Asso- 
ciation, the Wholesalers’ Association, and 
the Travelers’ Association have each held 
their last meetings for this season. The 
next meetings will be in September. 


Retail Offerings 


Winkelman’s store is offering a cross- 
strap pump of white linen at $8.50. 

The Walk-Over stores are offering at $10 
sandals in jade green, carmine red, sapphire 
blue, ivory, and field mouse. Their white 
shoes are priced from $7 to $10. 

Sorosis Shoe Company is offering a white 
linen one-strap pump at $6.50. 

Steigerwalt’s Store is featuring a sport 
oxford of white buck with brown saddle 
or trimmed with patent leather. 

Niederman’s are offering a strap pump 
in white kid at $12.50. Other models in 
white are priced from $7.50 to $11. 

Hallahan’s are offering at $9.85 black 

satin sandals with strappings of black 
suede. 
At $7.90 this store is featuring a two-tone 
effect in fawn suede with field mouse kid 
overlay or in black satin with black suede. 
This store also featured recently a sale of 
sandals in red, green, blue, or black kid, 
patent leather, field mouse, black satin, 
fawn suede trimmed with tan calf and 
various combinations at $6.75. 

A. H. Geuting Company includes in its 
offerings of white shoes for men an all 
white buck oxford with either leather or 
corker rubber sole and a white buck ox- 
ford with a saddle of either black or tan 
cordovan. Each of these models is priced 
at $10. 

The John Wanamaker store is offering 
two new styles in sport oxfords for wo- 
men. Both have soft toes and both are of 
calfskin. One has a natural crepe rubber 
sole with white stitching all round. It is 
of deep brown leather with brass eyelets, 
half wing tips, and fancy light stitching. 
The other is of light russet calfskin with 
plain toe, welted sole, and low heel with 
rubber heel attached. There is decorative 
stitching and crease over the instep. The 
price of each of these models is $7.90. 
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LYNN 


Style Turning Time Is —_ 


Summer Novelties Give Way to Fall Numbers of More Sub- 
dued Hues—Gore Patterns Feature 


HIS is the style turning time of the 
year; the season when highstyles come 
into their full flower, and then begin to 
slowly tone down to the more subdued 
hues of the fall of the year. All eyes are on 
the big Boston style show, where the grand 
transformation will take place. 
By far the two most interesting features 
of Lynn shoes are the development of gore 
patterns and suede leathers. 


Run on Whites 

Buyers from New York were at the 
Cruise, Sullivan Company factory re- 
cently, looking for white shoes. And the 
firm is quite busy making them, chiefly all 
white shoes of kid. A few blue shoes, and a 
scattering of other colors are going through. 
But the bulk of the business just before 
July 4, was on all white shoes. As for the 
few white trimmed shoes, they were mostly 
shoes with blue inlays, or with blue vamp 
collars and straps. 


A Tackless McKay 


V. K. & A. H. Jones & Thomas, Lynn 
shoe manufacturers, are developing a tack- 
less McKay shoe. O. C. Adams of the firm 
is the engineer in charge of the develop- 
ment. 

This tackless McKay shve is called a 
““Wel-Mac” shoe, and most every shoeman 
will at once guess that it presents a com- 
bination of welt and McKay shoemaking. 
Indeed it is practically a welt shoe, minus a 
welt. 

Furthermore, this tackless McKay shoe 
can be re-soled in a modern repair shop. 


Bottom Resembles Welt Product 


The bottom of this new “Wel-Mac’”’ 
shoe is like that of a welt shoe, for it has a 
filler—of cork or felt—like a welt shoe, 
and a shank like that of a welt shoe, too 
Having a filler between the outsole and the 
insole, there is no chance whatever of that 
“‘Wel-Mac”’ shoe squeaking. And a squeak- 
less McKay shoe has long been sought. 

But the big merit in this shoe is it has a 
tackless forepart. Shoe experts have strug- 
gled to make a tackless McKay shoe ever 


since Col. McKay brought the sole sewing 
machine into use. They have used staples, 
and various other fastenings. This new 
*‘Wel-Mac” shoe answers the question at 
last, for it has not a tack, a staple, nor a 
bit of metal of any sort in its forepart. An 
X-ray picture would not reveal a particle 
of metal in the shoe, unless, perchance, the 
tack puller had failed to pull the tacks 
from the insole as he should have done. 


No Tacks in Forepart 
Of course; a shoe like this ‘““Wel-Mac”’ 
shoe, without any tacks in its forepart, 
will be a light shoe, for it is without the 
weight of tacks, and, also, without any 
tacks, or metal to stiffen its forepart. It 
will be a flexible shoe. 


Whites Worn Extensively 


Harry Kushins, of Harney, Tracey & 
Crehan, returning from a trip across the 
continent, says that white shoes loomed up 
most everywhere. He says some selling 
numbers are gore style pumps, the gore 
being in the straps. The leathers are chiefly 
of suedes, in tones of brown and gray. 
Several new types of shoes for early fall 
will be shown by Mr. Kushins at the ex- 
position in Boston. 


The Josephine Sandal 


The Josephine, a sort of a grown-up 
sandal, made by the Burdetts, presents an 
interesting shoe for little folks, as, for in- 
stance, small misses and little school girls, 
who wear turn shoes. The upper has two 
straps, one over the instep and the other 
around the ankle. 


Midgets at Boston Show 

The Royal trio of midgets, two sisters 
and one brother, each about 40 inches high, 
and weighing from 32 to 36 pounds—not 
much larger than a walking doll, will show 
shoes made over “Style All the While” 
lasts, at the McNichol, Taylor, Inc., booth 
at the Boston show. “The smallest attrac- 
tion, and yet the biggest.” That is the way 
Edric Taylor sums it up. 





NEW ORLEANS 


White Sales Curb Run on Colors 


Sandal Models in White Selling Very Well—Trend Toward 
Black in Men’s Styles 


HE generous demand for women’s 
white footwear is the direct cause for 
the marked falling off in the sales of col- 
ored footwear. Brilliantly colored women’s 


shoes, which enjoyed a splendid rua of 
popularity in every retail store here, are 
selling far below former sales. 

White sandals are popular models and 








Where to Buy 


Children’s Shoes 














Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 181 Essex Street 








‘Bonita’ Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 
Send tr Catalog 
AH MoertnG@ 


Mehew ROCHESTER NY 











SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A POSNER SHOES. INC | 


140 W. BROADWAY NEW YORI 
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Where to Buy 


Ballet Slippers 














BALLET SLIPPERS 
IN STOCK 


Order ahead for fall. Nov- 
ph Tt 4 
Sema te en Tetall at separ 
prices. Write for samples. 
Co., Inc. 
118 Phoenix Row 
Haverhill, Mass. 








BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 
Bench Made 
BLACK KID SOFT TOE$2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 


I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 
































Where to Buy 


Hosiery 











OLLYWOO 
HOSE 


Reg. U. S. Pat. Off. 
Guaranteed full fashioned 
Let Your Jobber Carry Your Stock 

Harrington Waring 
41 Union Sq. W. New York 

















Where to Buy 


Engraving and Printing 




















ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street Boston, Mass. 
Telephone Beach 4960-4961 
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TOLMAN PRINT, INC. 
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Where to Buy 


Shoe Store Supplies 

















IN-STOCK 
Bathing Shoes and Pu 
RUBB 90c. PER PAIR 
Ladies’ and Misses’ Red, 
White, Blue and Black. 
Men’s Black Only 
BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N. Y. 
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are selling freely. Considerable comfort is 
derived from wearing sandals, retail mer- 
chants report. Climate conditions here 
have a tendency to boom the sales of 
sandal models, because women express a 
decided preference for this type of foot- 
wear, due to the comfort and coolness 
resulting. 

Men are wearing light tan shades, but a 
steady trend toward black is noted. Some 
whites are selling, and sport shoes are in 
good demand. 


Schiro’s Store Bigger 

Schiro’s Shoe Store is being remodeled. 
New equipment is being installed. Recent 
sales resulted in moving considerable 
stock, which allowed repair work to speed 
up. One sale permitted customers to buy a 
pair of shoes for one cent subsequent to 
making a sale at a much larger price. 

When the work is completed the store 
will have the use o* an entire new floor to 
carry on the business which outgrew the 
former space. 


A New Shoe Store 
A new and up-to-date shoe store opened 
its doors recently to the public at 528 
Frenchman Street. T. T. Rebaul, Jr., the 
son-in-law of C. Joe Crasson, who recently 
the shoe is the 


retired from business, 


proprietor. 
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Mr. Rebaul chose for his location one 
of the oldest shoe stores in New Orleans, 
which was started back in 1853 by that 
late pioneer shoe man, Joseph D. Crasson. 
The entire front of this old landmark was 
torn down and a new front put in, with 
two large show-windows. 

The shelves are of the latest type. 
There are tiled floors and attractive ceil- 
ing lights. Mr. Rebaul is catering to the 
best class of trade and has a well-selected 
stock of the best makes of shoes for men, 
women and children, selected by Mrs. 
T. T. Rebaul, Jr. Mrs. Rebaul was for- 
merly Miss Marion Crasson, who grew up 
in the shoe business with her father, ( 
Joe Crasson. 


New Wholesale Firm 


Paul A. Tuschick & Co., Inc., were re- 
cently granted a charter. The company is 
a wholesale shoe firm, with a capital stock 
of $25,000. Paul A. Tuschick is president; 
Fred E. Nowell, vice-president; Sam B. 
Dryfase, secretary-treasurer. 


New Walk-Over Store 


I. R. and N. E. Jacobs are proprietors 
of a new Walk-Over shoe store, the third 
Watk-Over store to be operated in this 
city. The store is located at 130 St. Charles 
Street. 





BROCKTON 
Manufacturer Tours Europe 


Complete Lines of Shoes Ready for Display at Boston Style 
Show 


OHN S. KENT, treasurer of the M. A. 

Packard Company and president of 
the Brockton Shoe Manufacturers’ Asso- 
ciation, recently returned from a trip to 
France, Italy and Belgium. The result’ of 
Mr. Kent's observations are that because 
of the conditions which prevail in the 
countries he visited, there is little to en- 
courage American shoe manufacturers to 
export their products there. The high 
luxury tax and other taxes placed on 
American-made footwear, particularly in 
France, are important factors in this con- 
dition, Mr. Kent says. 

Mr. Kent says that in France a shoe 
made to sell at $7 in American money 
carries a luxury tax of 15 per cent. A shoe 
made to retail at $10 has an additional tax 
of 15 per cent, or a total of 30 per cent. 
The popular retail prices of French shoes 
are from $4.50 to $7 American money. 
Mr. Kent says these are not to be com- 
pared as regards style, material, work- 
manship or fitting qualities with the shoes 
made in the United States. Conditions in 
Italy are also against the importation of 
American-made shoes, Mr. Kent says. 
Americans, with whom he talked in Eu- 


rope, were, as a rule, opposed to the 
United States participating in the League 
of Nations or the proposed World Court. 
While in Italy, Mr. Kent met Loring Q. 
White of the L. Q. White Shoe Company, 
Bridgewater; also Milton H. Florsheim of 
Florsheim Shoe Company, Chicago. 


Brockton at Boston Show 


Visitors at the Boston Style Show, 
Mechanics Hall, the coming week wii 
have the opportunity of seeing many 
Made-in-Brockton lines attractively dis- 
played. Practically every local shoe manu- 
facturing concern will keep open house at 
its Boston offices next week, where sales- 
men will be in attendance and complete 
lines of fall styles will be shown to the 
visiting trade. 

New England merchants will be espe- 
cially well represented among the visitors 
in Boston next week, and the usual good 
representation of buyers from all over the 
country during July is also looked for. 
Brockton manufacturers, as well as those 
in the towns surrounding, are “all set’’ to 
supply shoes of style, material, workman- 
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ship and fitting qualities which will uphold 
the best traditions of Brockton and South 
Shore shoemaking. 

Manufacturers Advertising 

Show 

Practically all shoe manufacturing con- 
cerns in Brockton and vicinity during the 
past few weeks have used printers’ ink in 
its various forms for the purpose of giving 
customers and retail shoe merchants in 
general details regarding the forthcoming 
shoe and leather exhibition and its asso- 
ciation with Brockton and South Shore 
shoes. 

One of the leading South Shore con- 
cerns, Edwin Clapp & Son, Inc., has been 
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sending out in every letter, statement, bill, 
etc., a little folder bearing the Edwin 
Clapp trade mark and the statement that 
the Edwin Clapp shoe will be exhibited at 
the National Shoe and Leather Exposition 
and Style Show, Boston, July 9, 10, 11, 12. 
Some High Wages 

One of the shoe manufacturing con- 
cerns advertising for help listed the aver- 
age wages earned in several of its depart- 
ments. The list follows: Machipe pullers, 
$53 a week; rounders, $49 a week; edge 
trimmers, $57.75 a week; edge setters, 
$53.33 a week, and vampers, $50 a week. 
Steady employment was guaranteed in 
the advertisement. 





HAVERHILL 


Modern Selling Methods Illustrated 


Black Materials of Satin, Kid Patents and Gun Metal Being 
Used by Manufacturers 


ODERN selling methods, in con- 
M nection with the production of 
women’s novelty footwear, were cleverly 
illustrated on a recent 10-day trip by a 
member of one of the leading shoe manu- 
facturing houses. This manufacturer left 
Haverhill on a Monday and his tentative 
route follows: Erie, Penn., Tuesday; St. 
Louis, Wednesday; Kansas City, Thurs- 
day; Des Moines, Iowa, Friday; Minnea- 
polis and St. Paul, Saturday and Sunday, 
Chicago, Monday and Tuesday. From 
there he went to New York and reached 
Haverhill on Friday. This itinerary called 
for eight nights on sleeping-cars and may 
be termed a strenuous selling period. 

The shoe manufacturer-salesman car- 
ried with him only one small case contain- 
ing shoe samples. A brief case, containing 
the “real stuff’ was taken along as an in- 
dispensable accessory. In it were drawings 
of shoes, numerous beading patterns, 
straps in various designs, ornaments, wood 
heels and other incidentals which go to 
make the completed shoe. 

“T can build a shoe in front of a cus- 
tomer,”’ said this manufacturer, “‘so that 
if I had no sample of it, he can picture the 
completed style. I can lose my sample case 
and yet do business with the brief case 
alone. This is the kind of a trip I am con- 
tinually making—10 days to get the or- 
ders; then back to the plant to get them 
going and then out again with new styles. 
That is the life of a modern factory sales- 
man selling modern shoe styles.” 


Shoeman in State Position 


Albert M. Child of Haverhill has been 
appointed supervisor of industries in the 
Massachusetts State Prison and Concord 
Reformatory. This position was obtained 
by Mr. Child as a result of his work 


in connection with the Massachusetts 
State Board of Arbitration and Concilia- 
tion and his experience in industrial work 
particularly in the production of shoes. 
Mr. Child was formerly secretary of the 


, Haverhill Shoe Manufacturers’ Associa- 


tion. He also served as secretary of the 
Haverhill Board of Trade. More recently 
he has been engaged in shoe manufactur- 
ing on his own account. In his new position 
he will have general supervision of various 
industries at the prisons, utilizing his ex- 
perience to increase the efficiency of the 
work performed there. Approximately 650 
prisoners are employed in the prison 
shops, producing goods at a value of 
about $1,000,000, including a considerable 
amount of shoes. 


Raise for Packers 


Concerns affiliated with the Haverhill 
Shoe Manufacturers’ Association have vol- 
untarily granted a wage increase of $1 a 
week to women packers employed in their 
factories.About 1,000 employees benefit by 
this advance, which took effect the first 
working week in July. The increase will 
be effective in every factory in the city 
owing to the fact that concerns not affili- 
ated with the association have agreed to 
pay the same wages as those in the asso- 
ciated plants. 


New Office and Sample Room 


W. H. Butler Company, manufacturers 
of women’s turn shoes, with factory in 
Salisbury, Mass., has opened a new office 
and sample room on Granite Street, 
Haverhill. W. Herman Butler of the 
concern, accompanied by his wife and 
daughter, is on a six weeks’ vacation trip 
to the far Western states and British 
Columbia. 











Where to Buy 


Shoe Ornaments 














The ornament illustrated here con- 
verts one and two straps and plain 
pene into latest styles. Obtainable 
n all leathers and color effects. We 
specialize in leather and fabric cov- 
ered buckles, plain or beaded. Also 
bows. Send for samples. 


EDW. E.KAHN CO. 


291-293 ADAMS STREET BROOKLYN. N.Y. 








BROOKLYN, N.Y. 

We specialize in Artistic 
Rhinestone Ornaments for 
Women's Shoes. Samples 


sent on uest 
Inquire partment A 








ee ee 
The tnark of ™ 


600d shoe buckles 
ever since 1905 

) FA.) 9 Ooh au Oa rene @ OF 
PHONE FITZROY O60¢ 


St.. New York C1 





D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 

PROVIDENCE - - - 








For Good Silk or Cotton Tassels, 
Ornaments 


Bows or 
WRITE TO 
The Vanity 
Novelty Works 


1261 Atlantic Avenue 
rooklyn, N. Y. 











“Just Enough Better Te Be Thoroughly Worth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 


Manufacturers in America 
High Class Buckles at Popular Prices 
2927 3RD AVENUE NEW YORK CITY 














Where to Buy 


Miscellaneous 














Service Complete Copy to Mailing 
F. 8S. ROOT COMPANY 


boston. mass. MULTIGRAPHING 


When to Employ Us—When you want quick 
action as regards multigraphing., filling in, ad- 


dressing, siemings» SALES LETTERS 


Accuracy and excellence guaranteed = Tel. 3172 Hay. 





























Where to Buy 


Standard Shoe Materials 

















THOMPSON-FIELD COMPANY. | 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 
BROCK TON.MASS. 





COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 























T.W. omens Pali F. E. JONES, Treas. 
Ww. G. NALD, Vice-Pres. . 


F. E. JONES Co. 
FANCY COLORS 


MAT KID 


95 SOUTH ST. BOSTON, MASS. 








in the World of 


Blach Glazed Kid 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Pelish. 


E & COOK (0. 
ert 95 Seuth St., Besten, Mass. 


eries at Da 
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New Wood Heel Plant 


The Mears Heel Company opened on 
July 1, a plant in St. Louis. It is known as 
the Fred W. Mears Wood Heel Co., Inc. 
The capacity of the plant is 2,000 dozen 
pairs of heels daily. Fred W. Mears Com- 
pany will maintain offices in Haverhill. 
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The Slipper City Wood Heel Company, 
also under Mears management, is located 
in this city. The latter concern has re- 
cently taken additional space. Perley C. 
Whitten, who has been associated with the 
Mears concern in this city, has charge of 
the St. Louis factory. 





SYRACUSE 


New Laws for Itinerant Merchants 


Proposed Ordinance, if Passed, Will be Beneficial to Retail 
Merchants—White Footwear Selling Well 


HE Common Council has framed an 

ordinance which will force itinerant 
merchants to compete with retail mer- 
chants of this city on an equal basis, pro- 
viding the proposed law is passed by the 
municipal government. 

E. N. Park, chairman of the committee 
which framed the ordinance, is confident 
that the bill will become a law and says it 
will mean the end of a long fight by Syra- 
cuse retail merchants regarding unfair 
competition. For many years, itinerants 
have entered the city, done a large busi- 
ness and then left leaving many dissatis- 
fied customers behind in most cases. 

The new ordinance, according to Mr. 
Park, is drawn up for the protection of 
the public as much as for the established 
merchant. It provides that itinerants 
shall first obtain a permit from the mayor 
and file a bond of $1,000. Before doing 
business, they must provide an inventory 
of the goods on hand. Itinerants are all 
concerns which stay in business here less 
than two months. After the sale, those 
affected are required to file an inventory 
including the number of sales and the 
amount. This amount will then be appor- 
tioned in relation to the assessed property 
valuation. Tax will be based on the pre- 
vailing city tax rate. In this way, if an 
itinerant sells $5,000 worth of goods in 
Syracuse he must pay a tax in excess of 
$100. The new ordinance makes a viola- 
tion a misdemeanor. The legality of the 
old law was effectively attacked by itiner- 
ants before. The Syracuse Shoe Club was 
instrumental in getting the Chamber of 
Commerce to line up behind the measure. 


McCormack is Chairman 


A. B. McCormack has been named 
chairman of a boosters’ committee to pre- 
pare for the State convention of retail shoe 
merchants to be held at Utica soon. He 
will have charge of preliminary arrange- 
ments in Central New York. 


Retail Business Good 


Business in the shoe retail trade was 
never better than it is now, dealers unani- 
mously agree. The early summer season 
has started with a rush. Excessively hot 
weather resulted in a great demand for 
whites, which previously had sold slowly 
on account of the cold weather. The de- 
mand for colored goods continues to be 


good. 


Much Interest at Meeting 


Retail merchants held the most success- 
ful dinner and meeting at Ubhrig’s re- 
cently since the organization of the club. 
Jobbers, salesmen, manufacturers and re- 
tail merchants from all parts of the state 
attended. E. N. Park, former state presi- 
dent, W. Luthey of Niagara Falls, James 
Cameron and Harry Jones, representing 
Syracuse manufacturers addressed the 
session. 


Brigham in New Capacity 


Harvey Brigham, one of the best known 
shoe men in Syracuse, has taken charge of 
the department in the Chappel-Dyer store 





ROCHESTER 


White Shoes Selling Well 


Ideal Weather Stimulates Buying in Retail Shoe Stores— 
White Kid One of Leaders 


HE week ending June 30 brought 
good business to the retail shoe mer- 
chants of the city and several of the stores 
reported unusually good pre-holiday busi- 


ness. 


Demand for whites, about which there 
has been much discussion on account of 
the vogue for colors, opened strong with 
the warm days in the early part of the 
week and merchants are now wondering 
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if they did not buy too cautiously on 
white footwear. 


McCurdy’s Show New 
Patterns 


A window display of the newest crea- 
tions in women’s footwear, and liberal use 
of newspaper space to feature the window 
display and the new footwear, served as a 
stimulus to attract hundreds of women to 
the McCurdy store. 

James Olmstead, manager of the Mc- 
Curdy’s shoe department, arranged an 
attractive display in one of the Main 
Street windows which resembled a rain- 
bow with its red, green, yellow and many 
other striking colors of footwear. To at- 
tract attention to the display, Mr. Olm- 
stead headed his advertising, ““Rochester 
Women Will Be Interested in This Bit of 
Gossip”’ and judging from the crowds of 
women visiting the shoe department dur- 
ing the week, the women of this city must 
be interested in gossip as well as the newest 
in footwear. 

The body of the advertisement told of 
the footwear as follows: 

“*There wasa time, and not sovery long 
ago, when the discriminating women of 
this fair city looked askance at the radical 
innovations in footwear which Fashion 
was reported to sponsor in Europe and 
New York. Between then and now is a 
short time, but a long time. Because not 
only has the number of innovations in- 
creased, but also the attitude of smart 
women toward them has undergone a vast 
change. ‘Radical’ footwear is no longer 
radical. It is the vogue.” 


Chart Valuable in Purchasing 


When the Bool and Shoe Recorder rep- 
resentative visited one of the leading 
stores in Rochester recently, he found the 
manager of the store studying a chart of 
sizes in women’s footwear published in the 
Recorder early in the year and comparing 
it with his inventory records. 

In discussing the chart this shoeman, 
who is a buyer of long experience, stated 
that this comparison was a revelation to 
him for it showed him where his buying 
was wrong and enabled him to check up 
his purchases and adjust his future buying. 


Cleans Shoes Before Showing 


Cosmo Dispenza of the Nettleton Shop 
has a new one for selling white canvas 
shoes. For some time, Mr. Dispenza had 
been losing sales on white canvas shoes 
which have become soiled through han- 
dling in trying on and now he avoids any 
possibility of the customer saying: ““Those 
shoes are all right in size, but haven’t you 
a cleaner pair?”’ He steps to the back of 
the store and touches the shoes up with 
whiting powder before trying them on and 
since putting this idea in practice, he hasn’t 
lost a sale of canvas shoes. 
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BUFFALO 


Expect Extended Summer Season 


Retail Shoe Merchants Anticipate Lateness of Arrival of 
Spring Will Result Favorably 


TIMULATED by seasonable temper- 

atures and the eleventh hour buying 
of folks who are fortunate enough to be 
able to spend the hottest months at one 
or the other of the many beaches within 
a few miles of Buffalo, summer footwear 
moved along at a brisk clip during the 
week ending June 30. In fact it seems prob- 
able that sales of light shoes have reached 
their peak during that period. Some of the 
downtown stores were taxed to capacity to 
take care of the requirements of the after- 
noon shoppers and still others found it 
necessary to increase their sales force. 

Inasmuch as spring and summer were 
both late in arriving and as a consequence 
the season for the former was considerably 
extended, it is safe to reason that a longer 
summer season may be looked for this 
year. This will compensate somewhat for 
the dull period between the winter and 
spring and will shorten the usual mid-sum- 
mer doldrums which shoe merchants have 
come to look for as a matter of fact occur- 
rence. It is safe to predict that few mer- 
chants will have to sacrifice their summer 
footwear at the fag end of the season if 
the present buying wave continues until 
the middle of July. 

In one way the summer business this 
season seems unique. There is no one out- 
standing type of shoe for which the demand 
overshadows all the others. The whims of 
the woman shopper are varied and as a 
result nearly everything in the novelty 
line is enjoying equal popularity. 


Watters’ New Store 


Work onthenew K.W.. Watters’ shoestore 
in the Genesee Building, Main and Gene- 
see Streets, has reached such a stage that 
it is now possible to announce definite 
arrangements of departments. Occupa- 
tion of the establishment is planned for 
September 1, at which time Buffalo shop- 
pers will have at their service a veritable 
shoe department store, occupying three 
floors and catering to the shoe and hosiery 
needs of every member of the family. It 
will be one of the finest stores of its kind 
between New York and Chicago, embody- 
ing all the modern features of the metro- 
politan stores and some original ideas of 
Mr. Watters’ own conception. Sixteen 
years’ of shoe merchandising have taught 
this merchant the value of service and in 
designing his de luxe store he has borne 
in mind the public convenience. Accessi- 
bility to street and the office building in 
which the store is located have been the 
chief consideration in laying out the store. 

Occupying the entire Main Street front- 


age of the Genesee Building, the new store 
will have its own elevator service to take 
its patrons to and from the second floor 
and basement. For the convenience of 
those who wish merely to buy hosiery, the 
Gotham hosiery department will be lo- 
cated on the main floor near the entrance 
while there will be a separate hosiery and 
findings department in the ladies’ foot- 
wear department on the second floor. 
The men’s footwear will occupy almost the 
entire first floor with a mezzanine floor 
for stock. 


Roberts Buys Block 


William C. Roberts, shoe merchant of 
Albion, N. Y., has purchased the two- 
story block on the north side of West 
Bank Street between Main and Liberty 
Streets in which his store and several 
others are located. It was formerly owned 
by the late George H. Sickels, dry goods 
and clothing merchant. 
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52 W. 15th St., New York City 














BOOT AND 


Foot Comfort 


Guaranteed 


to Your Trade, at 


50 or*J2° a foot 


without the use of arch supports 


DEp- — 
METATARSAL PAD 


Retail 50% a foot 


END VIEW OF HEEL 
Showing Corrective Wedge 


Pep-STEP COMBINED 
Retail $12° a foot 


“Foot Comfort at 50c or $1.00 per foot” without 
the use of arch spuports. 


Live dealers will find a large increase in their shoe 
business by featuring an ad like that. 


Your own and your competitors’ customers will 
appreciate such a service. 

It will bring foot sufferers to your store. You can’t 
sell shoes on the street. 

Pep-Steps give you a nice profit with practically 
no selling cost. 

They are—almost—air-light—no metal. They fit any shoe, 
oxford, pump, or sandal ani while relieving or correcting foot 
ailments. They keep shoes shapely, good looking and com- 
fortable. 

Pep-Ste age are worn and praised by thousands of former s.f- 
ferers of weak or flat feet: by thousands who have had cal- 
louses—corns—bunions, tired, aching limbs, etc. 

A thirty-day money back guarantee with each pair. Could any 
offer be fairer? 

Orthopedic Authorities endorse our method. 

A trial order of ‘4 doz. each style, men’s ani women's best 
selling sizes will be sent on request. 

Pep-Step combination costs $1.25 per pair, Retail $2.00. 
Pep-Step metatarsal pad, $.60 por pair. Retail, $1.00, 
Pep-Step heel pad, $.60 per pair, Retail, $1.00. 


Ciicie anid 


Pep-Step. 318 W. Division Street, Chicago, Il. 
Plese send Trial Order to 
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STETSON 
White Duck Oxfords 


Dept. 5 
Style 61R 


During this summer many 
white oxfords will be bought by 
women— 


In anticipation of this demand, 
Dept. 5 has planned its stock of 
this St. Regis White Duck Ox- 
ford onithe Miss Hawes Last 
so that it will be in a position to 
give excellent service. 


Order a few pairs now and fill 
your stock from Dept. 5 as you 
make your sales — 


If you haven’t a copy of Stock 
Book 32R send for one. 


Even Better Than Last Year 


9° 42 


i Hon Sivlae How t Sasinase 


Dept. 5 


The 
STETSON SHOE CO. 


South Weymouth, Mass. 


July 7, 1923 
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| 
ESKI- MOCS 


‘* Heap Good Shoe’”’ 
For every — of the family At 


A revelation in footwear 43 





Do They Wear? Boston 
Do _ Sell? ee 


Style 


wow! 


DONN D. SARGENT CO. 


ESKI-MOC FACTORY 
SALEM .. .. MASS. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Get a “Close Up” of Goodrich Turns 
at the Boston Style Show 


Our display will radiate beauty, quality, ad- 
vance style, sterling workmanship and mer- 
chandising value. 


The Ladies’ Turn Shoes 


and the 


Line of Men’s Slippers 


will win your praise and prove our claim that 
Goodrich Footwear Is Unsurpassed 


SHOWN IN THE HAVERHILL SECTION 
HAZEN B. GOODRICH & CO. 


_ July 7, 1923 


Haverhill, Mass. 
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THE LACE WITH THE UNIVERSAL APPEAL 


Cordo-Hydes necessarily sell at a higher price which increases 


your volume — but figuring value in terms of service, the 
user finds it the most economical. 


- hun (7 
\ 
ail —— 
. 4 BY MONTHS ORDINARY LACES 
Wiiacaaa [ae “i 
“eatin AMMO TET TET Min HT 


Have you CORDO-HYDE lace to match the light tan shade 
that is becoming so popular, if not let us send you a sample. 


LACE DIVISION 


O. A. Miller Treeing Machine Co. Brockton, Massachusetts 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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A Feature That Is Selling Shoes 


The return of lacing hooks is the 
revival of a popular feature on 
footwear for men. 


With the new demand for both 
style and practical convenience in 
shoes the lacing hook becomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales. 





Sell shoes that combine the 
features which men demand-- 
comfort, convenience, fit-- 
Shoes with lacing hooks! 


Dealer Influence is secured thru advertising in the Boot and Shue Recorder 
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Comfortable — Servicétiiti 
Fashionable 


No other leather combines these three essentials 
to complete Sport Shoe satisfaction as does 


In 11 colors—more, at the call of fashion 


Your customers will make many sales for you on 
account of the remarkable comfort which shoes 
made of this leather afford 


¥ TATATATATATATATATAATAMTAMAMARATE| 


C. D. Kepner Leather Co. 
139 South Street, Boston, Mass. 


10 Spruce Street, New York 
308 Leather Trades Bldg., St. Louis, Mo. 
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Smart New Styles in Stock 
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Latest Novelty Patterns 
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Increased Sales and 
Profits. 
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Stock No. 852 Price 34.90 Write for Catalog =o. 0k No. 468—Turn ites 02.08 
Sand Suede “Diamond” Oxford Trimmed Showin Oth Black Satin, Black Suede Trim Heel, 14-8 
er , . 
with Field Mouse Kid; Heel 12-8 Leather, 8 Louis Full Breasted, 27 Last. Widths AA 
Natural Finish Rubber Lift, White New Styles in Stock to C. 
Stitched Sole. Natural Edge, 65 Last. Stock No. 469 Price $5.40 
‘ . . 
Widths AA to C. Same as above exc2pt Black Kid. 
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New Fall Line of Samples will be shown at the United States and Essex 
Hotels during the Style Show 
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Illustrations are typical of the many really fine things in our new 
line. Samples now ready for immediate and early Fall delivery. 


New patterns—new lasts—new leathers. 


Collins & Staples 


Staple-ized Novelties 


Gene Ricker, Boston Office, 183 Essex St. L. W. Stockbridge, New England and Pa. 


“DISTINCTIVE SHOES FOR MEN” 


Day by day these Brockton Made Men’s Welts bring us a steadily increasing 


business. 
We have built our business on the solid foundation of Quality, Value, Service, Style. 


We Deliver right shoes at right prices to supply right service. 
Smart, Snappy Styles—Union Stamped. Business Builders and Profit Makers for 


merchants. Ask Your Jobber. 


WALL-DOYLE & DALY INC. 
BROCKTON, MASS. 


Makers of Retail Quality Men’s Shoes for the Jobbing Trade 
BOSTON OFFICE 207 ESSEX STREET, ROOM 420 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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MILLER BOOT JACKS 


SOLID BOOT JACK (plain) 


SOLID BOOT JACK (leathered) 


MADE OF SELECTED HARD WOOD, POLISHED 
WITH A HAND FINISH OF HARD WAX 


On the leathered jack we use a serviceable ooze and a non-slip pad of corrugated 
rubber, the leather a rich dark tan securely fastened with brass pins, and set flush 


with surface of the jack. 


Our catalog illustrates the complete line, also Boot Trees and Boot Hooks 


SHOE TREE DIVISION 


O. A. Miller Treeing Machine Co. 


Brockton, Massachusetts 











GUESS 


Why tanners of smooth, white 
leathers recommend Cinderella 
White Kid Polish and Cleaner to 
the shoe manufacturers to whom 
they sell their leathers. 


THEN 


Guess why over 100 slipper 
manufacturers mail-order Cin- 
derella Silver Slipper Cleaner. 


Retailers sell these polishes put 
up in attractive packages fof 
home use. 


Produced by 
EVERETT & BARRON CO. 
Providence, R. I. 


Makers of highest quality 
footwear finishes 


Fer Profit Babies Deal, Fill Out 
and Send is Coupon 











Shoe Laces: 
“OLD RELIABLE” Brands 


Mercerized and Cotton 


‘“*RADCLIFFE”’ Narrow, Flat, Tub, Mercerized 
‘““YALE,”’ Round, Mercerized 
“DUDLEY” and “C,”? Round 


Your Jobber Can Supply You 


FRANK W. WHITCHER CO. 


Boston, Mass. MFRS. Chicago, IIl. 





Dealer Influence is secured thru advertising in the Beot and Shoe Recorder. 





July 7, 1923 





July 7, 1923 


BOOT AND SHOE RECORDER 


CANTON 


Marked Gain in Shoe Trade 


Advent of Seasonable Weather Is Factor in Strong Demand for 
White Footwear 


MARKED improvement in the retail 

shoe trade in the Akron-Canton dis- 
trict is reported following a survey of the 
leading stores for the week ending June 23, 
by a representative of the Boot and Shoe 
Recorder. May business was somewhat 
spotty and had a tendency to be backward 
due to the unseasonable weather. 

With the advent of real summer weather 
sales in women’s shoes have been greatly 
stimulated. Retail shoe merchants predict 
the demand for colored sandals will be 
shortlived for already there is a slowing up 
in these sales. Merchants said women are 
asking for most every style shoe carried 
by the average store. 

Warmer weather is boosting white foot- 
wear sales, this class of merchandise being 
in big demand now. The trade is buying a 
better class of white footwear now than at 
any time in recent years. 


Men Favor Blacks 


Men’s footwear is active and there is a 
growing tendency for the black oxford. 
Children’s departments are busy and there 
is a strong demand for colorful hosiery, 
according to merchants handling this line 
of merchandise. 


Shoe and Heel Situation 


The hot weather has reacted favorably 

on the Akron tire industry, according to 
’ rubber men. Tire sales, which were slightly 
below normal this spring on account of 
the inclement weather, have increased 
sharply in the last two weeks. The increase 
- has been so pronounced that they now 
predict a normal season. 

A recent survey of the Akron rubber 
plants has revealed that 65 percent of the 
rubber heels and soles manufactured in 
the United States are made here and that 
the business is considerably above normal 
this year. 

Prospects for business in the rubber boot 
and shoe departments of the B. F. Good- 
rich Co., is said to be such that when the 
tire output is curtailed, as it usually is, 
later in the year the surplus labor will be 
diverted into the boot and shoe depart- 
ments. 


Walk-Over Men Meet 


Eastern Ohio Walk-Over shoe merchants 
held a most successful get-together meet- 
ing at Silver Lake Country Club, Akron, 
Ohio. R. B. Coleman, manager of the 
Akron store of the company, was in charge 
of arrangements. 

Managers and employees from Walk- 
Over stores in Ravenna, Kent, Cuyahoga 


Falls, Barberton, Youngstown, Akron, 
Canton and Alliance were in attendance. 

Ernest A. Burrill, sales manager for the 
Geo. E. Keith Co., makers of Walk-Over 
shoes, spoke at the meeting.There will be 
more meetings for the mutual benefit of 
the factory and dealers. Merchants report 
trade brisk and predict an active summer 
season. 


Gus Bendheim, East Liverpool retail 
shoe merchant, was responsible for the 
entertainment at a recent meeting of the 
Rotary club of that city. With the aid of 
motion pictures secured from the United 
Shoe Machinery Corporation, Boston, 
Mass., he told an interesting story on the 
manufacture of footwear. Mr. Bendheim 
was chairman for the day. 


New Store to Open 


Siff and Mason announce the opening of 
a retail shoe store at 42 South Howard 
street. The store will be one of the largest 
retail shoe stores in the city, occupying the 
entire first floor and basement at this loca- 
tion. It is expected the store will be open 
for business about July 1. 


Nobil Store Moves 


Nobil’s shoe store, located for several 
years at 204 East Main street, Alliance O., 
has moved into its new location at 242 
East Main street, where it has twice the 








131 


former floor space. The store is one of the 
Nobil chain. 


Shoe Line Added 


Raymond Py, formerly identified with 
the Newark Shoe Company, has purchased 
the men’s clothing and furnishings store 
of C. L. Van Arsdell, at Marion O. He will 
add a line of shoes and will personally 
supervise this department. 





Swan Company Reorganizes 
Baltimore, Md., June 23. The Swan 
Shoe Company was recently reorganized. 
The officers include E. W. Weakley, presi- 
dent and treasurer; C. E. Weakley, vice- 
president; and N. B. Thomas, secretary. 
The active management of the company 
remains in the hands of E. W. Weakley, 
who has been the head for several years. 
There are plans for expansion and in addi- 
tion to the line of infants’ soft sole shoes 
and ‘“‘Footgluv’’ Pullman slippers, a full 
line of babies’ shoes will be manufactured. 





Shoe Polishing Machine 

Syracuse, N. Y., July 2—Anelectrically- 
operated shoe polishing machine, suited 
for all types of retail shoe stores, has been 
placed on the market by the Rapid Pro- 
ducts Corporation of this city. 

The machine is called the ‘Radio- 
Shine” and cabinets of mahogany or wal- 
nut with nickel trimmings are provided. A 
General Electric Company motor and 
complete shining device are parts of each 
machine. The machine completes a shoe 
shine in either tan or black in two to three 
minutes, doing all the brushing and polish- 
ing mechanically. It is possible to average 
more than 300 shoe shines daily. 





The “Radio-Shine,” an electrically-operated hine. 
pair of shoes within two or three minutes 
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Boston 
ERNEST JACOBY 
76 Milk Street 


F. R. HENDERSON & CO., Inc. 


111 BROADWAY, NEW YORK CITy 


(rude ‘Rubber 


IMPORTERS OF PLANTATION SHOE SOLE 


(repe Rubber 


Cable Address 
REDSONDER, NEW YORK 
LIEBER’S A. B. C. 5th Edition - Private Codes 


London 
HENDERSON, FORBES & CO., Ltd. 


Singapore 
HENDERSON BROS., Ltd. 
Batavia 


HENDERSON BROS., Ltd. 
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Trade Mark Reg. 


Easy To Sell 


And wonderfully easy on little feet which need _some- 
thing a bit stiffer thana soft baby shoe. ‘*Tri-To-Walks” 
are full of good talking points—and high quality. 


Blucher Boot 
of First 
Quality Elk 
in All Popular 
Shades 
Pearl Chrome 
Sole. 
Guaranteed 
not to rip. 


Send for catalog of In-Stock—Soft Soles, “‘Tri-To-Watk" 
and Hard Soles 


LITTLE WITCH SHOE CO. 
(With which is consolidated Stevens Soft Sole Shoe Co.) 
144 WASHINGTON ST., SALEM, MASS. 

















GREELEY 
BOUDOIRS 


The fact that my cus- 
tomers stay with me, 
and order separately 
what their trade de- 
mands, proves what I 
have always claimed— 

a yy Greeley Boudoirs Sat- 

only. isfy. 

If Your Jobber Cannot Supply You, Write Us. 


A. W. GREELEY .°. Haverhill, Mass. 








“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 

“Clifton” shoe covering cloths, also 


“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 


Artificial]Flowering Plants and Trees, with 
m Pots, Complete, from 10c Up 


Our Illustrated Catalogue No. 32 with illustrations in colors of |Art- 
ificial Flowers, Plants, Vines, Trees, etc., M: Free for the Asking. 
FRANK NETSCHERT, INC. 

61 Barclay St. New York, N. Y. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Looking In on Foot Comfort Week 


Chicago Department and Shoe Store Merchants Declare 


ETAIL merchants in general and 
shoe dealers in particular, are 


keenly alive to the sales producing 
power of advertising. 

Also they are thoroughly awake to the 
fact that a good sound business promotion 
plan that brings new customers into the 
store during one week can be made the 
basis of increased trade during the other 
51 weeks in the year. 

These were the conclusions drawn by 
a representative of the Boot and Shoe Re- 
corder who set forth during Dr. Scholl’s 
Foot Comfort Week—June 16 to 23—to 
see what Chicago merchants thought of 
this event and if they considered it a sound 
merchandising plan. 


Window Material Elaborate 


Do merchants use the expensive win- 
dow trim material or printed literature 
furnished by manufacturers? 

What was the value of a periodic drive 
such as Foot Comfort Week? Did it bring 
new faces into the store? Did it add to the 
store’s revenue? 

The reporter started out with his mind 
open to get the facts in the case. Thread- 
ing his way carefully through the crowded 
“‘loop”’ district, he pulled up at what has 
been declared to be the busiest corner in 
the world—State and Madison Streets. 


The Reporter’s First Surprise 

At the State Street entrance to the 
Boston Store, one of the largest retail es- 
tablishments in the world, he found a 
beautiful display of Foot Comfort mer- 
chandise. It seemed that this window trim 
answered some of the reporter’s questions 
immediately. Here was a well-known store, 
one that places a tremendous valuation 
on its window space, devoting a whole 
window to the Foot Comfort Idea. In the 
store the reporter saw the blue and yellow 
Foot Comfort placards on the wall and 
when he turned into the main aisle he saw 
half a dozen show cases devoted to Scholl 
merchandise and advertising material. 

““How’s business?”’ asked the reporter 
of a young Practipedist, who was fitting 
an old lady with a pair of supports. 

“Great,”’ replied the shoe man as he 
mopped his perspiring brow, “Yesterday 
I sold 60 pairs of Dr. Scholl’s Appliances 
and the department sold 215 other cus- 
tomers Scholl merchandise. It seems every- 
one must know this is Foot Comfort 
Week.” 


Many Bring Ads with Them 


At Hillman’s Department Store he 
found another striking window trim and 


It Excellent Business Builder 


right inside the door a great long, double 
booth devoted entirely to Foot Comfort, 
occupying probably the most valuable 
space in the store. 

At The Fair and at Rothschilds, both 
State Street Department Stores, were more 
beautiful window trims. At the former 
store six cases in the women’s shoe de- 
partment and two in the men’s were filled 
with Foot Comfort Appliances and Reme- 
dies. 

“T saw your ad in the Sunday papers,” 
said a woman to a Practipedist at The Fair, 
“T have pains under the ball of my feet. 
I’ve heard so much about Dr. Scholl’s 
Appliances and read so much about them 
that I want to know more about them.”’ 

“That’s what most of them say. They 
either have read our own ads or they have 
read some of Scholl’s magazine or news- 
paper copy. Any number of people came 
in here with clippings of ads,”’ said the 
salesman. 

At Mandel Bros. Department Store, 
across State Street from the Boston Store, 
a gorgeous double window drew the at- 
tention of the crowds in Madison Street. 
In the center of an artistically arranged 
group of Scholl merchandise was the wax 
manikin of a woman contemplating her 
feet. In the Foot Comfort Section in the 
store there was the greatest activity. 
Over a dozen people were awaiting the 
attention of the four Practipedists. 


Window Trims and Window Trims 


The reporter now turned his attention 
to the outlying centers. Stopping at 
Twelfth and Halsted Streets, in the middle 
of one of Chicago’s vast foreign districts 
is the L. Klein Department Store. A com- 
plete window was devoted to a Foot Com- 
fort window trim. At KJein Brothers, two 
blocks further down Halsted Street, at 
Becker Ryan’s far out on 63d and Hal- 
sted Streets, over at the two Wieboldt 
stores on the north-west side, more win- 
dow trims were in evidence. 


Every Week Foot Comfort Week 

At 2310 W. Madison St. is a typical 
shoe store, conducted by F. P. Johnson 
and his wife. As he walked in the door the 
first thing he saw was a counter display 
of arch supports. Turning to greet Mr. 
Johnson, the reporter casually asked, 
““How’s business?”’ “Business is always 
good in the Foot Comfort line,” said Mr. 
Johnson. “The displays you see around 
here are permanent. We have Foot Com- 
fort Week 52 weeks in a year. We never 
sell a pair of shoes. or repair a pair but we 


pack up’ some Foot Comfort literature 
with them. We do a splendid business in 
Scholl merchandise because we push the 
Foot Comfort idea.” 


Callers Become Permanent Customers 


As the reporter mentally summarized 
the results of his day’s journey he couldn't 
help but feel that the retail shoe business 
was broadening, that when thousands of 
merchants simultaneously emphasize the 
Foot Comfort Idea, it was because they 
saw the opportunity to be of service to a 
public that is demanding something more 
than merchandise. To give Foot Comfort 
a scientific intelligent foot and shoe service 
was profitable, merchants had told him. It 
helped the sale of shoes and gave them a 
standing in their communities of which 
they were proud. 





New Livingston Store 


Charleston, S. C., June 30, 1923—A 
branch store of the Livingston Shoe Stores, 
Inc., has been opened at 439 King Street, 
being the second store now operated by 
this firm in Charleston. A complete stock 
of the latest styles of shoes for both men 
and women is carried at the new location. 
The company has another store at 366 
King Street. 

John O’Brien, formerly with D. O’Brien 
& Sons, and more recently with the Bren- 
nan Shoe Company, is manager. In addi- 
tion to the two stores in Charleston, the 
Livingston Corporation operates a chain of 
stores in Jacksonville, Fla., Charlotte and 
Winston-Salem, N. C. 





Huge Single Shoe Shipment 


New York, June 30—The largest single 
shipment of Endicott-Johnson shoes ever 
made to any particular territory in. the 
United States in the history of the Endi- 
cott-Johnson Corporation left Endicott, 
N. Y. today at noon. Nine carloads con- 
taining 85,000 pairs was sent to the retail 
shoe merchants in St. Louis and vicinity. 
The shoes themselves weigh about 115 
tons and the freight costs were $2,394.96. 





New Store Managers 


San Francisco, July 2—Three new man- 
agers of stores of the Beran Boot Shop, a 
chain of five stores, have been appointed. 
The new managers include: A. Saylors, 
Vallejo, Cal.; H. J. Minore, San Fran- 
cisco, and Burt Bacon, San Jose, Cal. 
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WANTE 


First class aggressive salesman 
living in or near Chicago 


to sell our line of men’s medium priced shoes in Illinois, including Chicago, 
Wisconsin, and River Cities in lowa. Commission basis. Should have well 
established trade. Only men of experience, and acquainted with the trade in 
this territory considered. Give full information as to past record and ability 


in letter of application. 


Weber Bros. Shoe Co., 


North Adams, Mass. 





SHOE —_— S 


o 
Finest Quality 
Fresh Water Pearl 
White 
Black 
and 
Size 14 Colors Size 16 


Shanks guaranteed for machine sewing. If you cannot 
procure our buttons from your jobber, write us and we will 


supply them. 
Prices and samples sent on request. 


HAWKEYE PEARL BUTTON CO. 


New York Office 
930 Broadway 








Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf — 


Russia Calf— 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S.A. 











APPROVED BY 
MEDICAL MEN 


As « sturdy support for the ankles of 
children and as a fully venti- 
Ventilated Foot 
> kaown 
Make ue mate a 
10nd © your 

ay a children's shoes 
complete by o« 

our order teday 
Phone Brockton 2133 
foe immediate action. 


BURKLEY 
SHOE CO. 


1156 Ne. Main St. 
Brockton, Mass. 


The most wonderful pocket convenience 
for marking over soiled spots 
Chemically per ‘ o clean instantly 
As the stick wear it can be 
projected fr ’ tary | 


pushing up onthe metal disc at the bot 


$1.25 per doz. White or Gr 


Display carton of 6 doz. $7.50 


The E. T. Gilbert Mfg. Company 
ROCHESTER, N. Y 








ASK YOURSELF THESE QUESTIONS! 


If you want the maximum of advertising results, ask your- 
self these questions when selecting mediums: 

What is the evidence of READER INTEREST? 

Is the paper essential to its field? 

Is reader interest proven by voluntary paid sub- 
scriptions? 

Are the paid subscriptions audited by the Audit Bu- 
reau of Circulation? 

(Twelve Thousand “Boot and Shoe Recorder” 
paid subscribers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper verified by the Asso- 
ciated Business Papers, Inc.? 

(The character of the “Boot and Shoe Recorder” 
is verified by the Associated Business Papers, 
Inc., of which it is a member publication.) 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Better Than Last Year 


“fe 


* gause 


9° 12 


tes tiewE -New pectaee 


Re is a liquid enamel 
which restores that much 
desired newness to sole edges 
and to heels. 

Your customers prefer Repco to 
any other brand of enamel be- 
Repco is easily applied 
without danger of soiling hands 
or clothes. 


Repco contains no varnish, shel- 


Repco Makes Shoes Look New 


lac or other gummy substance— 
but materials that protect the 
leather and prolong its life. And, 
best of all, Repco clings firmly 
and evenly to the surface. It 
does not rub off. 


Repco is made in’ every stylish 
color—white, ivory, light gray, 
dark gray, champagne and Ha- 
vana brown. 


For Sale by Shoe Finding Jobbers 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





Two New Buildings 


The J. B. Ivey Co., of Charlotte, N. C.., 
is to start construction soon of the five- 
story department store building the com- 
pany plans to erect at Charlotte this year. 
Work on the new department store of the 
Effird Department Stores Co., at Char- 
lotte, also is progressing rapidly, and the 
store will be ready for occupancy in a 
few weeks. The cost of the building is 
$700,000 and when finished it will be one 
of the finest department stores in the Caro- 
linas. The Effird Company operates a 
chain of several department stores through 
out North and South Carolina. 








MISCELLANEOUS 











ARE YOU DOING 
GOOD BUSINESS 


on a Men’s Retail Five and Six 
Dollar Line, and want to carry 
a snappy women’s welt in sta- 
ples and novelties in same 
grade? Give full information in 
first letter. Address E-107, care 
Boot and Shoe Recorder, 127 


Duane Street, New York, N. Y. 


MYERS ‘ine 


STORE LADDERS 
































SHOE STORE 
CHAIRS , 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 
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MISCELLANEOUS 








Ber Day 
, and upward 


is one reason for the rapidly 
grew ee popularity of the 
ote] Martinique. 

Another is the consistent 
economy of the entire estab- 
lishment. Here you may enjoy 
a Club Breakfast at 45c., con- 
sisting of Fruit or Cereal, Bacon 
and Egg, and Rolls and Coffee 
—Special Luncheon and Din- 
ners of superior quality are also 
served at the most moderate 
possible prices. 

No location can be possibly 
more convenient than that of 
the Martinique. One block 
from the Pennsylvania Station 
(via enclosed subway) — Nine 
blocks frem Grand Central— 
one block from the greatest 
and best Shops of the City— 
half a dozen blocks from the 
Opera and the leading Theatres 
ey: soy connected with 

e Subway to any part of the 
City you wish to Seach. 





Affiliated with Hotel MEAlpin 
Broadway~32"0 33” Sts. 


: NEW YORK 
A.E.Singleton, Manager. 





Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, 
help the a 

store. i —_ 

to approval and sat- 
ics i sod. 
Write for our latest cata- 

showing 18 styles of 

ers as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 


The Most Popular 
Size Stick 


“VARNUM” 


$i 


sMelededbcsdeecdoacaed iadanee, wea 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 


American , 
Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as weil. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 














Every Shoe Store Needs 


a pair of 


(Trade Mark Reg. U. 8. Pat. Off.) 


Boston, Mass. 


CURVED JAW CUTTING 


NIPPERS 


high-grade tool sted 
6 too 

nickel plated with a 

curved jaw that en- 

ables you to cut the 

tacks close to the in- 


d specif: 
e sure and 5; 
Genuine ‘ 
“MANCHESTER” 
curved jaw when or- 


d \ 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
Branch 
ie We Lake Se. 
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FOR SALE 


FOR SALE 











i = 





FOR SALE 


Cc me Furnishings and Shoe Store established over 40 years, located in Frankfort, Ken- 
tucky, capitol city of State—exceptional opportunity to secure a high-class business. Lo- 
cate in the heart of trade. Splendid trade and high credit. Lease may be ha 

for selling, settling an estate. Address CRUTCHER & SIMPSON, Frank- 


d on present 














R SALE—Shoe store in town of fourteen hun- 

dred population. Staple stock of shoes, fixture 
and repair outfit. Inventories about $4500. Owner 
must West in thirty days. A good location. 
F..O. Eichman, Winthrop, Minnesota. 





R SALE—Very modern shoe store everything 
just right, siness location, good town to 
live in, it s a dandy for the man who knows. Please 
don’t answer this ad unless you mean business. An 
Indiana store. Address E-94, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





FOR SALE 


Shoe “‘breaker-in”’ and waterproofer. 
750 twenty-five cent cans for $12. Sales 
value $187. TT, $12! Cheap enough 
to give away. SAMPLE CAN FREE. Or 
send $1 now and pay balance of $11 on 
arrival of 750 cans. A. A. A. Mfg. Co., 
159 Kingston St., Boston, Mass. 














SPACE FOR RENT 





WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
r entire shoe stecks. We also buy your 
or slow sellers. Quantities no object. 
off your bands Wi yy >t Corre 
ire or us. 
spondence confidential. Established 1 
ay CLAUBERG 
Street, New 
We sue purchase clothing, hats, f 
goods, etc. Phone Canal 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N.Y. 
PHONE—SPRING oes 


WILL SURF: 05 SrOexs 


ENTIRE STOCKS ‘CASH 
al f al 
ut Bsn ways en ~~ 





gucc SESSFUL store, old establishment, recently 
remodeled and appears the prettiest store in the 
avenue, in the tty city of Tampa. Population 
now 100,000. d like to rent out space for a 
ladies’ and children's shoe department to a live 
wire concern. Address aed & Comp, 1611 
Seventh Ave., Tampa, Fla 


SPACE 


for shoe department in old-estab- 
lished department store in the heart of 
shopping district. Immediately avail- 
able, due to expansion of store. King’s 
i _— Seventh St., Washing- 
ton, D. C. 























BUSINESS OPPORTUNITY 


YOUNG MAN known through the retail trade is 

looking for experienced shoe man with money 
to start jobbing —_ in New York. Address 
K-517, care Boot and Shoe Recorder, 127 Duane 
St., New York. 








WANTED TO PURCHASE 











ind 
A.» gey highest cab gates 
Sa meee iym0 


BROOKLYN PURCHASING SYNDICATE 
FRANK W Proprietor 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’l Mer. 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel, 
73 Cornhill 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 





PUBLISHER'S NOTICE 
susscairT ae oar y price of the 
Boot and Shoe R. 00 2 ay 


in ad- 

vance, which includes the United 

States, Cuba, Hawaiian ty 

Islands, Vi n Inlands, Alaska, Canada, ex- 
; Salvad Argentin 

‘ vi or, a, 

Colombia, Ecuador, Peru, 

learic Islands and the 





FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the pA is $10. 00 
ger year, year, including postage 
subscriptions are 5 in advance. 
ADVERTIENG RATES—Card of Advertising 
Rates fi on application. For rates 
for Wants, For Sales, etc., see Want 


tion is taken by the BOOT AND 


SHOE’. ECORDER to «@ printing ~ 
ts readers. The 








tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N.Y. 
Phone Canal 0679 














MISCELLANEOUS 





ween turnings. Special display fixtures etc 


Send us your inc — Large or small quanti- 
shi 





ties. Prices r people. W 


Specialty Co., Collins, ‘Ohio 








CASH PAID 








DO YOU CONTEMPLATE 
R 
eres sag See Sars 
7 Ady aero taken 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 








SALESMAN 


Desires to i 

facturer of popular-priced men’s work 
and dress s . Has established trade 
of $300,000 per year in Louisiana. Will 
attend Boston Shoe Show. Address 
C. G. Carleton, Essex Hotel, Boston. 


e with 











ACCOUNTANT AND AUDITOR 
Auditing, gen ew Boshe Opened 
and B Fi Cost 
Systems, Dissolutions, key Records and 
Taxes. MARK I. FLEISCHER 

Bank of United States Building 
1767 MADISON AVE., NEW YORK CITY 
Member of National Association of Certi- 
fied Public A ants, W. D.C. 

















ly to 
pam = oo reserve the he “ re, =, any 
advertising or reading matter which t in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 

a —— 224 Moraine St. Geo. 
Ww. ager. Telephone 

CHICAGO O-oFFie ICE: 18 _ 189 West Madison St. Tele- 


1089. B. C. Bow. 

st rouls Cours. “OFFICE: Leather . Trades Bldg. H. 
M. Bowen, (B.C. Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bl 

127 Duane ao Sh H. Walter Scott, Manager. T: 


PHILADELPHIA OFFICE: Suite, 1420; Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
w.R. 1 , 

CINCINNATI OFFICE: 416 Gwynne Bldg. H. M. 


C. Bowen, Manager. 
ROCHESTER OFFICE: ” 623 Powers Bldg. Ros- 
siter L. Seward, Western New York Repre- 
sentative. Telephone — La 
LYNN OFFICE: Fred A. 
MILWAUKEE OFFICE: Nm Mer eochone (B.C. 
a a Broadway 


WASHINGTON ( DN OFFICE: William L. Daley, 26 
Panis OFFICE: 2 Rue des Italiens. L. Hubbard, 


LONDON OFFICE: John C. Curtiss, Manager, 
et, 

AUST PRALIAN ofFice. 450" Lit ian. St., 
Melbourne. G. Jervis Manton, Manager. 
CONTINENTAL i, OFFICE: W William Salzmaa, 

er; jenna, Austria. 
ARGENTINA: eee Nee Nenad 2721. 


zzini, Gerente 
BRAZIL. Gerente, john 8. Fitch, 88 Rue General 
Camara, 88 
CHILE: bienee Las Rosas 1123-1127. Otto- 
Fuhrimann, Gerente. 
CUBA: Mr. H. Gomez, Corrales, 2A Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wager. 


Mana, 
SPAIN: Scat, Leoncio de Miguel, Librere Ed- 
itor, 20 Fuencarral, Madrid. 
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issue: 


7.00 
12.00 10.50 
16.00 14.00 


Payment in advance is required, 





Recorder rates for space less than one-eighth page per 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


SITIONS WANTED—Four cents per word for each insertion. 
inim amount accepted, 


ltime 7 times 13 times 26 times 52 times 
. $3.50 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


except when regular advertisers, as amounts are teo small to open accounts 


seventy-five cents. For 
word for each insertion. 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





TANTED SALESMAN—For States of Texas, 

Oklahoma and Arkansas. To carry our line of 
medium-grade turn foot wear to retail trade. Jaques 
& Clement, Haverhill, Mass. 


,ANTED—Salesmen with established shoe 

trade to carry as a side line on a 7 per cent com- 
mission basis our line of flexible turns, made in 
sizes 1 to 5, full and half made with mock heels; 
and our line of 3 to 5 flexible turns made with 
spring heels. State territory and give references. 
Samples ready July 15th. Staud Shoe Corporation, 
Rochester, N. Y. 








*XPERIENCED traveling shoe salesmen to 
4 handle on a straight commission basis of 5 per 
cent a well-known Pennsylvania-made line of men's 
and boys’ fine welts and work shoes. Line is com- 
posed of only solid leather shoes, which can be re- 
tailed at prices ranging from $5.50 to $7. 50. No 
money advanced, but one-half of commission paid 
upon acceptance of order, and balance when goods 
are shipped. New line of samples ready by July 
15th. Man wanted for the exclusive territory of 
North and South Dakota, Nebraska and Iowa; an- 
other for Texas and Oklahoma; and a third for 
Kansas, Missouri, Arkansas and Louisiana. Only 
experienced men with plenty of pep need apply. 
This is a real opportunity. Act quickly. Address 
E-100, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





ing territories: 
Two in State of Texas 
One in State of Oklahoma 
One in State of Arkansas 
One in State of Alabama 


Wyoming) 
One in Kansas 


the things that make for volume are em 





Shoe Salesmen Wanted at Once 


To sell the Simplex line of Children’s and Growing Girls’ Shoes. Positions open in follow- 


One in States of Mississippi and Louisiana 
One in the Mountain States (Arizona, New Mexico, Colorado, Utah, Nevada, 


To the man of experience with a clean record, possessing the ability and willingness to 
work, our line represents a real pune, 5 Popular prices, quality, quick delivery—all 
ested, write at once. Applicants should be willing to come to Milwaukee for an interview. 
Preference given to men living in the above respective territories. 


ied in our proposition. If qualified and inter- 








7 XPERIENCED SALESMEN with established 

business in the following territories: Eastern 
Pennsylvania, Eastern and Western Ohio, Ala- 
bama, Tennessee and Louisiana. Give reference 
and full information first letter. Menzies Shoe Co., 
Fond du Lac, Wisconsin. 





7ANTED—Salesman residing in San Francisco 

or Les Angeles to handle line of misses’ and 
children’s McKays and American welts for Coast, 
also salesmen for Indiana and Michigan. Halifax 
Shoe Co., Halifax, Pa. 


QALESMEN WANTED—To provide for in- 
“ creased factory production, we are arranging 
to open several new territories. Only men of expe- 
rience and a record of achievement in selling men's 
dress shoes need apply. Inexperienced or half-baked 
salesmen will waste time answering this ad. If 
ou are interested and can qualify, let us hear 
rom you pore: Creel, Mauldin & Chambers, 
Inc., High 


N EW YORK AND BROOKLYN SALESMAN 
‘ WANTE D—Middle Western manufacturer of 
men's better-grade shoes, carrying twenty different 
styles in stock, is desirous of sec: uring services of an 
experienced salesman for New York C ity and Brook- 
lyn territory. We would have no objection to a 
salesman handling a non-conflicting line with ours. 
Write us, with references and further information. 
Address E-101, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


GITUATION VACANT—Salesman wanted for 

high-grade ladies’ turned shoes. Must have held 

a similar position and be thoroughly conversant 

with the trade in all its details. First-class man is 

required. State age, experience. Address K-518, 

oe and Shoe Recorder, 127 Duane St., New 
ork. 











WISCONSIN MANUFACTURER of ladies’ and 
men's sporting shoes and high-grade work 
shoes will have following territories open July 1: 
Alabama, Mississippi, Louisiana, Nebraska, North 
and South Carolina, we inia and West Virginia, 
Pennsylvania, New Y ork, O Ohio, Iowa, Illinois, 


a 
Boot and Shoe Recorder, 189 W. Madison St. 
Chicago, Ill. 





E are prepared to offer worth-while induce- 

ments to resident salesmen willi to work 
small territory with a medium-priced ine of in- 
fants’, children’s, misses’ and growin, girls’ turn 
shoes, carried in st by the manufacturer. In 
replying, kindly state territory desired, giving ref- 
ences and other necessary information. Address 
| a care Boot and Shoe Recorder, 207° South 

, Boston, Mass. 





IDE LINE OPPORTUNITY—If you are a real 
salesman with plenty of “ ‘pep’ —merchandising 
ability and established abt w we have one of the 
fastest selling McKay lines (for Children, Misses, 
Growing Girls and Women) in America to offer you 
only 15 numbers—and every one belongs to the 
and butter” class. We are allotting territory 
at once. Write toda giving full details of = 
experience. Address . Groenewold, 
a of Sales, Wobst Shoe Company, Milwaukee, 


ANTED—Salesmen on trade regular! 
to sell infants’ turn novelties, 2 to 8. Stoc 
ag ye , commission basis. Give full particulars 
in letter. Address E-105, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass 


War. SALESMEN—for an in-stock line 
= ‘s i 


an per cent commission, 
—y-y yA, Can be carried as a side 

30 boots in stock, 15 slippers fn stock up to size I 
Live wires wanted oe a fast a 
Trademark fully protected _ Samples rea y a) 1. 
Address E-78, care Boot and Recorder, 207 
South St., Boston, Mass. 


ALESMEN to our line of Hapytoz turns, 

made in sizes 2 to 5 with mock heels, and 3 to 5 
and 5 \ to 8 with spring heels in states of 
Washington and nm. Every 
carried in stock, ready for eee deliver 
Highest rate of commission paid. Will consider 

now ing another senanaiiictins 

line with es' ished shoe trade. Samples ready 
July 15th. “Tatsoonees, Imperial Children’s Shoe 
Corp., Rochester, N. Y. 














WANTED —Live wire commission men who can 
ee eS ee ees on 
novelties in children’s turn shoes. Sizes 1/5 and 


5/11. Turns ont ay ey August 1. 6 
Quality ‘Shoe Company, 110 Clifford 


commission. 
Ave., ea NY 
WANTED —Saleoman with established trade, 
preferably women’s fine shoes, to carry side line 
of misses’ and children’s welt shoes. Good grades 
and well known. Territory: Ohio and Peateshy. 
also Indiana and Michigan. Bn confidential. 
Address E-81, Boot and Recorder, 207 South 
St., Boston, Mass. 











South St., Boston, Mass. 





TERRITORIES OPEN 
GOOD HOSIERY SALESMEN 


Large jobber carrying complete line of well-advertised 


hosiery wants salesmen for Boston, Chicago, St. Louis, Atlanta 
and Portland. Extremely attractive selling proposition for the 
proper men. Address E-104, care Boot and Shoe Recorder, 207 





Stock Propositions 
for Live Wires 


We have a wonderful In-Stock prop- 
osition for real salesmen on a strict 6% 
commission basis. For men ceogeee in 


reside 
line consists of White Canvas, Felts 
and Leather novelties and slippers. 


Give full particulars as to sales, exper- 
ience and references in first letter. 
Address E 103, Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 
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SALESMEN WANTED 


POSITION WANTED 


POSITION WANTED 





WANTED-—Salesmen for any territory on 
straight commission of 7 per cent. We are a 
Western manufacturing concern, specializing in 
men’s “popu pri dress welts, ranging in 
price from $3.50 to $4.25. We make an all solid 
shoe which is guaranteed to give ehashete satis- 
faction. This is aa excellent gaunt for a live 
wire to handle as a side line. y ienced shoe 
men with references need apply. Give all details 
with first letter. Address E-79, — Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


WANTED SALESMEN—To sell leather shoe 
findings and shoes with largest shoe findings 
house in the Middle West. Es' territories; 

opportunity; state experience. Address E-80, 
care Boot and Shoe Recorder, 189 West Madison 
St., Chicago, 


ALESMEN WANTED—We have some good 
openings in the Middle West and South Western 
states for live-wire men with established trade to 
carry our line of soft soles and infants’ and child- 
ren’s turns in connection with present line. We 
pay highest commission and line is well known and 
SFrertioed. Applications considered only from real 
men with established trade and references. 
J. J. MacMasters, Rochester, N. 











E have several territories open for fall season 

starting about August 1. ry * styles of men's 
dress welts, to retail from $5 to $7.50, all carried 
in stock in best selling widths. Give fuil references 
in first letter. Rohn Shoe Mfg. Co., 414 Fourth St., 
Milwaukee, Wis. 


ANTED-—Salesmen to sell side line infants’ 

1/6 flexible turn shoes, over 40 styles all in 
stock; strongest line baby shoes in wg 
cent commission; Texas, Louisiana, O oma, 
Kansas, Missouri, Arkansas, Illinois, Indiana, Ohio, 
Pennsylvania, Massachusetts and Rhode Island, 
New York City. Give references, line now selling, 
age, full information, etc. Address E-85, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


eS ae salesman who is ac- 
quainted with the shoe trade, to sell a well- 
known line of rubber and canvas footwear in Maine 
~— New Hamsphire and Vermont. This will be 

permanent position for a man who can pro- 
ace results. In applying, state age, experience and 
references. Address E-87, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


ALESMAN for side line of Western made men’s 

dress welts, ~ _ at $5. iwenty styles are car- 
ried in stock, in best selling widths nn oy 
packed in one — eri howe full references in first 
application. Address care Boot and Shoe Re- 
corder, 207 South St., aha Mass. 


WANTED Saleemen for the following terri- 
tories: Western Pennsylvania and Ohio; North 
and South Carolina, Georgia and Florida; Oregon, 
Washington, Idaho and Utah; the North and Mid- 
dle Western States. To sell our line of misses’, chil- 
dren’s and infants’ McKay and turn sewed shoes. 
Can be sold with other non-conflicting lines on 
commission. Apply, with references, to Werner 
Shoe Co., Orwigsburg, Pa. 


GALESMEN WANTED—One of the live By 
aggressive, men’s shoe manufacturers in the W 

making a line of men’s dress ae toretail at $7. 00, 
has openings for ollowing terri- 
tories: Nebraska; Kansas; Missouri; Chicago Loop; 
New LA State; and Pennsylvania. Gest ~~ = 
making iine for an gy salesman. Give refer- 
ences and experience. Address E-47, care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago, Ill. 


Worline worthy of repress salesmen only to sell 
a line worthy of representation of big produc- 

road 15 styles of men’s lar priced 
p ~ he welts, to retail at $5.00 with style ‘oe 
Paw Oa Py CL Fa ‘or. 
n addi dress shoes, 1 


mpee tp Chess pepe 
styles of men’s unli its, medi po wn J 
tanned and Elk loathe, with workmanship like 
dress shoes. Entire line has been reconstructed. 
E cite bats an pow itaes of Se cease. Come 
—— > carried on floor B 


to E. Strictly 6 per cent 
Boge apply amine 























— ty —— a open. 
area producer. Bradley 
Gonpeny, B Milwaukee’ W: Wis. 











AVAILABLE 


An energetic shoemaking executive, experienced in the produc- 
tion of high-grade Misses’ and Children’s Welts. He is a young 
man notwithstanding the fact that he has been for years the 
responsible factor in the styling and producing of one of the 
best-known and successfully merchandised Eastern lines of 
Misses’ and Children’s shoes for the retail trade. Address E-76, 
care Boot and Shoe Recorder, 207 South St., Boston, Mass. 











XPERIENCED SHOE BUYER with down- 

stairs department experience. ires connec- 
tion with large department or retail shoe otee, Am 
31 years -_ with 17 years shoe experience. No.1 
references. A dress I-90, care Boot and Since Re- 
corder, 207 caertiy St., Boston, Mass. 





IRST-CLASS SHOE MAN desires to make 
change; ae oe or a 14 years’ expe- 
rience; ager and buyer 
or other good connection. Adie E-68, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








LADY BUYER of the Highest Class 
CHILDREN’S SHOES for fifteen years 
with the Highest-Class Firms will con- 
sider a buyer’s position in New York 
or Philadelphia. Personal references 
will testify to the efficiency and faith- 
fulness of my services. Address K-520, 
care Boot and Shoe Recorder, 127 Du- 
ane St., New York City. 





LINE WANTED 


SALESMAN with following in New York State 

and Pennsylvania desires factory line of work 
shoes. Address K-519, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 








ANTED—First-class line of popular-pricd 

ladies’ shoes, for Oklahoma and Pan Handle «f 
Texas. Ten years’ acquaintance in above territory. 
R. A. Laughlin, Box 600, Oklahoma City, Okla. 


ws NTED—A line of women’s, misses’ and child- 
ren’s ged priced shoes for the states of Vir- 
gc. North and South Carolina, Georgia and 
lorida, selling only the large stores and the chain 
stores throughout | ay territory. Have been asso- 
ciated with a firm for years who have retired from 
business. Address E-92, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 











SALES MANAGER 


Position as factory shoe sales manager 
wanted by party who has been shoe 
factory superintendent and now for 
eight years salesman. Best references. 
Now connected with one of the largest 
shoe firms. Address E-99, care Boot and 
Shoe Recorder, 207 South St., Boston, 


ass. 














SHOE BUYER WANTED 


HOE BUYER—A large Western Pennsylvania 
department store adjacent to Pit , cater- 
ing to medium class trade, requires the services of 
an experienced buyer and department manager. 
An unusual opportunity for a man whose past re- 
has been successful. Give full details w which 
will be treated confidential. Address E-88, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








LINE WANTED 


HOROUGHLY experienced shoe man open for 

position with manufacturer for Northwest ter- 
ritory. Address E-102, care Boot and Shoe Re- 
corder, 189 West Madison St., Chicago, Ill. 








ANTED by reliable man, a jobber’s — of 
popular-priced shoes. Selling case lots onl 7 
meant and department stores. Address E-73, 
care mt and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


HOLESALER and fac- 

tory representative 
with following in South, 
sample room in New 
Orleans, wants ladies’ fac- 
tory line of novelties. Prefer 
stock proposition. Popular 
prices. Address E-98, care 
Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








ATTENTION MANUFACTURERS CATERING 
TO JOBBERS AND LARGE RETAILERS 


Volume salesman, with a record and 
following among the quantity Phi: 
is open for a line for Ne ew York 
delphia, Baltimore and Washington. 
Can assure real business from most 
desirable accounts and help in build- 
ing up line. Address E-108, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 








Information for Shoe Merchants 

“Where to Buy” constitutes a source of 
knowledge so that he who runs through thes: 
pages may rea learn. 














ewslinn te 
El Salvador, Argen 


Cable Address BOOTRECO 





gles of sho Rost, and Shoe Doers 


Argentine, Bolivis, Breail, Columbia, Eousdor, Pera, 


the United Publishers Corporation. 


is $5.00 a 0 yee im advance, which includes postage in the United whey Cuba, 


Mexico, ub! 
Peru, ‘Uruguay, Spain, The Balearic Islands and 
No Subscription Accepted for Less Than One me 


Sfanter of Gs Ansentetes Dastesee Papers, Inc. Member 


issue copyrighted by the Boot and Shoe Recorder P ishing Co. Fences er ped Oijiee fi er 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. i 


the Canary Islands. 


Audit Bureau 1o.- 
ass.. as 


Printed in U. S. A. 











BOOT 


AND SHOE RECORDER 


July 7, 1923 


INDEX TO ADVERTISERS IN THIS ISSUE 





BOOTS AND SHOES 
Ault-Williamson Shoe Co., Auburn, Me... °106 


Barnard, J. W., & Son, Andover, Mass 115 
Barry, T. D., Co., Brockton, Mass. . . 116 
Berry, A. H., Shoe Co., Portland, Me 5 
Best-Ever Slipper Co., Inc., Brooklyn, N.Y. .118 
Bleecker Shoe Co., New York City 115 
Brockton Co-operative Shoe Co 117 
Burkley Shoe Co., Brockton, Mass 134 


Carter, J. W., & Co., Nashville, Tenn 20-21 
Clapp, Edwin, & Son, Inc., E. Weymouth, 
Mass 116 
Collins & Staples, Haverhill, Mass 129 
Commonwealth Shoe & Leather Co., Whit- 
man 116 
Coon, W. B., Co., Rochester, N. Y 25 
Craig, Reed & Emerson, Inc 118 


Dalton Company, Brockton, Mass 24 


Edwards, J., & Co., Philadelphia 4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y 119 


Felstiner-O’Connell Shoe Co., Inc 115 
Firestone-Apsley Rubber Co., Hudson, 


ass 


114 


Geoding Shoe Co., Chicago 68 
Goodrich, Hazen B., Co., Haverhill, Mass. . 126 
Greeley, A. W., & Co., Haverhill, Mass 132 
Grosvenor, C. A., Shoe Co., Worcester, Mass. 
56-57 
Grovers, J. J., Sons Co., Lynn, Mass 1 
Gustin Co., M., New York City 117-118 


Hamilton Brown Shoe Co., St. Louis, Mo. 

Ist Cover 
Hannahsons Shoe Co., Haverhill Mass 37 
Howard & Foster Co., Brockton, Mass 117 


Johnson Bros. Shoe Co., Hallowell, Me.. 2 


Juvenile Shoe Corp., Carthage, Mo . 8 


Keith, Geo. E., Co., Brockton, Mass 29 
Keith, Preston B., Co., Brockton, Mass 32 


Lily, Henry, New York City : 117 
Lind Shoe & Slipper Co., Worcester, Mass. . 56-57 
Little Witch Shoe Co., Salem, Mass 132 


Marston & Tapley Co., Danvers, Mass 118 
Martin, A. H., Rochester, N. Y 119 
Menzies Shoe Co., Fond du Lac, Wis t 
Miller, I., & Sons, Brooklyn, N. Y 119 
Minor, P. W., & Sons, Inc., Batavia, N. Y..128 


National Felt Slipper Co., Inc., Worcester, 
Mass 56-57 
Nettleton, A. E., Syracuse, N. Y 116 
eg Ancesen Shoe Co., Rochester, 
as. . ** ** ** 


New England Slipper Co., Worcester, Mass 56-57 


Olenick, I., New York 137 

Oriental Boudoir Slipper Co., Haverhill, 
Mass 119 

Outing Shoe Co., Worcester, Mass 56-57 


Packard, M. A., Co., Brockton, Mass. 116 
Peck, Frederick S., Worcester, Mass 117 
Peters, Branch of I. S. Co., St. Louis, Mo. 
3d Cover 
Pfeiffer, Frank K.. Co., Ine., Worcester, 
Mass. 56-57 
Phillips Shoe Corp., Haverhill, Mass 115 
Posner, Dr. A., Shoe, Inc., Brooklyn, N. Y..119 


Ramsey, E. J., Co., New York City 12 
Reynolds, Bion F., Brockton, Mass 117 
Rice & Hutchins, Inc., Boston 38 
Rogers Bros. Shoe Co., Boston 141 
Rosenberg, S., & Sons, Boston 14-15 


Sargent, D. D., Salem, Mass. 125 
Smith-Briscoe Shoe Co., Lynchburg, Va 117 


Smith, Wm. Sumner, Chicago 119 
Stacy-Adams Co., Brockton, Mass 116 
Stetson Shoe Co., So. Weymouth, Mass. 

117, 124 
Stockbridge Shoe Co., Haverhill, Mass 115 


Taylor, E. E., Company, Boston 110 
Tessier & Bowdoin, Haverhill, Mass 115 
Thompson Bros. Shoe Co., Brockton, Mass..118 
Thomson-Crooker Shoe Co., Boston 13 


United States Rubber Co., New York City 
61-66 


Wall, Doyle & Daly, Inc., Brockton, Mass. 
116, 129 
Weber Bros. Shoe Co., No. Adams, Mass 22 
Weimer, Wright & Watkins Co., Philadelphia 24 
Whitman & Keith, Brockton, Mass 116 
Williams-Clark Co., Lynn, Mass.... 28 
Witchell-Sheill Co., Detroit, Mich 8 

Witherell, E. A. & M. C., Co., Haverhill, 
Mass abn : 115 

Worcester Felt Goods Co., Worcester, Mass. 
56-57 


HOSIERY 


Arteraft Silk Hosiery Mills, Philadelphia, Pa. 94 
Auto Knitter Hosiery Co., Inc., Buffalo, 
N.Y ‘ ; .. 8 


Brown-Durrell Co., Boston and New York.. 88 
Cooper-Wells & Co., 8’. Joseph, Mich —— 
Corticelli Silk Company, The, New York 
City nite 76 
Dakin Knitting Mills, Milton, Pa 96 
Everwear Hosiery Co., Milwaukee, Wis 101 
Harrington & Waring, New York City. .97, 120 
McCallum Silk Hosiery, New York City 92 
Merrill Hosiery Co., New York City 86-87 
Metropole Hosiery Mills, Inc., New York 
City .. 98 
Onyx Hosiery, Inc., New York City 102 
Patterson Knitting Mills, Inc., New York 
City , 73 
Philadelphia Knitting Mills Co., Philadel- 
phia ‘ 


Richmond Hosiery Mills, Inc., Chattanooga, 
ee er aoa 

Rollins Hosiery Mills, Des Moines, Ia. . . 

Rosenhain Co., Inc., New York City. . 


Van Raalte Company, New York City 


FINDINGS AND SHOE STORE SUPPLIES 
Alterson, L., & Co., New York City.. ..122 


Blog Shoe Findings Co., New York City. ..120 
Bongiovanni Bros., New York City 122 


Coultas Co., D. W., Providence, R. I. —— 


Ellis, W. E., Co., Haverhill, Mass 121 


Gilbert, E. T.. Co., Rochester, N. Y ... 4 


Hymes, H. L., Co., New York City ive 


Kahn, Edw. E., & Co., Brooklyn, N. Y 122 
Kahn & Buick, Inc., Brooklyn, N. Y 122 


Lyons, Hugh, & Co., Lansing, Mich......... 27 


Meyers, F. E., & Bro. Co., Ashland, Ohio. . 
Milbradt Mfg. Co., St. Louis, Mo 


Miller, O. A., Treeing Machine Co., Brock- 
ton, Mass... . hewedund 126, 130 


Netschert, Frank, Inc., New York City 132 
Onken, Oscar, Co., Cincinnati, Ohio .137 
Pep-Step, Chicago......... 124 
Vanity Novelty Works, Brooklyn, N. Y. .122 
Whitcher, Frank W., Boston. 130-137 
Wizard Lightfoot Co., St. Louis, Mo...24 Cover 


LEATHER AND OTHER MATERIAL 


Beebe, Lucius, & Sons, Boston............. 
Beggs & Cobb, Inc., Boston 
Brown, C. D., & Co., Inc., Rochester, N. Y.. 32 


Chamberlain, B. F., Boston 121 
Clifton Mfg. Co., Boston....... 132 
Creese & Cook Co., Boston ..6, 121 


Evans, John R., & Co., Camden, N. J... . 16-17 
Gallun, A. F., & Sons, Milwaukee, Wis..... 19 
Goodyear Tire & Rubber Co., Akron, Ohio. . 23 


Henderson, F.R.& Co. Inc., New York City 132 
Hunt Rankin Leather Co., Boston .. 164 


Jones Co., F. E., Boston _ .121 


Kallman-Newcomb Co., Boston . 2 
Kepner, C. D., Co., Boston 128 
Lawrence, A. C., Leather Co., Boston. . 104-105 
Levor, G., & Co., Inc., New York City...... 3 


Quabaug Rubber Co., No. Brookfield, Mass. . 112 


Scherer, Oscar, & Bro., Inc., New York City 108 
Schmidt, Carl E., Co., Inc., Detroit, =. P 

-70 
Skinner, Wm., & Sons, New York City... .. 
Surpass Leather Co., Boston 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 
Beckwith Mfg. Co., Boston... 
Everett & Barron Co., Providence, R. I 
Hawkeye Pearl Button Co., Muscatine, Ia. . 134 


Thompson-Field Ce., Inc., Brockton, Mass. .121 
Tubular Rivet & Stud Co., Boston 


United Fast Color Eyelet Co., Boston....... 26 
United Last Co., Boston. ea 
United Shoe Machinery Corp., Boston. . 135, 142 


Wind Insole & Counter Co., Inc., Campello. 
M 121 


MISCELLANEOUS 
Atlantic Printing Co., Boston. 
Brooklyn Purchasing Syndicate 
Calderwood & Preg, Inc., Boston.... 
Glauberg, Max, New York City........ 


Hotel Martinique, New York City........ 
Howard Print, Inc., Brockton, Mass 


Kalter Cerf. Co., Max, New York City...... 
Kirch-Blacher Co., Inc., New York City. , 


New York Export Purchasing Corp., New 
York City 137 


Penny, J. C., Co., St. Louis, Mo............ 30 
Root, F. S., Company, Boston 

Sheridan-Plaza Hotel, Chicago. . 

Tolman Print, Brockton, Mass....... 
University Electrotype Foundry....... 
Waskow Co., Inc., Chicago................. 





July 7, 1923 


Ne. 3836—Blue Kid Turn, 10-8 Covered Heel, 


$5.50 
No. a ae Style as above, all in Field 
Mouse Kid, A-C 


50 
Ne. 3840—As above, all in Beige eee 
50 
No. 3841—As above, all in one Te 


A complete line of High- 
grade Turns in the latest 
and most popular styles, 
leathers and colors— 
Also many stock num- 
bers of Imitation Turns 
and Welts. 


IN STOCK 


Ready to Ship 
At Once 


No. .’ om Beige Buck, Turn, 12-8 Covered 
Heel, A-C $4.90 


BOOT AND SHOE 


Rogers’ 


Advance 
Boston 
Style Numbers 


Me 


No. 3137—Field Mouse Kid, Ivory Kid 
pee ie haw Turn, 14-8 Fall 95.75 


a, Kid Trim — _ Straps, 14-8 Full Cov- 
ered — Heel, A $5.75 
No. 3139—Same as , TERS Patent Leather; 
Gun Metal Calf Trim and Straps, 16-8 Full 
Covered Spanish Heel, A-C $5.50 
No. 3140—Same Style as » Ee Black Satin; 
Black Suede Calf Trim o- Straps, 16- 4 ly 
Covered Spanish Heel, A-( 


wr 


No. 3157—Beige Buck; Russia Calf Trimmed, 
Turn, 14-8 Full Covered Spanish Heel, 
A-C .» O86 


ROGERS BROS. 
SHOE CO. 


59 Lincoln Street 
Boston - - Mass. 


Largest Women’s Specialty 
Shoe Wholesalers in 
New England 


Pacific Coast Branch: 135 Bush St. 
San Francisco, Cal. 


RECORDER 


Novelty Turns 


No. 3843—All Green Kid, 10-8 Covered Heel 
Turn, A-C. . $5.5 
No. 3844—As above, all Blue Kid, ‘A-C. $5.50 
AG. 3845—As above, all Field Mouse Kid, 
$5.50 


A-C. 


Buyers who do not at- 
tend the Boston Show 
will save time by wiring 
orders. 
Single pairs 25 cents 
extra. 


You will be very welcome 
at our store Boston Show 


week JULY 9 to 12 


Black Suede Calf 


No. 3115—Black Satin, 
14-8 Full-Covered 
$4.75 


Trimmed wee Turn, 
Spanish Heel, 

No. 3120 As eas all Log- Cabin Suede 
Calf, A-C . 85.50 
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For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 





‘ Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher. 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. ‘The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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NEW MODISH FOOT- 
WEAR FASHION FOR 
EVERY WOMAN:—FOR 
ALL TIMES AND ALL OC- 
CASIONS !S OFFERED IN—FOX SLIPPERS, 
PUMPS AND OXFORDS. FOX FOOTERY STYLES 
ARE FAR MORE VARIED AND NOT LESS PICTUR- 
ESQUE THAN IN THE ANCIENT DAYS AT 
LUXOR WHEN FAIR EGYPT WORE SANDALS 
PAINTED, EMBOSSED AND JEWEL ENCRUSTED. 
PATENT LEATHER MAY BE DECORATIVE OR 
PLAIN; THERE ARE DAINTILY FASHIONED 
SATINS AND BROCADES; KID IS COLORFUL 
AND FANCIFULLY TRIMMED OR SMARTLY 
CONSERVATIVE. A LEATHER,—A FABRIC,— 
A MODEL—FOR EVERY INDIVIDUAL TASTE. 


CHARLES K. Fox, Inc. 
Haveruict, Mass., U.S. A. 


BOSTON: 54 LINCOLN Sr. New YORK: MARBRIDGE BLOG.. 
BROADWAY AND 34TH ST... Room 632. CHICAGO: GREAT 
NORTHERN BUILDING 


ci LN eta 


Vol.{83, No. 17. Published every week by the Boot and Shoe Recorder Publishing . 207 South St., Boston, Mass. on sear trad aU. Sk. 


ter April 15, yen. at the Post ice at ton, Mass., under the act of Congress of =-3 ,'1879. Subscription price, $5.00 a 
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Display 
Attractive display is necessary 
it will sell almost anything —once 


U 
The fundamental of recurrent sales 
is good, solid value You get that 
Coo in 
Beaver Brown 


Color * 8 
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Levor Grain Kid 
Cabrettas 


Beles 














July 14, 1923 





O 





TT TT 
SS 


NUTT 


ww 
\ 








Vode Kid 
Colors Include 


Camel 

Fawn 

Gray 

White 

Autumn Brown 
Havana Brown 
Golden Brown 

Bronze 

and others. 
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Shoe Shown by Courtesy of 


WA 





Fred A. Eyre & Co., Inc. 
Brooklyn, N. Y. 


of Vode Kid 
Color 19 
“Camel” 








THE 
/STANDARD 
~ (Se CO. | 
BOSTON 


(Color Authority 


Back of Vode Kid colors is a comforting 
assurance of authority. 


Back of that is a sense of honest pride 
on our part in the reliance which leaders 
in artistic shoe making place upon our 
leather. 


The Standard Kid Company 
209 South Street :: :: Boston, Mass. 


Branches in New York, Philadelphia 
Cincinnati, Chicago and St. Louis 
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“VULCO-UNIT 


BOX-TOES 








. Ss SSS Shs Ss 


= = 


Se SSS GS OL OS OS 


Licknkeid ebidnbiia, hide hide dit, ti bun tee ee 


Mm SEM TE 





SE 


The Vulco-Unit END BOX for Soft Toe Sport Shoes 


The end box prevents wrinkling at the toe, retains the 
style and adds comfort—the perfect box for soft toe shoes 
THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG. CO. 


Largest Manufacturers of Box Toes tn the World 
lll SUMMER STREET. BOSTON. 
Chicago GW. KIBBY & CO. é )) GEO.A SPRINGMEIER CO. Gincinnati 
; OSCAR E WRIGHT Co. f mi )6= (St Louis 
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i “NATIONAL PARK : 
| | HIKING BOOTS~OXFORDS|| 














Co-operative 


ADVERTISING 


Cleverly Selected _ -Skilfully Applied 
MAKES 


National Park Outing Footwear 
THE BEST 
Merchandizing Proposition 
In The Shoe World 


Write for New Catalog 
Or A Salesman To Call 


STOCK DEPARTMENT 


THE JUVENILE SHOE CORPORATION 


Carthage Missouri 





South Coas Stocked for North Coast 
WILLIAMS-MARVIN co. Pacific Trade by FITHIAN BARKER 
Frisco SHOE Co. 
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NEW LEATHER IN A 
MEDIUM TAN SHADE 
WITH A FAINT HUE OF 
NUTMEG. A _ SOFT, 
RESTFUL COLOR VOID 
OF THE HARSHNESS FOUND 
IN SOME TAN LEATHERS. ITS 
SMOOTH BEAUTIFUL FINISH AND 
ITS FINE GRAIN IMMEDIATELY 
WINS THE HEARTS OF THOSE 
WHO SEEK BEAUTY IN FOOT- 
WEAR. AND IN THIS LEATHER, 
AS IN ALL OTHERS BEARING 
THE P & V TRADEMARK, ARE 
THE QUALITIES TRADITIONAL 
OF THIS ORGANIZATION. 


(LEATHERS) 


Made in Milwaukee Sold all over the World 





























J 


“PFISTER & VOGEL | EATHER Go. 


MILWAUKEE,WIS sT. LOUIS, MO LONOON, ENG. 
BOSTON, MASS CINCINNATI, O NORTHAMPTON, ENG 
NEW YORK,NY ST. PAUL, MINN KETTERING, ENG. 
CHICAGO,ILL SAN FRANCISCO, CAL LEICESTER, ENG 
PHILADELPHIA, PA NEW ORLEANS, LA FRANKFURT, GERMANY. 
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$340 * = oS ‘Best at 
> “> The Price”’ 


IN STOCK 


No. 253—Mahogany Side Lace Oxford, Two and One Rows 
Space Stitching on Tip, Vamp and Quarter, 14 Goodrich Heel. 
ee eS, ener $3.40 
No. 259—Black Side Lace Oxford, same style as No. 253.. 3.40 


Progress 


Progress—growth in business—invariably indicate 
service well performed. 


Beals-Pratt is growing and growing fast. Business 
is steadily increasing. The reason isn't hard to find. 


It is simply, that Beals-Pratt shoes are actually 
“BEST AT THE PRICE.” 


A few pair will convince you. Continued use will 
bring greater profits, more satisfied customers and 
increased volume. 


BEALS-PRATT SHOE MFG. COMPANY, 


Milwaukee Wisconsin 


‘ IN STOCK 
“Eee at «oa 


The Price”’ Ss “ane a 3° 


No. 252—Black Side Lace Oxford, Two and One Row Stitch- 
ing on Tip, Vamp and Quarter, 14 Goodrich Heel, Radio Last. 
C and D. 5% to II $3.40 
No. 251—Mahogany Side Lace Oxford, same style as arr 

40 
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JUDGE IT BY ITS USERS 


We Sat Next Then 
At Luncheon 


Buyer and leather salesman were talk- 
ing over an order. 

Said the buyer: “T’ll take all you de- 
liver if you can give me as good an 
HAVANA BROWN Kid as New 
Castle’s.” 

Answered the salesman: “I can give 
you as good leather as you want, but I 
can’t guarantee the exact shade. That’s 
something we have to admit the New 
Castle people hold the secret of.” 


New Castle Leather 
Company 
New York 


- NEW CASTLE KID 
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DEALERS’ INTEREST IS 
THE CONSTANT AIM OF 
THE WALK-CROFT ORGANIZA- 
TION. THROUGH THEIR RE- 
PORTS OF TURNOVER ON OUR 
LINE WE FEEL THAT OUR AIM 
IS RIGHT ON THE BULL’S-EYE 
OF THE TARGET. 


Walk-E: 


-SMART SHOES FOR WOMEN ARE MADE BY 


BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON 
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An Expressive Leather 


—Just as an unusual person- 
ality shows itself in the face, 
so the inherent goodness of 
ACE CALF is apparent in a 
softly glowing surface, that 
tells your customer of the 
quality beneath. 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS “TENRAB” 
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the Nancy Lee 


A raceful Felfern 3 in a One- 
Bua (oe Stra Pump made in Ooze 
Calf E ay ee e shade) with 
Strap oll ar, aed Instep strips 
in Kid #53 ( a Grison shade in 
Café aulait). A welt drawn 
over our #139 last and carrying 
a 1% leather heel. 


Not in stock but can be made 
within 30 days. 


Price $6.10 ,3%o 50 days. 


aeGhE -AIAFED 


*AHOE *"MFG*CO° 
d BROCKPORT. N-¥. U.AA. 
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‘Nothing in the shoe 
pet the Foot” 











* én-Built” Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup- 
ports are scientifically correct. From 
the viewpoint of your customers, they 
are unusually desirable because they 
correct fallen arches in a pleasant, natu- 
ral way. 


The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 











Show your customers shoes with 
Crawford Arch Supporting 
Shanks. They'll buy! 


On the head of the rivet which locks the 
shank to the insole, and which is flush 














with the insole, you will find this trade 
mark. Look for the trade mark. It is 
your prelecion. 


United Shoe Machinery Corporation 


Boston, Mass. 
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TWO SALESMEN 
WANT ED 








To cover Missouri, Kansas, 
Nebraska and Iowa. Only 
salesmen with successful 
road experience need apply. 
Acquaintance in territory 
desirable but not absolutely 
essential. 








Thomson-Crooker Shoe Co. 
18 Station St., Boston, Mass. 
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sual possibilities for the expression of 


Ask for shoes of Vici k 
vantages of Vici kid 


ROBERT H. FOERDERER, Inc. | 


PHILADELPHIA 
Agen: LUCIUS BEE 
Saling Agence 


VICI kid 


THERE NEVE HAS BEEN ANY 6G 


> No 





=~” other leather 


combines ALL 
ack es 
WICK 
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Shis advertising is 
increasing the demand 


_ for shoes of Vici hid 


Why? 

Because Vici kid publicity reminds the public that 
this famous leather was originated and perfected by 
Robert H. Foerderer in 1890; 


That Vici kid has been recognized as the supreme 
leather for shoes of style for more than 30 years; 


That shoes of Vici kid meet all the demands of fashion; 
That shoes of Vici kid— 


—express the utmost in style 
—offer unlimited opportunities for personal 
style preferences 


—gives satisfaction in all that makes for eye- 
pleasure, foot-pleasure and the pleasure of 
knowing that one’s footwear is the expression of 
fashion’s most exacting dictates 


—are in fact the sign and symbol of “The 

Foot Aristocratic.” 
Discriminating people buy shoes of Vici kid—and 
buy again. Vici kid business is profitable business 
because it is repeat business. Vici kid advertising is 
sending this business to you. 


Is your stock of Vici kid numbers complete in all 
the popular designs and colors? 


ROBERT H. FOERDERER, Inc. 
PHILADELPHIA 


Selling Agencies in all parts of the World 


VICI kid 


Reg. U. S. Pat. Off. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER July 14, 1923 


S)) 





| POOR ORO ORS LOBES, OROOGRGOAFIIESL CERORES 


Vi JE E 





=) 


/ YY 
’ ‘ / 





' 
i] 


Mill 











—— 





: 
5) 


Utilize Floor Space— 
Beautify the Store— 
Make Customers Comfortable— 


with . 
American 
Interlocking 


Shoe Store Chairs 


Because of the interlocking feature, seven of 
these chairs require no more space than six of 
other types. They may be had in choice of 
many pleasing, architecturally correct designs 
and any standard finish, upholstered to suit. 
They are as restful as chairs can be made. 




















Let us help you solve your seating problems. 


AMERICAN SEATING (OMPANY 


General Offices, 1016 Lytton Bldg., Chicago 


Room 707 -- 250 Broad St. Room 601 -- 119 W. 40th St. 
Philadelphia New York 


Y 


i) 


ye 
a, 
. — 
; eT eS 
ri 




















©) 











IOP 








a 


| 1A DHAOTODYOOZQAO OvOQeS A¥AAMAG™S 





July 14, 1923 BOOT AND SHOE RECORDER 





csv UUAHHANEONGUOUOUONONeoUGOOUaveuOOuUNHEESSLEOOOGOEOOOEEEROVUUOUEOEOOOOCOEGQSEOOUOQAOOUOCUUOOOOLEREEREOUUOOUOONLObO¥OOAEO}OUNLEOUOGONGNNOQEdEv0LOONOL00840000810000000018000L0L1C0101001000000008480180EU0UUOOUOEOLIE00 (77,9 
Crs : @ 
QO 


My 
S 


S 
ooouyeUUCUEZHUUALaaveuoenenaouenenvusvasuutusservncvessceracvsosecuccscssssnacoossstoncuessyogycaengngetsensiae iano eenOGHinee UHUOUUTUUUOUGEALLLLAAHOUUU UAL EHUUEUEEU UTAH AHA ATULTETLURLLTTLANL 777 
&> . “Ny 


a 3 





Q@ 


UT) 
T Ll 
M4, 
YZ 
> 
> 
OURO Ueno TNRAUeNNOUTEERENUAN 


Are You Letting Them Buy 
or Do You Try to Sell Them? 


There’s a big difference. You want your store known as the 
kind that distributes merchandise that will reflect credit on 
your knowledge and advice. You want to satisfy your cus- 
tomers so that they will return. 


“Yes,” you say, “but the public wants price.” Do they? 


NOUDOUDOUOEONONOGUONGORONOEEROERSRNDOSEOAEREAUOOOEDecerentOND 


) 


If your only selling effort is confined to merely showing 
Comfy slippers, then it is only natural that many have diffi- 
culty in seeing the real value. A cheap plated spoon and a 
solid silver spoon look alike, and feel alike, but they don’t 
wear alike. 


If your sales force will sell your customers the quality and 
wear of genuine Comfy slippers, the resulting satisfaction 
will mean repeat sales for you, and a constantly increasing 
business, in Comfys, as well as your other lines. . 


WULLODULD AUNT EE’SUOERUURAUOOTUMSAROREAUCERUEOREUORORUUEOOERDOOGERSGOUUULOREOCUOODECUDUGULOOREOUUUAUOAGOOUERDUUOUESUEEDEOAUUUEREAUSUAULSOANEAOESRUAUOUOCEOSEOODGLEULONSRSANEOGE 


O99, 0 DO 000,005 


RS UNUUNNAANUNNEANLAAUUANUECALNAEOMEOUUUUONEAUUNALNUEAUELANUULOUNEUULLUCUOULEONELUUUUEEAUUCSUEVEUUGUOUEOUEOGUURODROUOLEOOUGGUCEOUSOUOOEALUOUOUUANOUUNOUERGOUUeAUUEeUUUUUNTUUUeMANeLOLONUCNOUEMAUDNNNUUaNNNTH TANT TNEDp 
S 


Daniel Green Felt Shoe Company 
General Offices: 
Dolgeville, New York 


New York Sales Office Chicago Sales Office Boston Sales Office 
116 East 13th St. 189 West Madison St. 10 High St. 
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Daniel Green 


Comfy 
slippers 


























Honest 
Sole 
Leather 


ONEST Sole 
Leather is 
quality itself when 
produced in up-to- 
date surroundings. 


Tanning ASHLAND 
OAK in a tannery 
of modern con- 
struction guaran- 
tees its high char- 
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WHATS the good 


of selling shoes with 
beautifully finished bottoms? 


The customer knows he’ll scratch 
the finish off in no time. 


Chances are, too, that the bleaching required 
to give that good looking bottom took a whole lot 
of wear out also. 


ASHLAND LEATHER CO. 


BOSTON CHICAGO ST.LOUIS 

































No. 401. ,; FOX 
RID STock “TP 
POLISH, press vamp and quarter, 12-8 
rubber he “el A to E, 40 last, $3.30. 















No. 201.—KID OX- 
FORD, gray leather 
quarter and sock lin 

ing, 12-8 rubber heel, B to E, $2.65 













You Can Sell Comforts 


to Every Woman - - 


for relief from the discomfort 
of constantly wearing stylish 
shoes. About the house—on . 
the porch—in the garden—she 
will welcome the suggestion. 
But there are a great many 
women who prefer to wear 
them all the time, for in 
GARDINER’S they find not 
only perfect fit, but enough 
style and good looks to satisfy. 











33 styles—in stock. Samples, 
salesman, or catalog on re- 
quest. 


H. K. GARDINER COMPANY 


PITTSFIELD, N. H. 
BOSTON SAMPLE ROOM - 134 LINCOLN STREET 
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that SELLS 


HEN some penny-pinching customer says, “I want 
a cheap pair”—tell him the story of the Gold Seal. 


Selling cheap merchandise is more likely to lose your 
customer than to satisfy him. He soon forgets the low 
price—and remember’s only that you sold him unsat- 
isfactory rubbers that didn’t wear. 

There’s more profit for you in a Gold Seal sale. And 
customers fitted with Gold Seal rubber footwear come 
back—satisfied! 

Write for the Goodyear catalog and prices—we will 
ship now with fall dating. 


Branches in : 
, Milwaukee, St. Paul, Kansas City 
St. Louis, Portlandand San Francisco. 
Dy 


General Offices 787-9 Broadway, New York 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Famous 


Weezer 








Style 755—Gun Veal; No. 95 Blucher Ox- 

ford; Polo Last; Black ~ +y- Gosia Dosen: 
if t ingle sole wi ge 

Re ot 7 alt Wingfoot Rubber Heel, 


rolled to heel; I 
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HAT could be smarter 
than this new WEBER 


model? 


And the best part of it is, it’s 


just as full of the old 
WEBER value. 


Only one of the many new models 


we make. 
‘TO RETAIL AT 
$5.00 --- $8.00 


New York Office 


H. HARRIS, 1328 Broadway, Marbridge Building 


1. F. STAPS, 735 Boston Block, SBonsapetie, Sine 
o, 


C. E. QUIGLEY, Maryland Hotel, St. Louis, 
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URING Boston show week some 
firms had a show all to them- 
selves at the Essex. Following 

their custom they hired rooms, laid 
out samples, hung the latch string out- 
side their door and kept their order 
books handy. Did they do business? 
Well, if you'll try this plan we'll ven- 
ture to predict results. 





RATES ARE LOWER 


The Essex Hotel Co. 


J.J. McCarthy, Pres. T.A. McCarthy, Treas. 





Service Boot 


is a light boot with the stamina 
for heavy duty. A popular fa- 
vorite with oil men and other 
workers who do not actually re- 
quire a high, heavy boot. 


The “HASKELL” is high enough 
to tuck the pants in and heavy 
enough to give better-than-usual 
service; yet lighter and more 
comfortable than the average 
boot. 


IN STOCK 
Re | epttppapaeee sit Single Sole, 8 wae 
No. 1967—Overwe' Si Sole, 8 inch 
Bicheosaty Blucher ~~ oo = 96.00 0 
No. 1968—Double 
inch Tan Blucher...............+.s0e++ 


No. 1969—Double Sole, Double Stitched, 
inch Mahogany Blucher $6.25 


No. a Single Sole, Moccasin 
T $6.50 


Further details on request. 


Battreall Shoe Co. 


MANUFACTURERS 


ST.JOSEPH MO. 
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Circle 


If you will send us a diagram 
of the heel of your shoe on a post 
card, a pair of Armstrong Circle 
A Heels will be sent to you so 
that you may test their unusual 
qualities of elasticity, durability. 
and comfort. 


An automobile tire may be too soft or 
too hard, because under-inflated or over- 
inflated. Result—damage to the tire, or 
damage to the machine. 

The satisfactory rubber heel must be 
resilient and elastic to give comfort to the 
wearer. The springiness of the heel, too, 
takes up many of the shocks which pound 
and fray the nerves. 

The best rubber heel is neither hard 
nor soft—it is like the correctly inflated 
automobile tire—resilient, elastic. 

The Armstrong Circle A Heel has this 


Armstrong Cork Company 


Armstrong 


Shoe Products Division 





Resilience 


elasticity to a surprising degree. But it 
has combined with this a durability 
which makes it a heel that will last longer 
and wear better. Specify Armstrong 
Circle A Heels on the shoes you carry. 
Give your customers a new conception of 
the comfort derived from perfect rubber 
heels. 

Let us send you a sample pair. Merely 
draw a diagram of your heel on a postcard 
and send it to us. When you receive your 
pair of Armstrong Circle A Heels walk on 
them. Test their resiliency. 


Lancaster, Pa. 


® Heels 
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One of the diving 
mermaids in the 1922 
production. 








All out-of-town buyers 
will be given tickets of 
admission to the Fash- 
ion Pageant, ds the St. 
Louis wholesalers and 
manufacturers purchase 
and set aside for the 
use of out-of-town 
visiters approximately 
one-half the tickets of 
the entire auditorium. 
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More than a hundred thousand people 

will see this season’s production of the 

St. Louis Fashion Pageant—the most 

significant and successful trade attrac- 
tion in America 


EAR by year—developing, expanding, improving—the St. Louis 

Fashion Pageant grows larger, more significant, more beautiful. 

It has become unique among the trade attractions offered to the 
buyers of America. And not merely as a trade attraction, but as one of 
the country’s great artistic spectacles as well, it is quite in a class of its 
own. Steadily its fame has widened—each season additional thousands 
travel from every state in the Union to see this beautiful production. 


In every season some great engineering difficulty has been overcome in 
order to produce an unusual or beautiful stage effect. In 1922 the novelty of 
“ice skating in the open air” was decided upon, and therefore the great feat 
of freezing, under the broiling August sun in the open air of Forest Park, 
a spacious pool of water, fully as large as the stage of the average theatre, 
had to be accomplished. This was done in order that visitors to St. Louis 
might see the evolutions of some of the world’s champion ice skaters in 
the midsummer season. This great novelty will be repeated this season. 


Another big feature of the coming Pageant will be a gorgeous electric 
fountain scene. Other features of the 1923 production will be: a wonder- 
ful ballet, startling and unique acrobatics, music by a mighty symphonic 
orchestra, a splendid chorus of voices and a distinguished group of soloists. 
Music, color, light, motion, sound—these are the elements which are united 
with the great natural beauty of Forest Park to make the Pageant a thing 
altogether unlike any theatrical production you have ever seen. 


The exhibition on living models of the latest 

fashions in outergarments, millinery, footwear, 

furs and accessories will be of great practical 
value to all merchants and buyers 


The dates of the Fashion Pageant this year are from August 8 to 25, 
every evening except Sunday—sixteen performances in all. 

Arrange your trip this season to be in St. Louis some time during the 
three weeks from August 8 to 25. The Fashion Pageant is a thing which, 
as a merchant and buyer, you cannot afford to miss. 


St. Louis Style Show Committee 
1627 Locust Street St. Louis, Mo. 


i 


| 
| 
= 


























Showing a few of the more than 100 fashion models 
which were shown in the 1922 Fashion Pageant. The 
display of fashions in the coming pageant will be 


more wonderful than ever before. “Skating on real ice 


in the open air in 
August,” the sensa- 
tion of the 1922 Pag- 
eant, will be repeated 
this season. Some of 
the champion skaters 
of the world will be 
featured. 








Special railroad rates 
of one and one-half fare 
for the round trip will 
be granted to St. Louis 
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for the period of the 
Fashion Pageant from 
a considerable propor- 
tion of the United 
States. 

Ask your ticket agent 
about purchase and re- 
turn dates. 
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People De Get and Spend 
Money in Hot Weather 


Although the mercury may slide between 80 and go degrees, 
they are still handing out pay envelopes down at the mills just the 


same as they did in January. 


And the crowd is bringing their pay right down town this 
Summer, to the butchers and bakers, just as they did last Winter. 


Are you selling them July shoes IN A JULY WAY, as they 
go by your windows? Are you telling them about your warm- 
weather styles in a warm-weather style of newspaper and direct 
mail advertising? Folks, rich and poor, have a natural itch to 
spend money on a vacation wardrobe—includihg shoes for sport 


and dress. 


What are you doing to relieve that itch? 


Boot and Shoe Recorder Publishing (o. 
Boston, Mass. 
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7 his Summer 


Put the Jump in Slump! 


They zwz// buy! 
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Chapter I of a 
series of surprises 
in comfort and 
long wear. 


How RAJAH Soles Are 
Working Out in Service 

















The first time he wore his 
new RAJAH soled golf shoes 
he stepped on a_ broken 
bottle and cut them. 


But when he took off his 
shoes at the club house, lo 
and behold, there wasn’t 
any cut to be found. 


You see RAJAH, being pure © 


unvulcanized rubber, healed 
the cut by the 
process. 


natural 


This golfer is still telling the 
story and making a new 


customer for RAJAH soled 
shoes with every telling. 


Remember— 


Do Not Jucpe Rajah Soles 
y any whidh do Bol bearil 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 
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Finally Perfected 


A FULL CONE 
HINGED LAST 














Our new origination constitutes a dis- 
tinct advance in the art of hinge last- 
making. 


Makers of strap pumps and oxfords will 
find this last particularly helpful, in that 
it prevents the straps from riding above 
the cone, and into the hinge opening when 
the shoe is being lasted. 


This last can only be obtained 

through us, and at the present 

time is only made in our Au- 

burn factory. We shall shortly, 
however, be able to pro- 
vide it from a number of 
our other factories. 





Unrtrep Last COMPANY 


HEADQUARTERS, BOSTON, MASS. 


TEN FACTORIES 


BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 
United Last Company, Ltd. 
treal 


on 
with Branch Office at Toronto 


SIX SHOW ROOMS 


BOSTON 
212 Essex St. 


CINCINNATI 
803 Syracuse St. 


ST. LOUIS 
Adv. Bldg., Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St. 
MILWAUKEE 
10 Metropolitan Bldg. 
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Make Your Sport Shoes 
Sell Faster 


Equip them with Air-Peds, the smart new three- 
piece rubber sole. People everywhere are asking 
for them. People know how comfortable, practical 
and sporty these soles really are. 
Manufacturers who sell sport shoes to which Air- 
Peds are attached make quick and profitable sales. 
Move your line with Air-Peds. We can 
ship them immediately in any quantity. 
Write now for prices and complete descrip- 
tion. 

THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 





St. Louis Boston 






























Four Layers of Leather 
BETWEEN FOOT AND GROUND IN 


Russell’s [Ike Walton 


The beautiful workmanship 
--extreme light weight and 
staunchness appeal to out- 
of-door folks of the most 
discriminating taste 








SEND FOR CATALOG AND 
DEALER’S DISCOUNT 


W. C. Russell Moccasin Co. 


Berlin se Wisconsin 
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Shoe men make 
Successful Chiropodists 


We have just published a new book in which our previous graduates 
tell how they earn from $5,000.00 to $15,000.00 per year. As many of these 
men were shoe men before taking up chiropody, it shows the vast oppor- 
tunities in this new, interesting, dignified profession for men and women 
with shoe experience. The demand today for Graduate Chiropodists far 
exceeds the supply. 

The Illinois College of Chiropody is the largest and best equipped 
school in America. Day and evening classes leading to degree, Doctor of 
Surgical Chiropody. Excellent faculty of leading chiropodists and physi- 
cians. Thoroughly equipped, modern laboratory. LARGEST FOOT 
CLINIC IN AMERICA. School occupies entire 4-story building. Tenth 
successful year. 

Send coupon today for book showing how graduates are earning from 
$5,000.00 to $15,000.00 per year; also 1924 catalog. 


ILLINOIS COLLEGE oCHIROPODY 


1327 N.Clark St., 
CHICAGO COUPON FOR INFORMATION 


Please send me catalogue and full information regarding your courses. 


GL .acssad cet ccso esnen sone Education 
Have you previously made any study of the foot?. 
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Whatever the Style Requirement, There s 


WEILDA 
CALF 


White and 
Nine Colors 


The unprecedented call which 
we are receiving for WEILDA 
CALF shows more plainly than 
any words in what high esti- 
mation makers and retailers of 


quality shoes hold WEILDA 
CALF. 


WEILDA is unquestionably 


the dominant suede calf leather. 


a are Reliable 


Lawrence 
Leathers 





DURO 
CALF 


Pure Aniline Dyed 
Boarded Calfskins 


No. 53 Ruskin Red 
No. 55 Tenu-Tan 

No. 65 Tyren-Tan 

No. 73 Teazel Tan 
No. 75 Bengal Brown - 


No leathers we have produced 
in recent years have helped 
more definitely to extend the 
Lawrence reputation. 


The quality of the leather is 
apparent --- [he superiority of 
both color and quality in the 
shoe is pronounced. 








A. C. LAWRENCE 


210 SOUTH STREET, CHIC! 


NEW YORK 
ROCHESTER 


PHILADELPHIA 
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A Reliable Lawrence Leather to Meet It 





NUBUCK 


White and 
Twenty Colors 


An ever increasing volume of 
demand is constantly with us 
on this famous Lawrence orig- 
ination. 


The qualities found only in gen- 
uine NUBUCK are ever \im- 


pressing the shoe trade that 
“There is only one NUBUCK.” 
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BLACK 
DIAMOND 


Chrome 
Patent Leather 


This veteran Lawrence special- 
ty develops to the fullest the 
beauty of patent leather styles. 


Asthe demand for patent leather 
increases, the trade reliance in 
Lawrence standards is more 
convincingly expressed by their 


insistence on BLACK 
DIAMOND. 


LEATHER COMPANY 


BOSTON, MASS. 
st.Louis 4%" 


CINCINNATI 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


—,.. 








BOOT AND SHOE RECORDER 


Repco Makes Shoes Look New 


Race is a liquid enamel 
which restores that much 
desired newness to sole edges 
and to heels. 

Your customers prefer Repco to 
any other brand of enamel be- 
cause Repco is easily — 


without danger of soiling hands 


or clothes. 
Repco contains no varnish, shel- 


lac or other gummy substance— 
but materials that protect the 
leather and prolong its life. And, 
best of all, Repco clings firmly 
and evenly to the surface. It 
does not rub off. 


Repco is made in every stylish 
color—white, ivory, light gray, 
dark gray, champagne and Ha- 
vana iat 


For Sale by Shoe Finding Jobbers 
UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 


UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


July 14, 1923 
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BOSTON 

SALESROOM 

183 ESSEX 
STREET 


NEW YORK 
SALESROOM 
AEOLIAN 
BLDG., 
33 W. 42ND 
STREET 
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E SURE YOU ARE RIGHT — THEN GO 
AHEAD. THIS IS the BASIC POLICY IN 
MAKING and SELLING the C. B. SLATER 
LINE.. EVERY DETAIL of a C. B. SLATER 
SHOE .IS RIGHT IN MATERIAL and 
CONSTRUCTION. 


THE RESULTING GOOD MERCHANDISE 
HAS MADE ITS INEVITABLE APPEAL TO 
CAREFUL BUYERS of FOOTWEAR, BOTH 
AMONG RETAIL MERCHANTS and 
THEIR CUSTOMERS. 


MANY MERCHANTS PREFER TO 
SELL THIS LINE UNDER the C. B. 
SLATER BRAND. THEIR GOOD 
JUDGMENT HAS BEEN PROVED 
BY GREATER and STEADIER 
TURN-OVER. 


Send for Catalog of In Stock Styles 





memanenn 





— ried 





{\ 
XC 


C. B. SLATER COMPANY 


Builders of Shoes for Men, Women & Children 
SOUTH BRAINTREE, MASS. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 























Rice & Hutchins make 
practically every kind of 


footwear for every member § 
of the family, for every > 


type of shoe store, that 
caters to fany class of 
trade. 














No Matter What They Wear 





Many a retailer has wisely taken an imaginary birdseye 
view of his customers afield, at work and play, and 
sensing their varied demands, has stocked the kinds of 
footwear needed for many occasions. He knows how to 
serve his customers. 


But how well he is prepared to serve, depends upon the 
treatment given his orders by manufacturer and 
wholesaler. 


Whether you need men’s, women’s or children’s shoes— 
style numbers or work shoes, there is no need to buy 
heavily and scatter your orders,.trusting deliveries to 
many. i 

You can concentrate your buying on one dependable 
center—buying in small quantities, eliminating “over- 
stock” risk, insuring yourself of timely delivery. 


There are eight completely stocked Rice & Hutchins 
branches near to everywhere. 


RICE & HUTCHINS 


BOSTON 
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Balance Your Store and Stock 


There Is a National Caution Signal Set by the Boston Exposition 
Applicable to Your Store 


TTEND convention after convention and try 

to find out after each, just what tangible thing 

you got out of it to justify your travel. Obviously, 
you get in contact with other men and the “hunches” 
that you have developed are magnified or minimized 
by what they say. 

For example, at the Chicago Convention last Janu- 
ary, a prominent New York shoeman expressed no 
enthusiasm for crepe soles and said that as far as he 
was concerned, a few pairs would only be carried, just 
to cover the chance request of an individual who might 
say, “Well, if you haven’t got them, you’re not much on 
style.” 

In contrast, a brother shoe merchant from Boston 
was enthusiastic on crepe soles and was going to plunge 
on them, getting in early and stimulating demand by 
advertising, window display and personal contact at 
golf clubs and other places. 

Three weeks later when the men were back in their 
stores, the enthusiasm of the man from Boston was 
somewhat tempered by the opinion that he heard from 
the man from New York and vice versa. The New 
Yorker putting in a fair stock of them, and now in mid- 
summer in getting both of the men together (who had 
publicly expressed themselves on crepe soles before the 
convention at Chicago) we find that the balancing of 
their opinion served to the profit of each, for the. New 
York man sold more pairs with crepe soles, and the 
Boston man who had reduced his quota; had made a 
profit on what he had. 

There is a whole lot in balancing opinions. A bal- 
anced shoe store is one of the thoughts that comes out 
of the Boston Exposition this week, a subject that was 
generally discussed, and is sometimes adopted. In the 
big demand for turns and McKay’s, why not balance 
the light and airy footwear with more substantial welts 


so that the woman who puts on a light slipper and wears 
light footwear from morning to night, will at some time 
during the day, find foot merit in wearing a heavier 
shoe? 

There is a place for a welt shoe in every woman’s 
wardrobe and with the tremendous demand for sandals, 
slippers and evening types of shoes for all-day wear, 
it is a step in the right direction to balance your stock 
and your service, particularly as it is possible to get a 
good looking trim shoe in any department of manu- 
facture. 

Another highlight was the suggestion by Frank E. 
Ballou, shoe merchant of Providence, who said that it 
was time that shoe men thought alike on some one shoe 
for some space of time. For example, he would like to 
see in the white season a unity of opinion on the part 
of merchants and when fall comes around, a certain 
shade of tan is generally desirable for men, then it is 
time to have some national impulse in that direction to 
advertise, display and sell it. 

Perhaps the biggest single opinion that might be 
said to have comeoutof the midsummer market season 
is that merchants do not want the style period to close. 
In the conference debates on the advanced style pro- 
gram, man after man said that style in pretty shoes 
has made more business and more profit and despite the 
difficulty and disappointments, style must go on. A 
general feeling of optimism prevails in the retailing trade 
for pay rolls are still being met each week and the pub- 
lic has money to spend. 

A decided impetus was noted in the direction of 
making the shoe year active for the whole twelve 
months. As one merchant has expressed it. ““The frost 
in business in November and December had been re- 
moved in our store and now we are after the ‘curl-up’ in 
July and August.” He took his salesmen into his con- 
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fidence and said, ““You are more like highly sensitive 
plants, possessing instinct and intelligence and also 
subject to midsummer laziness. I appreciate the higher 
attributes of your character and also I am aware of 
the other. As plants need water for their development, 
so I am going to give you nice, snappy, seasonable mer- 
chandise to help grow business in July and August, and 
what is more I am going to add one per cent to your 
income on sales during these months and a little $5 
bonus each week to the man who makes top score over 
his last year’s showing. There is going to be no slump 
in our midsummer.” 

These are the observations of a midsummer season 
and the merchant who steps out of his store and visits 
all the markets in rotation, comes back as fit as a fiddle 
and energetic for a busy fall business—and you who 
read this in your own store-will get the full benefit of 
what the markets have developed in mid-season by a 
careful perusal of this issue. 





Something for Nothing 


At every meeting of merchants or manufacturers or 
tanners, the old topic comes up, “Why can’t we 
get the Associated Press to broadcast this vital trade 
information?”’ Orators indicate that ‘telling the pub- 
lic” is a cinch, all that the secretary has got to do is to 
call for the A.P. man and tell him precisely what the 
trade wants, etc. 

Just for your own enlightenment—dry trade reports 
are not fed to the public that way—there must be some 

“sparkler” to get any news distributing service to 
spend money for telegrams to every newspaper in Ge 
country. 

A pebble thrown on Lake Superior doesn’t make 
much of a wave on the other side of the pond. 

News is something exciting, something vigorously 
interesting. 

It may be an utterance by a “big name,” a scandal 
in high society, a murder—it must be something other 
than commonplace. To tell of “living happily every 
after” is but to comment on the sweet spirits of the 
average person, but the “nitre’’ comes in triangles in 
life, discord and death. 

When a million dollar movie is produced, it never 
gets a front page story—it took the passing of Emerson 
Hough to get up front notices that the film “The Cov- 
ered Wagon” was a perpetual memorial to a great 
student of frontier days. 

There is space for prize fights, blood and sand, for 
baseball, player and fan; for theatre, mimic and producer 
and for the highlights of fashion. There is more said 
about face powder than footwear, more about skirts 
that shirtwaists, and more about furs than feathers 
because powder, shirts, and furs are features fashion- 
ably with “big names.” A comfort shoe has little chance 
to compete for news with a custard pie thrown at a 
Governor’s picture. 

Let’s get some news into shoes. Margaret Hayden 
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Rourke said there was more interest in a name such as 
“bottle green’”’ than there was in just “slippers are 
stylish”’ and more punch in the term “woodsy shades of 
brown’”’ than in “‘we have tan shoes’’— the mind is given 
a little trip to a “bottle” and the “woods.” “Yes, we 
have no bananas” is drivel, in a sense, of words, but in 
the spirit of service “Yes” has it all over No. Hear a 
Frenchman, “Oui, oui” and it registers better than the 
everlasting “Nein” of the German. 

Put a thrill into footwear—make a few head liners 
in your advertising copy and put not your entire faith 
in “something for nothing” in the newspapers. Acknowl- 
edge the shortcomings of such things as just utility 
shoes—for like sugar, the only time it is given news 
publicity is when it is linked up with “price.” Acknowl- 
edge also that every freak in pattern and color is going 
to get news publicity, and don’t get red headed over 
the portrayal of snakeskins, sweetheart pictures and 
embroidered giraffes on shoes for these add to the gay- 
ety of the game, just laugh with.’em and at °em—they 
don’t mean a pair sold or lost. 

Keep in the-public eye all you can—a local event is 
of greater influence on your store than all the wide flung 
news copy dished out by press syndicates. Let us leave 
to the broad influences of style, the possibility of some 
news coming out of the fashions in footwear that have a 
real style sense in them. The inspired press report never 
has the right “punch” in it and it gets mis- 
interpreted everywhere. . P< 

If Mrs. So and So “big name” in your town is wearing 
a new shoe at a function you will get more publicity 
out of having her gown and footwear mentioned in the 
society columns than you will out of any item under the 
heading ““New York Says.”’ Think in terms of news in 
your advertising, in your store window: and in your 
conversation to the public. It gets around the neighbor- 
hood and makes better business for you. Perhaps some 
good will come out of the efforts to be made by Secretary 
Hoover’s department to educate and inform the public 
on the distribution.of footwear but “methinks the less 
from government sources, the better.’’* Usually, some- 
thing for nothing is worth about what is paid for it. 


Pull It Off Its High Horse 


HE greatest vehicle for the progress of acommunity 

is the utility of the local association of merchants 
and local Chambers of Commerce to initiate civic 
features, encouraging people to settle and live in your 
town.’ If your Chamber of Commerce lives in high- 
brown quarters on the top of an inaccessible building, 
give it this tip: establish a branch in a good store loca- 
tion on Main Street so that every activity of the 
chamber can be accessible to the public. 

The popular feeling toward a Chamber of Commerce 
having its secretary and information department ac- 
cessibly located on Main Street is worth more than all 
the conferences and civic pow-wows held within the 
closed doors of an almost secret society. 
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Getting More Shoes Sold Right: not only “‘more™ but “right;” sold for the right purpose, to 


the right wearer, in the right fitting, for the right price, at the right profit. 


This is the great 


problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 








a. 





Ip This [2umber (4 } 


in 











© Jast Visiting with the Pubhsber 











Page 
Good Attendance and Fair Buying at the 
SR er ree 


Style Report Covering Footwear for Oc- 
tober—November—December 
National style conference predicts the trend 
for Fall and early Winter. 
New England Merchants Plan Clearing 
Tus we cota ts Coa uieneene wed 43 


Runway Show Proves to Be Style Medley 46 


Buyers and Travelers Have Big Outing. . . 48 
Yearly feature of Boston Show enjoyed by big 
crowd. 

Illinois Merchants Solve Knotty Merchan- 

dising Problems 


Outline of Leather 
The first of a series of articles on the sources and 
manufacture of leather. 


This Summer—Put the Jump in Slump. .56 
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Empty Tin Cans 
“ \ \y HEN I go into a town, I usually go 


down the alleys and see just what 
kind of empty tin cans are in the refuse 
boxes. 


**I do not consider a product 
sold until it is in the hands of 
the consumer and a repeat 
order is on its way.”’ 


So says one of the country’s most success- 
ful salesmen. 

There is a big thought in that for the 
manufacturer who sells to the retail mer- 
chant and for the merchant who sells to the 
public. 

Your success depends on how you sell 
your line—not how much you sell. Goods 
are not sold when they are in a store. That 
is merely warehousing. 

Advertising must be used to change a 
warehouse into a real store. The same can 
be used to sell merchandise right. 
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The Egyptian motif was used in the Lynn market display which was one of the two group displays 
at the Boston Show 


Good Attendance and Fair Buying at 
Boston Show 


to the mid-summer market season of 1923— 
greatest. attendance of bona fide merchants, 
greatest educational features and greatest enthusiasm 
for a busy fall season ahead. Boston actually put her 
best foot foremost and her hospitality will be long 
remembered in connection with the National Shoe and 
Leather Exposition and Style Show, held July 9, 10, 
11 and 12. 
It is easy to go into superlative, press-agent boosting 
but some of the factors in the Boston Style Show are 
worthy of commendation. 


B OSTON’S Greatest Show” is the title applicable 


Educational Features Excellent 


First—educational features led all the rest. The 
model shoe factory had more new styles in shoe ma- 
chinery than the runway, showing a great progress in 
the arts and‘science of shoemaking. There were ma- 
chines for every new refinement of footwear. In fact, 
complexity of shoemaking has made the machine and 
the operator super-skilled in production. The footwear 
of today needs so alert and expert a factory handling 
that it is an education to merchant and manufacturer to 
see a model factory in operation. 

It is to be hoped that each year the trade can have 


before it some working factory unit so that new men 
entering the shoe business can study fundamentals and 
gain a real knowledge of shoe building. 


Learning How Shoe Accessories Are Made 


The same recommendations hold true for the exhibit 
of last making, pattern modeling, lining making and 
shoe lace making, for they all add to the sum of trade 
knowledge. The merchant and his clerk can then tell 
the public more about the structure of shoes—one of 
the most fascinating topics in the entire range of 
garment and apparel articles. 


Old-Time Shoemaker. Has Prominent Place 


The flash-back; emphasizing the place of modern 
shoemaking, was an exact replica of the old-time shop 
with its implements of shoemaking and the old shoe- 
maker—all making a picture of the manufacture of 
shoes by hand. 

Mechanic’s building where the display was held, was 
crowded from 10.00 A.M. to 10.00 P.M. with every 
space occupied by sample displays of shoes, leather and 
all the. articles going into footwear. The art of displaying 
leathers to the buyer in one great hall is advancing by 
leaps and bounds. 
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The Haverhill display was unusually attractive and so were the shoes shown 


Leather Displays Plentiful 


Leather men displayed their products in color 
sequence so that any buyer could get at first hand 
positive information about the material that. goes into 
his footwear. As a show of footwear materials, this 
Boston exposition stands out 


rendering a real service to 
the industry. In all probabil- 
ity, more sales were made in 
materials than were made in 
the shape of orders for the 
delivery of shoes. 

The answer to this is that 
the well-organized system of 
showing shoes to merchants 
through the traveling sales- 
men while the merchant is 
home and close to his own 
needs in sizes and widths, is 
functioning week in and week 
out, the year around, while 
a style show comes only for 
a period of a few days at 
different times of the year. 


Good Business Placed 


For footwear in suede and 
ooze, there was great de- 
mand and much buying, par- 
ticularly of light, airy welts 
having fancy front trimmings 

_ and gore’ adjustments. 


e 


very conspicuously, 


In attendance, the show exceeded all other Boston * 
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The ten-foot shop, a replica of an old-fashioned shoemaker’s 


shop; formed 


a-portion-of the-Rice- & Hutchins-erhibit.—It 
attracted a regular crowd 


Shows. In actual registration of buyers the total list 
was over twice that of any previous year. Those 
representative merchants who attend national affairs, 
were conspicuous by their attendance. The South had a 
particularly large showing of buyers and out of Canada 


came four times the quota 
of last year. From attend- 
ance figures, it appears cer- 
tain that expositions com- 
bining style shows, runways, 
displays, individual models 
and educational features in 
shoemaking, are here to'stay. 


Beautiful Scenic Effects 


In no previous year has 
there been such a well or- 
ganized style runway feature. 
In the Florentine setting 115 
models paraded the fashion 
runway for three evenings 
and great credit is due Her- 
man E. Lewis, chairman, 
A. A. Mead, Edward Mar- 
shall, W. W. Willson and 
A. F. Bancroft of the Style 
Show Committee. 


There is gold buried in 
your samples, but it takes the 
daily grind to coin it. ! 





BOOT AND SHOE RECORDER July 14, 1923 














Style Report Covering Footwear for 
October-November-December 


During the week of the Boston Show, a style conference was held by representatives 
of the National Shoe Retailers’ Association, the National Boot and Shoe Manufac- 
turers’ Association, the Tanners’ Council and the National Shoe Travelers’ Assoc- 
ialion and a style program was mapped out covering the months of October, 
November and December. 

In issuing its report, the joint conference stressed the fact that “our nation is so 
broad in its geography and popular tastes that it is well to interpret this report in the 
light of your own community. The broad trend of style is here carefully weighed with 
advance information from authorities in garment colors and apparel style tendencies.” 


Women’s Styles 
(Conservative Welts) 
Patterns 
50% 
50% 


Straps 

Oxfords 
Lasts 

Medium prevailing lasts will continue 


Heels 
10-8 to 14-8 


Materials 
Black, and brown leathers (autumn brown, hazel, 
congo and Mandalay according to the official color 
card.) 


Fashion Welts 


(A type of welt construction embodying as far as possuble 
lightness of weight, close edging and trimness of lines.) 


Patterns 
Straps 
Oxfords 
Some gore effects 


Lasts and Heels 
Medium round toes in 9-8 to 13-8 
Slightly broader toes in 13-8 and 14-8 carrying 
slightly shorter vamp 


Materials 
Black ooze-plain or trimmed 
Colored ooze in browns and colors classified as 
beige, thrush, hazel, Mandalay and log cabin 
trimmed with kid or calf leathers to blend 
Patent——plain or trimmed 


Medium gray ooze—color card name (“fog”) 
plain or trimmed 


Fashion Turns 
Patterns 
Straps will predominate 
Dainty gore effects 
There will be variations including straps, anklets 
and sandal effects. 


Lasts 
Medium with tendency towards slightly fuller 
toes in new oval toe type and slightly shorter 
vamps 


Heels 


Boxwood; 12-8 to 14-8 
Full Louis and Spanish Louis, 13-8 to 17-8 


Materials 
Black satin 
Patent 
Colored ooze 
Black ooze 
Colored kid in subdued shades 
Brown satin (Color card name Log Cabin) 


Evening Slippers 


Patterns 
Straps will predominate with a liberal proportion 
of cut-out effects in quarters and new sandal 
effects. Tongue or similar effects to provide for 
rhinestone and cut steel buckles. 


Lasts 
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Heels 
Full Louis 14-8 to 17-8; shape XV and Spanish 


Materials 
Silver and gold brocades, plain or trimmed 
Satin, plain and brocaded 
Bronze kid 
Brown, satin 


Men’s Styles 
Patterns 
In October oxfords will still predominate. 
Later, or just after first snow, high shoes will gain 
rapidly with a possible average of 60% boots, 40% 
oxfords. 
Stitching will predominate as heretofore. 
Lace and Brunswick pattern bluchers will prove 
best in stylish shoes. 


Lasts 
French type-Brogue and conservative lasts will 
continue as best sellers in the order named. A 
tendency is noted in favor of a new medium toe, 
custom English last. 


Heels 
To remain 
’ heels. 


Colors 
Colored leathers will probably represent 50% of 
the total sales. 
Hazel brown, cherry red and lighter shades of tans 
in the order named. 
Blacks and patents to gain strength later in the 
summer. 


Leathers 
Medium weight smooth calfskin will predominate. 
Heavy weight and boarded effects to gain as season 
advances. 
Patent leather to continue gaining favor. 
Scotch grains, black and brown kids to sell in 
limited amounts. 
Sport shoes and all two-tones to be sold out during 
this period. 
Proper shoes for men for the right occasion— 
particularly no tan shoes after six o’clock. Let this 
be the slogan of every retailer to get more shoes 
sold right. 


Boy’s and Youth’s 


Boys and youth’s shoes follow the trend of the 
men’s styles. 


7-8 to 8-8 as heretofore, 90% rubber 


Juvenile Styles 
For School Wear 


PATTERNS 
Growing Girls 
Straps and oxfords 


Misses and Children 
Boots 
LEATHERS 
Growing Girls 
Tan calf and grain leathers 
Patent 
Suede leathers with trimmings to match or con- 
trast 
Black calf 


Misses and Children 
Tan calf and lightly boarded leathers 
Brown and smoked elk 


PLAY SHOES 


Patterns 
Regular height, lace or blucher cut 


Leathers 
Tan calf 
Brown and smoked elk leathers 


FOR DRESS OCCASIONS 
Patterns 
Strap pumps 
Oxfords 
LEATHERS 
Boots 
Patent with dull and white tops 
Patent with gray, beige or other suede or cloth tops 
Tan with suede top to match 


Oxfords and straps 
Patent 
Patent and suede combinations 
In Misses and children’s shoes there is a mene 
tendency in favor of low effects over a greater 
period of the year. 


Growing Girls 
Growing girl’s shoes will follow the trend of the 
women’s styles, recommended both as to patterns, 
leathers and materials. Lasts will be medium round 
toes, heels leather or covered from 7-8 to 10-8 


John C. McKeon 
Frank B. King 


H. C. McLaughlin 
Burt W. Rankin 
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Models grouped on runway at the Boston Show 


Here Are Some Style Highlights for Fall 


and Early Winter 


product of hard work and keen application on 
the part of merchants, manufacturers, tanners 
and salesmen. 

Harry C. McLaughlin, general chairman of the 
styles committee, organized the first conference on 
style on Monday, July 9, in connection with the Bos- 
ton Show, selecting merchants from each section of 
the country to aid the official committeein developing a 
preliminary style report. Questionaires fromevery great 
merchandising center were analyzed, and advance in- 
formation from merchants present made the report an 
excellent forecast for the months of October, Novem- 
ber and December. 


bier reports coming four times yearly are the 


Program Reaching Into Winter 


At the second session, July 10, the general commit- 
tee of merchants, manufacturers, tanners and salesmen 
defined and clarified the official style report, and it is 
featured in this issue as a platform for the selling of 
footwear in October, November, and December. Here 
are just a few of the highlights that will help interpret 
the report more thoroughly. 


Prevailing Lasts Continue in Welts 


In women’s conservative styles, the medium prevail- 
ing lasts continue to make a good foundation for.styles 


in staple shoes of the store. You will note that even in 
staples there comes a flash of style, because the brown 
leathers are made to include autumn brown, hazel, 
Congo and Mandalay. 


Broader Toes on Fashion Welts 


In fashion welts, look for a slightly broader toe and 
carrying a slightly shorter vamp. The pressure of de- 
mand for ooze leathers is very significant. Tanners of 
ooze leathers said in meeting that they feared that 
manufacturers would not be able to get the quantities 
of ooze leather they needed to fulfil orders for ship- 
ments prior to the selling months of October, Novem- 
ber and December. Every plant. making ooze-finished 
calfskins is at least sixty days behind, and the possi- 
bilities for furnishing the American trade with ooze 
leathers is complicated by the fact that France and 
England now want big shipments of American ooze- 
finished leathers. 


Strong Demand for Ooze 


The call for colors.in brown, hazel, Mandalay and 
Log Cabin, with some interest in gray ooze, makes 
tanning more difficult, and only those factories that 
have spring runs of skins produce the best suedes, and 
there is naturally only a limited supply of this raw 

(Continued on page 50) 
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Buyers’ Conference Stresses Bigger ‘Turnover 


Federated New England Merchants Vote to Form Clearing House 
for Slow Sellers 


creased turnover as the chief end to be attained 
was an interesting and instructive feature of the 
so-called Buyers’ Conference held July 11 in Boston in 
connection with the National Shoe and Leather Exposi- 
tion and Style Show. The meeting was in charge of 
W. W. Willson, president of the newly organized New 
England Federation of Retail Shoe Merchants. Short 
addresses of welcome were made by Mr. Willson, H. A. 
Rosenbach, one of the N. S. R. A. vice-presidents; 
A. N. Blake, president of the style show organization; 
Henry E. Hagan of Boston and T. F. Anderson, secre- 
tary of the New England Shoe.and 
Leather Association. 
As a result of the discussion of the 
turnover problem, it was resolved to 
attempt the formation of a clearing 
house which would handle the prob- 
lem of disposing, for the members of 
the federation, all obsolete styles and 
end sizes. Tentative plans are to be 
drawn up by Mr. Willson and sub- 
mitted at a meeting in the near 
future. 


\ N 7 AYS and means of buying and selling with in- 


Problems in Turnover 


Preceding the passage of this reso- 
lution was an open forum discussion 
of turnover, the method by which it is 
figured and various ways of disposing 
of old stock, as practiced by different 
merchants. Active in this part of the 
meeting was Richard Lenihan, assist- 
ant director of the Harvard Bureau of 
Business Research, who stressed the 
fact that figures compiled by his organization, showed 
that no money had been made by the retail shoe mer- 
chants of the country during 1922 and that a loss was 
shown in 1921. He attributed at least a portion of the 
blame to the fact that merchants have not yet learned 
to handle the problem of turnover. 

“In buying,” he said, “sizes and widths are equally 
as important as style. Your real loss is occurring because 
year after year you are piling up on your shelves end 
sizes and end widths. A concrete example is that of a 
merchant who, judging from figures submitted to us, 
had a turnover of one and one-quarter times a year and 
did his business on 28 per cent of his capital. The rest 
of his shelves were dead—they were filled with shoes 
which he hadn’t moved for a long time. I found that he 
was buying exactly the same as he had eleven or twelve 


MARGARET HAYDEN RORKE 


Of the Textile Color Card Association, 
stressed the importance of colors 


years ago, and yet in that time, the neighborhood 
around his store had entirely changed.” 


Importance of Style Stressed 


Style loomed large in the conference and one of the 
keynete style,addresses was. that given “by Margaret 
Hayden Rorke, of the Textile Color Card Association. 

“Women have a keener color sense than men and 
constantly are on the alert looking for shoes to har- 
monize with costumes,’’ Mrs. Rorke said. “Brown will 
be one of the leading colors for fall. 

“The American women,” Mrs. Rorke said, ‘‘wants 
ensemble—she has improved greatly 
in her dress during the last ten years 
so much that today we not only com- 
pete, but far greatly surpass in some 
respects the fashion ‘leaders of the 
world.” The passing of the brilliant 
colors was touched by the speaker and 
she predicted the advent of more sub- 
dued tones such as wine shades, etc. 

“Dark greens, including bottle 
greenes and other shades, will be 
good. Green in combination with soft 
tones of brown and beige and green 
as a combination, will be prominent 
numbers. Green, being primarily a 
cold color, needs warm brown tones 
to instill life to it,” Mrs. Rorke said. 

These comments on colors per- 
tained only to shoes for sport and 
day wear. 


Gold and Silver Slippers 


“For the evening, brilliant cos- 
tumes of reds, yellows, blues, and greens will take 
beautiful slippers of brocades in bright colors, also gold 
and silver footwear. There is an exotic tendency prom- 
ised for fall and winter which will be featured in wo- 
men’s apparel and ‘shoes, but I look for deeper and 
more subdued shades supplanting the brighter tones 
for street wear,”’ said Mrs. Rorke. 

Jesse C. Adler of New York City, for many years in 
the men’s shoe business and considered a good au- 
thority on this subject, talked on the style issues per- 
taining to men’s footwear. He read the report of the 
joint styles committee, explaining that the report was 
based on October, November, and December selling, 
and represented the text of many letters received from 
retail shoe merchants from all parts of the country. 

(Continued on page 50) 





BOOT AND SHOE RECORDER 


= 


July 14, 1923 





The factory was operated by the Thomas G. Plant Company and several hundred pairs of women’s 


well oxfords were made during the four days of the show 


New Shoe Machinery Features of 
Factory Exhibit 


HILE retail shoe merchants and manufacturers 

were concentrating on ideals pertaining to ad- 

vancing the styleful phase of the shoe industry 
to its present high place, designers of shoe machinery 
kept abreast of the progressive times by perfecting new 
machines. The fruits of their efforts were displayed at 
the shoe manufacturing exhibit in the basement of the 
Boston Style Show where the Thomas G. Plant Co. of 
Jamaica Plain operated a modern shoe plant equipped 
with United Shoe Machinery Co. machines. Skilled 
operators produced between 200 and 300 pairs of 
women’s lace welts daily. 

Many shoe operations were done in a more exacting 
and more expeditious way because of new machines. 
The Singer Sewing Machine Co. displayed some of the 
stitching machines. 

Every operation from the cutting of the upper stock 
to packing the finished shoes in a carton and then 
transferring to a model retail shoe store, was demon- 
strated to thousands of interested observers. Approxi- 
mately 100 shoe machines were installed by the United 
Shoe Machinery Company for the exhibit. Each was 
operated by individual electric motors. And that ex- 
plains the secret of how the modern shoe factory was 
so efficiently arranged. 


Individually Operated Machinery 

The exhibit would not have been possible to stage if 
the machines were all operated in groups. Elimination of 
shafting and other cumbersome facilities, necessary in 
group operations, was accomplished by installing in- 
dividual-drive machines. Major Charles T. Cahill of 
the United Shoe Machinery Company, in charge of the 
machinery exhibit, stressed the point that the modern 
shoe factory is equipped with machinery operated in- 
dividually. He added that the basement exhibit would 
have been impossible to put on except with machines 
operated independently. Saving of operating expenses 
is another feature resulting from individually-operated 
machines. At the end of a working day when only one 
operator is using one of a dozen or more machines at- 
tached to the same shafting, there is a waste of power 
that can be saved by the operation of single machines 
driven on single motors. 

Well-arranged signs and arrows, advising the se- 
quence of operations in the modern shoe plant, allowed 
the observer opportunity to witness the work with a 
complete knowledge of the respective operations. 


No Overhead Wiring 


Ninety-one shoe workers were at work on the shoes. 
All of the shoes turned out were lace oxfords. 





July 14, 1923 


Lighting arrangements were well handled by the 
Sampson Axcess system of Lynn. Each machine was 
equipped with an individual light, properly shaded so 
the light concentrated on the operation of the individual. 
A flexible arm, operating on a ball socket, allowed the 
light to be placed in any position. Power operating the 
lights was distributed through wires covered by a 
pipe, eliminating overhead suspension. 

The presence of many new machines with new fea- 
tures, making necessary operations more exacting and 
also allowing production to take a decisive brace, is 
suggestive that all the progress in the shoe industry is 
not being accomplished in the style phase. While the 
retail shoe merchants and manufacturers have been 
busy in trying to keep pace with the very progressive 
measures in style making, shoe machinery designers 
have kept on the alert and added many new ideals 
to their part of the industry which are consistent with 
the modern methods of shoemaking. 


Labor Saving Machines 
Some of the new machines include: 


Cape alle spliliag macttie. 
Edge curling machine. 

Blind eyeleting machine. 

Last pulling machine; model F. 
Shank reducing machine. 
Pasting machine; model B. 

Tempering, flexing and bleaching in one operation, 
providing uniform tempering of soles, and also insuring 
uniform stock fitting, is accomplished by the:new Basler 
tempering and flexing machine. A skilled operator at 
the modern factory handled 
1800 pairs of soles an hour 
on the new machine. Three 
soles may be used in opera- 
tion at the same time. 

The various new ma- 
chines, others of which are 
described below, gave an 
excellent idea of the pro- 
gress achieved in the past 
year. 


Makes Leather Thickness 
Uniform 


Upper leather, varying in 
thickness, is made uniform 
after going through the 
leather splitting machine. 
The machine cuts from the 
grain side of the stock ac- 
cording to the adjustment 
of the mechanism. The fac- 
tory machine on this model 
is 12 inches wide, but some 
types for tannery uses are 
larger. 

Edges of the vamp, just 


just 


Not a portion of the manufacturing exhibit bul interesting 


the same. He’s the old-time shoemaker at work in the 
10-foot shop of Rice & Hutchins 
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after being skived, are now treated in a new edge-curl- 
ing machine, which has mechanism heated to the proper 
degree to act on leather, that the edges curl and elimi- 
nate the process of folding. It is predicted that this new 
machine will do away with folding. 


For Blind Eyelets 


The blind eyeleting machine fastens the eyelet to the 
lining and stay. The eyelet does not show on the 
quarter. Spacing at any distance is accomplished also. 

By the means of two rubber clamps, which fasten 
tenaciously to the heel of the shoes, combined with a 
last-pin, the new last-pulling machine eliminates some 
laborious work by breaking the last and making its re- 
moval from the shoe a matter of just drawing the last 
from the top of the shoe. 

The shank-reducing machine allows the inside shank 
to be reduced by a mechanism cutting some of the 
leather from the grain side. This saves consider- 
able hand work, previously done with a sharp shoe- 
maker’s knife. 


Interesting to Retail Merchants 


Heel seats, often troublesome to the retail shoe mer- 
chant, by persistently easing away from their regular 
places in the heel of the shoes, are now securely pasted 
to the proper place. The operation of pasting the seat 
to the shoe is the same, with a girl doing the work, but 
the U.S. M. C. pasting machine, model B, accomplishes 
much labor saving. By delicately touching the grain 
side of the heel seat to the surface of the machine, paste 
is applied evenly. The average operator can handle 
between 25 and 40 cases 
more with this machine 
than by hand. 

Although not as new as 
the others, the clicking ma- 
chine stands out prominent- 
ly asagreat step in expediat- 
ing shoe production. The 
machine cuts the entire 
vamp with one movement 
of a driving arm, striking 
the die and forcing it 
through the leather. For 
years the process of cutting 
shoes has been done by 
hand and until recently 
this operation has thwarted 
all efforts to place it on a 
mechanical plane. 

The influence of the style 
trend has enjoyed far-reach- 
ing effects in the allied in- 
dustries of the shoe game 
judging from the highlights 
of the exhibits in the base- 
ment at the Boston Style 

(Continued on page 50) 
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Runway Show Proves to Be Style-Medley 


Bizarre Costumes Uppermost—Scenic Effects Beautiful—Big 
Crowd at Every Performance 


the sense in which those words are used in the 

garment trades, the runway display, held in con- 
nection with the Boston show this year, nevertheless, 
was attractive in the extreme and interesting. 

The setting was Florentine, with all that implies in 
the matter of color and architecture. The orchestra was 
concealed in a pit beneath the approach to the runway 
and played without cessation during the time the models 
were on the runway. Shows were held beginning at 
8:30 on the last three evenings of the exhibition. No 
show was held on the opening evening. 

Models first appeared before the crowd framed 
against a highly colored back drop and thrown into 
high relief by spotlights operated from the gallery. 
Passing to the right of an illuminated garden setting, 
they descended a winding stairway and thence on to 
the runway proper, which ran almost the entire length 
of the big hall. 


"| oe far removed from being a style show in 


Broad Range of Costumes 


Costumes ranged from the bizarre to the really 
beautiful—and shoes from creations, designed merely 
to show the limit in the art of pattern-making and 
stitching, to footwear such as one might expect to find 
in any wéll-ordered shop in any part of the country. In 
other words, there were two distinctly different types 
of thought represented—one holding that the show 
represented an opportunity to secure publicity merely 
by attracting attention and the other holding that it 
represents an opportunity to garb a model from head 
to foot in such a way as to show a salable combina- 
tion. 

There were also models representing other than 
shoe manufacturers. 

Just the same, a runway show always attracts and 
the only difference between the show this year and last 
year was that this year’s show attracted an even larger 
and more appreciative crowd. Every reserved seat was 
taken if not by seat holders, at least by those who 
crowded around the entrance to gain admittance when 
the bars were dropped as the show began. 


Evening Shoe Patterns Predominate 


The majority of the shoes shown by the women 
models were evening footwear, although there was a 
liberal sprinkling of sports footwear and some street 
shoes of the sandal, strap and oxford types. Men models 
showed evening dress, street and sport costumes and 
the children showed party and school costumes, 
appropriately clad as to feet. 


The Runway Exhibitors 


Following is a list of those who exhibited on the 
runway at every performance: 

Abbott Shoe Company, North Reading, Mass.; F, E. 
Adams Company, Haverhill; Harry E. Adams Shoe 
Company, Haverhill; L. Agoos & Co. Inc., Boston; 
S. L. Agoos Tanning Co., Boston; M. N. Arnold Shoe 
Company, North Abington, Mass.; Ault-Williamson 
Shoe Company, Auburn, Maine; Bancroft-Walker 
Company; Boston; Barnet Leather Company, Boston; 
S. J. Basker Shoe Company, Inc., Reading; Bender 
Shoe Company, Lynn; A. H. Berry Shoe Company, 
Portland, Maine; C. D. Brown & Co. Inc., Boston. 

Cambridge Rubber Company, Cambridge; W. K. 
Chandler, Inc., Boston; Chipman, Harwood Company, 
Boston; Claremont Shoe Company, Haverhill; Collins 
& Staples, Haverhill; Cotter Shoe Company, Lynn: 
Lewis A. Crossett Company, North Abington, Mass. ; 
A. M. Creighton, Lynn; Dalrymple-Dudley, Haverhill; 
Dryden Rubber Company, Boston; Duane Shoe 
Company, Haverhill; Dunbar Pattern Company, 
Brockton; Emerson Shoe Company, Rockland; Farns- 
worth, Hoyt Company, Boston; Fenway Shoe Manu- 
facturing Company, Roslindale, Mass.; Ferguson Bros. 
Company, Roxbury; Foster Rubber Company, Boston; 
Charles K. Fox, Inc., Haverhill. 

French, Shriner & Urner Company, Boston; Henry 
Gitterman Company, Boston; Hazen B. Goodrich & 
Company, Haverhill; Goodwin Bros., Lynn; Gregory & 
Read, Lynn; The Griess Pfleger Tanning Company, 
Boston; Hervey E. Guptill, Inc. Seabrook, N. H.; 
Alfred Hale Rubber Company, Atlantic, Mass.; The 
Hamilton Brown Shoe Company, Boston; Hannahson’s 
Shoe Company, Haverhill; C. L. Hauthaway & Sons 
Inc., Boston; Hood Rubber Products Co. Inc., Water- 
town; Huckins & Temple, Inc., Milford, Mass.; Preston 
B. Keith Shoe Company, Brockton; Kimball- 
Sherman, Haverhill; Knox Shoe Company, Milford, 
Mass.; Korite Products, Inc., Cambridge, Mass.; 
Kreider-Creveling Shoe Company, Boston. 

A. C. Lawrence Leather Company, Boston; G. Levor 


‘& Co. Inc., Gloversville, N. Y.; LeBosquet-Moore 


Company, Haverhill; Herman E. Lewis, Haverhill: 
MacLaughlin-Conway Shoe Company, Lynn; 
MeNichol & Taylor, Inc., Lynn; Marks & Chandler; 
Metro Shoe Company, Chelsea, Mass.; Nunn, Bush & 
Weldon Shoe Company, Milwaukee, Wisconsin; Outing 
Shoe Company, Haverhill; Frederick S. Peck, Wor- 
cester; Plant Bros. & Company, Boston; Thomas G. 
Plant Company, Boston; The Reynolds Company, 
Providence, R. I.; Rice & Hutchins, Inc.," Boston; 
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The beautiful scenic 
effect was. enhanced 
by the music from 
the orchestra con- 
cealed in a pit be- 
tween the arch and the 
circular garden of 
flowers. 














First seen framed in 
a white archway’ the 
models descended a 
curving stairway to 
the long runway. 


























Rickard Shoe Company, Haverhill; Herman Roser & 
Son, Inc., Glastonbury, Conn.; Rubin Bros. Footwear, 
New York, N. Y.; Donn D. Sargent Company, Salem, 
Mass.; H. S. & M. W. Snyder, Inc., Boston; J. Spaul- 
ding & Sons Company, North Rochester, N. H.; The 
Sportocasin Company, Auburn, Maine; Standard Kid 
Company, Boston. 

Stetson Shoe Company, Inc., South Weymouth, 
Mass.; Thomas, Lake & Whiton, Boston; Thomson- 
Crooker Shoe Company, Boston; Tuttle-Genstill Shoe 
Company, Everett; Watson Shoe Company, Lynn; 
Witherell & Dobbins Company, Everett, Mass.; Carl 


E. Schmidt & Company, Inc., Detroit; Wilsey Studios; 
John H. Pfingster; Burdett Shoe Company, Lynn; 
Tolman Dow Company, Boston; Oscar Scherer & Bros. 
Inc., New York City; Hurley Shoe Company, Rock- 
land, Mass. 





Leather Dealers Convene 


The annual meeting of the Wisconsin Retail Har- 
ness and Leather Goods Dealers’ Association was held 
in Eau Claire, Wis., with delegates from all parts of 
the State in attendance. Henry Groth of Milwaukee 
is president and E. J. Brandt, Milwaukee, secretary. 
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Group photo of Travelers and Buyers taken at outing held during Boston Show 


Buyers and Travelers Have Big Outing 


Program of Sports Followed by 
Big Feed at Norumbega Park 


NE of the events of the National Shoe and 
Leather Exposition and Style Show was the 
outing at Norumbega Park on the morning and 

afternoon of July 10, when the Boston Shoe Travelers 
were hosts to a large number of visiting buyers. The 
outing was voted “the very best of ’em all.” 

President A. L. Puffer and his corps of very ableassist- 
ants had planned a complete program. The outing’s 
activities opened officially at 11 A.M. with a ball game 
between the buyers and the salesmen. The line-up for 
the buyers was as follows: 

C. Kayser, pitcher;A.B.Taylor, catcher; A. Saunders, 
first base; O. S. Naylor, second base; D. Mansfield, 
third base; J. S. Clearfield, right field; Leo J. Dillon, 
left field; H. Bluestein, center field; T. L. Hammond, 
short stop. 

For the salesmen: 

William J. Gaffney, pitcher; L. Burdett, catcher; 
E. U. Burdett, first base; J. H. Tremble, second base; 
Geo. Howard, third base; L. H. Bradley, right field; 
J. Sachs, left field; W. Kayser, center field; Tobin, 
short stop. 


Buyers Win Ball Game 


At first it looked as if the salesmen were to be the 
victors, butin the fifth inning, “‘Bill’’ Gaffney, or William 
J. Gaffney, Vice-President and salesman for the Amdur 
Shoe Company, and the very popular chairman of the 
sports committee, went to pieces. “Bill’’ had been play- 


ing brilliantly up to that time—so had the Burdett 
Brothers—in fact, “Len’’ Burdett was the first man to 
achieve a home run. The buyers were exceptionally good 
players. Some of them enrolled themselves on the sales- 
man’s nine, forinstance, “Jack” Sachs, one of the buyers 
from Philadelphia. “Jack” hit to deep center for two 
bases in the last half of the third. L.H. Bradley, of over- 
seas fame, buyer for Gonya Bros. shoe department, 
Rumford, Maine, played ball with-as much vigor as he 
fought in the heavy artillery at Chateau Thierry; 
George Howard, buyer of Durnil Dry Goods Co., 
Muskogee, Okla., played well for the salesmen, so did 
W. Kayser of Philadelphia. The game finished at the 
close of the fifth inning, 11 to 9 in favor of the buyers. 

The umpires were Arthur L. Evans, of the Cotter 
Shoe Co., Lynn, Mass., and “Tim” Murphy, who 
travels for Upham Bros. It is generally conceded that 
‘“*Tim” knows baseball although his decisions sometimes 
are based on fear rather than fairness. It is difficult to be 
judicial when angry fans throw pop bottles. 


Races and Tug of War 


The fifty-yard dash was next with H. P. Bluestein of 
Bluestein Bros., Boston, winning first, and Leo J. Dillon, 
Buyer for Newcomb-Endicott Co., Detroit, finishing 
second. In the tug of war, J. Frank Crehan, who travels 
for French, Shriner & Urner, picked a team that pulled 
over to victory. The strong men victors were, J. Frank 
Crehan, L. H. Bradley, Buyer for Gonya Bros., shoe 
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Snapped just before the dinner gong was greeted with riotous applause 


department of Rumford, Maine; H. Berman; Zotaire 
Tetu of Woonsocket, R. I.; R. C. Boutiette of Woon- 
socket, R. I.; H. P. Goss, who sells the lines of J. H. 
Murray Co., Perkins Bros. Shoe Company and the 
Mohican Shoe Co. to the wholesale shoe trade; Frank 
P. Fanning who travels for Baker-Field Co. and C. E. 
Collar, buyer fer Gimbel Bros., Milwaukee. 


Banquet at 1 P.M. 


All the buyers took a chance at the shot put, each one 
being given two throws. The winner was Leo J. Dillon 
with thirty-eight feet. 

About 150 sat down at 1 o’clock to a real banquet, 


comprising among other good “eats,” broiled live 
lobster and fried chicken. An orchestra played through- 
out the dinner. After the dinner, distribution of the 
prizes won in the various sports took place and Congress- 
man W. P. Connery of Lynn, made a humorous speech. 


Among those who sat around the festive board were: J. A. 
Veroneau, of Veroneau’s Boot Shop, Wonnsocket, R. I.; Paul C. 
Boutiette of McCarthy Dry Goods Co., Woonsocket, R. L.; 
Zotaire Tetu of Woonsocket, R. I.; R. Reinhardt Euler, Buffalo, 
N. Y., Phil Adkins, Salina, Kas.; Louis Narverud, Albert Lea, 
Minn.; A. P. Hagner, of Morse’s Shoe Co., Meriden, Conn.; 
George S. Howard of Durnil Dry Goods Co., Muskogee, Okla.; 
T. P. Dale, Manager of shoe Department of Calhoun Dry Goods 
Co., Muskogee, Okla.; A. B. McCormack, Syracuse, N. Y.; W. 
W. Dusenbury, Geneva, N. Y.; F. W. McDowell of McDowell & 
Black, Portland, Me.; Arthur P. Guild, Franklin Shoe Co.; Mrs. 
Morris Weiss, Triangle Shoe Co., West Chester Pa.; Mrs. Benj. 
Weiss, Mofris Weiss, of Weiss Bros., West Chester, Pa.; Benja- 
min P. Weiss, of Weiss Bros. Coatesville, Pa.; T. Henry Black, 
McDowell & Black, Portland, Me.; Walter G. Lewis, Jordan, 

Marsh Co.; Louis Giguere, Shoe Buyer for the Northern Rubber 
Co., Ltd., Guelph, Ont.; Lewis Bradley, Shoe Buyer for 
Gonya Bros., Rumford, Me.; A. Saunders, Shoe Buyer for Bulter’s 
Boston; H. P. Bluestein of Bluestein Bros. i Boston; Wm. K: ‘ 
Philadelphia; J. E. Stevens eee oe \. L.; W. W. M. Cone 


Youngstown, Ohio; vo ges 
Cooper, Carlat’s Booteries, Kansas City, Mo:; Clifford H. Mat- 


son, Gray & Hart, Corning, N. Y.; Mr. and Mrs. Ax A. Steinberg, 
Orange Clothing Co., Orange, Mass.; Henry E. Mockbee, Wood- 
ward & Lothrop, Washington, D. C.; G. E. Kennedy, G. Fox & 
Co.; Hartford, Conn.; Geo. J. Woodrich, Hens-Kelly Co.; Buffalo, 
N. Y.; George Hufford, F. Johnson Co., Holdrege, Neb.; Chas. 
Kayser, Philadelphia, Pa.; A. L. Hultman, South Manchester, 
Conn.; Thomas J. Mildren, The Luke Horsfall Co., —— 
Conn.; W. B. Wrie, Scranton, Pa.; Eugene B. Ward, Springs 
Mass.; “Bill” Holt, Cambridge, Mass. ; me Judge, H 
Northantip “ on, Menten H ovr Ohio: 
orthanipton, Mass.; He man, Da n, 
N. yee s Newtonville, Mie: ion oe nian 
ton, Ohio.; Charles J. Johnson, Newtonville, 
Chipman-Harwood Co., Boston; C Hervocd. ay ® 
Chase, C. K. Fox, Inc., Haverhill; C.L. Fish, Merrill Porter Co. 
Lynn; J. Frank Crehan, French, Shriner & Urner, Boston; Frank 
P. Fanning, Baker-Field Corp.. Bridgewater, Mass,; A. B. 
Taylor, Golbert Last Co., Worcester, Mass.; Charles Keyser, 
Philadelphia, Pa.; Kauf, Amdur Shoe Co., Boston; W. O. 
Bridges, Beacon Falls Rubber Shoe Co.; Henry E. Mockbee, 
Woodward & Lothrop, Washington, D. Cs E. H. Swanson, 
Proctor-Ellison Co., Boston; Frank W. Lord, Hazen B. Goodrich 
& Co., Haverhill; LE. Phelan, Hagerstown Shoe a. Legging 
Co., Hagerstown, Md.; Major Charles T. Cahill, James A. 
Parsons, Warren E. Coombs, Charles B. Tibbetts, Carl H. 
Pinkham of the United Shoe Machinery Co.; Alfred J. Minshall, 
Ault-Williamson Shoe Co.; John S. Whittemore, J. E. French Co.; 
“Tim’’ M ny < of Upham Bros. Shoe Co.; D. ‘I. oo of Gray 
Bros., Inc., F. H. Wood, of Gray Bros., Inc.; J. H. Tremble of 
Thompso n Bros.; ‘Herbert W. Ward of A. E. Little Co.; George L. 
Starke of of A. E. Little Co.; A. I. Cohen, Al A. Rosenbush tei 
A. L. Saxe of Al A. Rosenbush & Co.; George J. a oe 
Dalton Co.; John E. O’Brien, A. J. Bates Co.; Pi 
Columbus, ‘Ohio, of i & ‘Johnston, Inc.; W. sy 
Poole & Johnston, Inc.; J. L. Levine, Poole & Johnston, Inc.; 
E. I. Johnston, Poole & ban Inc.; Don S. Mansfield, Smith, 
Bridgmen, Flint, Mich.; George A. Treat, Bristol Patent Leather 
Co.; Llewellyn N. Hatch, Bristol Patent Leather Co.; “Syd”’ 
Curry of Ordway & Clark; Fred B. Percy of Ordway & Clark; 
Smith, esten Marsh Co.; RE. B rownell, Brownell 
Sion , Meadville,'Pa.; Louis BY dberg St. ( Petersburg Fla.; H. 
Brigden, Cha = | Dye Co., Syracuse, N. Y.; H. Read, 
Fowler-Dick- Binghamton, N. ¥.; C EL oo 
The Wallace Cat Pittsfield, Mass.; E. U. Burdett, Burdett Shoe 
Co.; William Noll. Foster Rubber Co.; Edric Taylor, ee 
Taylor Last Co.; A. L. Puffer, Smaltz-Goodwin Co.; A. Delany, 
Secretary, N. S.T. A.; Wm. M. Oakman, The Pals Ga Brockton; 
Gene E. Held, Hanke Bros., Cincinnati; Ed. Koob, Alms & 
Doepke, Cincinnati; “Jim” Connelly, Shoe Buyer for National 
& Suit Co.; Edward F. Gannett, 5" New York; B. Adler 
with B. Rich & Sons, Washington, D. C.; A. Saunders, Butler’s, 
Boston; George L. Hammond, with Paul Steketee & Sons, 
‘Grand Rapids, Mich. 


’ Day. 
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Here Are Some Style Highlights for Fall 
and Early Winter 


(Continued from page 42) 
stuff. This, perhaps, is the most — factor de- 
veloped by the styles conference. 

The conference went on record as urging a diversity 
of materials in footwear, even to the extent of having 
one of the prominent suede tanners advocate that the 
public is interested in black patent and satin to soften 
the great demand for ooze leathers. 


Gores to Be Watched 

On the subject of gores, the conference had consider- 
able controversy. One manufacturer of welt footwear 
indicated that his plant is running 30 per cent on 
gore patterns, and this was considered significant, 
because goring has a much larger possibility in turns 
and McKays. His opinion was offset by other manu- 
facturers, who were noting only a 5 per cent demand. 
The committee concluded that in fashion welts gores 
would come third to straps and oxfords, and recom- 
mended that merchants consider some gores. 


Straps Lead in Turns 

In fashion turns with straps predominating, the 
point. was brought out that dainty gore effects would 
run second. In the discussion on lasts in fashionable 
footwear, emphasis was placed upon medium lasts 
with the tendency toward slightly fuller toes in the 
new Oval type toes with slightly shorter vamps. 

Also significant is the fact that boxwood heels now 
range from 12-8 to 14-8. 

In evening slppers, the new highlight is the fact 
that straps will predominate, having many cut-outs, 
and that the new sandal effects will gradually swing 
into models having less open shanks and some filling in 
on the sides. 


Expect Increases in Boots for Men 

A strenuous discussion on men’s styles indicated 
that in October oxfords will predominate; but as the 
season advances, look for 60 per cent boots as against 
40 per cent oxfords. The blucher is showing greater 
strength, and the Brunswick pattern is a new feature, 
the name “Brunswick” being applied to a full-foxed 
effect in a blucher pattern. The French type of last 
comes into leadership, with brogues second and con- 
servative models third. 





Buyers’ Conference Stresses Bigger 
, Turnover 


(Continued from page 43) 


Concerning Plain Toes 


“Plain toes,” said Mr. Adler, “have been very popu- 
lar and will be strong in some sections for fall. Crepe 
rubber soles will be conspicuous on the golf shoes, but 
not prominent in shoes worn for street wear. Sixty per 
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cent of high shoes to 40 per cent of low shoes will be 
worn, while in some sections the ratio will be 75 per 
cent high shoes to 25 per cent low.” 

Lighter shades of tan for high shoes will be stronger, 
Mr. Adler said. He added that he expected more low 
shoes to be worn into the winter season than last year. 

The report of the joint styles committee on women’s 
shoes for October, November, and December selling 
was read by Arthur D. Anderson, editor of the Boot 
and Shoe Recorder. He touched on the new ideas in 
sandal effects and gore patterns. The sandal model, 
with less cut-out in the region of the shank, will remain, 
Mr. Anderson predicted. 

Vital subjects were covered in a constructive way by 
F. E. Ballou of Providence, Fred Blaisdell, head of the 
shoe divisions of William Filene Sons Co., Fred S. 
Fenner of Providence, R. I., and T. J. Mildren of the 
Luke Horsfall Co., Hartford, Conn. 





New Shoe Machinery Features of 
Factory Exhibit 


(Continued from page 45) 


Show. Colored shoe laces of red, blue and green and 
shades, matching the most popular of shoe shades for 
Summer and Fall, and a stone last found in King Tut’s 
tomb are illustrations of the relation of style to allied 
industries. 

Most striking of these exhibits was the arrangement 
presented by the United Last Co. Two extremes of 
last making were shown. The trunk of a maple tree was 
conspicuously set in the background of the booth, rep- 
resenting the raw material of which shoe lasts are 
made. In sequence the steps, following the cutting of the 
trees to the finished last, were shown. 

The tree split into blocks, rough turn blocks, the 
block last, and the finished product were shown re- 
spectively following the maple tree and represented 
the gradual steps of manufacture. A shoe and last, 


claimed to have been the property of John Alden which 


came to América with the Mayflower was an interesting 
exhibit. Latest styles in lasts made a vivid contrast to 
the Mayflower display. Old lasts remodeled into new 
style numbers were impressive. 

A shoe lace machine from the factory of the Frank W. 
Whitcher Co., Boston, attracted considerable attention. 
Braiding, reeling, tipping and pairing were accomplished 
by this machine. Laces in all colors were shown, em- 
phasizing the color trend. oe. 

Farnsworth-Hoyt Co., Boston, exhibited a machine 
which made shoe linings. Samples of the lining were 
distributed from products turned out at the Style Show. 

A complete demonstration of the shoe pattern in- 
dustry was entertainingly displayed by the Dunbar 
Pattern Co. of Brockton. Machines for every phase of 
the business were in operation while eight employees 
operated them. . 

Modern shoe machinery was exhibited by the Reece 
Shoe Machinery Co. of Boston. 
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Snapped at the Big Boston Outing 
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1—Buyers’ Winning Ball Team. (Top row, left to 
right)— Howard, Bluestein, C. Kayser, Clear- 
field, Taylor. (Lower row, left to right)— Ham- 
mond, Dillon, Mansfield, Saunders, Naylor. 

2—Buyers Dillon of Detrou and Bleustein of Boston— 
50-yard dash winners. 

3—J. Frank Crehan, “strong man”’ of party, whose 
tug-of-war team won. . 

4—A. t. Puffer, President, B. S. T. A.; E.. J. 
Andrews, and Wm. Noll, Secretary. 

5—Buyer Louis Solomon, St. Petersburg, Fla., and 
“Syd Curry.” 

6—“Tim” Murphy, Umpire, rendering a “special” 


decision. 

7—Len Burdett at bat—Taylor catching. 

8—“Bill” (W. F.) Gaffney, Chairman of Sports 
Committee, at bat. 

9—Group of buyers lined up for 50-yard dash. 
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Illinois Merchants Solve Knotty Merchandising 
Problems 


A. T. Schulein and the local Decatur committees 
resulted on July 9 in bringing together for the 
opening session, the largest assemblage of merchants 
that has convened for many years in an Illinois Shoe 
Retailers’ Association convention. W. H. Rodgers is 
President of the Decatur Shoe Retailers’ Association. 
The travelers had been diligent in urging merchants 
to attend the convention and co-operated by closing 
their sample rooms and attending the sessions. 
President Schulein in his annual message pointed to 
some fair accomplishments of the past year, including 
the killing of the Shoe Tag Bill which was recently 
introduced in the Illinois Legislature, and which was 
defeated through the combined efforts of the state 
association, the national association and the Chicago 
Shoe Trades Association. 


How Hosiery Is Made 


H. S. Douglas, of the Burson Knitting Company, 
Rockford, Ill., gave a talk and demonstration on hosiery 
construction. There are three kinds of hosiery so far as 
methods of knitting are concerned, he said, full fashion- 
ed, seamless and Burson. Another variety of hosiery is 
glove silk which is cut from a knitted fabric. The 
speaker gave a very complete description of the knitting 
processes of each of the three kinds, showing the strong 
points and the weak points of each. 

He explained somewhat in detail, the methods of 
dyeing and pointed out the care necessary in keeping 
the dye bath at an exact temperature. Upon the 
request of the audience, he defined ingrain and pure dye 
hosiery. 


Pret senate hard work on the part of President 


The Right Way to Show Hosiery 


He suggested that it was poor policy to allow the 
customer to run her hand down into the hose to look for 
defects or heavy places, because a ring or a rough 
fingernail is apt to damage the hose. A better plan is to 
hold the hosiery up to the light so the customer can see 
throught it. The nail file test used by bell ringers, he 
declared, is a farce. It can be practiced by any salesman 
on any grade of hose if the salesman knows the trick. 

Sam Davis made a very interesting and highly 
inspirational talk on the get-together spirit relating the 
good that had come through organized efforts in various 
crafts and industries, including our own. 


Get Together and Do It 


Frank B. King praised the good work that is being 
done through the co-operative efforts of the four 
branches of the shoe industry—the tanners, the manu- 
facturers, retail merchants and shoe travelers, both in 


the determination of the style trend and in stabilizing 
conditions generally in the industry. He recommended 
that merchants keep in close touch with the trade 
journals in our own field and that they also put in some 
time studying such magazines as Vogue, and Harper's 
Bazar. 

A general discussion of women’s styles, led by Lysle 
S. Abbott, proved interesting. Before buying a shoe, 
Mr. Abbott suggested that ten points should be con- 
sidered; the last and heel taken together, the pattern, 
the material, the color, price, the grade and the time 
and place where it is to be worn by the customer. 


What’s Good in Welts 


Welts were first discussed with Frank P. Meyer as 
chairman. It was decided that tan calf, black calf and 
patent leather oxfords would all be good in tailored 
effects in higher heels, running from twelve to fourteen 
eights and also in more brogueish or trimmed effects in 
heels running from eight eights to twelve eights. 

In turn soles, lasts and heels were given most con- 
sideration. The tendency towards short stage lasts was 
recognized, but opinions varied as to what percentage 
should be bought on the very short last. Expressions on 
this point started all the way from five per cent to thirty 
per cent. It was the general impression that a last just a 
little longer, but with rather full toe, would be where 
the business would be centered. 


Business Conditions Better 

The forenoon of the second day was spent by the 
merchants in looking over the lines on display and 
placing orders. . 

The merchants of Illinois are in a happy frame of 
mind. The path is not overly smooth, going is not as 
easy as might be desired, but crops are looking good and 
farmers are feeling better, which augurs well for a 
satisfactory business in the agricultural section. 

Illinois is also a big steel producing state and the 
steel mines are running to capacity. This broadens the 
smile of the merchants hailing from the larger cities. 

The first speaker of the afternoon session was S. S. 
Newell, Chicago manager of Hugh Lyons & Company, 
Lansing, Mich. Mr. Newell gave the Boot and Shoe 
Recorder credit for instilling into him the belief that the 
three great problems of the retail merchant are to get 
customers into the store, to make a sale and make a 
profit. 

Windows as Salesmen 

“Show windows” he said, “are the first salesman to 

meeta customer, making eithera good orbad impression 


according to the way they talk to the prospect.” 
(Continued on page 60) 
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OUTLINE OF LEATHER 


By FRANK R. SPALDING 


Outline of Leather and Shoes 


In these articles we are going to try to tell in a human 
way of the growth of the leather and shoe industries from 
their small beginnings and crude machinery through the 
many changes in tannage and methods to their present 
great developments, together with some of the more in- 
leresting facts about the materials going into footwear. 

More story than statistics. 


EATHER consists essentially of the skins of 

animals chemically treated by vegetable matter 

called tannin or tannic acid to arrest the pro- 
cess of decomposition. 

The skins of animals were used for clothing before 
the dawn of history. Any process, therefore, which would 
be the means of preserving them, other than just dry- 
ing, would be highly prized. Bark was discovered by 
accident to have this effect but the principle of this 
action was unknown up to the eighteenth century. The 
same process was used from earliest times up to within 
about 50 years when the discovery of new processes 
has greatly facilitated the manufacture. 

Skins consist chiefly of gelatin, which substance 
easily enters into a combination with the tannic acid 


found in the bark of most trees, which forms an in- 
soluble tanno gelatin. This is the whole theory of tan- 
ning or converting skins into leather. 


Early Tanning Methods 


At first, oak bark was thought to be the only tan- 
ning material. Later a good many others have been 
found efficient. Two of the earlier-named leathers were 
Russia and Morocco. Russia was valued for its aromatic 
odor derived from the peculiar oil of birch bark used in 
its tanning. The fact that this odor repels moths and 
other insects rendered this leather particularly valuable 
for binding of books. It is also said to be repelling to 
mildew. 

Morocco leather formally imported from the Burbery 
Coast, manufactured on a goat-skin, was dyed and 
colored on the grain side and then given a ribbed ap- 
pearance by means of engraved boxwood balls worked 
over the surface. 


Leather Is a By-Product 


Notwithstanding the enormous amount of hides and 
skins used in the manufacture of leathers, leather is 
a by-product as very few animals are killed for the 
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pelt, with the exception, perhaps, of the goat in India, 
which country produces such an enormous amount of 
these animals. The skin is the most valuable part, al- 
though the natives eat some of the meat. 

As arule, the wildest animals have the thickest hides. 
Breeding directed mainly to increase meat and milk, 
tends to make thinner and larger hides of finer texture. 
Sex and age have a great influence on the hide. Cow and 
especially heifer hides are thin and fine, while bull 
hides are loose in texture, thin on the back and coarse 
and thick on under part of body and head. Ox hides 
have a different character. They are thickest on back, 
especially over the kidneys and thin on the belly and 
head. The texture is finer and most compact and is used 
mostly for sole leather. 

Of foreign domestic animals, the small India and 
Java cattle are known as kips on account of their dimin- 
utive size although full grown. 

The Oriental Buffalo, unlike the American Buffalo 
or Bison, a larger and an almost hairless animal is much 
used for draught and other purposes throughout Asia. 
The hide is large, coarse, thick and loose in texture and 
is used mostly for inferior sole leather. 


Russia and Germany Sources 


From Russia before the war, were obtained quanti- 
ties of kip, calf and goat, although Germany being 


Johnny on the spot, generally got the first choice. 
There were a number of regular collectors and shippers, 
but by far the greatest number of hides and skins 
were collected and brought by the natives to the Fair 
at Nezhui Novgorod and it was from this source the 
dealers obtained the greatest supply. 


Method of Preserving for Shipment 


The method of preserving the hide for shipment 
differs in countries. 

In temperate countries, where only a few days 
elapse from the slaughter of the animal to the beginning 
of tanning, no special means to prevent putrification are 
required beyond slight salting in warm weather. In 
case of imported hides, however, which in many cases 
have to cross the tropics, the method of preservation 
has an effect on the quality and subsequent treatment, 
almost as important as that of the breed of the animal. 

The best method employed in the Chicago stock 
yards differs in no important respect from those used on 
River Plate and other large exporting centers. The hides 
as soon as cool, after removal from the animal, are laid, 
flat hair down, in a large cool cellar to cover a space of 
15 or 20 square feet. The edges of the outer hide are 
freely sprinkled with salt and turned in. This makes a 
regular rectangle, also raises the outer edges of the pile 
slightly, and prevents the brine from running out, so 
it can percolate through the hides. Each layer of hides, 
as laid down, is freely sprinkled with salt by a salt 
thrower, with a suitable shovel. About 25% of the hide 
weight being given. 
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Coarse Salt Is Used 


The salt used is preferably coarse, crystalized, manu- 
factured salt. Crushed rock salt contains iron and cal- 
cium sulphate, which causes salt stains, or small im- 
perfections on the hide. 

The process is repeated until the pile is as high as the 
thrower can spread the salt. The pile is then leveled 
and covered with a layer of salt. The hides are left in 
this pile two weeks or more, when they should be per- 
meated with saturated salt solution and considerably 
dried by the absorption of the liquid by salt and the 
drainage of the brine. 

In hot countries away from the sea, the cost of salt 
and the weight of the wet hides in transit are often a 
bar to its use and hides are preserved simply by drying. 
If this can be accomplished rapidly in the shade, it is a 
very satisfactory process, but serious damage often 
occurs if this is done slowly or in the sun. This is more 
serious as it cannot be detected until the hides are 
softened again. 

To lessen this danger of putrefaction a light prelim- 
inary salting is often given before drying. These hides 
are known as dry salted. 

Hides are accumulated throughout the United 
States, Canada and South America in large quantities 
by the packers. There are also great quantities taken 
all over the country by the small butchers. These are 
collected by dealers, who send round regularly and 
pick up a few at a time. These are selected for size and 
quality, salted and accumulated until they can be of- 
fered in car lots. 


Extreme Care Exercised 


Hides taken off by the packers are treated with the 
greatest care and are free from butcher or slaughter 
cuts. For this reason they bring more money. Those 
taken off by the butchers in the large cities are gener- 
ally carefully removed and free from cuts. But the 
small butcher in the country town is not liable to be so 
careful, while some of the foreign hides taken off by 
the natives where little attention is paid to the knives 
and where in some countries a shell is used, the pelt 
is badly scored and the hide badly damaged. 


Collecting and Purchasing 


And right here I might mention some of the difficul- 
ties the leather manufacturer experiences and some of 
the evils that exist in the purchasing of raw material. 
In all business, the nearer you get to the raw material, 
the nearer you get to a cash basis. This is true in the 
purchasing of hides. 

The shipper has his money before the goods are 
shipped. It is customary to open either a foreign or 
domestic letter of credit through bankers for four 
months. The hides remain the property of the bankers 
until the letter of credit is paid; the buyer paying in- 
terest until the invoice is finally settled. As in all 
foreign and even in most domestic shipments, it takes 
from one to two months to get the hides from point of 
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shipment to the tannery. Then from one to two months 
again to tan, finish and sort the leather into the diff- 
erent_ grades. If the tanner has particularly good luck, 
he can have the hides ready to sell about the time the 
credit is due and payable. 


From Four to Siz Months 


Fhe regular leather selling terms are four per cent 
discount if paid in 30 days or five per cent discount for 
10 days. The buyer often wants an extra 30 days time. 
So you can readily see it is from four to six months if 
the leather is sold: immediately. But, unfortunately, 
there are always some desirable quick selling grades 
and some again that are sure to accumulate. So, on the 
average it is not safe to figure on better than five to six 
months to turn a lot of hides. Hides and skins are 
bought from description and from sample bales and 
cars. 


There are unfortunately always a number of un- 
trustworthy collectors and merchants who feel that as 
they are to have their money long before the tanner 
can examine, the goods, they can work in some in- 
ferior hides or some that have been poorly salted, or 
cured or kept too long. The tanner may not discover 
this until the skins are put in soak, when they will show 
hair, slip or salt stains, which will throw them into a 
lower grade, causing a loss that may take all the profit 
from a whole shipment. 

You will readily see that it behooves the tanner to 
trade only through the most reliable and responsible 
dealers and brokers. The tanners have been trying for 
years to arrive at a more satisfactory method of buying 
but have made little progress to date. 


Earliest Tanning of Leathers - 


While the principle of the action of bark on animal 
skins was unknown until about 1800, the same unvary- 
ing method has been employed from earliest times. 
The Chinese have handed down specimens of leather 
proved to be over 3000 years old and the Romans at 
an early date in their history, made leather by tanning 
them in oil, alum and bark. 

The first tanning on a commercial scale in America 
was early in the seventeenth century, but whether the 
first tannery was operated in Massachusetts or Vir- 
ginia is in doubt. However, it is certain, the industry 
developed faster in Massachusetts than in any other 
colony. 

The earliest tanners made crude boxes of rough 
planks, which they sank in the ground for.vats. They 
ground their oak bark between stones and the hide was 
washed, trimmed and loose flesh cut off. The hair was 
loosened with lime. 

The ground bark then was sprinkled over the bottom 
of the vat, then a skin was laid over this; they sprinkled 
this with bark again and continued this process until 
the. vat was nearly filled. The whole was covered with 
water and left for six or eight months. 
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Question of Quantity Perplexing 


It was a simple process to make leather out of hide 
and bark, but the problem was how to make the most 
and best leather from a given quantity of hides. Various 
improvements were commenced in 1803 in Hampshire 
County, Mass., by which time and labor were reduced 
and quantity and weight of the leather increased. These 
improvements were, the substitution of water power 
for manual labor in the more laborious parts of the pro- 
cess, such as to soften and cleanse the skin preparatory 
to the bark being applied ; in grinding the bark and in 
pumping the liquid from the vat to another; also in 
rolling the leather before it was sent to market. It was 
also found that the least quantity of lime that could be 
used in getting off the hair, would greatly add to the 
weight and quality of the leather. es 

In 1829 in Hunter Green’ County, New York, a 
tannery with several powerful water wheels adapted 
to the various machines, tanned 36,360 hides weighing 
637,413 pounds with 49 hands using 3200 cords of 
bark. Slaughter hides produced an average of 56144 
pounds of sole leather from 100 pounds of hides, while 
the South American dry hides gained 61 per cent in 
weight. However, the use of machinery and new for- 
mulas were frowned upon generally in spite of the fact 
that tanning depends upon chemical action and reac- 
tion. But a change finally came and chemistry, which 
had done so much to advance other industries, fought 
its way against ignorance and prejudice, so that during 
the past 25 years, advancement has been as rapid as it 
had previously been slow. 





Purchase Price $350,000 


Lynchburg, Va., July 9—The Craddock-Terry Co., 
shoe manufacturers of this city, recently purchased 
three factory units heretofore owned by the Old 
Dominion Garment Co. The purchase price is reported 
as $350,000. 

’ The company plans to increase shoe production very 
soon. During the past several months, the shoe manu- 
facturers have been turning out about 20,000 pairs of 
shoes daily. That figure includes shoes made at Lynch- 
burg, and St. Louis and Milwaukee, where the company 
has plants. Members of the firm expect to make 30,000 
pairs of shoes as a result of taking over the new buildings 
and 15,000 pairs will probably be Lynchburg’s contri- 
bution. 

The increased volume of business for the first six 
months of the year, is most gratifying and justifies the 
belief that the business will continue to expand and 
require all of the recently acquired factory space. 

The factories represented by the transaction have a 
combined floor space of over 184,000 square feet, which 
is the equivalent of about four and a half acres. 





Opportunity is not fickle, she simply avoids the 
fickle—W. M. Sloan in The McElroy-Sloan Enthusiast. 
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II. How to Create Habit of Steady Buying 
in Customer 


When the circus comes to town everybody 
awaits with high expectation the glaringly vivid 
exhortations of the ballyhoo man. Everything 
goes with a bang, nothing is questioned if it 
provides a thrill, and on the one-night stand the 
evening is crowded to overflowing with excite- 
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A Lively Ad-Visor Series Running Through Eight 
Issues—on Hot Weather Advertising Methods for 


Immediate Use 


standard of public interest at the circus-enthu- 
siasm level. If one does there is every possibility of 
putting aside any plan that comes to mind for 
increasing business that doesn’t have the surging 
interest of the circus poster. 


Steady There!! in Advertising 


Selling issooften referred to as ‘‘aggressive”’ that 
if it is deemed impossible actually to force a man 
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Figure 1 


ment. Then the circus leaves town. For a year its 
public must be satisfied with recollections of a 
performance that seemed to tax the eyes and ears 
beyond endurance. Distance lends glamor—to be 
seen only once a year attracts the crowd—bigness 
takes care of future visits. 

The town’s merchants are fixed. There isn’t 
anything spectacular in visiting a shoe store. It 
isn’t a question of visiting it today or losing all 
chance for a year. There isn’t even the variety of 
interest that there is in other stores. 

But there’s this much about all this, it isn’t 
necessary to have any of the qualifications of the 
circus or anything else. There isn’t any need of 
adopting the circus-man’s methods of advertising 
And furthermore there isn’t any use of setting the 


\ _ 


to buy a pair of shoes at once the idea of selling 
him at all is given up, and the gentle art of waiting 
for him to get ready himself is resorted to. 

The obvious fact that any man through a 
series of suggestions would finally be moved to 
give consideration to the purchase of a new per of 
shoes is too often overlooked. 


The Deadly Triangle 


Too many merchants wait for the right season, 
the immediate necessity for new shoes, and the 
advent of a new style to synchronize before 
making any definite move toward selling. Should 
there be no connection in the triangle much of the 
selling enthusiasm is lost and another set of 
favorable factors are looked forward to. 
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Wants Multiply 
Gradually 





Every window should be given tq attraction, 
assertion and reiteration. Unless there is a definite 
message in the window the highest-priced part of 
the store is not living up to its possibilities. A 
window should never be simply pretty, never 
simply attractive. It must hold a thought for the 
passerby and with each change of window this 
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on these pages. The object is to create the habit 
of steady buying. Steady advertising is one way. 


In Figure 1—we deal in facts which seem to 
prepare a basis for stopping varied mental pro- 
cesses long enough to register. Feel better—look 
better—be better in a new pair of shoes is the 
message expressed simply. Alone it doesn’t mean 
enough to stick in the mind. With a setting of the 
well-known “Stop” sign of the railroad and an 
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Figure 2 


thought should be given impetus until finally 
without realizing it the passerby obeys the impulse 
and enters. It can’t be told in one window what- 
ever the message. Footwear isn’t important 
enough to the average man or woman to have one 
piece of advertising—one idea make that manor 
woman a profitable customer. The real healthful 
type of advertising is the steady kind that grad- 
ually pyramids thoughts and ideas which when 
once “set” in the prospect’s mind stay there. 


How Many Thoughts Make a Sale? 


That’s the question the answer of which is 
attempted in the series of window trims appearing 
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authoritative chart on condition of shoes being 
worn the natural thing to do when this window is 
seen is to take immediate inventory of one’s 
shoes to see what class of the four shown on the 
supposed roadside billboard one is in. Perhaps a 
sale results then and there, perhaps not, it 
doesn’t matter. The thing that does count is that 
the window has succeeded in placing a thought 
in the looker’s mind. That thought is then ready 
for development through future window-ideas. 
Such a window is a very simple one to make 
ready. The railroad crossing sign can be white 
strips pasted on a regular background decorative 
panel to be found in most every store. The bill- 
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board could be a 
large-size bread 
board on two legs 
with a sheet of white paper pasted on its surface 
and then black paper to represent graphically 
the count. 


Another Block in the Pyramid 
Nex. week the same idea expressed in a way 
that arouses new interest—that assures the 
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By the Rule of Three Sales Ought to Increase 


About the third window the number of sales 
ought to be showing the results of making one 
window help the other. Figure 3 comes right out 
flatly with the thought that all footwear is being 
overworked with consequent loss of satisfaction to 
the wearer. It represents a Summer wardrobe and 
gives the average number of pairs per person per 
year in the country. The great argument here is 
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Figure 3 


attention of the same ones who saw last week’s 
window. Figure 2 brings back the thought of last 
week’s window. This one is more definite in nature. 
“Time to Change” is an admonition. It brightens 
the spark already :started. It gives the looker a 
chance to see how badly a run-down heel looks 
when placed on display. It is a sort of, “giving the 
gift to see themselves as others see them.” 

The worn shoes are to be placed on the clock 
with ribbons running from them to the new shoes 
of the same type. 

On, the face of the clock where a run-down heel 
shoe is shown the serious effects resulting from 
run-down heels could be lettered, etc. The clock 
itself could be featured in all the ad\ ertising done 
by mail end in the papers. 


that regardless of how many pairs of shoes one 
possesses he can only wear one pair at a time, 
therefore the cost of footwear per person cannot 
possibly be raised. It is simply the best kind of 
economy to have several pairs of shoes. 

The difference in satisfaction cannot help but 
be noticed by the wearer. Such a window gets the 
wearer to consider this angle of footwear satis- 
faction. The conclusions drawn are conducive to 
the forming of a new appreciation of footwear. 
The resolution may form immediately to make 
provision for the purchase of new shoes soon, if 
not now. 


Usual Order Reversed in 4th Window 


A shoe is one article of apparel that seems to 
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fit itself into the 
heart of the wearer. 
The longer it’s worn 
the greater becomes the reluctance to part with it. 

Who cannot go to iheir clothes closet and find 
several pairs of shoes that are counted upon to do 
duty, but which never rise to occasion having long 
since lost their usefulness, with the result that the 
pair in service usually gets the abuse of being worn 
too often and in too varying conditions? 
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” The idea in Figure 4—of home “Stocktaking” 
is such a logical one that the line of reasoning is 
practically assured. It is very possible that such a 
window would lead many to.a survey of their 
closets with resultant new needs for shoes. 

The clothes closet can be made out of a large 
packing case for°example with the walls of the 
room rurining parallel with the front end of the 
case. The walls could be some sort of fabric 
stretched tight. A wax figure borrowed from the 
apparel shop could be used or not just as the 


c circumstances permit. 
NEXT 


i! 


SHOE RECORDER 


It is simply another way of expressing the 
thought that leads to a want. The ideas have been 
presented in sequence. The possibility of immedi- 
ate sales have not been cut down, the attraction of 
the window is heightened, and each window is 
endowed with the good work of preceding 
windows. 

Thisisplainselling, not waiting. Itisn’t “stunty”’ ; 
it’s based on thought that in turn is based on 
needs. The problem of selling must be kept simple, 


PUA LATTA 


STOCKTAKING AT HOME BRINGS NEW SUMMER» 
DEMAND FOR SHOES-~ HAVE YOU DONE YOURS ?P 
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but there must be a definite message always, and 
the Summertime is a good time to develop a 
proper appreciation of the importance of being 
adequately supplied with shoes. 

‘ Just the other day an ice card calling the ice- 
man’s attention to the store’s need of ice was seen 
to have a place of prominence in a shoe merchant’s 
window, and it seemed like an epitaph written for 
the window itself. Still, shoes might have been sold 
in that window if the thing had been tried. Try 
never was beat. 


WEEK 


Opening the Public’s Pocketbook Often Eliminates Saturation 
Wait for It!! 
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Illinois Merchants Solve Knotty 
Merchandising Problems 
(Continued from page 52) 


The speaker suggested that the windows be paid a 
monthly salary, the same as flesh and blood sales 
people. Each month lay away a given amount, de- 
posited in a special account in the bank, to take care of 
the expense of display stands, backgrounds, lighting, 
and other expenses, which will make the window 
produce more sales and more profit. 

E. C. Logan, Western editor of the Recorder, called 
attention to the new era of merchandising. 


Flexible versus Stiff Shanks 


Frank A Guinivan, of Rochester, New York, deliver- 
ed a carefully prepared, illustrated talk on the correct 
application to the foot of flexible and rigid shanks. In 
opening he stressed the fact that there is a place, and a 
much needed place, for both flexible and rigid shanks 
but neither can fill all requirements. 

Flexible shanks are ideal, he said, for normal feet and 
in certain cases of abnormal foot trouble. They should 
not be used in shoes with heels over twelve eights and 
preferably in lower heels than that. Rigid shanks will, if 
properly applied, assist in building up broken down 
arches. 


Last Must Be Perfect 


Neither can make a perfect shoe over a last that is 
imperfect. The bottom of the last is of prime importance 
and should be shaped to support the metatarsal arch of 
the foot. 

A discussion and demonstration of men’s shoe 
styles directed by R. Metz of Chicago occupied an hour. 
Mr. Metz recommends medium toe especially in the 
higher grades because the wider toes are used so 
extensively in the cheaper grade shoes. He suggested 
confining the line to as few lasts as possible and sticking 
to lasts that have proved good fitters, changing the 
stitching or the color or the pattern but sticking to the 
few lasts. 

He believes that leaving off the extras for which 
manufacturers charge ten or fifteen cents in dolling up 
the shoe and putting that extra money into better 
quality of sole will prove a business getter in the end. 


More Tans than Blacks 


In oxfords for fall he has bought 75 per cent tans 
against 25 per cent black, but feels that this proportion 
of tan would be heavy for the average store. He recom- 
mends a tony brown as the most popular shade with a 
few lighter and a few darker. He is buying 95 per cent 
with rubber heels. 

Officers Elected 

President, A. E. Schulein: Vice-President, W. C. 
Waegner; New Directors, for three years: Tom Folrath, 
Decatur; W. C. Waegner, Aurora; W. H. Ackerman, 
Springfield; and L. H. Abbott, Canton. New directors 
for two years: C. C. Terrill, Cairo. 
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Co-operative Campaign Brings 
Big Returns 


South Bend, Ind.—South Bend boasts a 100 per cent 
retail shoe organization which has done much in better- 
ing window displays, advertising and merchandising 
conditions generally. One of the outstanding accom- 
plishments was the co-operative advertising of “Walk 
and Be Healthy”’ week, April 22nd to 29th. 

During the week all of the advertising window dis- 
plays and interior displays were centered around this 
one idea. ‘The shoe advertising was grouped into a 
double-page spread. 

The Mayor, the Board of Health, the Y.M.C.A., and 
Y.W.C.A, endorsed the movement. 








“Walk and Be Healthy” Week 
April 22nd to 29th 


WALK MORE—BE HEALTHY 


Indorsed by— 
Mayor Eli F. Seebirt 
Y. M. C. A. — Board of Health — Y. W. C. A. 




















Used by South Bend merchants as the keynote of their co- 
operative advertising campaign 


The newspapers gave it a lot of free publicity—and it 
went over big. Don’t you think publicity like this 
carried in the news column of the local papers would 
help sell sport and athletic shoes? 

So successful was the week’s campaign that here- 
after, Walk and Be Healthy week, will be a semi-annual 
event in South Bend. The next special week will be 
held in the early fall. 

Another event staged through the co-operative 
efforts of the merchants, was “White Shoe Week,” 
May 27th to June 2nd. Again a campaign of co-opera- 
tive advertising and window displays brought an 
unexpectedly large response. This special event 
officially opened the white shoe season. 
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TYLISH STOUT 
\OurSizes 


TRADE MARK 
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Stout or Slim -- 
Women Want Style 
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= The Stout 
Woman 
gets 
what she 
wants in 


B271—Black Satin, French bound, 14-8 . B 2 71 
leather Baby Louis heel, 202 last, light 
~~ Goodyear welt, imitation. turn 

ec. 


= 
———— ee 

——— 
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PRICE $5.50 
Widths A to EEE, Sizes-214 to-11 


SSG Hacaanacad 


B271 is-a light weight Goodyear welt with imi- 
tation turn edges, Red-line-in linings, glazed kid 
quarter linings and built-in reinforced steel arch 
supporting shanks. It is cut from the heaviest 
and best grade of black satin available. 


- 


Of the thousands of pairs sold comparatively 
few have been returned as unsatisfactory, and 
these were returned because of faulty construc- 
tion, not poor wearing uppers. 


— ee a a ee a ae ae ne ae he ie ie nie aie ate ne aie me ake ue ae 
_ 


ee ae ae ae oe 
Ca 


' ROCHESTER, N. Y. 


P , 506 Security Bldg. 
Chicago Office: 139 w. Madison St. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 






























































KIMBALL & S 


HAVERHILL, MASS. 


BOSTON OFFICE—RICE BUILDING—10 HIGH ST.—ROOM 701 











The unusual fitting quality of Kimball & 
Sherman Company’s lasts is clearly demonstra- 
ted in this model now enjoying popularity with 
leading merchants. 


It was one of our many numbers which at- 
tracted such favorable attention at the Boston 
Style Show. 
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“REG. U.S. PAT. OFF.” 


Early Fall Model! 
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Now In Stock 


$5.00 
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Style 2195 


Plain-O last. Brand new circular-seam pat- 
tern with special perforated backstay. Made 
of Tan Moorland Calf. Leather counter. 
Overweight sole. Rubber heel. . . . $5.00 


Widths, A to D 
Style 2190 — Same, in Black Calf. 


OR early Fall business in retail stores this new Bates trouser-crease 
Oxford is already assured a brilliant popularity. Study the cut 
.and the s pecifications. 


Style 2195 in Tan and its running-mate, Style 2190 in Black, — both 
of Moorland Calf, — sound the new season’s note very strongly, and 
make a vigorous bid for lively selling in the smart stores. Their pat- 
terns, plus the special stitching and perforating, give them unusual 
““snap.”’ 
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These shoes are in Stock now, along with several other new Bates 
models for Fall and early Winter. 
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Better get into touch with us right away, and let us post you on our 
dealers’ sales and cooperative work. 


A. J. BATES COMPANY 


Webster | Massachusetts 
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Introducing The 


‘Pincus Shoe Company Hosiery You May 
- Depend On 


OSIERY buyers need no intro- 
duction to Propper Chiffon 





Hose. It is well known for its quality 
and workmanship 


Sheer, but extremely durable—Prop- 
per Chiffon Full-Fashioned Hose 
may be depended on. In silk, above 
all other hosiery, quality counts. 
Only the finest grade of Japanese silk 


ITT 


is used in our mills. 


COMTI 1 
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Short vamp, 17-8 Spanish heel, French 
toe, with cutouts all around vamp. Can 


be had in PATENT LEATHER, BLACK #| [Every pair of Propper Chiffon Hose 


00ZE, LOG CABIN O00ZE, BROWN ie]: : ei 
00ZE, AND DARK BEIGE (color J). [=| is manufactured in our own mills 
from the throwing of the silk to the 


Can also be had in 12-8 Cuban Heel. 
Patent Leather pudenda finished product — 


Colored Ooze 


eoreer 
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Propper Chiffon Hose comes in a 


To enable you to see our work- large variety of staple and fancy 


manship and the quality of our 

shoes, and also to try out our = 

lasts, we can ship you IMME- [5 PROPPER SILK HOSIERY MILLS, Inc. 
DIATELY 12 pairs of Patent : 276 Fifth Avenue, New York 
Leathers as follows: =| — Mills—Elmhurst, L. I., and Long Island City 


colors. 
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N. B.—The Propper Silk Hosiery Mills, Inc., are 
the original and only manufacturers of Blue Edge 
Hosiery, copyright serial number’ 149349. All in- 
fringements will be fully prosecuted. 


1 jtse; 2 [2%] 3 15% 
}——| | |——|— 
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Terms: 5% 10 days. 2% 30 days. 


PINCUS SHOE CO., Inc. 


1620 St. Marks Avenue 
New York 
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Dealer Influence is secured thru divertizing in the Boot and Shae Recorder. 
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A Few Thiees'to Th Think About—What About 
the Supply of Ooze Calf 


one material, the price of that material is sure 
to soar skyward and deliveries are just as sure 
to be unsatisfactory. 

For several seasons back, the public demand for 
shoes made of suede finished materials has slowed up 
with the advent of warm weather and stopped entirely 
when the mercury approached the 80 degree mark. 
This year has been an exception to that general rule. 
Suede has sold all through June and is still selling in 
July. Orders placed for fall delivery show an even 
larger percentage of these wooly appearing materials 
than prevailed at this time a year ago. The indications 
are that they will go clear through the fall and win- 
ter seasons. 

Suede-finished leathers are made from various kinds 
of skins, but the big demand centers around the light 
calf skin variety. Slunks and deacons or the very small 
light skins, that do not have body enough for what are 
known as calf skin shoes, are used for the production of 
suede or ooze calf. 

These small animals come into the stock yards in 
March, April and May in the larger quantities. There 
are a few in June and so on through the summer months, 
but April is the height of the calving season on dairy 
farms, and during this month the most of these small 
calves find their way into market. 

As a rule, the city calf skin dealers, who collect these 
skins, figure on turning them over to the tanners in 
quantity during May and June. Thirty days later the 
tanneries have the skins converted into leather, piled 
up, waiting for the shoe manufacturer to make his 
purchases. Very frequently there has been a surplus of 
these light skins and they have been so cheap that they 
were used for quarter linings, and even side linings. 

Again the unusual has happened. There was no 
surplus of slunks and deacons to turn over to the 
tanner in June this year. The market has been kept 
clean month by month. 

The kill of veal calves for the first five months of this 


\ N 7 HENEVER demand becomes centered on any 


year, in the five principal packing centers of the country, 
shows an increase of 9.8 per cent more than the corres- 
ponding month of 1922, but the skins taken from these 
calves weigh all the way from four pounds to fifteen 
pounds, and some of them even up to twenty pounds. 

The supply of the little skins, from which ooze calf is 
made, is not much larger than it was a year ago, while 
the demand for the leather is constantly increasing. 

If you know you are going towant someoozecalf shoes 
delivered to you in October or November, it is a pretty 
good plan to write the manufacturer now and tell him 
about how many pairs you will want so that he may 
cover deliveries of the leather in time tomake yourshoes. 

There may be no price saving in this proceeding, but 
the chances are there will be, but one thing is sure, by 
following this plan you will be assured of getting shoes 
on time, and the shoes will not cost you any more, but 
probably will cost you less. 





How About Black Shoes for Men? 


HE indications are that black shoes will sell in 
larger quantities during the fall and winter season 
than for several years back. 

Many elert buyers are buying a black shoe for every 
tan shoe purchased. Where the leather and last are 
appropriate, a shoe bought in color is duplicated in 
black. 

This method of buying might prove disastrous to the 
merchant, who already has 85 per cent of his stock of 
men’s shoes in colors. A stock that is in this condition 
will be hard to handle because it shows a slow turnover. 

One of the most successful buyers of men’s shoes in 
a town of 50,000 in the Middle West has adopted the 
policy of having two new shoes come in every month, 
one black and one tan; duplicates so far as pattern and 
last are concerned. In placing sizes, he has avoided the 
extreme and as a result is turning his stock better than 
four times a year. The extreme sizes he carries only on 
the shoes that he sizes up month by month. 





BOOT AND SHOE RECORDER 


CHICAGO 


Short Lines Are Marked Down 


No Cut in Regular White Stocks—First Week in July Satis- 
factory to Retail Shoe Merchants. 


HE beginning of the week of July 2 

saw the Chicago shoestores exceeding- 
ly busy. It was a typical pre-Fourth of 
July rush, and then as usual, several days 
were required after the day’s closing to 
get back to a normal trend. 

Friday and Saturday both proved good 
days and so the first week of July has 
been well up to to the average tothe corres- 
ponding week of previous years in most 
stores. 

Clean Up Sales 


A few of the stores have advertised the 
usual July sale beginning immediately 
after July 4. Most stores, however, have 
confined their special offers to a limited 
number of lines and have not included the 
whole stock in the mark down sale. The 
usual method has been to select odds and 
ends and short lines and put special prices 
on these items. 

In the C. A. Stevens Bros. Store, for 
instance, all these short lines including all 
leathers, colors and makes are priced at 
$5.00, but regular lines of whites and 
colors are being sold at regular prices. 

At Ruby’s straight 20 per cent discount 
is offered over the entire stock. In addi- 
tion to this, special prices of $6.85 and 
$8.85 are named on lots of odds and ends. 

The Florsheim Stores are naming a flat 
price of $8.85 clear through the stock. 

Apparently merchants are less anxious 
than usual to start special sales so early 
in the season, which mean the elimination 
of profit. 

The season started late and so long as 
business is going along as satisfactorily as 
it is at the present time, it would seem the 
part of wisdom to give it a little tonic by 
naming special prices on the short lots, 
and by adding a few very attractive 
patterns at moderate prices, than to cut 
and slash, demoralize the stock, and 
create an army of bargain hunters. 


Factories Running Well 


While in other markets, some anxiety 
is felt by manufacturers as to business 
during the latter part of 1923, Chicago 
manufacturers have little to complain of. 
In some centers factories were shut down 
for the whole of July 4 week. Chicago 
factories were idle only for the day, and 
regretted that it was necessary to stop 
the wheels for even that short space of 
time. 

In speaking of present business condi- 
tions, Howard Smith of the J. P. Smith 
Shoe Company said: “Instead of shutting 
down for a week, we wish it were possible 
to in some way wedge in an extra week. 


We need it to keep our production up to 
the requirements of our customers.” 

Other Chicago factories making men’s 
shoes are likewise busy and can see 
capacity operation for at least six 
weeks or 90 days ahead. 


Women’s Factories Busy 


At the Grossman Shoe Company’s 
plant, wheels are humming busily. Pro- 
duction is sold up to September 15 and 
business has not been sought by this 
factory for delivery very far beyond that 
date. 

Mr. Grossman is of the opinion that 
shipments on certain shades of ooze calf 
will be late unless the merchants give 
manufacturers ample time to provide 
materials. Even now deliveries on some of 
the shades are coming slow from the 
tanners, but merchants who have placed 
orders early will receive their shoes in 
ample time. 


On Monroe Street 


Wholesale shoe business in specialized 
lines has been of a satisfactory nature so 
far as volume is concerned, but when 
considered from the net profit standpoint, 
it is not at all what might be hoped for. 

The wholesale merchant is up against 
very much the same condition as the 
retail merchant. Shoes look good when he 
buys them; they still look good when they 
come in, but when he buys in large 
quantities, he has to take a loss on mark- 
down at the latter end. If he buys in small 
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quantities, the demand frequently exceeds 
the supply, and he loses business by not 
having enough. 

Striking novelties make up the greater 
part of the volume in women’s lines. 
Whites have about had their day in 
wholesale houses; the market is pretty 
well cleaned up on desirable merchandise 
in white shoes. Patents, satins, and kid in 
field mouse and similar shades make up 
the bulk of sales and there is some business 
on the brownish shades of ooze. 


New Shoe Store 
The Superb Bootery is the style of a 
new store that will soon open its doors in 
LaGrange, a suburb of Chicago. The store 


will carry a general line of footwear for 
the whole family. 


New Store at Hammond, 


Indiana 

Geering and Snyder is the style of a 
new firm who will open a general family 
shoe store in Hammond, Indiana, about 
September 1. 

Mr. Geering has been buyer and man- 
ager of the shoe department of Minas & 
Company’s department store of Hammond 
for twenty years. During this time he has 
formed a wide acquaintance in his com- 
munity and is very favorably known 
among the shoe travelers who cover the 
Chicago district. 


New Store Opens August 1 


Dr. A. J. Gaskins, No. 2 Clark St., is 
opening a new up-to-date shoe store in 
Southern Illinois with a complete line of 
men’s, women’s and children’s shoes and 
hosiery department. The new store is being 
completely outfitted with the most mod- 
ern and up-to-date fixtures. They expect 
to open August 1. 





ST. LOUIS 


Slight Lowering of Price Levels 


Business Conditions Reported Irregular in Monthly Review— 
Manufacturers Curtailing on Ordering Raw Materials 


HE monthly review of business con- 
ditions in the eighth district Federal 
Reserve Bank for May indicates that 
business conditions were irregular and 
“spotty.” The report in part follows: 
“Irregular and rather spotted conditions 
are indicated in reports covering business 
and industrial activities and agriculture 
in this district during the past thirty days. 
The general trend was toward a further 
slowing down in the distribution and 
production of commodities accompanied 
by a slight lowering of price levels, and a 
marked disposition to conservatism on 
the part of merchants and the public. 
“Labor continues fully employed at 


high renumeration; the financial and 
banking position is strong, spending, as 
indicated by debits to individual accounts, 
is high and the purchasing power of the 
public remains potentially as great as 
heretofore. The tendency, however, is to 
await more definite news relative to the 
outcome of crops before making the 
extensive investments. Wholesale mer- 
chants and jobbers in the large cities are 
pursuing the policy of bringing down their 
stocks to a reasonable size, while retail 
merchants are confining their purchases 
to such goods as they can dispose of from 
month to month. This policy has worked 
back to manufacturers who have curtailed 
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ordering of raw materials despite generally 
small inventories.” 


Unfavorable Weather Harmful 


Specifically, the most important factor 
in creating the status outlined has been 
unfavorable weather. Throughout the 
entire district temperatures have been 
extremely low and rainfall excessive. 

In addition to the adverse effects on 
agriculture, the cool wet weather has 
retarded both wholesale and retail dis- 
tribution of merchandise. 


Production Is Better 


Reports of manufacturers in the leading 
industrial centers indicate that produc- 
tion is making more rapid strides in 
catching up with the demand, and deliv- 
eries of finished and semi-finished products 
are considerably easier that was the case 
sixty days ago. Orders booked, however, 
are still large and in many lines of 
sufficient size to insure the present pace of 
activity through Summer and early fall. 
The comment made is that competition is 
keener and in some lines there are small 
accumulations of stocks for the first time 
in nine months. 


Good Demands for Colors 


The demand for novelties and colored 
leather goods is holding up well with 
plants specializing on these articles work- 
ing at our near full capacity. No changes 
worthy of note were reported during the 
period under review either in finished 
goods or raw materials. The trend in raw 
materials is slightly easier. 


Hinckley on Vacation 


Sam Hinckley, buyer for the shoe 
department of Stix, Baer and Fuller, 
left recently for a vacation. Accompanied 
by his wife and two boys, he is touring 
back to his old home town, Hinckley, New 
York. 


Complete Plans for Conven- 
tion 


A joint committee of the St. Louis 
Manufacturers and Wholesalers’ Associa- 
tion and the St. Louis Shoe Retailers’ 
met recently for luncheon and complete 
plans for the Missouri Retail Shoe Dealers’ 
Association convention to be held in St. 
Louis during the Pageant of Fashion. The 
dates of the convention are August 13, 
14 and 15. The convention will be held at 
the Statler Hotel and manufacturers and 
representatives are invited to attend. 

The committee stressed the fact that 
there will be no charge made for the 
privilege other than the regular rates 
charged by the hotel for rooms. Tentative 
plans at present are business sessions 
each afternoon from 2 to 4 o'clock. 
Monday evening it is planned to entertain 
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the delegates with a boat excursion. 
Tuesday night will be designated at the 
fashion show as “Shoe Night”’ and tickets 
will be presented to all registered delegates. 

Much attention is being given to the 
business ‘sessions and they will be of an 
educational nature. Speakers for each 
subject are being sought and the feature 
of the program will be the open forum 
discussions on style. 

Members of the committee are C. E. 
Williams, Paul Ebbs, Arthur Ebbs, 
M. M. McCain, Geo. Gayou, Al. White, 
Frank Mahler and O. James. 


Crasilneck in East 
Sam Crasilneck, member of the firm of 
the Vogue Boot Shop, is in the East on a 
buying trip. The Vogue sells only short 
vamp shoes and has built a successful 
business on this type of footwear. 


Saturday Closings 
Commencing July 14 and continuing 
until August 18 all of the large department 
stores as well as a number of the women’s 


67 


specialty shops will close all day Saturday. 
This will give their employees a two-day 
holiday each week duringJuly and August. 
As yet none of the shoe stores have signified 
their intention of adopting this policy. 


Shoe Men Visitors 


Ken Chisolm of Cleveland, former pre- 
sident of the National Shoe Retailers’ 
Association, and R. A. Rosenbach of 
Chicago, first vice-president of the N. S. 
R. A., were recent visitors here. Mr. 
Chisolm was a delegate to the Interna- 
tional Rotary Clubs’ convention and Mr. 
Rosenbach was on a business trip. 


Good Business Outlook 


Charles Tweedie, president of the 
Tweedie Footwear Corporation, stopped 
in St. Louis on his return from New York. 
Sales Manager Mahler of the St. Louis 
office reported business to be big with 
deliveries being back four to five weeks. 
“The outlook for fall is very optimistic,” 
stated Mahler. 





MILWAUKEE 


White Kid and Canvas Leading 


Ooze and Suede and Sport Novelties Are in Good Demand— 
Colors on the Decline 


HE week ending July 7 was a poor one 

for Milwaukee retail shoe merchants 
and stood out in sharp contrast to the re- 
cord business for June. Many merchants 
in the downtown section report June the 
best month in their history, exceeding 
volume for May by several hundred dol- 
lars in nearly all cases. White kid footwear 
and white canvas shoes are moving in large 
quantities, with the first of the cut price 
white sales yet to come. 

A subtle understanding seems to per- 
vadein the downtown districts on the basis 
of which merchants will hold off their usual 
cut-price white sales until about the middle 
of July. There will be exceptions to this, 
but in the main, the more stable merchants 
will try to attain a decent sales volume at 
legitimate prices. Colored footwear is on 
the decline. Ooze and suede oxfords and 
slippers and much novelty footwear of the 
sport types are again prominent in the 
selling. 

Black Oxfords Good 


Men’s stores are running heavily to 
black oxfords in the square toe effects, with 
light, well balanced decorations. Crepe 
rubber sole elk sport shoes are receiving 
favorable consideration from the buyers, 
with golfers taking kindiy to this footwear. 
Good sales are also reported on light yel- 
lowish tan oxfords in a heavy effect, giving 
a generally sporty tone, seemingly favored 
by the younger element. 


Patents are growing in favor for dancing 
and dress wear. 

Stronger call is noted by some mer- 
chants for leather heel footwear for men. 
Just why this should be true is a puzzle to 
merchants, as the rubber heel has enjoyed 
continuous popularity for some time and 
is still by far the more popular. 


Manufacturing Quiet 


Seasonal dullness continues to pervade 
the shoe manufacturing field, with little 
indication of renewed activity before mid- 
August. In the state, this condition also 
exists, although apparently in a somewhat 
less pronounced condition. Reports that 
many shoe factories are closing down for 
inventories are taken to mean that such 
closing down is also somewhat of a relief 
to production schedules and that the tem- 
porary lay-off for inventory purposes will 
serve to take the slackness out of manu- 
facturing and will enable production to 
go right ahead on a normal basis when 
work is resumed. Leather manufacturing 
is going right ahead with renewed activity, 
apparently undisturbed by any slackness 
in shoe manufacturing. 


Elect Officers 


Stockholders of the recently organized 
Doerman & Herbst Shoe Mfg. Co., of 
South Milwaukee, Wis., held a meeting 





recently to complete organization and to 
elect officers. Scott H. Doerman was 
named president; George Leiser, first vice- 
president; Frank Sherwin, second vice- 
president; Carl W. Herbst, secretary and 
Ray A. Hook, treasurer. A board of nine 
directors, including the officers, was 
named with William Nell, Jr., chairman. 
The company called itself the Mid- 
Western Shoe Mfg. Co., when first or- 
ganized, but changed to Doerman & 
Herbst Shoe Mfg. Co., when it was found 
that two companies with names similar to 
that first chosen were already active in 
Chicago and St. Paul. The company is 
erecting a three-story building at Tenth 
and Michigan Avenues in South Milwau- 
kee, which will be devoted exclusively to 
manufacture of children’s shoes. 


Hosiery Business Good 


A survey of hosiery manufacturing in 
Milwaukee reveals that production is un- 
usually heavy, with prices guaranteed up 
to Sept. 1. Silk and wool hosiery is held to 
be very good for fall selling. 


Shoe Store Adds Line 


The Richter Shoe Store of Phillips, Wis., 
in a recent announcement, informs its 
trade that in addition to the complete line 
of Peter's Diamond Brand shoes, carried 
by the firm, it would also carry the Cope- 
land-Ryder shoe in both dress and work 
types. 


Booster Trip Success 

More than 200 boosters for Wisconsin 
Rapids participated in the tour of Wood 
County made under auspices of the Cham- 
ber of Commerce of that city. Every city, 
town, village and cross roads in the county 
was visited by the boosters who sang the 
praises of Wisconsin Rapids as a trading 
center. Enthusiastic receptions greeted the 
travelers throughout the county. Many 
shoe men participated in the tour. 


Jennings Again with Schuster 


Frank B. Jennings, former advertising 
manager of Ed. Schuster & Co.’s three 
stores, will again fill that position, having 
resigned as advertising manager of the 
Milwaukee Paper Box Co., to again affili- 
ate with Schusters. Mr. Jennings was 
formerly connected with Emory-Bird- 
Thayer Co. of Kansas City, the David- 
son Bros. store of Sioux City, Iowa, and 
Jones Store Co., of Kansas City. 


Green Bay Gets Convention 


The 1924 convention of the Retail Har- 
ness & Leather Goods Manufacturers of 
Wisconsin will be held in Green Bay, ac- 
cording to an announcement by James 
Rorer, credit manager for the McIntyre- 
Burrall Co., who was a delegate to the 
convention. Securing this meeting is the 
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first victory in a campaign just inaugu- 
rated by the Green Bay Association of 
Commerce, whereby it is hoped to bring a 
number of 1924 conventions to that city. 
Completion of the new Northland Hotel 
will improve facilities for handling con- 
ventions. . 


Plants Take Inventory 


Practically all of the shoe manufac- 
turing plants of Chippewa Falls, Wis., 
will take some time off within the month, 
for the purpose of naking their annual 
mid-year inventory. 


Amends Articles 


An amendment to the articles of incor- 
poration of the W. C. Russell Moccasin 
Co., of Berlin, Wis., just filed with the 
Secretary of State, increases the capital 
stock of the company to $200,000. 


Change in Shoe Store 


B. C. Lewis has purchased the interest 
of C. E. Petot in the Oshkosh shoe store 
which has been conducted for the past 
year and a half under the name of the 
Petot Shoe Co., and will return to the firm 
style which formerly prevailed, the Walk- 
Over Boot Shop. Harold O. Blathke be- 
comes a partner of Mr. Lewis. He has been 
in the employ of the store for eight of the 
nine years it has been in existence. Mr. 
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Petot will hereafter confine his attention 
to stores in the Cleveland, Ohio, district, 
where his home is located. 


Another Penney Store 


A new store will be opened at 902 South 
Eighth Street, Manitowoc, Wis., by the 
J.C. Penney Co., operating one of the larg- 
est multiples of department stores in the 
world. The company has 475 stores scat- 
tered in 33 states, with Wisconsin repre- 
sented by 16 stores. The manager for the 
new Manitowoc store will be A. Sinclair 
of Colville, Wash. 


Veteran Shoe Man Dies 


Henry H. Lamers, for 28 years, con- 
nected with the V. Schoenecker Boot & 
Shoe Co., of Milwaukee, died at the home 
of his sister in that city. Mr. Lamers was 
an active worker in the Knights of Colum- 
bus, the Catholic Knights of Wisconsin, 
was a member of the Elks and of the South 
Side Old Settler’s Club. 


Remodeling Shoe Store 


Schumacher’s Shoe Store on South 
Pinckney Street, Madison, Wis., is one 
of three stores housed under one building, 
that will be remodeled by the Madison’s 
Merchant’s Realty Co., at the cost of 
$7,500. New store fronts will be added to 
the three stores, according to plans. 





CINCINNATI 


White Sales Continue to Be Strong 


Marked Preference Shown by Women for All-White Patterns— 
Sport Shoes Selling Well. 


HE season for white footwear is in 

full swing and retail shoe merchants 
state that the demand is heavy. With the 
advent of warm summer weather .once 
again, whites have come greatly into 
vogue and the well-dressed woman is 
wearing either white kid or white canvas 
shoes. 

It was unfortunate that the week ending 
June 30 experienced such unseasonably 
cold weather, for the cold spell came just 
at the time when the white sales should 
have been at a peak. Naturally this period 
of cool weather cut sharply into the sales 
of retail shoe men in this city. The week 
ending July 7 has seen a return to normal. 
Sales have been holding up well in volume 
and most of the retail merchants are well 
satisfied with the way that business is 
progressing. 

All White Has the Call 


The majority of the feminine buyers 
are showing a marked preference for the 
all-white shoes. These have been very 
popular in white kid. White canvas is 


not neglected, however, and the sales on 
footwear of this material have been heavy. 
It is expected that the sales of white 
canvas will be better during the coming 
weeks, than at any previous time this 
season. But the great majority of women 
seem to prefer the all-white shoes rather 
than the white shoes with colored trim- 
ming. 

One of the most attractive combina- 
tions now being worn by the feminine 
population is the all-white kid or canvas 
shoe with hose of the same color. On the 
other hand, there has been a most pleas- 
ing combination formed by the wearing 
of white shoes and white hose with colored 
clocking. This lends a dash of color which 
is at once refreshing and also in exceeding- 
ly good taste. 

There are a number of women, however, 
who do not seem to care for the all-white 
shoe. These satisfy their taste by pur- 
chasing white kid footwear with colored 
trimming. To add even a more pronounced 
touch of color, they wear with these shoes 
white hose with colored clocking to match. 
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This very often proves to be a most 
delightful combination. 


Free Sales of Sport Shoes 


Many Cincinnatians, who now are 
making plans to leave shortly on their 
vacation trips, are engaged in completing 
an appropriate wardrobe to carry with 
them. Most of the women plan to partici- 
pate to some extent in outdoor activities 
and, for this reason, there are rather heavy 
sales of sport shoes. Many of the sport 
shoes are in the all-white canvas, but a 
formidable number of them are tan elk 
shoes with crepe rubber soles. 


The heels on the white shoes vary to a 
considerable extent in height. They 
range all the way from 10-8 to 16-8. The 
sport shoes, of course, have the low heel. 

Many retail shoe merchants have 
completely cleaned out their stock of the 
reds, blues, and greens which have been 
the rage during the past several months. 

The summer season thus far has brought 
out a good demand for white and patent 
trimmed sport oxfords in children’s foot- 
wear. Smoked and tan combinations in 
sport oxfords have also won favor for 
children’s wear. 

Sport oxfords and combinations have 
the lead in growing girls’ shoes. Sandal 
effects in white kid have also won much 
favor and have had good sales. In fact 
sandal effects of all kinds are extremely 
popular at present in growing girls’ shoes. 


Boys Wearing Canvas 


There is a tremendous demand among 
boys for the white canvas shoe with 
rubber soles and leather trimming. Boys’ 
oxfords, in both black and tan, are having 
good sales. 

There is considerable demand in the 
children’s and growing girls’ departments 
for socks to match the shoes that are 
purchased. These socks have fancy tops 
which are very attractive and great 
interest is being displayed in buying socks 
to match the shoes which are purchased. 


Clearance Sales On 


Some retail merchants have begun their 
annual mid-summer clearance sales of 
men’s shoes. The Florsheim Company is 
offering its stock of summer shoes at $8.85 
and $6.85, adhering rigidly to these two 
prices. Other stores catering to men’s 
trade have also begun clearance sales. 


Kenworth Shoe Company 
Picnic 


The Kenworth Shoe Company, Coving- 
ton, had a picnic and outing for its officers 
and employees on July 7 at Luecking’s 
Farm on the Dixie Highway. The entire 
factory group of employees and the office 
force, including the officers, attended the 
outing. 
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New Factory Operating 


The new factory of L. V. Marks and 
Sons Compary at Vanceburg, Kentucky, 
is now in operation and already is shipping 
merchandise. This plant is turning out fall 
footwear at capacity. L. V. Marks and 
Sons Company also operate two other fac- 
tories, one located at Ripley, Ohio, and 
the other at Augusta, Kentucky. 


Suedes for Fall Wear 


“‘Suedes trimmed with calf and kid will 
have a big run next fall,” says “Better 
Patterns,” the monthly house organ of the 
Wiechman Pattern Company. “Velvet 
pumps with straps of gun metal and satin 
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with straps of suede will be among the 
styles finding favor. Gore patterns will be 
popular in the fall. These are of the gore 
sides made with strap effects. Some of the 
women’s walking oxfords for fall have a 
squarish toe that recedes. The forepart is 
quite flat. The shoe is very graceful.” 


Fight Against Fraud Schemes 


Invitations were sent out during the past 
week by the Cincinnati Better Business 
Commission to merchants and manufac- 
turers of this city to join the bureau and 
support it in its fight against fraudulent 
advertising and fraudulent schemes of any 
kind. J. P. Orr, president of the Potter 
Shoe Company, is chairman of the bureau. 





DETROIT 


All Women’s Lines Selling Well 


Gray, Otter and Shades of Brown Meeting with Favor— 
White Kid in Demand 


OMPLAINTS about the condition of 

the retail shoe business have abated 
since the advent of a period of seasonable 
weather. June proved to be one of the best 
months for the shoe business in several 
years. 

Reports show that practically all lines 
are selling to some extent. In stores, where 
novelties are pushed to the exclusion of 
staples, novelties are the big sellers. In the 
family shoe store, the conservative es- 
tablishment that tries to render a service 
to every member of the family, it is found 
that staple lines are in good demand. 


Bright Colors Are Slipping 


The vogue for bright colors is probably 
at its height. That the peak of the demand 
for bright colors has been reached is the 
opinion of some of the best shoe men in the 
city. Colors will remain in favor, but these 
will be in gray, otter and the various shades 
of brown, and possibly blue.. Blue is in- 
cluded by a manager of a department 
where medium priced shoes are sold to the 
exclusion of the higher or lower grades. 
fk White kids are more in demand in the 
higher grade shops than linen, while strap 
effects lead largely in style. There are a 
number of sales of white shoes being held 
at the moment of writing, but some of the 
larger stores downtown have not yet in- 
cluded whites in any sale at cut prices. 

At one store, it was reported that the 
sale of whites was expected to continue 
with considerable volume during July 
and August. That this is not the opinion 
of the majority was found in a canvas of 
the situation. Ross D. Fillioa, manager of 
R. H. Fyfe & Co., said that there is always 
a certain amount of trade to be done with 
whites during August, but the minute 
prices are cut on good lines the public 


comes to the conclusion that the season 
is over and withholds its patronage for it. 


Sales Going On 


The clearance sale period has arrived 
and many stores are offering cut prices on 
all lines, including whites, while others are 
withholding whites. In a survey of the sale 
advertising being done, it is found that 
one store is offering white shoes at as low 
as $1.69; the next price being $1.85; then 
$1.95, and up to $8.85 per pair. 

The lines being cleared are mostly 
trimmed with color, either solid color lines 
or whites with colored trimmings. That 
these should be sold clean now isthe opinion 
of the best shoemen, and many stores are 
making the effort. 

In speaking of the prospects for fall, 
W. H. Adams, manager, the women’s 
third floor department of the R. H. Fyfe 
& Co., predicted a change in the staple 
shoe business. While this firm has not al- 
lowed any of the business in good novelties 
to get away from it, there has always been 
a large amount of business done on staple 
lines. Mr. Adams finds that the tendency 
is not for the oxford, which has formerly 
sold in large numbers in both black and 
brown leathers. He finds that a staple 
novelty is the thing now. In explaining 
this term he said he meant, straps and 
cut-outs; something just a little advanced 
from the plainer styles. His prediction is 
that suedes in otter shades will probably 
be the best seller in this class. Satins and 
black patents will sell in about equal 
numbers. 

Fit Most Important 


“The fit of a shoe is far more important 
than the style sold,” said Mr. Adams. 
“If we are to build up a business, it is to 
be done on fit, rather than on style. The 
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customer will forget every part of the trans- 
action but the fit of the shoe, and this is 
especially true if the shoe doesn’t fit.” 


Standardized Sizes 


Steven J. Jay, Fyfe’s men’s department, 
expressed the opinion that the Division of 
Simplified Practice of the Department of 
Commerce is on the wrong track when it 
advocates the elimination of the double A 
width. In opposition to the expressed 
opinion of this body that the A width can 
be made to serve the purposes of those 
fitted with double A widths he said: ““The 
A width will not take the place of the 
double A, unless we are content to merely 
offer the customer a foot covering instead 
of a fit for the feet. At least 10 per cent 
of our business in the men’s shoe depart- 
ment is on the double A width. 

“It is true that city feet are narrower 
than those in the suburban areas, but it 
must not be forgotten that the human foot 
is getting narrower. The E width formerly 
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sold in greatest numbers, while today the 
majority of feet are fitted best with B and 
C widths. There is nothing to be saved, no 
waste to be eliminated by cutting down 
the number of widths of shoes made, un- 
less some plan of measurement can be 
devised whereby every foot can be prop- 
erly fitted.” 


Impressive Color Scheme 


Interior decorations. and window 
arrangements at the Wilson and Robinson 
shoe store are very attractive. The color 
scheme of the entire store is French gray, 
trimmed with black and gold. The walls 
are gray and have a heavy cornice of 
black with gold bands as an edging. The 
shelves are finished in black. Woodwork 
and panels of the windows are gray with 
black and gold trimmings. 

Show cases, chairs and other articles 
are black, trimmed with gold. Window 
backgrounds are gray with the same 
predominating colors for trimmings. 





SALT LAKE CITY 


White, Gray and Beige Leaders 


Light Shades in Suede Leather Selling Well—Sandal Models 
Continue to Be Popular 


ETAIL shoe merchants differ in their 

answers to queries pressed by a Bool 
and Shoe Recorder representative pertain- 
ing to the condition of the retail shoe trade. 
“Fine,” “Very Fair,” “Good,” “Below 
Normal,” “Poor” are the terms applied 
to the condition of business by the leaders 
in the retail shoe business. 

The weather is hot now—the first time 
this summer, and it was felt by many that 
in view of the season being a month behind 
the “between season” slump would, also, 
have been a month behind. It would not be 
correct to say that the “between season” 
has commenced at this writing, but it 
would, however, seem certain that many 
of the shoe merchants will not sell so 
many shoes this summer as they would 
have done had the hot weather arrived on 
schedule. There is some speculation as to 
what will be done in the matter of unload- 
ing during early July. It would seem that 
none of the retail shoe merchants will put 
on a “special” before the middle of the 
month. 

Broad Line of Styles 


The merchants, who are selling the 
most shoes just now—those who describe 
business as being fine—would appear to be 
those who have the right styles. The time 
has long since passed when a person went 
into a shoe store and merely “bought a 
pair of shoes.”’ Style plays such a promi- 
nent part in the business now, especially 
in women’s footwear, that a salesman 
seldom knows when a prospect is going to 


jump up out of the chair and go elsewhere 
in search of fashion. A shoe salesman, who 
was at one time in the real estate business, 
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once told the writer that women are as 
hard to suit now as a bride choosing a cot- 
tage to live in. 

While whites are selling well and are 
leading every other color, they are not the 
biggest sellers they once were. A few years 
ago they carried everything before them 
for a few weeks during the hot weather, 
but today they are, at many of the novelty 
stores, but one of several types of popular 
summer footwear. All this has, of course, 
been brought about by the popularity of 
sandals, sports, beige, grays and the like. 
Just now the demand for grays and beiges 
is such as to seriously rival the whites, but 
few merchants seem to have them in any- 
thing like satisfactory quantities. Manager 
Staiger of the Auerbach Co. is selling 
many suede leathers in light shades. This 
company has had a wonderful business 
during the past month, Mr. Staiger said. 


Death of John C. Bacon 


John C. Bacon, accountant of Hunter- 
Thompson Shoe Co. and father-in-law 
of Jesse Thompson, head of the firm, 
passed away recently after a short illness. 
Mr. Bacon had not lived in the city more 
than eight or nine months. 


Store in Steel City 


Tom Demos, proprietor of the Economy 
Shoe Store, Provo, has opened a shoe store 
in Steel City, near Springville, a new town- 
ship founded by the Columbia Steel Cor- 
porations. 





LOUISVILLE 


Retail Shoe Business Favorable 


Summer Sales Commence—Women’s White Footwear Leads 
in Volume of Sales and Colors Are Holding Up 


ITH the season now running into 

the dog days, volume of business 
gives indication of slowing up somewhat, 
but retail merchants are of the opinion 
that late summer business this year will 
be much better than is normally the case, 
due to excellent general conditions, and 
the fact that money is plentiful and is 
being freely spent. The working classes are 
making good money and are spending free- 
ly. Common labor, like all other kinds, is 
scarce. 

Summer sales are starting and are quite 
numerous. Men’s sport shoes, white shoes, 
etc., have been good, due to hot weather, 
and the fact that summer clothing, includ- 
ing linens, etc., are quite good. Volume of 
business is in women’s, with white lead- 
ing, but a good movement also in the 
bright colors. Children’s shoes are fair 
only at this season, but include a con- 
siderable volume in tennis shoes. 


Straus in Manufacturing Field 


Eugene Straus, who started business in 
the house of Herman Straus & Sons Co., 
has retired from the retail business and 
will enter the manufacturing field. Mr. 
Straus plans to manufacture furniture and 
woodwork. Bertram Straus, brother of 
Eugene Straus, and Walter I. Kohn are 
the successors. 


Rural Shoppers’ Day 


The Louisville Retail Merchants’ As- 
sociation, during the week ending June 23, 
observed Rural Shoppers’ Day, setting 
aside June 20 and 21 for this purpose. 
Special bargains were offered in all retail 
stores. Merchants reported returns were 
excellent and in many instances increased 
from 25 to 33 per cent above the average 


(Continued on page 77) 
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Send for the Whole Story 


bbe cannot come to a decision as to just how well 
it would pay you to be the exclusive distributor 
of Menihan’s Arch-Aid shoes for women in your lo- 
cality, without knowing all the details of our special 
merchandising proposition. 











You may have seen our striking full-page advertise- 
ments in the Saturday Evening Post, month after 
month—but that is only part of the story. 


You may have heard about some one or two features 
of our service to the trade on this line—that is only 
part of the story. 


You owe it to your business to get the whole story 
of a proposition, so complete, so fair and so practical 
that no detail of good merchandising and good ad- 
vertising has been neglected. 


Your territory may still be open. 


Why not jot down your name and address here and 
now and receive the facts—including some statistics 
about the shoe business that merchants—large and 
small—have found to be vitally interesting and 
suggestive. 


Whe 
h-Aid Shoe Co. 


MANUFACTURERS & DISTRIBUTORS 


Rochester, WV. 




















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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No. 261—$3-15 


Women’s Oxford. Black calf tip 
and trim. Recede last. 


No. 262'2—Brown calf—Recede Last—$3.15 
No. 225 —White buck—Brogue Last—$3.15 


kegent 


Ce 


- in stock for 
quick delivery 


No. 250%—$2-50 


Women’s Oxford. Recede Last. 
Plain white canvas. 


No. 4250—Recede last —$1.85 
No. 4254—Growing Girls’ last—$1.85 


No. 290 —$3.15 


Women’s Strap Sandal. Black 
calf tip and saddle. 


No. 289—Brown calf—$3.15 





No. 260%—$2-75 
Women’s Oxford. White buck tip 
strap and trim. Recede last. 


No. 210'2—White buck—Medium Last—$2.75 
No. 262 —Black calf—Recede Last —$2.75 


Women’s Oxford. Black 
calf saddle. 


No. 238—Brown calf —$3.25 
No. 211—White buck—$3.25 


No. 130%2—$2-85 
Men’s Oxford. Plain white 


canvas. Recede last. 


No. 4120—Full Last—$2.25 


These Regent Keds can be ordered from our nearest branch. 


United States Rubber Company 
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One of the typical window displays of the United States Rubber Co. featuring canvas footwear for Summer 


Good Returns Offered by Rubber Departments 


Some of Larger Retail Shoe Stores Already Stocked—Rubbers 
Must Move Quickly from Shelves 


l NLESS ideal summer weather, such 
as that has prevailed generally during 
the past few weeks, is occasionally inter- 
rupted by periods of cold rainfall, retail 
shoe merchants are seldom inspired to 
give a thought to the rubber departments 
of their stores. However, regardless of 
weather conditions during the summer, 
some of the larger of the retail shoe stores 
are already substantially stocked with 
rubber footwear for fall and winter. 
Regarded as a “necessary evil’’ by many 
shoe merchants, rubber departments 
offer good returns if properly handled. 
Many factors must be considered. Little 
business in rubbers is expected during the 
summer, but at intervals when unexpected 
rainfall surprises men and women away 
from home, especially women, retail shoe 
merchants sell some rubbers. Light rub- 
bers made with a strap which embraces 
the back of the shoes, is the most popular 
model for women for occasional summer 
wear. . 
Thus far this summer, few periods of 
rainfall have been so heavy as to result 
in good rubber business for retail shoe 
merchants, particularly in the East. How- 
ever, rain fell up untilearly Junefrequently 
in parts of Colorado and sections nearby. 


Siz Month Period for Sales 


It is generally conceded that more than 
80 per cent of all rubber sales for the year 
are so!d within a six-month period; and 
another reason why this subject may be 
somewhat removed from the average retail 
shoe merchant’s mind is because we are 
not now within the six-month period. Be- 
tween November and April is the rubber 
season. 

Repeating the statement: “Rubber de- 
partments offer good returns, if properly 
handled” offers considerable room for 
constructive explanation. In the first 
place, this is not the time to allow rubber 
goods to clog the shelves, inasmuch as 
their time for selling strongly is very 
remote. Some stores exhibit some rub- 
bers, mainly during wet weather to inspire 
people to buy, but the place for them now 


is in the stock rooms. They should be sys- 
tematically arranged according to sizes 
or widths, so that they may be moved 
quickly to store space when the occasion 
arrives. 

Rubber widths termed narrow, medium 
and full, cover the usual widths in women’s 
shoes which number eight. Narrow in- 
cludes A, AA and AAA, while medium 
widths cover B and C in shoe widths and 
full corresponds to D, E and EE. 


Importance of Quick Sales 


Keeping stock in condition for quick 
sales is a big factor. Quick sales in rubbers 
should be made. The space utilized by 
customers buying rubbers should be avail- 
able as quickly as possible because they 
might be preventing a prospective shoe 

(Continued on page 77) 
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“Nothing Takes the Place of Leather” 


We are distributors of highest quality sole 
leather. We know that good leather can not 
be equalled by any fabricated material. We 
have faith in the great future of our industry 
and are helping to support the national adver- 
tising campaign of the American Sole and 
Belting Leather Tanners. 


Our large organization is ever alert to see that 
the known high quality of our special tannages - 
is maintained and that the needs of the trade 
are promptly and properly met. | 


The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 


The United States Leather Co. of Mass. 


Boston 


Bo TEA AR at de atte ey gy — - - _ - - 
Bag Rage eee: Cot glee Mee Pee " Pa » A ie 
Seas Ee OR GEES E33 Le Ay Si enn ee Pe 


| SELLING AGENTS 
McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Elk, heavy side 
Elk fo ss 


Light native oom, for side w 
Branded cows, for light sole lea’ 
No: 1 Chiongo City 
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Leather Market in Healthy Condition 


the holiday and in view of the Shoe 

Style Show, showing in Boston, trad - 
ing in leather will not assume normal pro- 
portions much before the middle of the 
month. The belief is strong, however, that 
a large quantity of leather will be pur- 
chased within the near future. Shoe manu- 
facturers’ leather stocks are low and they 
had been purchasing on a hand-to-mouth 
basis for some weeks prior to the first of 
July. The market is in a much healthier 
condition than a year ago with lower 
stocks of leather on hand and tanners de- 
termined to obtain asking prices for their 
leather or at least such values as will admit 
of a profit. 


B USINESS has been desultory around 


Curtailment in Tanning 

Tanning as a whole has been under 
rather severe curtailment for some months 
past and a spirit of caution has prevailed 
which appeared necessary to avoid the 
repetition of such an experience as was 
gone through in 1920. The recent break in 
hide prices will ease up the situation 
which made necessary higher leather. The 
leather coming through the works rep- 
resents much higher cost hides and skins 
and had it not been for the recent break 
in hide and skin values, still higher prices 
would have been inevitable. As it is, we 
may at least reasonably expect a leather 
market on approximately the same basis 
as at present. 


The break in raw materials shows a 
decline of 314 to 4c per pound from the 
level of a few weeks ago. The following 
are comparative prices of raw hides and 
skins quoted from “Hide and Leather” 
Issue of June 30th: 


Packer Hides. 


June 30, ry iS 7, 1923 
Heavy native steers. ours 18 4@ 18% 
Heavy Texas steers. : - - @18 
Light Texas steers... . 
Ex-light Texas steers. . 
Butt-branded steers. . 
jorado steers 
Branded cows 
Heavy native cows... . 
Light native cows 
Native bulls 
Branded bull 
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134@14 
13° @13% 
12%@1314 
134%@14% 
ll @11% 
104%@11 


More Stable Price Assured 


Heavy steers 
cd cows 


The recent large sales of hides and 
decline in prices must be in some measure 
due to the extensive curtailment on the 
part of the tanners during the last 
few months. This all contributes to a 
healthy business and the assurance of a 
nearly more stable price on leather and 
shoes. 

Sole leather tanners report but small 
business of importance. They do not look 
for a large volume until around the second 
week in July following inventories, the 
Boston Style Show and similar factors. 


The largest consumers right now of 
union sole are sole cutters. Ordinarily 
they are busy, but they are running slow 
at the present time. There is no change in 
prices, with packer hide backs, heavy 
steers, quoted at 54c-55c; middle weights 
5lc-52c. There have been some fair sized 
sales of oak sole to shoe manufacturers, 
heavy oak steer backs bringing 45c to 50c; 
Prime tannages 50c to 55c. Shoe manu- 
facturers’ bends range from 45c to 55c and 
finders’ bends 65c to 80c. 


Suede Leathers Active 

The upper leather situation has been 
very quiet the past week, although some 
manufacturers are sampling with a view 
to a busy period following the Style Show. 
The tone of the market is decidedly 
optimistic as regards new business. Prices 
of calf leather remain as they have for the 
past few months with the standard tan- 
nages of full grain colors quoted at 48c for 
the choicest selections and for the three 
regular top grades 45c, 40c and 35c 
respectively. Suede leathers continue one 
of the most active features of the market 
with prices firm on colors which are 
quoted at 50c to 60c. Medium and lower 
grades are quoted at 35c and as low as 
25c per foot. 

Side upper leather is moving only in a 
moderate way with buyers purchasing 
sparingly according to their needs. The 
top grades of chrome side leather are held 
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VOU CAN ASR 


No small part of the steady 
increase in patent leather styles 
is due to the great improv- 
ements which have been made 
in patent leather manufacture. 


In no patent leather is this 
progress better exampled than 


in our famous DONKEY 
COLT. 


Sor LH Careless acceptance of any lea- 
ther so long as it is shiny often 

costs the shoe merchant more 

than he can measure in lost cus- 


P a I C N [ tomer confidence. 


DONKEY COLT has always 
been a highly standardized pat- 
ent leather. 


Leather As such, it will repay your spe- 


cification. 


TOLMAN, DOW & CO., Inc., 


174 Lincoln Street, Boston, Mass. 


Rochester, N. Y. 
Mr. Charles L. Kirk 
22 Andrew St. 


GENERAL REPRESENTATIVES FOR 
CONTINENTAL EUROPE— 


Cincinnati, Ohio 


Mohr-Holters Sales Co. 
202 E. 7th St. 100 Gold St. 1602 Locust St. 


Greater New York St. Louis, Mo. 
New Castle Leather Co. T. M. Fitzgerald & Co. 


NEW CASTLE LEATHER CO.— 
HEADQUARTERS AT PARIS, FRANCE 
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firm around 30c and medium and lower 
selections 20c to 25c. Buck leathers in 
colors and fancy stock range from 32c to 
44c per foot and the best finishes of white 
buck as high as 50c. Medium and lower 
grades are quoted downward according to 
quality. In sections, where the manufac- 
turers of men’s and boys’ heavy shoes are 
busy, there is a fair business in the heavy 
side leathers, veal, kip and water-proof 
chrome ranging from 20c to 32c. The 
best grades of elk for sport footwear are 
quoted at from 32c to 45c. 


Patent Inactive 


Patent leather has not shown the activ- 
ity that it did some months ago. Tanners 
of patent, however, look for a better sale 
in the near future and state that a better 
demand should follow any falling off in the 
fancy colors. There is no change in prices, 
the standard tannages bringing 48c for 
full grain patent sides and the three 
regular selections for the first grade leather 
bringing 45c, 40c and 35c per foot. 


Good Call for Kid 


The demand for kid leather has been 
one of the brighter features of the market. 
There is a better demand for the various 
shades of brown and not so much activity 
in the fancy colors. The choicest selection 
of white kid are quoted at $1.00 per foot 
and the regular top selections of glazed 
kid in colors at from 65c to 80c. Medium 
selections of kid bring from 40c to 60c 
and the lower and cheaper grades down- 
ward according to quality. 





Good Returns Offered by 
Rubber Departments 


(Continued from page 73) 


buyer from being fitted, thereby making a 
chance to lose a sale amounting to several 
dollars while one rubber sale is bringing 
in a little more than a dollar. It takes 
several rubber sales to bring in as much 
money as one shoe sale and that is the 
reason why rubbers, if they are to be a 
profitable item, must move quickly. Cus- 
tomers should be fitted quickly, and of 
course, properly. 

At the Thayer McNeil Company store 
in Boston, the rubber stock for late fall 
and winter is systematically arranged in 
the stock room according to widths and 
can be moved into store space in rapid 
time when the occasion arises. 


Four Buckle Gaiter 


The four-buckle gaiter, or overshoe, 
which brought in great returns last winter, 
both for men and women purchasers, is 
anticipated to be popular again this season 
and that offers greater opportunities in 
rubber departments inasmuch as the four- 
buckle gaiter usually sells for about $5. 
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Louisville 
(Continued from page 70) 


financial returns. Louisville consumers 
contributed greatly to the sales, but there 
was a very large volume of out-of-town 
business. Parcel post shipments were very 
great and one of the inducements offered 
was free delivery by parcel post within a 
distance of 150 miles. Some houses didn’t 
restrict the distance. The idea went over 
big and will be repeated soon. 


Dispose of Women’s Stock 


Crutcher & Starks, Louisville, one of the 
largest of the men’s stores, has finally 
closed out the remainder of its lines of 
women’s shoes, and will now sell men’s 
boys, and children’s exclusively. The com- 
pany for years handled the Hanan line, 
along with some privately branded lines. 
Since that time private selling has re- 
duced the stock to a minimum, and so low 
that it was hard to continue selling due to 
broken lines. The remainder of the stock 
was turned over to the Boston Shoe Co., 
which offered it on sale in its new branch 
store, recently taken over from the Cadle 
Shop, and which will soon house its 
juvenile department. 


First Meeting Held 


Following the organization meeting of 
the Louisville Shoe Dealers’ Club in June, 
the first regular meeting was held on 
July 1, at which time L. F. McConnell of 
the Queen Quality Shop was elected vice- 
president. He was also presiding officer in 
the absence of J. C. Fedler, Jr., president, 
who was reported to be on a vacation trip 
to Wisconsin. Three new members were 
elected including: F. B. Kohler, of Crutcher 
& Starks; Sam Levine and Bob Narin. 
J. C. Hero gave an interesting talk on why 
the old organization failed, charging it to 
lack of interest and failure in the matter of 
members co-operation with officers. It was 
decided to hold an outing on July 26, time 
and place to be announced later. 


Retail Merchants’ Outing 


A number of the shoe merchants and 
store managers were present at the annual 
all-day outing of the Retail Merchants’ 
Association, recently held at Bauers’ 
Roadhouse, at Hikes Point. Various con- 
tests, a chicken dinner, and the annual 
baseball game were features. It was de- 
cided at a short business meeting to re- 
peat the out-of-town shoppers’ day pro- 
gram, which proved very satisfactory 
when first tried in June. 


Carl Zoll in Charge 


Carl Zoll, brother of John Zoll, active 
manager of the house of John Zoll & Son, 
has returned to Louisville after several 
months in Chicago, where he studied foot 
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surgery, and took courses to prepare him 
for handling a specialty department in- 
cluding orthopedic lines and foot ap- 
pliances. Carl Zoll has taken charge of a 
new department which has just been 
opened in the store. 


Petot Co. Business Good 


G. B. Hays of the Petot Shoe Co. re- 
ported that business, while feeling the 
effects of early vacations and hot weather, 
was considerably better than it was at 
this time last year. Men’s business has been 
fair, but the big volume is on women’s. 


Better Than in 1922 


Roger Dougherty, speaking for the 
Market street retail shoe merchants, 
stated that volume of business was good, 
and not only he, but all of the Market 
street merchants to whom he has talked 
have reported goodly increases over last 
year. 


Michaels Are Successful 


Henry F. Michael, Sr., head of the re- 
tail shoe house of Volz & Michael, is quite 
proud of the fine records made by two of 
his sons in the commercial world. Joseph 
C. Michael, who has been a chief clerk at 
the main offices of the Louisville & Nash- 
ville R. R., has recently been made secre- 
tary of the great company. Another son, 
Leo F. Michael, who has been with the 
Fidelity & Columbia Trust Co., for some 
years, was made a Trust Officer of that 
company a few days ago. 


Burton Goes to New York 


Granville L. Burton, vice-president of 
Crutcher & Starks, Louisville, has resigned 
from active connection with the company, 
to go with the Dunlap & Co. hat manu- 
facturing concern of New York. He joins 
Fletcher H. Montgomery, president, who 
some years ago was with Mr. Burton when 
the two men were connected with Crofut 
& Knapp. Burton has been with his father 
and brother in business for about seven 
years. 





New Shoe Store 


Plainfield, N. J—United Retail Shoe 
Stores, 119 West Front Street, boots and 
shoes, Incorported $100,000. 

Steel City, Utah—Economy Shoe Store, 
Tom Demos, proprietor. 

Manitowoc, Wis——J. C. Penney Co., 
902 South Eighth Street. 

Scranton, Pa.—F. G. Collins Shoe Co. 

LaGrange, Ill—Superb Bootery; men’s 
women’s and children’s footwear. 

Hammond, Ind.—Geering & Snyder. 
men’s women’s and children’s shoes. 

Greenwood, Miss.—Boston Shoe Store; 
W. L. Scott, manager. 
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 rawford Shoe 


BRANDED OR UNBRANDED 


Two of Sixteen Ready-to-ship Styles for Men 


Stock No. B968—Belmont Last. Code George. Men's Ox- 
ford. Sunset Tan Calf. Six spaced rows of — min 
Sole, Rubber Top lift. Widths A to D. Price. . $5.7 
Stock No. B864—Belmont Last. Code Hallett. ‘Same as 
Stock No. B968, only of Imported Black Calf. Widths A to D. 
$5.60 











10 cents extra for less than three pairs. 


The world knows that the knowl- 

edge of how to produce satisfac- 

tory shoes is still an asset of New 

England and the Crawford Shoe 

is the visible result of this knowl- Belmont Last 
edge. 

Send for Stock Style Catalogue B 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 
WOMEN’S STYLES 1 MEN’S STYLES 


aaienannn BROCKTON, MASS. whence 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 















































De Luxe 


Gold, Light Blue Red and Rose 
Packed in Individual Pair Cartons 
Price $4.50 per Dozen Pairs 
Sold by Authorized Jobbers Only 


Send us your order for nearest distributing point 





FREE J 


Window and Counter 
Display Racks prepared 
in four colors with every 
order. Manufactured by 

JAMES N, MAYHEW COMPANY, Inc. 


Minneapolis, Minn, U. S. A. 
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NEW YORK 


Price Reductions Are Very Mild 


Attention Focussed on Clearance Sales—Colored Kid Shoes 
Moving Slowly Even at Cut Figures 


’ ITTLE of importance in the New 
York retail field has developed in the 
last few weeks. Attention is centered on 
the clearance sales which continue in full 
swing and apparently are meeting with 
success. The retail merchants are using 
comparatively small advertising space in 
announcing their clearances and price re- 
ductions have been rather mild, compared 
with last year, except on colored kid shoes. 
Prices on the latter have been cut dras- 
tically to move them out, but consumers 
are not rushing to buy even at the low 
prices. 

Prices on men’s shoes are holding fairly 
firm. No big sales have been staged as yet. 
One of the bright spots in the men’s 
business is the continued good demand for 
sports shoes, particularly white buckskins. 
The crepe rubber sole golfing shoe also is 
doing better than many of the men’s re- 
tail merchants expected earlier in the 
season. 

Extensive alterations are being made 


in the James S. Coward building on 
Greenwich Street. The Coward store at 
present covers more than half a block. 
The alterations are being made in the 
middle of the Greenwich Street side and 
take in three or fourstores. The changesare 
being made to give some of the depart- 
ments more room. 

The mysterious 77, which appeared in 
large numerals on store windows through- 
out the leather district of New York last * 
week is explained by the 77th birthday of 
George Washington Garner, dean of the 
leather trade. It has become the custom in 
the last several years for the entire leather 
district to congratulate Mr. Garner on the 
reaching of another of life’s mile stones 
each year. In addition to being one of the 
best known men in the leather trade, Mr. 
Garner has the added distinction of having 
been born in the “‘swamp”’ as the leather 
district here is known. He first saw the 
light of day on July 3, 1864, at No. 89 
Gold Street, now the heart of the district. 





BOSTON 


First Sales on Women’s Shoes 


White Foowear Trimmed with Bright Colors, Being Pushed— 
Plain Whites Continue Strong 


OINCIDENT with the failure of 
women’s white footwear trimmed 
with bright colors to sell freely, is the first 
appearances of sales on this type of foot- 
wear, while plain whites are still selling 
very well in all of the retail shoe stores. 
Colors of the most brilliant shades are 
included in most of these sales, but the 
consistent demand for all white has evi- 
dently eased the minds of retail shoe mer- 
chants relative to the question of whether 
the lateness of the opening of the white 
season will have any effect to curb the 
purchases of whites. Most every merchant 
expressed good reports on plain white sales. 
Seasonable weather during the latter 
part of June was an important factor in 
swelling the white sales. 

Business is good. Although for the past 
few weeks whites have been the largest 
sellers, merchants reported other factors 
in establishing good business. Suedes in 
gray, beige, and otter regardless of real hot 
weather have enjoyed excellent sales in 
many shoe stores. Champagne is meeting 
with great favor in one-strap patterns. 


Darker Shades for Fall 


There is no confliction among the re- 
tail shoe merchants in their predictions 


pertaining to colors for fall. More subdued 
tones will be worn by women. Some mer- 
chants are keen on log cabin, dark shades 
of brown, black suede and similar sturdy 
colors. Some fall models present rounder 
toes, although there doesn’t appear to be 
any marked change in fall patterns. 

In the higher-priced stores, there is 
little call for colors, but some merchants 
selling medium-priced shoes in red, blue 
and green, estimate the color business now 
is about 50 per cent of what it was. Never- 
theless, red, blue and green footwear, par- 
ticularly red, is being worn extensively at 
summer resorts. In some cases women are 
wearing sweaters of the same shade as the 
shoes. Red shoes with white skirts offer an 
attractive contrast and are frequently seen. 


Patents and Grays 


Black patents in sandal and strap effects, 
grays trimmed with gray kid are leaders at 
the Crossett Shoe store. Of course, white 
footwear sales lead all other types. White 
canvas models, with white kid trimmings, 
sold freely. Gray, beige and beaver have 
been constantly called for at the Queen 
Quality store. Color combinations were re- 
duced at this store. 

A gore pattern in white kid, with aprons 








Where to Buy 


Women’s Shoes 

















FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slip and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








E.A.& M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Haverhill, hace. 


Boston Office 
Rice Bidg. Reem 406 








J.W.BARNARD & SON 


Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 


for Ladies 
IN STOCK 








FINE TURN NOVELTIES 


We are now ared, in our new 
factory, better footwear, quicker 
deliveries and in service, 
Latest Models, All Leathers and Satins 
FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 








STOCKBRIDGE SHOE COMPANY 
_ 











BLEECKER STYLES 


Are the last word in footwear 
for stylish women 











Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 
Boston Office 
207 Essex Street 








N° matter what policy you may 

pursue in selling to the shoe 

trade, nevertheless, you need the 

Boot and Shoe Recorder 
All the Time 

















Where to Buy 


Men’s Shoes 

















One Pair © 
Sells 
Another 











(P). A. PACKARDCO., mates QP) 











NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N. Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 














Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 
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of red, blue and green, sold well at the 
Gillett-Upton Inc. store. The gore was 
hidden beneath a beaded leather buckle. 
Snugness, always provided by goring, was 
a feature of this pattern and the shade of 
the colored aprons was more subdued than 
the average tone of red, green or blue. 
Gray and brown in suedes were popular 
models at the Thayer McNeil Company 
store. Whites and sport models with the 
crepe rubber sole have been selling well. 
The early part of the week ending July 7 
did not measure up to the expectations of 
most of the retail shoe merchants. Sales 
on July 3, the day preceding the holiday, 
were poor. Retail shoe merchants expected 
it to be good. Rain fell at intervals during 
the day and might have been the direct 
cause for the poor sales. However, the 
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business during the latter part of the week 
was good. 


Thayer McNeil Co. Outing 


The Thayer McNeil Company has com- 
menced plans for its annual outing and it 
will be held Saturday, Aug. 4 at Norum- 
bega Park on the Charles river. Last year 
approximately 165 enjoyed a splendid 
athletic program and there will be a 
larger number present this year. 

The outing will be an all-day event, 
starting at 9 A.M. from the company’s 
store on Temple place with a parade of 
automobiles carrying those going to the 
affair. Sporting events suitable for every- 
body to enter will be a part of the outdoor 
program. A baseball game will be one of 
the features. 





PHILADELPHIA 


Manufacturers Report Buying Slow 


Boston Style Show Expected to Act as Stimulus for Fall Or- 
ders—Blacks and Browns Going Well 


ACTORIES report that buying of 
shoes continues to be inactive. How- 


ever, now that the Boston Shoe Style Show 
is Over, manufacturers expect to see better 
trading, especially as the time is near when 
retail shoe merchants must place their 
orders if they want to get ‘shoes in 
September. 

One factory reports that in the orders it 
has received, blacks and browns pre- 
dominate. There is also some call for gray. 
Several gored patterns, which this factory 
is featuring, are moving very nicely. An- 
other popular model is a strap effect cut- 
out with a low heel. Demand for reds, 
greens, and blues is a thing of the past and 
the big run on champagne is over in the 
opinion of this factory. 


Inlays Exceed Cut-Outs 


A manufacturer of children’s shoes re- 
ports staples in active demand though 
there is increasing call for colored stock. 
Combinations of patent and red, patent 
and gray, and field mouse are especially 
popular. Brown is in demand for girls. 
This factory is making more inlays than 
cut-outs. Most of them are one-straps. An- 
other factory is looking for good demand 
for patent leather, gun metal, and tan in 
fall. 

There are no indications of any coming 
demand for boots. Prices have not changed 
in the past six months. Neither reductions 
nor advances seem to be in sight. 

Inactivity in Glazed Kid 

Glazed kid manufacturers are waiting 
for the factories to place some orders with 
them. Factories are waiting for the retail 
merchants. One glazed kid manufacturer 
has closed his plant entirely. He expects 


to resume operations by the middle of 
July. Others are operating at various per- 
centages of capacity and putting their out- 
put into stock. One manufacturer reports 
he has been securing some fairly satis- 
factory export business. Brown and black 
are expected to lead the market in fall, 
with some demand for champagne, field 
mouse, and sand. Prices have not changed. 


Shortage of Whites 


Wholesale merchants report considerable 
difficulty in getting whites. While the de- 
mand for them is quite active the supply 
is totally inadequate. This condition is 
said to be the result partly of the strike in 
some New England shoe factories and also 
of the fact that manufacturers did not 
anticipate any heavy white season, due to 
the prolonged cold weather and the popu- 
larity of colored shoes, and did not pre- 
pare for it. Both buck and canvas are 
active. One firm is selling a lot of shoes 
which it bought last December at about 
five per cent under the present market. 

In men’s shoes, plain whites are better 
than trimmed. Wholesale merchants re- 
port the demand getting away from the 
two-tone effects. 

One wholesale merchant has got around 
the shortage of whites by inducing several 
merchants at the seashore to stock black 
patent leather, and offer them to be worn 
with white suits and socks instead of 
white shoes. These retail merchants have 
met with considerable success and have 
placed repeat orders. 

Some demand for Norwegian Scotch 
grain is reported. Patent leathers in plain 
toes and tips are expected to be good in 
fall. Brown patent high shoes and brown 
patent low shoes With heavy soles are 
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expected to be in heavy demand in 
fall. 


Industrial Plants Expanding 


Quite a few of the large industrial 
plants and manufacturing concerns have 
awarded contracts for alterations and 
additions to their buildings. Many others 
are preparing plans and asking bids for 
new work. Included in this construction 
work are loading platforms, boiler houses, 
trainsheds, testing laboratories, power 
plants, and additions to factory structures. 
Included in the firms making the additions 
are a large mail-order house, iron, brass, 
and steel foundries, gear works, knitting 
mills and hosiery manufacturers. 


Building Increases 


Construction this year is ahead of last 
year’s total for the first six months by 
nearly $23,000. During last month the 
construction of dwellings predominated. 
Other classes of construction which were 
extremely active were tenement houses, 
factories, schools, and alterations to old 
structures. 


Retail Trade Good 


Large retail stores report active busi- 
ness for June. In some cases a new high 
record for the month has been reported. 


Retail Offerings 


Geuting’s stores are featuring two white 
models, one of white kid at $15 with a new 
embroidered pattern front and the other 
of the box heel style with a novel chain- 
effect cross-strap at $12.50. It, also, is of 
white kid. 

The Walk-Over stores are featuring 
white linen pumps with calf strap at $8, 
all white kid or calf strap pumps at $10, 
and white linen oxfords with calf trim- 
mings at $7. 

Winkelman’s store is offering a white 
linen one-strap pump trimmed with kid at 
$8.50. 

The Triplex Shoe stores are featuring a 
white buck oxford with perforated tip and 
white rubber heel at $6, and a white kid 
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pump with red or gray kid overlay at $6. 
For men this store is offering white buck 
oxfords with tan calf saddle at $6. 

The Fink Company recently conducted 
a sale of women’s low shoes in white, red, 
canary, ivory, and fieldmouse at $2.45. 


Snellenburg’s department store recently 
featured a sale of women’s low white shoes 
at $1.75. The offerings included both ox- 
fords and strap pumps. They were of 
white canvas with welted or turned soles, 
and Cuban, junior, French or low flat 
heels. 

The John Wanamaker store is offering 
for men a white buckskin oxford with tan 
toe, heel foxing, and white ivory sole. 
Variations are in full white buckskin and 
white buckskin with rubber heels. The 
price is $10. At $5.50 this store is offering 
three styles of white linen low-heeled shoes 
for women. One of them is a white linen 
oxford with Cuban covered heel, another is 
a white linen oxford with low covered heel 
and medium round toe, and the third is a 
white linen one-strap pump with Cuban 
covered heel. At $7.75 this store is offering 
a buckskin oxford in Blucher style with 
knobbed rubber sole and heel. It has pin 
perforations on the saddle strap. At $8.75 
this store is featuring a buckskin oxford 
with washboard rubber soles and heels, 
shield toe tips, and patent leather trim- 
ming on the sides. At the same price a 
buckskin oxford with washboard rubber 
soles and heels, perforated saddie straps, 
and invisible eyelets is offered. At $6.25 a 
nubuck oxford with knobbed rubber soles 
and heels in Blucher style is offered. 


Repair Prices Reduced 


A number of repairmen are featuring re- 
duced prices in their advertisements in 
the newspapers. These reductions are be- 
lieved to be the outcome of the realization 
that very little business can be developed 
at prices which are only slightly less than 
the cost of new shoes offered by a number 
of retail stores. With the reduction in re- 
pair prices has come an increasing demand 
for lighter leather. It has made the repair- 
men less insistent upon heavy high priced 
leather. 





LYNN 


Generous Orders for Late Summer 


Suedes and Gores in Novelties Provide Main Part of Business 
for Manufacturers 


OOD orders have been booked for 

August, and August 15 delivery. 
Evidently mid-summer sales will work 
gradually into fall lines. Abrupt changes, 
like the old-time change from oxford to 
boots, are not to be found these days. In- 
deed, it is often hard to tell when one 
style ends and another begins. 


Novelties, the main part of Lynn’s shoe 
business, show suedes and gores as fea- 
tures. Suedes are doubtless the best selling 
leathers for novelty shoes, for mid-summer 
and early fall. Gore patterns are not as 
numerous in styles as suedes in leather; but 
they have the big merit of being some- 
thing different. 








Where to Buy 


Men’s Shoes 











Stock Dept. 5 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








of 
‘SHOES AND RUBBERS 





HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 





Every Wednesday and Friday 





Men’s and Women’s 
Sport and College Shoes 
Boston Salesroom 
207 Essex Street 


WORCESTER 





HOWARD & FOSTER CO. 


Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 














PULLMAN TRAVELING 
better"than ever in Quality and fit 
owner, of Thade Mark Pullman’ 
DOL $15.08 » Bor. 
GLAZED KIT 0” 
Black and Brown 
full sizes 3 toll in Stock 
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Carried Steck 
11 South Street 
Besten 
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Where to Buy 


Men’s Shoes 




















HOMPSON BROS .SHOE 
FINE SMOEMAKERS 2 
BROCKTON 








fOR MEN ON THEIR FEET 
THIS SHOE CAN'T GE oot, 
Cc 
s. 











Where to Buy 


Men’s and Women’s Slippers 














Of the 


For the 
peter better 


Byer, ¥ 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. Y. 











Special in Medium and+ 
10M GRADE 
Ol SLIPPERS 
dll styles made of Do ic and 


Imported —_ Drcatevand Metal Clothe 
per pair a up 
worst MGUSTIN CO rewvom aff 














Where to Buy 


Boys’ Shoes 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
. DANVERS, MASS. 











INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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Many new styles in fall shoes were shown 
at the Boston Style Show. They have been 
described before. A large part of Lynn’s 
business these days is “‘buyer’s choice.” 


Health Shoes 


Turning from styles to staples includes 
health shoes. Lynn is making more health 
shoes this year than ever before. Many a 
firm, making a line of novelties, is also 
producing health shoes as a staple line. 
Some may object to calling health shoes 
staples, and may prefer to consider them as 
specialties. However, call them what one 
will, more of them are being made in Lynn 
than ever before, and sales of them are 
growing slowly, surely and strongly. 

A few words of the philosophy and his- 
tory of health shoes may be worth while, 
especially to those merchants who like to 
know why they sell this shoe. Health 
shoes have come into the trade during the 
last few years. They come in answer to 
those ancient, and sometimes unhonored 
sayings about “Health and Wealth.” 
Observe, please, that health always comes 
first. 

Very likely, few if any, will object to 
crediting Everett H. Dunbar, with being 
the pioneer in the modern foot health 
movement in Lynn. Thirty years and 
more ago, he began to study the nerves 
and bones of the feet. But he worked on 
arch supports, for the relief of foot troubles 
rather than on shoes for the prevention of 
foot troubles. However, he led the way 
toward health shoes. 

E. W. Burt was, many will agree, the 
first successful Lynner in the health shoe 
business. It might not be proper to say 
that he was the most successful man, for 
the business is growing. But he made a 
success in health shoes, and retired with 
all the success that he desired. He was a- 
mong the first to feature muscle develop- 
ment of the feet. He produced a shoe, a 
flexible arch shoe, that encouraged the 
muscles of the feet to flex as nature in- 
tended. Mr. Burt laid the foundations 
of the Groundgripper Shoe Co., which 
carries on his good work today. 


A. E. Little Enthusiast 


Alexander E. Little is another leader in 
the health shoe crusade. His father was a 
physician. That is where he got his in- 
spiration. Mr. Little does not hesitate 
to say that shoes are a source of much evil 
to health. Indeed, in some of his announce- 
ments he even traces a number of deaths 
to faulty footwear. He carries on much of 
his health shoe work through physicians, 
nurses, health clinics, and other persons, 
or institutions who have to do with the 
public health. He has even given 12 years 
of active work to the development of new 
machines and methods for making health 
shoes, or, as he tells of them, shoes that 
will help people to live longer and enjoy 
the living more. 
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Magic Shoes 


Why not sell “‘magic shoes’? There is 
luck in them; maybe business, too. The 
idea of them is as old as China. New in- 
terest in them comes through the fashion 
dispatches from Paris which say that “‘the 
Chinese influence”’ will prevail in the com- 
ing season. Mah jong styles are coming 
right along. 

A pair of ‘magic shoes,” for children is 
in the Chinese collections of the Peabody 
Museum of Salem. They have magic eyes, 
embroidered in silk thread, on either 
side of the vamp. These shoes are for 
children, taking their first steps, and the 
magic eyes watch over the footsteps to 
make sure that they are taken aright. 


Some Novelties 


Bartlett, Somers Co. have a comfortable 
volume of orders ahead for August de- 
livery. The bulk of the shoes which they 
will make will be of suedes in fancy front 
styles. Suedes will be chiefly of the log 
cabin and like colors, running through 
the tones from grays to browns. Besides, 
some black suede shoes will be made. And 
the firm’s business on patent leather shoes, 
which hasbeen good for the past 18 months, 
will continue good during the fall run. In 
using leathers, it is a common idea with 
this firm to get a two-tone effect, as, for 
instance,a shoe with a suede vamp and a 
kid vamp collar and strap to match. 

Eighty per cent of the shoes which the 
firm will make on its coming run wiil have 
wood heels, which fact gives an illustra- 
tion of the way in which wood heel styles 
are gaining in the Lynn trade. 

The fancy front effects are had by lat- 
ticing a tongue of a pump, the tongue fit- 
ting down smooth over the instep, and 
fastening to an instep strap. Yet one good 
selling style has a lattice tongue, with toe 
straps which extend from the top of the 
tongue to the instep, fastening with buttons. 


Fat Ankle Shoes 


Concerning fat ankle shoes, a shoe mer- 
chant may think as he believes, that being 
his constitutional right. 

But let it be reported, as a matter of 
fact, that Lynners are making more fat 
ankie shoes than ever before. 

“Ankles are half an inch larger in cir- 
cumference than before the war,” says one 
man, a tanner. 

“Ankles have grown larger from the 
long wearing of shoes,”’ says Lady Gossip. 

“Ankles are no bigger than ever,” says 
a veteran Lynn manufacturer. Lynn manu- 
facturers are making more fat ankle shoes 
than ever before. 

In plain types are they making fat ankle 
shoes. It’s a familiar theory that a plain 
shoe makes the foot look small. In novelty 
types, they are making fat ankle shoes. It 
is a new demand that large feet be dressed 
as smartly as small feet. 
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Short skirts have brought more feet 
into view; small feet, middle size feet, and 
large feet. Nobody tries to hide large feet 
these days. The new idea is to make them 
look right, and feel right. Fitting large 
feet is part of the game of “Getting More 
Shoes Sold Right.” 


Some of Leading Models 


Speaking of the lengthening span of life, 
there is the Fisher comfort shoe with the 
cushion insole, that makes the steps easy. 

There is much interest in the new Wel- 
Mac shoe of Jones & Thomas. Not a tack 
is in its forepart. It has a double seam to 
hold the sole securely to the upper. 

Straps lead among the many new sam- 
ples of Murphy, Gorman & Waterhouse. 
Yet there are also oxfords. Suedes are most 
popular. But there is good business on 
patent leather, black suede and black and 
brown kid, too. 

Wooleather, Inc. are sold well ahead of 
slippers of woolskin, or sheepskins with 
the wool on. 

One Lynn designer thinks well of pa- 
tents with color trimmings for fall. 

In a Lynn factory is a printed sign which 
reads: ““Wear good shoes, and take care of 
your feet, for they are your friends.” 


Second Victory for Lynn 


For the second consecutive year Lynn 
won a silver cup awarded by the New 
England clean-up committee to the city or 
town conducting the best-organized, most 
thorough and most educational campaign 
for cleanliness. The following were judges 
acting for the committee: Maj.-Gen. 
Clarence R. Edwards, H. A. MacDonald, 
secretary to Gov. Cox, and Frank W. 
Whitcher, head of the Frank W. Whitcher 
Co., Boston, and former president of the 
Massachusetts Chamber of Commerce. 
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Manufacturing [tems 


A fifty cent piece fitted nicely the toe of 
a French style last, picked at random from 
a Lynn line. It looked as if a silver dollar 
would fit another French style last, but 
none of those coins could be found. A 
third French last was almost fitted with a 
quarter. The coin, by the way, is laid on the 
toe of the sole. 

Congressman Connery came home from 
Washington the other day with the news 
that Mr. Davis, secretary of the U.S. De- 
partment of Labor, wears Lynn shoes and 
likes them very much. 

Also, President Harding is expected up 
this way in the fall, and an effort will be 
made to have him help to make a pair of 
shoes in Lynn. 

The Lorraine Tanning Company is 
building an addition to its tannery in Pea- 
body. It makes fine calf leather, especially 
suedes. Rousmaniere, Williams Company, 
Boston are its selling agents. 

Williams, Clark & Co., Lynn, have 
made boots for 30 years and are making 
them today. 


Merrill Porter Company consider that — 


the men’s slipper trade is more encouraging 
than for many a day. 

Smith Shoe Company is stocking log 
cabin and patent leather shoes, as well as 
black and brown calf and kid shoes for 
Fall. It has added six new numbers of its 
fat ankle lines, making ten in all. 

Gores continue strong with the Cushing 
Shoe Company. A popular type has a high 
lattice front, with gores on either side of 
the lattice. Two new cross straps have 
been added to the fall sample line. 

Suedes are leading leathers. Patent is 
staple. Brown kid is good. One attractive 
shoe shows brown kid with patent brown 
trimmings. The firmis developing a line of 
health shoes in boot and oxford styles. 





ATLANTA 
Brisk Business in Whites 


Some Decline in Demand for Women’s Colored Novelties— 
Good Prospects for Huge Cotton Crop. 


HITE business in the Atlanta 

stores, and in practically all of the 
retail shoe stores over the Southeast, is 
unusually brisk, dealers advise, and a 
majority of the merchants are looking for 
the best white goods season in the South 
this year they have ever enjoyed. Practi- 
cally everything in white goods is in very 
good demand, and the gross volume is 
probably about 25 to 30 per cent better 
than at this time last year. There is an 
especially good business in men’s white 
goods this season, all of the merchants 
agreeing that in men’s departments the 
white goods season will this year prove the 
best it has ever been. There has been some 


decline lately in the demand for colored 
novelty footwear in ladies’ departments, 
though this business still is fairly satis- 
factory. Red slippers, greens and blues 
are still going well and are popular in the 
order named. 


Chances Good for Cotton 


The South’s cotton crop has suffered 
somewhat this year, due to a long spell of 
wet weather, but of late the conditions 
have been highly favorable and there has 
been considerable improvement. Present 
estimates of the crop place the yield at 
11,412,000 bales, which would be about a 








Where to Buy 


Children’s Shoes 























FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A.POSNER Stes a | 


NEW YORK 
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Soft Soles and Moccasins 
Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 

Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








66 ELAM 99 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co.’ 


ROCHESTER, N. Y. 
Boston Office, 181 Essex Street 








‘Bonita’ Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 











Where to Buy 


Ballet Slippers 














Chicago 
WM. SUMNER SMITH CO. 








BALLET SLIPPERS 
IN STOCK 


Oriental Slipper Co., Inc. 
118 Phoenix Row 
Haverhill, Mass. 











BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 


Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 
I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 























Where to Buy 


Hosiery 


—— 
— 











OLLYWOO 
HOSE 


Reg. U. S. Pat. Off. 
Guaranteed full fashioned 
Let Your Jobber Carry Your Stock 

Harrington Waring 
41 Union Sq. W. New York 














Where to Buy 


Engraving and Printing 
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“TOLMAN PRINT, INC. 





ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for ... 
the Boot and Shoe Trade 


201 South Street Boston, Mass. 
Telephone Beach 4960-4961 














y the HOWARD PRINT uci 


“BROCKTON, MASS. { 
Designers& Originator § 
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Where to Buy 


Shoe Store Supplies 

















IN-STOCK 
RUBBER: 900, PER PAIR 
Ladies’ and Misses’ Red, 
wi, eS and +, 


BLOS SHOE E FINDING oO. INC. 





7 Duane St., New York, N. 
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normal crop. If these figures turn out to be 
accurate, and the price remains at the 
same 30 cent per pound level it has main- 
tained for some months past, 1923 will 
prove by far the biggest year in a financial 
way the cotton industry in the South has 
ever enjoyed. 

This undoubtedly will mean a solid year 
of good business for all lines, probably one 
of the most prosperous periods the district 
has ever experienced. Retail shoe mer- 
chants are looking forward, almost with- 
out exception, to excellent fall business. 


Good Wholesale Business 


Wholesale shoe sales in May among the 
jobbers in the southeastern territory 
ranked second in the increases as com- 
pared with May of 1922, being topped 
ouly by wholesale furniture sales. As com- 
pared with increases over April business, 
shoes also ranked second, against being 
topped by furniture sales. 

This report is based on figures compiled 
by the Federal Reserve Bank of Atlanta, 
from information secured from the larger 
shoe jobbers in New Orleans, Atlanta, 

‘ Birmingham, Nashville, Knoxville, etc., 
May being the latest month when definite 
figures are available. The jobbers state, 
however, that June figures will be about 
on a par with those of May, or perhaps a 
little better. For the first six months of 
1923 wholesale shoe business is estimated 
to have been about 25 to 30 per cent 
better than the first six months of 1922, 
and the year as a whole is expected to 
hold to this level. 

As compared with April sales, shoe 
jobbers reported an increase of 9.5 per 
cent, while the increase as compared with 
May, 1922, was 33.7 per cent. Three 
leading Atlanta jobbers reported an 
increase in May, 1923, of 59.4 per cent as 
compared with May, last year, and an 
increase of 36.8 per cent as compared with 
April of this year, Atlanta jobbers leading 
the whole district in this regard. 

The jobbers state that there is some 
disposition to recede from advances, which 
were made on the more staple lines, but 
that trade in novelties is very active, 
with the demand extra strong for immedi- 
ate delivery. 

Collections remain about the same as 
they have been for the past two months, 
varying from fair to good among different 
jobbers and in different districts. 


{Visit Boston Shoe Market 


A group of well known retail shoe 
dealers of Georgia left the early part of 
July for Savannah, Ga., making a trip 
from there by boat to Boston to visit the 
shoe markets, planning to combine 
business with pleasure during the trip. 
Among those present at the Boston Show 
were Charles Brady, of Atlanta, manager 
of the men’s shoe department for the 
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George Muse Clothing Co., and formerly 
president of the Southeastern Shoe 
Retailers’ Association; George Bussey, of 
the Macon Shoe Co., of Macon, Ga.; 
R. S. Henry, of Macon; Mose Smith of the 
Globe Shoe Co., of Savannah, Ga.; L. L. 
McLaughlin, of Albany, Ga. 


Stewarts in Canada 


Mr. and Mrs. Fred Stewart of Atlanta 
are now in Canada, making an extensive 
tour of that country, and do not expect to 
return to Atlanta for some months. Mr. 
Stewart is president of the Fred S. Stewart 
Co., Atlanta, one of the South’s best 
known retail shoe companies. The trip 
from Atlanta to Savannah, Ga., was made 
by motor, and from Savannah, Mr. and 
Mrs. Stewart went to Boston by boat. 
After visiting the markets at Boston they 
continued their trip on to Montreal, and 
from there started their Canadian tour. 


New Shoe Store 


W. L. Scott and associates have organ- 
ized and incorporated the Boston Shoe 
Store at Greenwood, Miss., and opened in 
that city a new retail shoe store. The 
capital stock of the new company is 
given at $2,500, and Mr. Scott is in active 
charge. 


Mail Advertising Plan 


One of the larger retail stores in the 
Southeast has been meeting with an un- 
usual degree of success with a mail adver- 
tising plan that has been in use for some 
time, and that retail shoe merchants un- 
doubtedly could use to equal advantage. 
The advertising department of the store 
has, for the past year or so, been compiling 
a list of anniversaries of the store’s regular 
patrons, including principally customers 
with charge accounts. By dint of some ef- 
fort the store has learned when wedding 
anniversary dates of certain customers 
fall, birthdays, and the like. Some days 
before the event a personal letter will be 
sent to the customer reminding him or her, 
as the case may be, of the coming anni- 
versary, and suitable gift suggestions will 
be made. As a result of this rather unusual 
plan profitable results are being obtained, 
and many sales made that otherwise prob- 
ably would not be secured. A card index 
system is kept with the names and anni- 
versaries thereon, and filed by dates each 
month, the letters being sent about eight 
or ten days before thee event to the customer 
in question. 


Two New Shoe Stores 


At least two more shoe stores are to be 
opened in Atlanta within the next month, 
bringing the total of new shoe stores open- 
ed in the city within the past year to about 
12. Three of these opened six or seven 
months ago, however, have since gone out 
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of business. The Emerson Shoe Co., Rock- 
land, Mass., has leased a downtown store 
at 44 Marietta St., and will shortly open a 
branch store there of the Emerson chain. 
Another store at 27 North Forsyth St., has 
also been leased for a retail shoe company, 
though definite details are not yet avail- 
able. Both stores will be opened in 
July. 

Another idea that is being very success- 
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fully used in the mail advertising depart- 
ment, is that in vogue at the George Muse 
Clothing Co. store in Atlanta. The news- 
papers are watched cavefully, and ali new 
residents moving to Atlanta to take re- 
sponsible positions, such as managers of 
branch factories or stores and the like, are 
sent a personal letter at once soliciting 
their general trade for this store, and in- 
viting them to open a charge account. 





BROCKTON 


Free Buying at Boston Show 


Manufacturers Report Annual Summer Event Acted as Stimu- 
lus in Securing Fall Orders 


GREAT deal of buying was done at 

the Boston Style Show through the 
influence of Brockton shoe styles and the 
efficient work of salesmen. Many trade 
visitors from all parts of New England and 
other states were at the show and were not 
only “lookers’’ but buyers. Brockton 
manufacturers and their representatives 
were kept busy showing samples and taking 
orders. Supplementary to sales made at 
the Boston Style Show during the past 
week was the business obtained at Boston 
sample rooms. All Brockton concerns, as 
well as those in the South Shore district, 
kept open house at sample offices and 
hotels in Boston where they greeted visit- 
ing buyers and showed their newest styles 
of men’s and women’s welts. 

The reputation which this city and dis- 
trict enjoys as producers of goods combin- 
ing style, quality and fit is enhanced 
through the influence of the Boston Style 
Show and its environment. New England 
is well advertised to the trade world anda 
stimulation of buying is obtained which 
will be of great value in the future. 


Keeping Up the Business Pace 


Several Brockton manufacturers re- 
ported that in their talk with visiting mer- 
chants the latter seemed more receptive to 
the idea of maintaining regularity of 
business through the summer months and 
less inclined toward “bargain sales” and a 
“summer slump” than ever before. The 
Show held in summer time, and the many 
attractivestyles displayed will, in the opin- 
ion of Brockton manufacturers, be an im- 
portant factor in erasing from the mer- 
chant’s mind the idea that there should be 
a let-down in business in summer any more 
than the winter months as regards the sale 
of good shoes at regular prices. 


Factory Selling Plans Revised 


Traveling representatives of Brockton 
shoe manufacturing concerns are at pre- 
sent at local factories arranging fornew 
sample lines which they will show to the 
trade during the next few weeks. Selling 


methods now in vogue at Brockton fac- 


- tories are such as to keep the salesmen 


traveling most ofthe year. Alarge number 
of the representatives of Brockton factories 
now live in their respective territories 
where they can keep constantly in touch 
with their trade. This is an important 
factor in the sale of shoes as in other mer- 
chandise, and practically eliminates the 
old time idea of a salesman covering his 
trade once each season. 

Merchants are now buying goods in 
less quantity but more frequently than in 
the past. Manufacturers appreciate the 
developments in this direction and are act- 
ing accordingly. A salesman must be con- 
stantly on the job with new styles and new 
ideas for the merchant to consider. The 
year round method of selling is one which 
has been adopted by Brockton shoe manu- 
facturers as one which isin line with modern 
ideas and which will be maintained as a 
permanent policy. 


Ad Writing Contest 

The $50.00 prize offered by Church- 
ill and Alden Company for the best 
Ralston advertisement appearing in a local 
paper during the spring was won by M. A. 
Krug & Son, 1624 Peach St., Erie, Pa. 
Advertisements were received from nearly 
every state in the Union varying in size 
from a single column ad to nearly full 
size pages. While many were arranged 
with the usual typographical arrange- 
ment, there were a large number that were 
decidedly original, among them being ad- 
vertisements forwarded by the Brownell 
Shoe Company, Mansfield, Ohio. 

Other novel ads were entered in the con- 
test by Sam Childs & Son, Herrington, 
Kansas, the McLeod Store, Madisonville, 
Ky., F. W. Burnett, So. Hampton, N. Y., 
Appleby Shoe Parlors, Tarentum, Pa. 

The advertisement which the judges 
selected was dignified and attractive with 
a generous amountof well balanced white 
space around the copy. It was one of 
several sent in by the Krug Company 
being a 10 inch 3 column ad featuringone 
shoe, with a very few lines of well chosen 
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a Shoe Ornaments | 











~ 


The ornament illustrated here con- 
verts One and two straps and plain 
pours into latest styles, Obtainable 

allleathers and color effects. We 
specialize in leather and fabric cov- 
ered buckles, plain or beaded. Also 
bows. Send for samples. 


EDW. E.KAHN CO. 


291-2953 ADAMS STREET BROOKLYN, N.Y. 














Price Deliveries 
Special assortment rhine- 
stone shoe ornamen's. 12 
Pairs in individual velvet 
} covered boxes. 8 pair but- 
} ton covers. 4 pair pins. 
Price $5.40 per box 
| . KAHN & BUICK, INC. 
291 Adams St., Boooklyn, N.Y. 











“Just Enough Better Te Be Thoroughly Worth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 


Manufacturers in America 
High Class Buckles at Popular Prices 
2927 3RD AVENUE NEW YORK CITY 








4 
The tnark of ™ 

600d shoe buckles 

ever since 1905 
L.ALTERSON & CO. <@one 

PHONE FITZROY Ob60¢ 


lO? W 454 St.. New York City N.Y 





D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 


PROVIDENCE - - - RIL. 








For Good Silk or Cotton Tassels, 
Bows or 
WRITE TO 
The Vanity 
Novelty Works 


1261 Atlantic Avenue 
Brooklyn, N. Y. 








Where to Buy 


Miscellaneous 








- Service Complete Copy to Mailing 
F. 8S. ROOT COMPANY 


boston. mass. MULTIGRAPHING 


When to Employ Us—When you want quick 
qution os Zoultigraphing, filling in, ed- 


dressing, sieings SALES LETTERS 
Accuracy and excellence guaranteed = Tel. 3172 Hay. 
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Standard Shoe Materials 




















The Ome 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 
CREESE & COOK ©:0. 
tanneries at Danversport 95 South St., Besten. Mass. 











ELDITE 


THOMPSON-FIELD COMPANY. | 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 


BROCK TON.MASS.__Ay 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 


Sheet Rubber Soling 























, 4 2 copes, Pres. F. E. JONES, Treas. 
. DONALD, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH ST. BOSTON, MASS. 








Largest Nesataclarers 
in the World of 


Blach Glazed Kid 
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copy under the head title, ““Smartness.” 
The winning advertisement was exceptional 
in its selling value. 

Much interest was shown by Ralston 
dealers all over the country, and the com- 
pany has decided to offer a series of three 
prizes this fall instead of only one. Full 
details of the contest will be mailed tothe 
Ralston dealers later on. 

The Judges were Chas. M. Hoyt, presi- 
dent of Hoyt Service Inc., New York City, 
George W. R. Hill, vice-president, Boot 
and Shoe Recorder, Boston, Mass., Harold 
M. Messenger, Churchill & Alden Co. 


Sticking to Contract 


The Brockton Shoe Manufacturers’ 
Association is continuing and will continue 
its established policy of employing at its 


member factories, only members of the- 


Boot and Shoe Workers’ Union in good 
standing, thereby fulfilling its contract 
with that organization. All factories in 
Brockton and the South Shore District, 
which are members of the Brockton Shoe 
Manufacturers’ Association as well as 
practically all others, do not recognize in- 
dependent unions. Working conditions in 
the various local plants in this city and 
vicinity have greatly improved during the 
week ending July 7. Stock taking has been 
finished in most of the factories and goods 
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are being produced for immediate and 
future shipments. 


To Build Factory Addition 


The Conrad Shoe Company, with fac- 
tory in the Campello district of Brockton, 
has completed plans for an addition to its 
factory—for office and storage purposes. 
This addition will be 16 by 40 feet. It is the 
third increase to the concern’s accommo- 
dations during the past two years; eachof 
these being made necessary by expanding 
business. 


Shoe Exports Increase 


While not applied to Brockton espe- 
cially, but to the United States in general, 
a local shoe manufacturer calls the Re- 
corder’s attention to the following figures 
on boots and shoes exported, other than 
rubber, for the eleven months ending 
May 31. These figures were furnished by 
the United States Department of Com- 
merce. Boots and shoes exported during 
the period mentioned were 6,181,210 pairs. 
This is an increase of 12 per cent over the 
same period of 1922. The manufacturer 
who supplied these figures adds that there 
are some countries where Brockton-made 
footwear is salable and that such countries 
should be, in his opinion, carefully cul- 
tivated. 





HAVERHILL 


Good Orders for Quick Delivery 


Pretty Models Representing Shoe Manufacturing Concerns 
Display Latest Patterns at Boston Show and Inspire Buying 
that could be desired. Haverhill manu- 
facturers have good reason to congratulate 


themselves on the successful outcome of 
their endeavors. 


AVERHILL shoe manufacturers 

are well satisfied with the results of 
their exhibits at the Boston Style Show as 
there were generous sales of Haverhill- 
made footwear. At the Show and at Bos- 
ton sample offices of Haverhill concerns, 
buyers have been much in evidence and 
orders forthcoming for immediate as well 
as future deliveries. The pretty footwear, 
which Haverhill manufacturers have 
brought to the attention of shoe buyers, 
represents a distinct stepinadvancein style 
leadership by local concerns. Ideas, not 
only new but practical, have been worked 
out by Haverhill concerns in a way which 
speaks highty for the ability of designers 
and the skill of workers. The success 
achieved by these new patterns is a step- 
ping-stone to further accomplishments in 
that line during the months to come. 


Pretty Models Feature 


An important factor in the showing of 
Haverhill-made shoes on the runway was 
the attractiveness of the models. These 
were selected with a view of form and 
feature. also in harmonization of gowns 
and footwear. The effect obtained was all 


Haverhill Girl a Show Model 


One of the prettiest-featured and smart- 
est-attired models in the Boston Style 
Show was Miss Estelle Penning, who showed 
Collins & Staples styles of turn footwear on 
the runway. Miss Penning, during the past 
season,was a principal dancer iv. Fd Wynn's 
musical show, “The Perfect Fool.’’ She 
is a Haverhill girl who has achieved 
marked success as a dancer. Her work in 
this line has been so satisfactory that next 
season she is to be specially featured in the 
show that she traveled with the past sea- 
son. Success has not t rned Miss Penn- 
ing’s head. 

Occupying New Office 
Quarters 


Kimball & Sherman Company’s new 
offices, on the upper floor of the concern’s 
factory on Locust street, are well located 
and well equipped. The outer office, oc- 
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cupied by the credit and stenographic de- 
partments, is located in the front of the 
building while the private offices of J. C. 
Kimball and Roger Sherman are in an ad- 
joining room. The cheerful colors on the 
walls and carpets on the floors add at- 
tractiveness to the new quarters. Office 
space vacated on the floor below is utilized 
for the enlargement of several factory de- 
partments. 


New Shoe Manufacturing 
Company 


A new concern in Haverhill is Clark & 
Hatton, manufacturers of women’s hand- 
turned shoes. The members of the con- 
cern are: George Clark, formerly of F. E. 
Leavitt & Co, Haverhill; and Albert E. 
Hatton, previously salesmanager of a 
Worcester concern. 


Laurin in Cuba 


Edward L. Laurin of Commodore Shoe 
Company of Haverhill is making a busi- 
ness trip to Havana and Santiago, Cuba. 
The concern, of which Mr. Laurin is the 
head, specializes in women’s footwear for 
the Cuban trade. A sample office is main- 
tained at Havana as a convenience for the 
trade on the Island. 


Manufacturer on Western 
Tour 


Treasurer George W. Dobbins of Wither- 
ell & Dobbins Company, accompanied by 
his wife and son, is one of a party making 
an extensive tour of the Pacific Coast 
States and a part of British Columbia. 


Murray with Natick Firm 

Horace W. Murray, formerly of Murray 
Shoe Company of Haverhill, is now en- 
gaged in the manufacture of men’s and 
women’s welts as a member of the firm of 
Jones & Murray, Natick, Mass. 


Addition to Plant 


M. T. Ornsteen Shoe Company, with 
principal plant on Hale Street, has taken 
additional space in the Wingate Asso- 
ciates Building. 


Black Shoes Prime Favorites 


In Haverhill factories where novelty 
shoes are made, and this includes a large 
proportion of the plants in this city, black 
is playing an important part. Satins, kid, 
patents and gun metal, all black, are be- 
ing used to a large extent. The change 
from bright colors to black is a marked 
feature of the trade; one which represents 
demand from retail shoe merchants all 
over the country. The demand for browns 
of various shades will increase as the sea- 
son advances, manufacturers say. 
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ROCHESTER 


Strap Patterns Hold Popularity 


Gore Models Prominent in New Sample Lines for Fall—Manu- 
facturing on Good Basis 


HE manufacturing of shoes in Ro- 

chester is showing a marked increase 
following the holiday layoff. During the 
week ending July 7, most of the factories 
closed down for an inventory period, but 
operations were resumed on Monday of 
this week and orders on hand indicate a 
steady run of business for some time. Busi- 
ness for immediate delivery is good, and 
fall orders are coming in at a satisfactory 
rate of volume. 

Strap patterns are still the leaders and 
indications point to their continued popu- 
larity during early fall with oxfords fol- 
lowing as the cold weather approaches. 
Shoes, carrying military heels with side 
gore and shoes with high heels and front 
goring, are shown in all the new sample 
lines and indications are that these two 
types of gore patterns will be extremely 
popular. 


Shoe Sale Big Success 


Jim Olmstead, manager of McCurdy’s 
shoe department, recently demonstrated 
the fallacy of the theory that when the 
other fellow cuts prices, you must cut to 
get business. Mr. Olmstead recently held a 
shoe sale at which he featured the latest in 
women’s novelty footwear at $14.00, and 
in spite of the fact that practically every 
shoe store in the down town section was 
featuring footwear at reduced prices, the 
McCurdy store was filled from opening to 
closing time with women anxious to 
buy the new footwear. 

In talking with the Boot and Shoe Re- 
corder representative, Mr. Olmstead stated 
that the results of the sale were satisfactory 
to him and that it had taught him that the 
old days of regular merchandising events 
such as a semi-annual sale every June and 
a white sale later on, were no longer the 
big bet as everyone else was running on the 
same schedule. He is convinced that by 
keeping up with the style clock, a mer- 
chant who buys right can avoid the big 
losses occasioned by clearance sales and 
still keep his stocks cleaned up by ag- 
gressive merchandising methods. 


Cox to Open Scranton Store 


Jim Cox of the F. G. Collins Shoe Com- 
pany has been transferred to Scranton, Pa. 
where he will manage a new store soon to be 
opened by that organization. Mr. Cox is a 
well-known shoe man having been with the 
Endicott-Johnson Corporation in Chicago 
and with the Shinola Company, makers of 
shoe polish as New York City salesman. 


Shoes at $1 a Pair in New 
Orleans 


There have been a number of shoe sales, 
with shoes selling as low as $1 a pair. In 
one of these sales there were 14,000 pairs 
of shoes put on at $1. All of these were not 
sold in New Orleans, however, The num- 
ber sold in this city proper was more than 
one-half the amount, and the rest sold in 
two stores on the Gulf Coast. This was the 
first time in a number of years that there 
has been any such sale in New Orleans. 
R. Finkelstein, owner of the Manufac- 
turers’ Outlet, the store that put on this 
sale, when asked how he did it, announced 
that he was working on a small profit. 
The customers were not allowed to try on 
the shoes selling at this price. 





New Shoe Stores 
Cleveland, Ohio.—Samuel Good, 2724 
West 25th Street. 
Indianapolis, Ind. — Feltman-Curme 
Shoe Store, 103 No. Illinois Street. 


Where to Buy 


Shoe Illustrations 
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Miscellaneous 
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GLOVE-GRIP SHOES 


OUR “Y” LAST ADDS IMPETUS 
TO SALES 














OUR 
” 


6é 


S—720 S—730 


ies” id, Folded Tip, 12-8 Ladies’ Oxford of Glazed Kangaroo Folded Tip, 
Half subbe hel, a ae Tip 12-8 Half rubber heel. 


In Stock In Stock 
AAA, AA and A4to6, B3 tol0, C-D-E2% to 10 AAA, AA andA 4to10, B 3to10, C-D-E2%tol0 


Price, $6.60 Price, $6.35 


There is a great market for this shoe, untouched by anything approaching the “Y” last. Here is 
a model that instantly appeals to the women whose conservative tastes demand a shoe of the “Y” 
characteristics. 

Straight inside line, plenty of Toe Room, Low Sensible Heel, Snug Fitting Arch, Instep and’Heel- 
Stock it and sell it. It is going big and pays dealers well. We worked this shoe out on the “Glove- 
Grip” principle to assure every element of style, fitting quality and comfort. Practical orthopedic 
features were added to provide foot corrective advantages such as never before were combined in 
a single shoe. 

An order for the most in demand sizes on the above numbers will reveal to you its rapid retailing 


qualities. 
FALL CATALOG S--NOW BEING PRINTED, WRITE FOR COPY 





Look for our Saturday Evening Post advertisements 











M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 


BOSTON OFFICE NEW YORK OFFICE 
Room 801, 10 HIGH STREET 127 DUANE STREET 
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SHOR TRAVELER ® 


* This]Department is conducted by Helen M Haney, Associate Editor] ~ 


Shoes for the Occasion—the Big Thought 


National Shoe Traveler Delegates at Joint Style Conference—B. S. T. A.’s 


HE visiting buyers of the country 

have been entertained by the Bos- 

ten Shoe Travelers the past week at 
their outing at Norumbega Park. July 10 
was the date of the big event and nine 
o'clock the hour, when the first fleet of 
automobiles whirled a merry party of 
salesmen and merchants to a brand new 
place of entertainment for the B.S.T.A.’s. 
annual affair. And although Pemberton 
Inn and Paragon Park had always been 
the scene of most enjoyable gatherings, the 
famous resort on the Charles River was 
voted the best of ’em all. 

A ball game between visiting buyers and 
salesmen was the chief attraction of the 
morning with William J. Gaffney as chair- 
man of the committee in charge. Mr. 
Gaffney, or “Bill,” as the boys all call him 
is ‘“some fixer’’ when it comes to getting up 
sport programs. The B.S.T.A. members 
some four years ago discovered his talent 
in this direction and appointed him chair- 
man of the sports committee of their an- 
nual outings. So well did he fill this posi- 
tion that he has had a “‘steady job’”’ ever 
since. His most pleasing duty, he said, was 
to distribute the prizes. 


An Efficient Committee 


“Bill” was assisted on his sports com- 
mittee by Robert Emmet, Jr., E. J. An- 
drews, E. U. Burdett, Frank Lord, “Syd” 
Curry and “Tim” Murphy. The last- 
named popular salesman, not only at last 
year’s outing, but on so many other oc- 
casions, so distinguished himself by the 
fairness of his rulings, gleaned from the 
“International Correspondence School 
Rules’’ and other reliable sources, that he 
was unhesitatingly chosen this year as the 
arbiter of the “great national game” at 
Norumbega. 


Fall Selling Trend Discussed 


After the dinner de luxe and afternoon 
sports, the B.S.T.A. boys and their guests 
drove to Mechanics Building, where the 
guests enjoyed the Style Show and A. L. 
Puffer, Waldo M. Oakman and others took 


Annual Outing a Great Success 


part in the joint styles committee discus- 
sion at the Copley Plaza. Here the shoe 
manufacturers, the retail shoe merchants, 
the Tanners’ Council and the National 
Shoe Travelers’ Association took for their 
theme, “Shoes for the Occasion” and 





WILLIAM J. GAFFNEY 
Vice-President of the Amdur Shoe Co., who covers 
the large city trade of the country, department 
stores and chain stores for his house. Mr. ea 
was chairman of the sports’ committee of the 
July 10 B.S.T.A. Out id during the 
National Shoe and Leather Exposition and Style 
Show, Boston, when the Boston shoe travelers en- 
tertained the visiting buyers of the country at 

Norumbega on the Charles. 





stressed the point that there should be a 
shoe for the street, a shoe for the after- 
noon, for evening dress and for full dress. 
The trend of the styles for fall selling were 
also discussed. 


Patterns and Leathers Important 


It was Mr. Puffer’s idea that the ques- 
tion of patterns and leathers was most 
important, that in patterns, straps would 
be considered first, then oxfords, and next, 


gore effects. Mr. Puffer did not think that 
Colonials would be good numbers. In 
leathers, he believes that shades like brown, 
log cabin and black, will be good, with 
patent leather strong. He believes that there 
will be some new effects. As to heels, there 
will be four heights—the 10-8, 12-8, the 
14-8 and 16-8, depending upon whether it 
is a boxwood, or Spanish Louis. 


I. F.C. T. O. Convention July 26 


The International Federation of Com- 
mercial Travelers’ Organizations, with 
which the N. S. T. A. recently affiliated, is 
to hold its convention at Mackinaw Is- 
land on July 26. This picturesque spot at 
the junction of Lake Michigan, Lake 
Superior and Lake Huron will be the scene 
of a large gathering which will formulate 
plans in the interests of all commercial 
travelers, representing as they do a mem- 
bership of approximately 700,000. This 
federation has been most active in all 
national legislation for the benefit of the 
travelers of America. 

The first meeting of this federation in 
which the shoe travelers participated was 
held last year in the City of Quebec, at 
which the National Secretary, T. A. De- 
lany, acted as chairman of the hotel com- 
mittee. R. F. Libby of Boston, Secretary 
of the Eastern Accident and Commercial 
Travelers’ Organization, was also present. 

At the July 26 meeting, delegates from 
the various commercial traveler insurance 
companies of the North American Conti- 
nent will be present. Frank J. Weber, 
President of the N. S. T. A., will motor 
with his wife from Cincinnati, and will be 
in attendance at this July 26 meeting. 


Gene Murphy Attended I.C.C. 
Hearing 

Gene Murphy, President of the Pacific 

Coast Shoe Travelers’ Association, rep- 

resented the N.S. T. A. at the adjourned 

Interstate Commerce Hearing on the Pull- 

man Surchargt Surtax, which was held at 
San Francisco on July 10. 
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NATIONALLY KNOWN 





ROM the Atlantic to the Pacific the 
stamp of the Boot and Shoe Workers’ 
Union is well known to wage earners. 


This stamp signifies that shoes have been 
manufactured under conditions which ll 
labor earnestly supports. 


The stamp of the Boot and Shoe Workers’ 
Union is advertised continually in over 150 
Labor Journals which reach every section of 
this country. 


Laboring people look for this stamp when 
buying shoes. 


Feature the Stamp of the Boot and Shoe 
Workers’ Union in your local advertising and 
window displays and this trade will come 


to you. 


enor & SHOR 
WORKERS UNION 
union, stam 


Factory 














BOOT AND SHOE WORKERS’ UNION 


The Union that has an agreement with manufacturers 
settling all wage differences by ARBITRATION 


246 SUMMER STREET BOSTON, MASS. 
COLLIS LOVELY, General President CHAS. L. BAINE, Gen. Sec’y-Treas. 


Dealer Influence is secured thru advertising in the Beot and Shoe Recerder. 
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From Stock Boy to Executive 


William (“Bill”) J. Gaffney, Vice- 
President of the Amdur Shoe Company, 
166 Lincoln Street, who covers the large 
city trade of the country, department 
stores and chain stores, returned from his 
trip to the Middle West, just in time to 
take up his duties as Chairman of the 
Sports Committee at the B. S. T. A. out- 
ing because a B. S. T. A. outing would 
not seem an outing without “Bill” Gaffney 
in charge of the sports, over which he has 
had supervision for the past four years. 
Mr. Gaffney says that business is partic- 
ularly good on novelty shoes. 

“Bill” Gaffney’s Successful Career 

This young man has made a great suc- 
cess in shoe selling. His entry into the 
shoe business was made in 1906, when he 
started in as a stock boy at the old firm of 
Hosmer, Codding Company, Boston. 
After going through the different depart- 
ments at this whoiesale house, he left to 
join the sales force of the Hub Shoe Com- 
pany, covering New York State for this 
house for about four years. During the 
war, he served as a lieutenant in the Con- 


servation and Reclamation Division 
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After the armistice, he came back to shoe 
selling again, but this time with the Am- 
dur Shoe Company, and in January, 1919, 
was made a member of the firm. 


Robert Emmet, Jr., Home 
from Trip 


Robert Emmet, Jr., who travels the 
East to Detroit for the Watson Shoe Com- 
pany, Lynn, recently returned, to the 
Boston office, 183 Essex Street, from 
his trip. Mr. Emmet, although a 
very young man, has had an experience 
of ten years on the road, and knows shoes 
from A to Z but when one remembers that 
he is the son of Robert Emmet, that 
well-known “knight of the grip,” it is not 
too surprising that he should have started 
in at the shoe selling game so well and so 
early in life. 

Lower Heels 

Robert, Jr., states that his trade has 
been buying straps and gores. He says 
that he has had a good sale on suedes in 
shades of otter and jay; also brown and 
black and patent. He said that he noted a 
tendency to lower heels and that a boxed, 
14-8 heel, is a good height, alsoa 10-8 height. 





91 


R.A.T.S.S. Resume Meetings 


The regular weekly meetings of the 
Rochester Association of Traveling Shoe 
Salesmen were resumed at the Chamber of 
Commerce, Rochester, onTuesday, July 11. 

President R. B. Leard of the Harry L. 
Jones Shoe Company, of Syracuse, motored 
over to resume the leadership of the 
organization and urged the members to 
take up the work outlined by President 
Frank J. Webber of the N. S. T. A., that 
every member get a member. To stir up 
enthusiasm for the membership drive, Mr. 
Leard read a letter from President Web- 
ber which outlined the work of the National 
for the benefit of every man selling shoes, 
giving the members sufficient sales am- 
munition to get the man who says: ““What 
do I get outof it?” 


Frank Boulé a Regular Member 

Frank Boulé, a former honorary mem- 
ber of the R.A.T.S.S., attended the meet- 
ing and changed his status to full mem- 
bership. Frank who formerly represented 
the Foster Rubber Company in this terri- 
tory, has joined the sales force of the Port- 
age Shoe Companyof Portage, Wisconsin, 
and will cover western New York. 








The Style Review, held during the semiannual salesmen’s Convention of the Brauer Bros. Shoe Company, St. Louis, to thoroughly test the fitting qualities of 
the many new novelly patterns in their fall line of fashionable footwear for women 
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Boston 
ERNEST JACOBY 
76 Milk Street 


F. R. HENDERSON & CO., Inc. 


111 BROADWAY, NEW YORK CITY 


(rude Rubber 


IMPORTERS OF PLANTATION SHOE SOLE 


(Crepe ‘Rubber 


Cable Address 


REDSONDER, NEW YORK 
LIEBER’S A. B. C. 5th Edition -Private Codes 


London 
HENDERSON, FORBES & CO., Ltd. 


Singapore 


HENDERSON BROS. Ltd. 
HENDERSON "BROS., Ltd. 
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Stock No. 449 — Turn — Price $4.75 
Last No. 41 Widths A to C 
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SHOE — 


o 
Finest Quality 
Fresh Water Pearl 
White 
Black 
and 
Size 14 Colors Size 16 


Shanks guaranteed for machine sewing. If you cannot 
pnome oer buttons from your jobber, write us and we will 
supp. 

Pee and — sent on request. 


HAWKEYE PEARL BUTTON CO. 


New York Office Muscatine 
930 Broadway Iowa 





Save Money on Thread 


Our strong, smooth, 
elastic thread for real 
quality work on shoes 
would benefit you. 
There is a saving and 
a degree of satisfac- 
tion that you cannot 
otherwise enjoy. Put 
Meyer thread to a 
test. 

samples for any class 
of work. Export 
trade served. 


JOHN C. MEYER 
THREAD CO. 
Lowell, Mass., U. S. A. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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GRAHAM LASHBROOK 
Of Cincinnati who covers the lower half of Ohio, 
Indiana and yey, 4 for the Diamond 








Harry Chase’s Illness Regretted 


The absence of Harry A. Chase, vice- 
president of the “Shoe Retailer,” was 
spoken of by all the boys. “‘Harry,’’ who 
has always been a great booster for the 
R. A. T. S. S., and a regular attendant at 
the meetings, was unable to be present, 
due to illness. 


Casey Reports Good Business 


James J. Casey covers Northern Ohio 
for the Lebanon Valley Shoe Company of 
Lebanon, Pa., with this company’s line of 
children’s, misses’ and growing girls’ 
McKays and welts. Mr. Casey says: ““We’ve 
got the goods, and the price is right. The 
rest—as to the demand—speaks for itself.” 
“Jim’s” headquarters are at Cleveland. 
He is a great favorite with the boys on the 
road, as well as with his trade. 


Galvin Says Trade is Satis- 
factory 


M. C. Galvin, who covers the big cities 
from St. Louis down through the South- 
west, Alabama, Mississippi, Tennessee, 
Arkansas and Kentucky; for the A. J. 
Bates Company, returned just before the 
Shoe Style Show from a continuous trip 
of about ten weeks, making the big cities. 

Mr. Galvin reports trade as very satis- 
factory. He says that the men’s shoe 
business is getting more like the women’s 
shoe business every day, only not so ex- 
treme. TheSouthwest, he said, is a great oil 
country and conditions there are very good. 
A pleasing feature is that they are not 
troubled in any way with labor unions. 


JAMES SCANLON 


President of the Philadelphia Shoe Travelers’ 
Association. 





Philadelphia Boys to Picnic on 
July 18 


The annual joint picnic of the Philadel- 
phia wholesalers, travelers, and retail mer- 
chants will be held at Kuglers-on-the-Del- 
aware on July 18. Among the features will 
be a baseball game between the wholesalers 
and travelers on one side and the retail 
merchants on the other, with tennis, cro- 
quet, and orchestra concert, entertainment 
and a good banquet. The proceeds of the 
picnic will be used by the Philadelphia 
retail merchants in providing entertainment 
for the visitors to the convention to be 
held in Philadelphia in January. Approxi- 
mately 250 shoemen are expected to at- 
tend the picnic. The general chairmen of 
the picnic committees of the wholesale, re- 
tail, and the travelers’ associations re- 
spectively are Henry Bell, Jr., A. T. 
Flitcraft, and L. B. Wood. 


Philadelphia Travelers’ Building 
Assured 


James Scanlon, president of the Philadel- 
phia Shoe Travelers’ Association, reports 
that present indications are that by the end 
of July a definite location will have been 
selected and plans will have been drawn 
for the new building to house the various 
branches of the shoe and leather trade. 
Several men are anxious to erect the build- 
ing and there now remains only the ques- 
tion of coming to an agreement with one 
of them. 


Change in Meetings 


With the change from monthly meetings 
to meetings three times a year of the 
Philadelphia Shoe Travelers’ Association 
a new plan was devised for transacting 
the business of the association. All of the 
business“ will be transacted at monthly 
meetings of the executive committee, con- 
sisting of the officers of the association, 
the board of directors, and the chairmen of 
committees, except the election of officers 
and the reading of the annual report by 
the president which will take place at the 
January meeting of the association. 


The indifferent man curses his luck 
while the earnest fellow elopes with op- 
portunity. Initiative and opportunity are 
ancient pals.—W. M. Sloanin The McElroy- 
Sloan Enthusiast... 


B. B. SHAFER 
Who covers Detroit for the Diamond Shoe Co. 





A.J. Bates Salesmen Entertain 


W. J. McCormick, who travels the 
Middle West for the A. J. Bates Company, 
has returned home from his trip last 
week. Mr. McCormick, with M. C. Galvin, 
Frank L. Sharp, Charles G. Sellers, Joe D. 
Abelson and John E. O’Brien, with Sales 
Manager, W. C. Roose, Assistant Sales 
Manager, Francis Ryan and New York 
salesman, E. A. Craver, who has charge of 
the stock department, and F. I. Sears of 
the company, were all at the Copley 
Plaza during the past week, where they 
entertained extensively the visiting buyers. 


Fifty Different Patterns 


They also entertained at their sample 
rooms at the Hotel- Essex and at Booth 
146, of the Style Show. These were busy 
days for the A. J. Bates Company sales- 
force, with three different places to look 
after. They showed their customers a great 
many novelties, in all some fifty different 
patterns, and several new lasts. A good 
many light tans were noted. 


Walter Parsons on Fishing 
Trip 

Walter Parsons, Buffalo representative 
of McElwain, Hutchinson & Winch, left | 
Boston on June 26 on his semi-annual trip 
to Newfoundland, which territory he has 
retained since coming to Buffalo. Walter 
took along his fishing tackle as he intends 
to take his vacation at this time and enjoy 
a few weeks of salmon fishing. He will re- 
turn to Buffalo about the middle of August. 
In his absence Earl S. Bond of Boston 
will take care of accounts in Buffalo-andj 
vicinity. 





BOOT AND SHOE RECORDER 


. 


Bp. 
2 Be 


Oe 


- 
att erg 


DEALERS! 


WITH EVERY SALE OF WHITE 
FABRIC SHOES IT WILL BE 
FOUND PROFITABLE TO SUG- 
GEST THE PURCHASE OF 


Quick White 


There is a profit in this white shoe cleaner not 
measured in cash. It will popularize your store 
and satisfy your trade. Gives results both 
beautiful and beneficial. Keeps fabrics flexible. 
It will not stiffen them. 


Top Notch White Cleaner 
For White Leather Shoes 


This cleaner has no equal for White Buck and Suede 
leather shoes. Safe to use, for it is non-inflammable. 
Safe to sell, for people praise it instead of criticise it. 
Now, at the beginning of the white season, order in a 
substantial supply of Quick White and Top Notch 
White. Also Albo White cake cleaner and whitener. 


More than 27 National Magazines carry Whittemore 
Consumer gdvertisements, stirring up business for you. 


Send for Catalog and Price List 


WHITTEMORE BROS. 
CAMBRIDGE MASS. 


When your jobber can’t supply you, write us 
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ARCH GUIDE HEEL 


“The Heel Guides the Foot as the Rudder Guides the Boat’’ 


“Unquestionably the Most Important 

Part of Any Shoe”’ 
Arch Guide heels constitute the final 
step in footwear equipment to prevent 
all arch and ankle trouble and assist all 
types of inner appliances and corrective 
footwear, by guiding the feet in astraight 
forward line when walking, the soft 
rubber gives, and the hard rubber pre- 
vents rolling inward. 


High grade dealers and manufacturers 
write us for samples. 


PIETZUCH 


PRONOUNCED PITS-YOU 


WONDER ARCH GUIDE HEEL CO. 


Station O, Cincinnati, O. 








Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf — 


Russia Calf— 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S.A. 











GREELEY 
BOUDOIRS 


Sell readily. They 
bring best prices at re- 
tail. Each pair has wear 
your customers will ap- 
preciate. Give my bou- 


In Black or Colored : : 
id. 36 ¢ doirs a trial. 


Kid. 36 pair lots 
only. 


If Your Jobber Cannot Supply You, Write Us. 
A. W. GREELEY .*. Haverhill, Mass. 
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“Ever Something New’ Demand of 
Wholesaler 


AID a shoe traveler who has sold to 

the wholesale trade for a great many 
years: “The past year has been a very try- 
ing one for the manufacturer and the 
jobber, on account of the style proposition. 
Today the wholesaler is almost always buy- 
ing from hand to mouth. ‘What have you 
that is new?’ is a request that is heard on 
all sides. The buyer puts in a few new 
things, but before they are really intro- 
duced, the retail shoe merchant customer 
is demanding something different. 


‘Merry-Go-Round’ Methods 


“It reminds me of a merry-go-round— 
faster and faster we move—it seems to 
be more and more difficult to catch up. 
It is now a problem to cope with the new 
conditions; it is a case of month to month 
buying with new creations all the time. 
Shall we ever go back to the old days of 
two or four seasons and staples strictly 
staples? No, I do not think so. While 
staples always must, perforce, be sold to 
some extent, the style game is a quick 
game, seems to suit the temperature of 
the times and the customs of the people 
of the United States, and to my mind 
has come to stay.” 


Hugh Doyle Reports Good 
Business 


Hugh Doyle of Doyle, Mullins Shoe Co., 
selling the wholesale trade, returned to his 
Boston office at Rm. 406, 207 Essex Street, 
two weeks ago, from a trip through Phila- 
delphia and New York. Mr. Doyle reports 
“the best business for some time.”’ During 
the Boston Shoe Style Show he was very 
busy entertaining his customer-visitors. 


Whitcher Says Business Is 
Good 


Oscar Whitcher, who sells the wholesale 
trade of the South for Linscott-Tyler-Wil- 
son Company, returned the first of June 
to his office, 167 Lincoln Street. Mr. Whit- 
cher had been away from his office since 
the first of April. He made a thorough 
study of conditions in the sections which 
he visited and reports business very good. 
Mr. Whitcher is now receiving visiting 
buyers and will not go out on the road 
again with his line of men’s and boys’ 
medium priced welts until the first of 
September. 


Lighter Tan Shades for Men 


His customers are now buying high 
shoes for fali and are sampling on oxfords. 
Mr. Whitcher says that while men are 
buying more oxfords than at any previous 
time, boots are still the favorites. He notes 
a tendency to a lighter shade of tan and 
says that the tastes of the people in the 
South seem to be identical with those of 
the folks up North. 

Mr. Whitcher was recently elected 
President of the Boston Shoe Associates. 


Harry Gilman is Dead 


Harry A. Gilman, who for the past two 
years sold the line of Bray & Stanley to 
the wholesale shoe trade, died at his home 
in Bedford, Mass., after a short attack of 
typhoid fever. Mr. Gilman had been en- 
gaged in the shoe business for the past 15 
years, traveling extensively in the South 
and West. He was born on Feb. 21, 1883, 
at Somerville, the son of John W. and Ger- 
trude A. (Patric) Gilman, and was edu- 
cated in the Somerville schools. He con- 
tinued to reside in Somerville until his 
marriage in 1911 to Miss Emma B. More- 
ton of Medford. Previous to his connection 
with Bray & Stanley of Beverly he had 
been with Ireland & Grafton for 12 years. 
He was a member of John Abbott Lodge, 
A.F. & A.M., of Somerville, Paul Revere 
Chapter, O.E.S., of Bedford, and a mem- 
ber of the Boston Shoe Associates. Besides 
his wife, he leaves three sons. 


Charles Morrill Attends 
Southern Wholesale Conven- 
tion 

Charles B. Morrill, who covers the big 
cities of the West and South for the Vic- 
toria Shoe Co., was a guest at the South- 
ern Shoe Wholesalers’ Associations’ Con- 
vention, which was held at Atlanta on 
Thursday and Friday, June 28,29. He 
returned to Boston Monday morning, 
July 2, on the new steamer “Berkshire.” 

Mr. Morrill reported a most enjoyable 
time. He said that the trip down and back 
was ideal, and that the very fine program 
of the two convention days included golf, 
auto rides, a visit to Norfolk, and a de- 
lightful banquet at the Hotel Virginia, 
when everybody present was called upon 
to make a few remarks. His visit to the 
convention was much enhanced by the 





WILLIAM J. HOWE 


Who covers the wholesale trade and department 
stores for Murphy, Gorman ¢ Waterhouse 








fact that he knew all of the 40 or 50 job- 
bers who attended. 

Mr. Morrill has been covering the South 
for a great many years. 

The gathering at Atlanta was the third 
this association has had in the South. Mr. 
Morrill has attended all three. The first 
was at Old Point Comfort and was held 
during the Jamestown Fair. Last year, 
the Southern wholesalers got together at 
Knoxville, and this year it was in the big 
Georgia city. 

Mr. Morrill said that John Craddock, 
who has just returned from a world tour, 
gave a very interesting talk on his trip, 
aswell as J. K. Orr of Atlanta. Secretary I. 
M. Taylor of the National Shoe Whole- 
salers’ Association of New York was pres- 
ent, as also was Harry Jones, head of the 
United States Rubber Shoe Co.’s branch at 
Baltimore. Frank Kidder of Cushman- 
Hollis Co. was another salesman guest. 


Bill’ Howe Travels for Mur- 
phy, Gorman & Waterhouse 


William (‘Bill’) J. Howe covers the 
wholesale trade of the department stores 
and jobbers of the country for Murphy, 
Gorman & Waterhouse, Lynn, Mass. He 
states that his line of women’s specialty 
McKays is meeting with a good sale every- 
where. William J. Howe and William J. 
Gaffney, Vice-President of the Amdur 
Shoe Co., are surely good pals. One sells 
to the wholesale and the other to the retail 
trade, and often find themselves in the 
same part of the country on Sundays and 
holidays. When such is the case, instead 
of traveling singly to church and other 
places, they prefer to form a company of 
two, as they say “Bills” are likely to be 
received in numbers. 
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A Si tyle Factor 


L=a@ 


The visible eyelet is a feature of true style because it contains not only 
distinctiveness and beauty of design but also points of practical con- 


venience and comfort. 
A shoe equipped with visible eyelets has that appearance of finished con- 


struction that leads customers to buy— it has those qualities of lasting 
style and wearability that leads them back to buy again. 


Shoes equipped with visible eyelets contain those features of everyday 
convenience that become more obvious as time goes on—creating a con- 
dition of customer satisfaction that multiplies sales. 


United Fast Color Eyelet Company 


Boston, Mass. 
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Doing business with a firm putting out the pretty patterns of turn 
shoes which we do, contributes much to your success. 


You are always in line to. receive the most advanced ideas in lasts 
and patterns, as our production policy for years has been—newness. 


The cleverest ideas of the trade’s foremost designers are interpreted 
in W & D turns, which are priced to allow for liberal mark-ups 
and still obtain rapid turnovers. 


Illustrated, is a two button front strap in 
Patent leather. Can be had in Nubuck and 
combination. Beautiful shoe on the foot. 
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Witherell & ‘Dobbins (ompany 


Quantity Producers of Quality Shoes 
Haverhill, Mass. 


Boston Office, 110 Lincoln Street 


PN 
»>— 


The W& D Line Is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 
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“There’s a Shoe Store in Your 
Neighborhood Specializing 
in Athletic Footwear!” 


HAT will be the slogan of an advertising 

campaign this Fall in some leading pe- 

riodicals, including the Saturday Evening 
Post. 


The Campaign will appear in response to the 
widespread interest of the public in health 


culture and in “Keeping fit’”’ during the Fall 
and Winter months. 

Will the oval sign identity your store as 
HEADQUARTERS FOR HOOD INDOOR 
ATHLETIC FOOTWEAR? 


Full information on request 
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and Price Are Allied to Win 














Welts and McKays of True 
Individuality and Gratifying Price 


Nothing but close per- 
sonal touch with every 
source of style can pro- 
duce the far ahead nov- 
elties this line always 
shows. 


Nothing but the will 
to excel in shoemaking 
could bring the frank 
compliments which the 
keenest buyers are pay- 
ing our shoes. 


DONN D. SARGENT COMPANY 


SALEM, 


Two Factories 


5500 Pairs Daily 


MASS. 


Boston Office, 195 Essex St. 
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S O ~ No. 91. Quilted Satin Boudoir 
Slipper, Cushion Heel, Chrome 


Sole, Hair Felt Padding, Floss Pom- 
pom, Quilted Insole. 


~--COME TO OUR 


Factory--while you’re in New York-- 
and actually SEE these exquisite 
slippers in the making! 





No. 90. Ladies’ Quilted Satin Everett --- It will pay you --- 
Slipper, Cushion Heel, Compressed 


Hair Felt Padding, Chrome Soles, GENERAL FOOTWEAR *o8 Inc. 


Floss Pompom. 476 BROADWAY - - NEW YORK CITY 
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APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankies of 
wing children and as a fully venti- 
ated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 

surgeons recommend its use. 
Make your stock of 
ventnations: Children’s shoes 
PATENTED - RAE, rs 

our or 

Phone Brockton 2133 
for immediate action. 











BURKLEY 
SHOE Co. 
1156 No. Main St. 
Brockton, Mass. 





IN STOCK BLOODED-STOCK 
JULY 18th to 20th ee ee 
White Kid. 32 Last. 14-8 pat ne pot a ecaleremaarie 
to show if he had spoken the truth. 


Spanish Heel. 48 Pair Cases 
; AAA ee © yen ben 0 ben Seas one omiion, m= 
bates aie would not need to take the man’s word for it. The pedigree would 
Price $7 75 ancestry and race and give you an idea of the animal's capacity 





WOLNICAR SHOE CO. 


BROOKLYN NEW YORK 
























































July 14, 1923 BOOT AND SHOE RECORDER 


(;; nditlocd Weight Shot Linings 


2" - “ In Twills, Drills, 
Our established practice of guaranteeing —_Ducks, all of guar- 


° ° anteed weight. 
weights on our shoe linings costs no more, 
Also Flannels 


and is your assurance of Felt Sock Linings 
Top Facings. 


UNIFORM QUALITY and LONGER WEAR a 


SILK and 
MERCERIZED 


Another important advantage they afford is BINDINGS 
Cut Seam Stays 


BETTER APPEARANCE INSIDE THE SHOE end Tongue Linings. 


KALLMAN -NEWCOMB COMPANY 


63-65 SOUTH ST. BOSTON, MASS. 
KCINCINATI MILWAUKEE. ST. LOUIS 














Fashioned by 
“BRAUER” 


Smart patterns, decidedly differ- 
ent, are features of Brauer foot- 


wear for Women. 
Our Salesman will call 


Fashion cards sent regularly upon request 
BRAUER BROS. SHOE. @. “t's?a"* 
Fashioners of Women’s Novelty Footwear 
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Beautiful Foot Comfort Week Window Display of Mandel Bros., Chicago, 
one of the largest State Street Department Stores 





Foot Comfort Week display of Gimbel Bros., New York Citv. Stores of this calibre 


do not push a line that is not profitable and that does not add to the store’s prestige. 
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Breaks AIl Records 


Reports from all sections of the United States and Canada telling 
of the excellent returns from Dr. Scholl’s Foot Comfort Week are 
coming in by every mail. Not only do these merchants tell of the 
satisfactory sale of Foot Comfort Appliances and Remedies, but that 
the sale of footwear showed substantial increases. 


On this and the opposite page are shown several of the wonderful 
window displays, selected at random, made by some of the largest 
and best known stores in the United States. Thousands of shoe and 
department stores in all parts of this country and Canada had beau- 
tiful displays, photographs of which are arriving in unprecedented 
numbers. These stores from past experiences know the full value of 
Dr. Scholl’s Foot Comfort Week as a business developer and as a 
result cashed in on it 100 per cent. 


* 


To the Thousands of Enthusiastic 
Foot Comfort Week Boosters: 


Keep the Foot Comfort spirit alive every month in the year by mak- 
ing every week a Foot Comfort Week. Let us show you how easily, 
economically and profitably this can be accomplished. 


THE SCHOLL MFG. COMPANY 


Largest Manufacturers of Foot Comfort Appliances and Remedies in the World 


213 W. Schiller Street 62 West 14th Street 112 Adelaide St. E. 
CHICAGO NEW YORK TORONTO 


Jones Depa: Store, of Kansas Mo., never passes good thing 
to make a window bring business to his store. Here like Foot Comfort Week. eir iodo one oles 
is an excellent demonstration. they think of this event. 
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Progress demands improvement and so even our 
leadership in style and workmanship that has 
always marked DR. POSNER’S Scientific Shoes, 
for children, misses’ and growing girls’, has been 
further elevated to keep in step with the times. 
Style is the keynote in the sample line for the 
Fall season. 

A reflection of the mode for grown-ups has been 
carried down to the smaller sizes---yet no ortho- 
pedic merit has been sacrificed. DR. POSNER’S 
Shoes are made for growing feet---(and the 
workmanship is of a sort that means they wear 
and hold their shape). 

See some of these new<modeis by sending for our 


case of samples and the DR. POSNE R’S book 
of profit building — or — 


Have a salesman call 


a POSNER 
0" SHOES $ 











































































































Dr. A. Posner Shoes, Inc. 


Executive Offices and Distributing House 


140-142 WEST BROADWAY, NEW YORK 
Factory: 
Roebling and Hope Sts., Brooklyn 
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Custom" 





All Davies Shoes are cut 
with what is known in the 
trade as a three-quarter 
vamp ---an_ efficiency of 
manufacture that enables 
us to cut from two to three 
more pairs of shoes from a 
given amount of leather, 
than other manufacturers. 


This saving is not to our 
profit---but to yours---for 
it permits higher quality 
leathers and greater care in 
manufacturing. 


Your customers will quick- 
ly see the difference. 


QUALITY 
CLEAR 
THRU 


B6760—Modified French Last, 
Mahogany Veal, Nine Oak outsoles, 
1st quality rubber heel, grain inner- 

Cnc edsape seb eaeks eyeseoves $3.35 


B6780—Same as above in Black, 
$3.35 $ 3 5 
‘ . . 7 4 


In Stock, D, immediate delivery; 
other widths, four weeks. 


DAVIES SHOE MFG. CO. 


RACINE -- -!- -!- WISCONSIN 


sss enesemeseneenerestiiintseansemnsiteiiiiebinciuitenieeidnenananend 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


BUSINESS REVERSES 


Altoona, Ala.—J. E. Bachus, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

Mobile, Ala.—Gulf City Shoe Store and Repair 
Shop, boots and shoes, etc., reported offering to 
compromise at 33 per cent. 

Mobile, Ala.—Abraham Miller, boots and shoes, 
etc., reported petitioned or petitioner in bank- 
ruptcy. 

Lockesburg, Ark.—John Y. Roberts, general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Smackover, Ark.—Samuel Bearsch, general mer- 
chandise, reported vetitioned or petitioner in 
bankruptcy. 

Niland, Cal.—George E. Miller, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Ocean Park, Cal.—W. R. Parks, boots and shoes 
etc., reported engiqned. 

San Diego, Cal.—Maurice A. Scher, 810 Fifth 
avenue, boots and shoes, etc. reported assigned. 

Santa Ynez, Cal. —Murphy Bros., general mer- 
chandise, reported petitioned or petitioner in bank- 
ruptcy. 

Denver, Col.—Harry Idelberg, 1810 Larimer 
Street, boots and shoes, etc., reported petitioned 
or Petitions in bankruptcy. 

veland, Col.—John B.-Adams Shoe Co., boots 
and shoes, reported petitioned or petitioner in 
bankruptcy. 


Hart bed. Conn.—United Leather and Findings 
Co., manufacturers of cut soles, lasts, etc. , reported 
petitioned or petitioner in bankruptcy. 

Norwich, Conn.—Louis Mintz, 162 Main Street, 
boots and shoes, reported called meeting of credit- 
ors. 

Gray, Ga.—Clarence W. Roberts, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Hoschton, Ga.—L. F. Sell, general ae 
reported petitioned or petitioner in bankrup 

Chicago, [ll.—Ethel Brusso, 5035 South 1 Rebiend 
Avenue, boots and — etc., reported petitioned 
or petitioner in bankruptcy. 

Chicago, Ull.—Neta Cohn, 3948 Sagoense Ave- 
nue, general merchandise, reported — 

Chicago, Ill.—Philip Kolkey, 2450 West North 
Avenue, boots and = reported petitioned or 
petitioner in bankruptc 

Chicago, Il. —iaa Sirkus, 3208 West 26th 
street, 11445 South Michigan avenue, boots and 
shoes, etc., ted petitioned or petitioner in 
bankruptcy an heme 4 a 

Shreveport, La.—D. L. 
boots and chess, ete., 
extension. 

Boston, Mass.—Michael S. Humsey, 391 Massa- 
chusetts Avenue, boots and shoes, etc., reported 
assigned. 

Brockton, Mass.—W. E. Sargent Shoe Co., boots 
and shoes, reported assigned. 

Queene Anne, Md.—B. B. Barton, general mer - 
chandise, reported offering to compromise. 

Grand Rapids, Mich.—Freedman & Horowitz, 
boots and shoes, etc., reported petitioned or peti- 
tioner in bankruptcy. 

Amiret, Minn.—Dircks & Engels Gieve ) # 
Engels) general merchandise, reported a 

Leaf ieostein Minn.—J. L. Root, “beste and 
shoes, ete., reported petitioned or petitioner in 
bankruptcy. 

Wells, Mian.—Wells Farmers’ Mercantile Co., 
general merchandise, reported petitioned or peti- 
tioner in bankruptcy. 


nted. 
ilensky, Jackson avenue, 
asking general 
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Glasgow, Montana.—Emporium Di ry Goods Co., 
general merchandise, reported assign 

Atlantic City, N. J.—Est. D. Major, boots - 
shoes, etc., reported offering to compromise at 2: 
per cent. 

Clayton, New Mexico—Eugene L. Reneau, gen- 
eral merchandise, reported petitioned or petitioner 
in bankruptc 

Brooklyn, N. Y.—Farber’s Famous Shoe Manu - 
facturing Co. Inc., 169 Livingston street, manu- 
facturers of shoes, reported —~y 4 extension . 

Lackawana, N. Y.—Joseph ts and 
shoes, reported offering to compromise at 25 per 


cent 

Brooklyn, N. Y¥.—Louis Levinson (Levinson 
Bros.), 39 Debevoise Street, manufacturers of 
shoes, reported petitioned or petitioner in bank- 
ruptcy. 


BUSINESS CHANGES 


Fillmore, Cal.—Morrow & Sheets, boots and 
shoes, etc., reported partnership dissolved 

Los Angeles, Cal.—Union Square Shoe ond Sport 
Shop, L105 West 23rd street, boots and shoes, etc., 
partnership dissolved; F rank Cannon retired. 

Los Angeles, Cal.—S. & A. Goodman, 1402 East 
First street, boots and shoes, etc., reported succeed - 
ed by B. Shapiro. 

Pasadena, Cal.—The Quality Shoe Shop, 44 
North Fair Oaks avenue, boots and shoes, reported 
succeeded by Peter Fillen. 

Redlands, Cal.—William Comptan. boots and 
a etc., "renorted su led by Charles Barda- 
will. 

Shelton, Conn.—Samuel “49 boots and 
mors, etc., reported succeeded by S. Benjamin & 

©. Inc. 

Sunbury, Conn.—Cohan & Jones, 425 Market 
Street, boots and shoes, etc., recently commenced 
business. 

Arthur, [ll.—Martin W. Stock, ~ a and shoes, 
reported succeeded by M. & J. Sioc 

Aurora, Ill.—Max "Goldsmith, 12 North Broad- 
me boots and shoes, etc., reported succeeded by 

Goldsmith & Son. 
uc _ Ill.—Chicago Theatrical Shoe Co., 339 
h Wabash bash Avenue, shoe manufacturers, Wil- 
= "G. Krueger, president, retires. 

Chicago, [1l.—Joseph Ridikas,3354 South Halsted 
street, boots and shoes, +tc., revorted sold or closed 
out business. 

Chicago, Ill.—Tecotzky & Co. (Tog and Bhoe 
Shop) 6527 —. Halsted street, renocted sold or 
closed out busine: 

Fulton, Ill.—R. ~— & Sons, general store, re- 
vorted succeeded by Clarence Durkee 

Streator, [ll.—Walter & Lloyd, boots and shoes, 
_- succeeded by Walter, Lloyd & Corcoran 

0., 

Waldron, Ind.—W. B. Reed, general merchan- 

dise, recently 








SHOE STORE 
CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 
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Neatest, strongest, lightest and most 
convenient fitting stool on the market. 


Finished Golden Oak or 
Mahogany 
Price. ..+++0+eeeee 08350 cach 
Carried in stock ‘by all wholesale shoe and 
findings houses. If your jobber cannot 
supply you, order from us. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five Ra manufacturers of 
Milbradt Rollin g Step Ladders 














Milbradt Rolling 
Step Ladders 


2416 No. 10th Street 
ST. LOUIS, MO. 








ACCOUNTANT AND AUDITOR 
Saiieins. Systematizing, Books Opened 
and Balanced, Fi oo 


tems, Dissolutions, Stock 4 and 
Ta. MARK I. FLEISCHER 
Bank of United States Building 
1767 MADISON AVE., NEW YORK CITY 
Member of National Association of Certi- 
fied Public Accountants, Washington, D.C. 














Information for Shoe Merchants 

“Where to Buy” constitutes a souree of 
knowledge so that he who runs through these 
pages may read—and learn. 








GROPING IN THE DARK 


Time was when the purchase of advertising space was a “‘blind groping in the dark.” 
Advertisers had no means of checking a publisher’s statement of circulation and often 


these figures were unreliable. 


In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 


There are no dark spots in the Boot and Shoe Recorder circulation. 


are audited by the Audit Bureau of Circulations. 


Our records 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


i OSITIONS WANTED—F: ts ord f ch insertion. 

Recorder rates for space less than one-eighth page per Sa oe - 1 pA 
nn ge oe ee 

: . . s : inimum amount ai . $1.25. under this heading w: 

ltime 7 times 13 times 26 times 52 times received up to noon ‘cn Teondey of week of publication date. When 
$3.50 $3.00 $2.50 advertisers desire answers to come in care of this office, twelve words 
t 7.00 6.00 5.00 must be allowed in each advertisement for address. When advertisers 
12.00 10.50 9.00 7.50 se cegae, Sereanees iy their ontoane, -— i Since 
i y q . A ted i al : : : : 
4in........20.00 16.00 14.00 12.00 10.00 pny pay ty ooo ” 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 




















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


MANUFACTURER of medium-price line of in- 
+Vi fants’, children and misses’ turn shoes desires 
ae to —_ = close. Prefer yy who Sh S l W t d t O 

will give our line all their time, as we have a very 

good ition to offer good, reliable men, al- oe a esmen an e a nce 

though we have no objection to one or two non- To sell the Simplex line of Children’s and Growing Girls’ Shoes. Positions open in follow- 
conflicting lines. We also make a few women’s turn ing territories: 

comfort os. All shoes carried in stock, and we Senin O ‘T. 

are to give one-day service. Samples now F sma i ~ —— of Oklahoma 








ready. Write for territory and give references. One in S f 
Address E-112, care Boot and Shoe Recorder, 207 e in State of Arkansas 
; ° One in States of Mississippi and Louisiana 

South St., Boston, Mass. One in State of Alabama 
GALESM EN acquainted with department and One in the Mountain States (Arizona, New Mexico, Colorado, Utah, Nevada, 

retail trade to carry side line of lar-priced On. ee 
men’s and women’s leather soft-sole slippers. All wg . 
territories open. Correspond fidential. Ad- To the man of experience with a clean record, possessing the ability and willingness to 
dress K-523, care Boot and Shoe Recorder, 127 work, our line represents a real opportunity. Popular prices, quality, quick delivery—all 
Duane St., New York. the things that make for volume are em ied in our proposition. If qualified and inter- 
ested, write at once. Applicants should be willing to come to Milwaukee for an interview. 
SA LESMAN for Eastern Pennsylvania to handle Preference given to men living in the above respective territories. 

a popular-priced line of women’s novelties on SIMPLEX SHOE MANUFACTURING COMPANY, MILWAUKEE, WIS. 
commission basis. Our line is always kept up to the 
minute. This is an exceptional opportunity for a 


li ire t nect himself with i 
bt tg gy eg = te ALESMEN to handle a well-known line of turn © GALESMEN WANTED—To provide for in- 


M h Si Co., Inc., 79 Read ‘ boudoirs, ballets, soft and hard toes; also strap factory production, we are arranging 
City. N. Y. r. uy ante Sh, Now vers sandals. In-stock proposition. Address E-116, care to open several new territories. Only men of expe- 
Boot and Shoe Recorder, 207 South St., Boston, rience and a record of achievement in selling men’s 
WANTED-~—Shoe salesman who knows the trade, Mass. oe shoes — mo ng eye nn or ha —- 

for New York City, State of New York, and ANTED salesmen to work their territory close ng oy Be lt a in a let why hear 


























New Jersey, to carry a high-grade line of stitch- and have established trade for the following } nl you - tly. Creel, Mauldin & Chambers 
ighlan, , I. 


down shoes, sandals and play oxfords on a com- . : 

mini se Rees aed Ate ETS, tne it ine hth cua Teed 

care Boot and Shoe er, 207 South St., Bos- detail, t of ship last three years, three ISCONSIN MANUFACTURER of ladies’ and 
E. J. W I adies an 


ton, Mass. ; 
character refi >? ton, etc. B. men’s sporting shoes and high-grade work 


, present : 
SALESMEN WANTED—Wh ] sale bones aus Ramsey Co., 347 Rider Ave., Bronx, N. Y. City. shoes w 5 will shave fol wing territories open July 1: 
> ing retail trade desires experienced representa- ANTED SALESMAN—For States of Texas a, Missionign, Louisiena, ae at 
tn or Camg Cod and. New York State Address W OXiahome and Arkansas, To carry our ine ot Pld,conh, Carine orp 28 Toor, leo: 
St., Boston, Mass. ium-grade turn footwear to retail trade. Jaques Washington, and New England States. Only men 


& Clement, Haverhill, Mass. with established pe ble of showing 


ANTED—Would like to hear from A No. 1 clean record will be considered. Address E-26, care 
Lio who sell good trade only, to carry cai aboamer tte S SK, A Boot and Shoe Recorder, 189 W. Madison St., 
our line of children’s turns. 1-5 first-steps, and mission basis our line of flexible turns, made in Chicago, Hil. 
name om, 5-3. 8}4-11 and 1144-2. Following sizes 1 to 5, full and half made with mock heels; : 
sta — , Too. so California, Kan- and our line of 3 to 5 flexible turns made with WE are prepared to offer worth-while induce- 
- rs ~ -- e, Kentucky, Colorado, ing heels. State territory and give references. ments to resident salesmen — to work 
Arisona end New Mexico. Also New England myles ready July 15th. Staud Shoe Corporation, small territory with a medium-priced line of in- 
,- gaten, e pay 6 cent commission. Flexible Rochester, N. Y. fants’, children’s, misses’ and growing girls’ turn 
Shoe Company, 36 St. Paul St., Rochester, N. Y. — , carried in stock by the manufacturer. In 

—_— . ALESMAN for side line of Western mad f ying, kindly state territory desired, giving ref- 
enya good side line of felt slip- dress welts, retailing at $5. Twenty agaesoen> ences and other necessary information. Address 
cone to, bie retail Ee. State territory, lines ried in stock, in best selling widths. Fourteen samples | tag: mg and Shoe Recorder, 207 South 

od, neces. , care A ‘i ; i S ‘ ‘ 
Shoe Recorder, 207 South St., Boston, Mass. pam at ge aa Apes Spey —— 
SALESMAN WANTED to carry exclusive line corder, 207 South St., Boston, Mass. IDE LINE OPPORTUNITY —If you are a real 
of B Senapadio indies’ ¢ a a salesman with plenty of “pep’—merchandising 
Went a gaa} " urns to cover Middle E have several territories n for fall season ability and established trade, we have one of the 
} oy f “4 “yg — good following in starting about August 1. Fifty styles of men’s fastest selling McKay lines (for Children, Misses, 
a ory and A thoroughly experienced. dress welts, to retail from $5 to 37:50, all carried Growing Girls and Women) in America to offer you 
petiole Set eter Addreee ESE cw bean tn Ee Cara Seen Se, yee Sumber and gyry ong belongs te 
, . -922, in i nm Shoe Mfg. Co., 414 Fou = “bread and butter” class. i i 
and Shoe Recorder, 127 Duane St., New York. Milwaukee; Wis. at cane. Wen toda: oe ie fall detat Pal ven 
experience. Address Herbert C. Groenewold, Di- 
rector of Sales, Wobst Shoe Company, Mil kee, 
2 An opportunity for live-wire salesmen to make big money selling a + 
ine of Milwaukee high-grade men’s dress shoes, retailing from $5.00 WANTED—Live wire commission men who can 
to $8.00. uce results to sell our line of up-to-date 


Have the following territories open for those men who can produce: frig J Png od je | stk ao = 


New England States— commission. Quality Shoe pany, 110 Clifford 
Louisiana Colorado Sew: Menten Ave., Rochester, N. Y. 
Alabama Wyoming Arkansas ANTED—High-powered salesmen only to sell 
Montana Nebraska Washington a line worthy of representation of big produc- 


. ing road men. 15 styles of men's lar priced 
Idaho Minnesota Oregon dress welts to retail at $5.00 with all the style and 


Utah Arizona Mississippi qualit ; any well posted retail buyer could ask for. 
North and South Dakota pF pd Qe Te ge De 
: 2 i re- 
Give all particulars relative to your sales for the past three years, the tanned and Elk leathers, with workmanship like 
firms represented, and all other information. Samples will be ready the dress — line has been ae 
— of July. Address E-109, care Boot and Shoe Recorder, 207 South plete fr pertar we Sony a i ay t 
t., ston, Mass. yp - basis. aaaatine ny: . 
nt a niess producer. 
& Meter Cumpats, Mleedben, Wis. 


Inc., 
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SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 





W. ANTED—Salesmen for any territory on 
straight commission of 7 per cent. We are a 
Western manufacturing concern, specializing in 
men's “ lar” priced dress welts, vangne in 
price from $3.50 & $4.25. We make an all solid 
shoe which is guaranteed to give absolute satis- 
faction. This is an excellent opportunity for a live 
wire to handle as a side line. Only e ced shoe, 
men with references need rm = Give all details 
with first letter. Address E-79, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ANTED—Salesmen to sell side line infants’ 
ad flexible ape ap ay 40 styles ? in 
8 strongest line y shoes in coun per 
cent commission; Texas, Louisiana, = 
Kansas, Missouri, Arkansas, Illinois, Indiana Ohio, 
Pennsylvania, Massachusetts and Rhode island, 
New York City. Give references, line now selling, 
age, full information, etc. Address E-85, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


WANTED 


First-class aggressive salesman, 
living in or near Chicago, to sell 
our line of men’s medium- 
priced shoes in Illinois, includ- 
ing Chicago, Wisconsin, and 
River Cities in Iowa. Well es- 
tablished trade. Commission 
basis. Only men of experience, 
and acquainted with the trade 
in this territory considered. 
Give full information as to past 
record and ability in letter of 
application. 


WEBER BROS. SHOE CO. 


North Adams, Mass. 

















WANTED 


Residential shoe salesmen to carry 
a good paying side line of stitchdowns, 
shoes, sandals and oxfords in men’s, 
women’s and children’s. Each to cover 
the following states: 


( Colorado Chicago, including 





i —= Indiana, Illinois 
Ww y Wi 4 

Iowa 
and on the Pacific Coast: 


Oregon 
Washington 


Give full details and reference in 
first letter. Address K-521, care Boot 
and Shoe Recorder, 127 Duane St., 
New York. 








Milwaukee Work Shoes 


Several choice territories open. Ex- 
cellent opportunity for salesmen who 
can produce. 

STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 








WaANTED—Experienced salesman who is ac- 
quainted with the shoe trade, to sell a well- 
known line of rubber and canvas footwear in Maine 
= New Hamsphire and Vermont. This will be 
,' om — a for a man who can mee. 
uce results. In app ing, state age, experience a: 
references. ress 7, care — and Shoe Re- 
corder, 207 South St., Boston, M ass. 





POSITION WANTED 
EXPERIENCED SHOE BUYER, with large 





AN Al shoe salesman, with Sowing in North 
sae States, is open for line of women’s 
popular-priced novelties. Five years in present 
ion. Has y- Accus- 
gemed, , calling on » the best merchants and job- 
= a a line that you are willing to 
beck = mnancially against an - 
of hard, aggressive work, for our mutual bene- 
fit, address E-120, care Boot and Shoe Recorder 
207 South St., Boston, Mass. 


WANTED for New Orleans, manufacturer's 
line carrying stock men’s, women’s or chil- 
dren’s shoes on commission. Address E-121, care 
Boot and Shoe Recorder, 801 Leather Trades 
Bldg., St. Louis, Mo. 














department store experience, desires 
tion with large department + 4 = of refer- 
ences. 20 years’ experience. Can sho record, 
capable and progressive. Address Ells, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


GALES EXECUTIVE o for association with 
manufacturer of fine shoes as member of sales 
or executive personnel, or as buyer or executive for 
large retail establishment. Familiar with Western, 
Southwestern and Southern States and part of 
New England. College onion: 33 Ee of age; 
1l years’ experience. D. S. , 1120 ittle Bldg., 
Boston, Mass. 


BUYER AND MANAGER, 32 years old, mar- 
ried. Twelve years’ experience. Buyer the last 
eight years. Al reference. Prefer the South. Ad- 
dress E-118, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


SITIONS WANTED—Have an established 
trade with the department and large stores in 
Philadelphia, Baltimore, Washington and adjacent 
territory, and am open for a line of ladies’ shoes 
adapted 1 for that trade. Address E-119, care Boot 
and Shoe Recorder, Suite 1420, Widener Bidg., 
Philadelphia, Pa. 
FIRST-CLASS SHOE MAN desires to make 
change; a or vicinity. 14 years’ expe- 
rience; excellent references as manager and buyer 
or other good connection. Address E-68, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 

















Experienced Manager and Buyer of 
Men’s, Women’s and Children’s Shoes 
would like to make change, preferably 
in the South, but would accept 
offer anywhere in the country. For full 
information write to E-110, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 














SUPERINTENDENT WANTED 


WANTED SUPERINTENDENT for stitch- 

down factory making 2000 pairs daily. A mid- 

dle-aged man preferred. Write, stating experience, 

coteeenens. Give full details. L. Wiesner, 22 2ist 
, Elmhurst, L. I. 








LINE WANTED 


er line of women’s, misses’ and child- 
oat m shone Se for the states of bo 


arolina, 





corder, 207 South St., Boston, Mass. 


ANTED by — man, a jobber’s iL. 4 
lar-priced shoes. Selling case lots onl B75, 
merchants and department stores. Address E-73, 
care } and Shoe Recorder, 207 South St., 
ton, Mass. 





oT. LINE WANTED—Boston wholesaler. 

American, highest integrity, 15 years on At- 
lantic Ave., doing all business possible on own capi- 
tal, desires to act as distributor for manufacturer 
on a strictly commission basis. Has office force, 
stock room and sales force available. Covers territory 
east of Mississippi River. Can deliver good volume 
if line is right. Address E-122, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


"THOROUGHLY experienced shoe man open for 
position with manufacturer for Northwest ter- 
ritory. Address E-102, care Boot and Shoe Re- 
corder, 189 West Madison St. -» Chicago, Ill. 








BUSINESS OPPORTUNITY 


OUNG MAN known a one the retail trade is 

looking for e: ced shoe man with speney 
to start jobbing siness i in New York. Address 
K-517, care Boot and Recorder, 127 Duane 
St., New York. 








OPPORTUNITY 
Lexington, Kentucky, 50,000 people, 
wholesale trade, area 1,000,000 people, 
seeks (experienced , man, ‘with some 

part ital furnished locally), 
to start wholesale shoe house; 30 lines 
already wholesaled here. This addi- 
tional line sought to complete whole- 
sale market. Write to Lexington Board 
of Commerce, Lexington, Kentucky. 











A FINE OPPORTUNITY 

Will sublet space on first floor for men’s 
shoe department in a new, progressive 
clothing store in best location in 
Dayton, Ohio—the ov of a thousand 
unity for 
—¥ party, — EA care t 
Recorder, 189 ¥. Madison 

Sen Chicago, Illinois. 

















FOR SALE 


joaooe modern shoe store everything 
just right, od business location location, good town to 
aoe andy for the man who knows. Please 
don’t answer this ad unless you mean business. An 
iana store. ‘Address E-94, care Boot and Shoe 
yearly 207 South St., Boston, Mass. 








FOR SALE 


Shoe ee and bp ge 
Thue $187.50 only $12! Che a 
value $1; ea 
to give away. Sse LE CAN FR 
$1 now and pay of $11 on 
arrival of 750 cans. A. A. A. Mfg. Co., 
59 Kingston St., Boston, M. 











5 


The subscription price 
Hawaiian Islands, Phil Palle 
El Salvador, Argentina, 


Each issue copyr 


Cable Address BOOTRECO 





the. Boot and Shoe 
= dag HY Isl. Alaska, Canada, Mexico, Costa 
Brecth, Columbia, ‘ador, Peru, Uruguay, Spain, The Balearic Islands and the Canary Islands. 


pe gr RIE I NS Year 


ee United Publishers Corporation. ¥- 4 a3 Bureau 
Entered 


Member of the Associated Business Papers, Inc. 
A Ape wom Ar fr at the Post Office, Boston, 


the Boot and Shoe Bee 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., | U.S. A. 


Recorder is $5.00 a year in advance, which includes postage in the United States, Cuba, 


Honduras, Nicaragua, 
Circulation. 
class matter. 
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FOR SALE 


FOR SALE 








building. R for selling, set 
fort, Ky. 








FOR SALE 


oiine, Furnishings and Shoe Store established over 40 years, located in Frankfort, Ken- 
tucky, itol city of State—exceptional opportunity to secure a adage amy ony 4 business. Lo- 
cat let the heart of trade. Splendid trade and high credit. oy 4 
tling an estate. Address SRUTCHER SIMPSON, Frank- 


be had on present 











SPACE FOR RENT 


WANTED TO PURCHASE 





Guccupes. store, old establishment, recently 

led and appears the prettiest store in the 
avenue, in the thriving city of Tampa. ‘Population 
now 100,000. Would fike to rent out space for a 
ladies’ and children’s shoe department to a live 
wire concern. Address Steinberg & Comp, 1611 
Seventh Ave., Tampa, Fla 





FOR RENT 


DESIRABLE LOFTS FOR RENT—First and 
second floors in heart of shoe district. For shoe 
jobbing or light manufacturing. Good concessions 
to right tenant. Inquire Metropolitan Slipper Co., 
134 W. peandeeen, Vive York. 


Fer RENT—Two front offices in heart of shoe 
district. Soy Sertagvels Shoe Co., 186 Lin- 
coln St., Boston, Mass. 














FOR RENT 
An up-to-date store specially arranged 
for shoes, fully equipped with modern 
shelving; beautiful window backing; 
100 % lighting system; the latest style 
display windows. Large-size store 
located in the heart of Jersey City’s 
shopping center. An unusual oppor- 
tunity for one seeking an opening for 
an up-to-date shoe store. Inquire O. S. 
5 318 Jackson Ave., Jersey City. 














WANTED TO PURCHASE 








way, New York City 
Phone Spring 5160-5161-5162” 








DO YOU CONTEMPLATE 
Retiring or going out of business? ae 


value for your entire or surplus 
a. Lees ving «short term oran ‘ake 
over. Established 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 








HIGHEST CASH PRICES PAID 
stocks. 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N. Y. 
IONE—SPRING 


PH 9965 
WILL SLOW SELLERS FOR 
Wy" | SURPLUS stocks| [OR 


in shoes al hand f a 
— a bt ht ee 














CASH PAID 


for entire shoe stocks or surplus stocks of 

shoes or other merchandise. Any quan- 
Prompt attention given. 

KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N.Y. 
Phone Canal 0679 








We buy quick and Mabest cash price 
and wholeuie’ seen of shoes or 
ise. Gvantiey no object. 


BROOKLYN PURCHASING SYNDICATE 
Ww Proprietor 


610 Broadway, 
Phone Stagg 1757 ai 














MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


ar, THE CHICAGO 
ond Prit WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Ill. 











Bicycle 
STEP 
LADDERS 


are made 
im many 
styles and 
to fit all 
kinds ef 
shelving. 

Send for cata- 
log giving full 
descriptien 
and " 


THE BICYCLE 
STEP LADDER 


COMPANY 
67 Randolph St. 
Chicago, Ill. 
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PUBLISHER'S NOTICE 


ee 4) iption price of the 

Shoe Recorder is $5.00 a year in ad- 

—— ~—— includes pos' in the United 
eee. Cuba, fs Ielands, A I 





ronmses SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
ner your. t year, including postage. 
subscriptions are payable in advance. 
ADVERTISING RATES—Card of Advertising 
Ra fi on application. For rates 
for Pec For Sales, etc., see Want Page. 


tion is taken by the BOOT AND 

printing an: 

ly ts readers. The 

publishers reserve the right to re; 


advertising or reading matter which ane & 
line with this policy. 





OFFICES IN 


N OFFICE: 207 South Street. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
Ww. anager. Telephone 507. 

CHICAGO 0 OFFICE i 189 West Madison St. Tele- 


Pig Main 1089. B. C. Bow 
s yk OF FICE. ang 2 Tale B Bide. H H. 


oo C. Bow ome 
NEW ORK F FICE: Room 101 Bid 
127 Duane St. H. Walter Scott, Manager. T: Tele. 


PHILADELPHIA OFFICE: Suite 1420, Widener 
adios Walter Scott, M —Er 

HAVER LL OFFICE: Chamber of Commerce 

Le National Bank Bidg. Geo. 


oitctac tal Orica: 416 Gwynne Bldg. H. M. 
. C. Bowen, Manager.) 
OFFICE: 623 Powers Bldg. Ros- 





Seward, Western New York Repre- 
3. Felephone wr Leal 


FICE: Fred A nm. 
—— a OFFICE: Ne ~Ts Cc. 
» Ee, 405 Broadway 





whSttRe ON OFFICE: William L. Daley, 26 
PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 
LONDON OFFICE: John C. Curtion, 3 ‘anager, 
nererte et, Lon see, 5.  * — 
AUSTR a A “OFFIC -— "Lit lins St., 
elbourne. G. Jervis M anager. 
CONTINENTAL Lae] i William, Salzman, 
dlergasse jenna, Austria 
ARGENTINA: — Aires, Rivadavia, 2721. 
BRAZIL: Ger —. (iy s. Fitch, 88 Rue General 
CHILE: ae Las Rosas 1123-1127. Otto- 
Gerente. 
CUBA: Mr. H. Gomez, Corrales, 2A Havana, 
uba. 
oo OFFICE: Yokohama. J. F. Wager, 


SPAIN: Ge Gerente, Leoncio - ‘epee Librere Ed- 
itor, 20 Fuencarral, Madri 
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DOLGEVILLE 





Summer Profits in Felts 


Baseball! That’s what the boys are thinking about in 
summer. Increase your sales in felt footwear by appeal- 
ing to the sport-loving boy. 


Here is a popular Dolgeville style with a baseball scene 
on the toe and all the other features that have made 
Dolgeville a standard for the best in felt shoes. Display 
this shoe in windows and on counters. 


There are many other Dolgeville numbers with particu- 
lar selling points for the summer trade. 


Extend your winter profits through these warm months 
by seasonal Dolgeville Felt Footwear. 


DOLGEVILLE FELT SHOE COMPANY 
Dolgeville, New York 
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The return of lacing hooks is the 
revival of a popular feature on 
footwear for men. 


With the new demand for both 


style and practical convenience in ~ 


shoes the lacing hook becomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales. 





Sell shoes that combine the 
features which men demand-- 
comfort, convenience, fit-- 
shoes with lacing hooks! 


July 14, 1923 


A Feature That Is Selling Shoes 
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The Spring in the Shank puts 
the spring in the step 


That’s one reason why the Grover “Foot 
Arch” shoe will appeal to your trade. A 
springy, buoyant step is some asset to 
Madame these days. 


And let us tell you right now that there are 
years of study and experiment wrapped up 
in this shank piece. 


’Tisn’t stiff and unyielding, but a resilient 
support (of many sizes, curves and widths, 
each size and shape fitted to its particular 
last) strong enough to hold the bony struc- 
ture of the foot in place, yet springy enough 
to put a new snap into the step. 


Yet even this isn’t all. The designing of the 
entire shoe, which gives ample room in the 
forepart and perfect fit at the instep, is so 
artistically done that the Grover ‘Foot 
Arch” shoe is not merely a corrective shoe, 
but a correct shoe for every occasion where 
a dress slipper or pump is not demanded. 


No. 9890R is one of the many models we 
carry in stock. 


COMBINATION LAST, in black kid, 
medium toe, perforated tip, kid quarter 
lining, solid sole-leather counters carried 
well into the shank, flexible welt sole car- 
rying 1 5-8 inch heel rubber top. 


IN STOCK AAA, 51% to 9; AA, 5 to 9; A, 4 to 9; B-C-D, 3 to 9 


No. 4704R Same last in Brown Kid, same size range 


J. J. GROVER’S SONS CO. - 


Lynn, Mass. 


“Soft Shoes for Tender Feet” 


Established 1865 


NEW YORK OFFICE 
Marbridge Bidg., 
47 W. 34th St. 


BOSTON OFFICE 


Little Building 
80 Boylston Street 


CHICAGO OFFICE 
Kesner Building 
5 North Wabash Avenue 





Vol. 83, No. 18. 


Published 
ter April 15, 1922, at the Post Office at 


woek the Boot and Shoe 


Recorder Publishing 
oston, Mass., andor the act of Congress of March 3, 1879. Subscriptionip 


Company, 207 South St., Bos Mass. Entered as 


second class 
$5.00)e year. Printed jin U.S. A. 
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FIXED POINTS 


IN PARIS 
The Rue de la Paix—for feminine style. 


IN NEW YORK 
Fifth Avenue—for feminine style. 


IN THE UNITED STATES 
Brooklyn—for feminine shoe style. 


IN THE RECORDER 
This page every fortnight—for a showing or a thought on 
our concept of what is best in 
style, in material, in quality 
and last in shoes for women. 








The world and the shoe trade watches the first 
three of these fixed points. To the retail shoe 
merchant they are compass points as safe and 
dependable as those of the mariner. The Degen- 
Lipp line has taken the speculative element out 
of style footwear buying for merchants of high 
class and made profitable selling and quick turn- 
over a matter of course. 








Degen-Lipp Shoes will prove the above state- 
ment to you. 


Makers of 
WOMEN’S BEST TURN FOOTWEAR 
FACTORY SHOWROOM 
133-143 FLOYD STREET 607 MARBRIDGE BLDG. 
BROOKLYN, N. Y. NEW YORK CITY 
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and bein the dame’solid’ 

inthe Late Summer and Fall 
with the winner — 


Beaver Brown color*8 


G[ErorVCB Inc. 
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Aug. 15th Delivery 


Style No. 850 
Widths, A to D 


Black Scotch-Grain and Ivory Kip 


Beneath the Refined Lines and the Dignified 
Beauty of Freeman Shoes, Are the Qualities 
of Sturdiness and Dependability which Make 
Them the Equal of much Higher Priced Shoes. 


‘ 


FREEMAN SHOE MFG CO 


BELOIT, WISC. 
=S—= 
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Well Advertised Is Half Sold 





Contrary to custom, our interest is not lost in 
NATIONAL PARK footwear when it is placed 
upon your shelves——No, Sir—we are interested up 
until the very second it is sold to the consumer, right 
behind it with a tremendously, compelling advertising 


force. After that— 
It Speaks for Itself 











call 











- No. 31508 











STOCK DEPARTMENT 
THE JUVENILE SHOE CORPORATION 


Carthage Missouri 


South Coast Stocked for North Coast 
WILLIAMS-MARVIN CO. Pacific Trade by FITHIAN BARKER 
Frisco Los Angeles SH008. whey 
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Their Confidence in ““TONY’”’ 


Reg. U. S. Pat. Off. 


At every style show or shoe convention 
we meet, along with our old friends num- 
bers of new acquaintances, who have long 
used our leathers. 


It is both gratifying and significant to 
hear them almost always say the same 
thing in various words. 


‘““We Have Confidence in 
TONY Leathers because 
we know Creese and 
Cook Co. are behind them’’ 


Experienced shoemen know instinctively 
that any color produced under the TONY 


name is a safe and sure proposition 
whether it be 


TONY RED TONY TAN 
TONY BROWN TONY BLACK 


CREESE & COOK COMPANY 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. Yu SAMUEL WOLFENSTEIN 
706 Broadway, Cincinnati, O. CHS 39 SPRUCE STREET . 
Leather Trades Bidg., St. Louis, Mo. ——< NEW YORK CITY 
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Binding together 
your interest and ours 
with links of 


—STYLE— 
—SALABILITY— 
—PROFIT— 


“THE CHAIN” 


One example of ~ Featured in 
Triangle Turns for nh Log Cabin Ooze, 
the well dressed > y Field Mouse Kid 


woman C- , chains 


Also in any other combination of leather or fabric 


TRIANGLE SHOE MANUFACTURING CO. inc. 


11-13 Emerson Place Brooklyn, N. Y. 
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We Invite You to Inspect 
The LAST WORD in LAST FACTORIES 


Below pictured we present the latest May we have the pleasure of showing 
addition to our service resources—the yoy through this most modern of last 


Stewart and Potter branch factory, f . h - to 
which has just been completed at a eae oe ee ee 
Brooklyn, N. Y. York? 


Follow these directions—From Grand Central Station take down town 
subway express—get off at Brooklyn Bridge, and take Lexington Ave. elevated 
to Greene Ave. Walk one black East; then turn one block North to United 


Last Factory. 


UNITED LAsT COMPANY 


HEADQUARTERS, BOSTON, MASS. 


TEN FACTORIES SIX SHOW ROOMS 
BOSTON 


BROCKTON ROCHESTER 212 Essex St. 
CINCINNATI 


NEWARK HAVERHILL 
; 803 Syracuse St. 
LYNN AUBURN ST. LOUIS 
CHICAGO ST. LOUIS Adv. ey 303 
NEW YORK MILWAUKEE Wells Bldg. Rm. 406 
ELPHIA 
331 Arch St. 
Affiliated Compan MILWAUKEE 
United Last Company, Ltd. 10 Metropolitan Bldg. 
Montreal a 
with Branch Office at Toronto 
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NOW IN STOCK 


No. 6055—As 6061 with Brown Kid Vamp 
Suede Collar, Quarter and Strap. Underlays of 
ee ee A OS 


Ne 6054—As 6055 with 12-8 Cuban Heel. Widths AA to 
C. Sizes 2}5 to 7 


No. 6057— Brown Satin Vamp with Brown Suede Quarter, 
Coller ond Strep. Underlays of Brown Satin. 16-8 Full 
Breasted i ae We as OS eee 


ie hele 
OOM 
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. Always Ready fo Serve 
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soit TE Ww RE_H¢ VVENVYY ato. rs é 
138-140 DUANE ST. NEW VORK CITY 


BOSTON OFFICE: 214 ESSEX STREET 
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SCHERER S 


“FLOWER CITY KID 


The (Colors of 
Absolute Fashion 
cAuthority 





SAHARA 


CHAMPAGNE 
No. 18 


TERRA COTTA 
No. 2 


No. 6 


SEA-GULL GREY 
No, 23 


MIDNIGHT BLUE 
No. 14 


BRONZE 
No. 34 


HAVANA BROWN 
No, 10 


LIGHT BROWN 
No. 8 


BEAUTY BROWN 
No, 5 


ROYAL PURPLE 
No, 15 


CARDINAL RED 
No. 19 


CANARY 
No. 30 


CHANTICLER 
No. 36 


IVORY 
No. 41 


BELGIAN BLUE 


Nae. 38 Color plays so vital a part in shoe fashion that no 
MAPLE BROWN merchant who specializes in fine footwear can af- 
— ford to choose his colored leathers carelessly. 


wee The variety—the delicacy—the warmth and glow 

, . of SCHERER colors are not obtainable except 
ee from “the master-makers of colored glazed kid 
since 1883." 











OSCAR SCHERER & BRO. Inc. 


ORIGINATORS OF AND LEADERS IN FANCY COLORED K/O 
29 SPRUCE ST., NEW YORK 


FACTORY AT NEWARK, UTM U- 


EEE 
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OUR NEW 
“ZONA” PATTERN 


B 587A 

Women’s Field Mouse Brown kid quarter and 
straps,§ Log} Cabin ooze vamp, three-strap 
Zona sandal, Navarre last with modified French 
toe, turn sole, two inch wood covered Spanish 
Louis heel. 

- Not in Stock 
Cansbe made within 30 days from receipt of 
instructions. 
Can also be made in a wide variety of com- 
binations of materials. 


Prices quoted on request. 


For Early Fall 











The Style shown herewith is but 
one of the many new and attrac- 
tive patterns that we have adopted 
for early fall selling. 


Made over a slightly modified 
French toe last, with a graceful, 
slender Spanish Louis heel, it is 
decidedly distinctive. ° 


It can be made in almost all com- 
binations of materials; with either 
a turn, or light McKay sole. 


Shrewd buyers who follow style 
tendencies will immediately recog- 
nize this pattern as being authori- 
tative, as well as original. 
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OUR $2.00 LINE 


No. 170 Golden Kid Romeo. No. 171 Golden’ Kid Everett. No. 172 Black Kid Romeo. 
No. 173 Black Kid Everett. No. 174 Golden Kid Brighton. 


Five Live Numbers Carried In Stock for Immediate Shipment 


Why worry about .Men’s Slippers when we are well able to take 
care of your immediate wants. Future orders will receive our prompt 
and careful attention. We are featuring Guaranteed Moulded Counters 
and Steel Shanks, Rubber Heels and Flexible Soles. Samples sent for 
your approval. 


No. 146—$2.10 


Kid Two-Strap Sandal, Galloon Bound, 
Leather Say and Sock Lining, 
12-8 Wingfoot Rubber Heel, C, D, 


No. 145—$2.00 
Same as above in a One-Strap. 


Just a few of our popular 
riced Comforts. Remember 
No. 162—$2.25 te are 4 Styles in Stock. Bn. 566-—-GR.20 

Kid Oxford, Leather yd and Sock I I Kid Oxford, Gray Ooze Quarter and 
Lining, 8-8 Wingfoot Rubber Heel, D Send for our Fa l Cata ogue Sock Lining, 12-8 Wingfoot Rubber 
to EE- No. 166~-$2.98 and get acquainted with one Feel, C to 
Same as abave only in Plain Toe, D of the most popular priced No. 163—$2.50 
to EE. lines in the market. Same as above in a Kid Tip. 


21Women'sll \41STWOLD COMFORT SHOE CO. ‘uae 


Styles 
In Stock RAYMOND - - NEW HAMPSHIRE In Stock 
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The Walk-Over Industry ale ~ 
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' She knows 


The her Last by name 
DOMINO 


W 


USTOMERS?’ faces and feet are familiar to dealers 
carrying Famous Walk-Overs. For through these 
famous lasts they have ripened friendships through years 
i of continuous patronage. 
patna ns — gy tn omnes Standard lasts—always in style—never out of season— 


while style that will bring you a healthy margin constantly called for by name. And the Walk-Over mark 
of net. on each shoe brings instant assurance of fine quality and 
excellent workmanship. 


Carried In Stock - Dept. 6-Campello and St. Louis 


Our In-Stock Booklet is “chock-full” of Profit—Send for it Today 
j|.  Geo.E.KeitH COMPANY fy 
) a Makers of Wax-Over Shoes for Men and Women eet 


WA 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES OF U.S. AND THE WORLD OVER. 
CAMPELLO-BROCKTON, Vassachusetts 
St. Louis, Missouri 
U.S.A. 
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hundred of Shoe 
S and rt their 
»\ good name Co 


the keeping of the 
shoe counter. 


In every part—upper, sole 
and seam— the finest of ma- 
terial may be used; and yet 
aninferior counter willstamp 
its inferiority upon the label 
of the shoe, condemning its 
future sale and making the 
manufacturer’s or retailer’s 
mark a warning—not a rec- 
ommendation. 


“Monsen Gronters 


-uphold your good name” 





ROGERS 
FIBRE CO 


121 Beach St. 
BOSTON 





MASS. 
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Se a6 An analysis of orders 


received during Style 
Show Week—the week 
preceding and the one 
following—-demon- 
strates the soun“'ness 
of Orthopedic Sho.» as 
feature numbers in 
every merchant's line 


Proven Profitable Footwear 


Phone Your Jobber 





Leolovies Brockton. Naw Redford: \ Nashua 


/n Stock with a 


widespread number 
of leading 


WHOLESALERS © 
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is most otten the- 


Standard Black Kid 


A fact that gives us some pride is that 
RUBY KID has its highest average of 
permanent users in factories and retail 
establishments, where quality standards 
are most watchfully upheld. 


Nothing pleases us more than the oppor- 
tunity to show such houses why RUBY 
should be the black kid to which they 
should constantly adhere. 


Raw stock constantly from Central 
and South American sources, 
whence comes the finest grained, 
softest and most pliable kid exist- 
ent. 


For we are just as unrelaxing in ho'ding 
RUBY KID to the line, as you are to 
keep your shoes the same in service year 
by year. 


Here are some of the basic factors that 
help to permanentize RUBY KID stand- 
ards: 


One tannery—one executive—one 
crew of operatives all making 
RUBY KID and on other Evans 
Leather. 


A bronze Black that never grows 
dead, dull, or rusty in service. 


Shoes made from RUBY KID this year will give the same 
service as those made from it last year. Shoes made from it 
next year will give the same service as those made from it this 


year. 


JOHN R. EVANS & COMPANY 
CAMDEN - - - New Jersey 


(Branches in All Principal Shoe Centers) 
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The Vulco-Unit END BOX for Soft:Toe Sport Shoes 


The end box prevents wrinkling at the toe, retains the 
style and adds comfort—the perfect box for soft toe shoes 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG. CO. 


Largest Manufacturers of Box Toes in the World 
‘ ll! SUMMER STRE 

Chicago GW. KIBBY & CO. (GK? i) GEO.ASPRINGMEIER CO. Ginncinnati 
; OSCAR E WRIGHT Co. | m6 (St Louis 


1 ~~ a. SS SSO Va 
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When Business Is Dull— 


Youths’ $2.65 \S Sell These!!! 


Boys’ 2.90 E ~eN .. for Sport and 
3 95 Outdoor Wear 


Men’s 





L— TRADE MARK REGISTERED. 


DO YOU KNOW? 


For years the Witch-Elk trade mark has been accepted by the great- 
est houses in the country as a mark of quality. 

Witch-Elk shoes for all sport wear have set a standard that has been 
regarded as a goal by many manufacturers and as a measuring sym- 
bol for other lines by dealers who have handled the Witch-Elk line. 
These outdoor all-purpose shoes are made by men who have had 
years of experience in designing footwear that will stand the stress 
and strain of outdoor useé. 

This particular shoe gives a new angle from which to sell your trade. 
It will sell when other trade is dull. It will make new friends and 
will make additional profits. 

Write for samples. 


WITCHELL SHEILL CO. 
DETROIT . - MICHIGAN 
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7 his Summer— 
Put the Jump in Slump! 
They will Buy! 
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Flow’s Your Stock of White Shoes? 


Now the white shoe sales come speeding into Cash- 
Register Harbor! 

Women—bless their impatient hearts and critical prefer- 
ences—are demanding style and size range. 

Are you all. set—is there a good sailing breeze in your 
stock organization with everything pulling taut for a big white 
season? 

Or are you short—with broken stocks? 

If so—signal the Life Savers—the splendid In-Stock De- 
partments of the Boot anp SHoe Recorper advertisers who 
make the finest white shoes in the world. 

They’ll send you a line which will turn a threatening 
wreck into a glorious finish. 


Boot and Shoe Recorder Publishing (. 
Boston, Mass. 
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‘See Seay 


Illustrating the Flexibility 
of New Way Shoe Shelving 


HE above illustration is of our standardized shoe 
shelving, made in both wall and center types with 


adjustable, reversible, interchangeable shelves. Display 
section has plate glass hinged door, and interior is fitted with three 
10-inch adjustable plate glass shelves. Lower part of display has 
hinged mirror door adjustable to any angle. 


This shelving can be taken down and moved section by section with- 
out injury, and owing to its standardized features, can be added to at any 
time with uniform results. 


The fact that it is possible to buy this product at an extremely low 
price—a price which compares favorably with cheap “built-in” types which 
are not interchangeable and lack flexibility, makes the purchase of “New Way” 
sectional, interchangeable shelving positively the best buy on the market 
from the standpoint of economy and service. 


Our complete Catalogue “A Standardized Shoe Store will be 
sent you free upon request, without any obligation whatever. 
It contains information of interest to every shoe dealer. 


GRAND RAPIDS SHOW CASE CO. 


World’s Largest Designers and Manufacturers of Complete Store Equipment 


New Way Unit System Grand Rapids, Mich. New Way Revolving Wardrobes 
Branch Factory, Portland, Oregon Offices in Most Principal Cities 
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ANETTELTON SHOE 
Rueping’s Mohawk Calf Vamp; 
Rueping’s Mat Calf Top; 

Langdon Last, plump single sole. & 


Made bw A. E. Nettleton Co. 
Syracuse, N. Y. 


IM OOTH black calf is in increasingly strong 


demand. The leading factories are receiving considerably 
more than the usual number of orders, on shoes of this 
leather. And it is noticeable that more and more of the 
better stores are specifying Rueping’s Mohawk Calf --- the 
smoothest and blackest that is made. 


See it. Feelit. Knowit. Specify it. 
Write today for a sample. 


FRED RUEPING LEATHER Co. 


FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 
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Sport Shoe Comfort Is Vital 


ELK ccviom 


immediately to the foot as soon as the shoe is worn 





The only leather that has substance and comfort at 
the same time, because it is both plump and soft 


11 colors—more as fashion prescribes 


C. D. Kepner Leather Co. 
139 South Street, Boston, Mass. 
10 Spruce Street, New York 
308 Leather Trades Bidg., St. Louis, Mo. 














Weber UNION MADE 
Shoes perform as well 
as they promise. 


To see them is to want 
them. To buy them is 
to buy them again and 
again. 


H. HARRIS, 1358 Brosdeey. Merbridge Building WEBER BROS SHOE CO 


. F. STAPS, 735 Boston Block, Mi is, Minn. 
CE QUIGLEY, Meryland Hotel, St is, Me. NORIH ADAMS. MASS 
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When a Shoe Manufacturer Buys 


Skinner’s Shoe Satin, he buys direct from 
the mill that for 75 years has set the 
standard for wearing quality in satins. 
And he gets prompt delivery on all grades. 


Skinner’s Shoe Satin is made especially for 
use in footwear and is extra strong. It is 36 
inches wide, and is made in four different 
qualities to meet all the requirements of 
the trade. 


‘Look for the Name 
in the Selvage’’ 


William Skinner & Sons 


Established 1848 


New York Boston 
Chicago Philadelphia 


Mills, Holyoke, Mass, 


Skinner's 
Shoe Satin 
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CS 
Cabrettas of Character « 


COLORS | 





4 


Choice Raw Stock FIELD MOUSE 
LOG CABIN 


SS 


SILVER GRAY ; 
Careful Manufacture PEARL GRAY 4 


RED 


Standard Selection cen ie 


GREEN 
HAVANA BROWN 


PRICES NO HIGHER THAN FOR sae 


INFERIOR LEATHER. We can also match 
any color at short 


notice. 


» 





) KALLMAN-NEWCOMB COMPANY 


<\63-65 SOUTH ST. GINSINNAT! BOSTON, MASS. Se. 


MILWAUKEE 


! 1 ~ she ge eS Ahm ST.LOUIS alm Ahm e/ iS y 
Te ee eo ee 5 

















TIPS:—Guaranteed Not to Come Off 


CONSUMERS APPRECIATE THIS FEATURE OF 


“HUBTIP” «“NO-METAL-TIP” SHOE LACES 











Made of First Quality, Fast Color Braid from Tip-to-Tip 
Cannot PULL OFF, FRAY OUT or CATCH IN HOSIERY 
DISPLAY A CABINET OF “HUBTIPS” 


Easily and Conveniently handled. Packed in Single Pair Cartons, 72 pair in Cabinet 


TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


EITHER BLACK, BROWN OR RUSSET ~-.- ASSORTED CABINETS SUPPLIED 
YOUR FINDINGS JOBBER CAN SUPPLY YOU 


MANUFACTURERS 


FRANK W. WHITCHER CO. _ Boston and Chicago, U. S. A. 
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OODYEAR Wingfoot Heels 

wear longer. They keep their 
resilience to the last step. They 
have style and they fit. 


There is no substitute for Goodyear 
Wingfoot Heels, because there is 
no substitute for highest quality. 


No wonder more people walk on 
Goodyear Rubber Heels than on 
any other kind. 


Goodyear Means Good Wear 


ENGFOOT 
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For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 
No. 000 down to No. 6. 
Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher. 











—are made of fully seasoned maple and 
held together at the back by’ a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


_ UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


ARR 
PITTI TTY TET TT © TOTTI TT TTT © TTT TTTTTT TT Te TTT TTTTT TTT © PETTITT TT Te TTT © TTT © TTT © Te TT © Te TT re Th 
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rrr 
A.SHOEWISE 
says— 


‘Fashionable freaks are booming my com- 
fort shoe business. When I sell a woman 
a pair of fancy foot destroyers, I know she’s 
coming back with cringing feet to find con- 
solation in FISHER Comforts. They con- 
tain a trimness that satisfies her desire for 
good looks and the foot-free comfort wins 
her favor in FISHER’S Special Comfort 
Features. Though they look like the best 
—they cost much less. You'll walk a little 
easier yourself when you figure up the 
“profit.” 


FISHER COMFORT ARCH-SUPPORTING PUMPS. 
CARRIED IN STOCK 


Here rare comfort vies with graceful lines and perfect fit- 
ting qualities to make these models leaders of sales. 
Genuine Vici Flexible McKay. Triple E Wide, Reinforced 
Spring-Steel Shank (3 Rivets). Extra Long Instep and 
Arch-Supporting Counter. High Quality Sole, Wingfoot 
Rubber Heel. 

Style No. 018 One Strap. 

Genuine Black or Brown Vici 


Style No. 019 Two Strap 
Genuine Black or Brown Vici 


STYLE No. 018 


STYLE No. 019 


The scientific inner construc- 
tion of FISHER Comfort Shoes 
assures perfect poise and pre- 
vents foot fatigue. 


FISHERLOMFORTS 


ISHER Of \ QW 


LYNN,MASSACHUSETTS 


Boston Office: 216 Lincoln Street 


Chicago Office: 189 W. Madison Street 
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For the finest saddles, Pigskin is incomparable 


No other leather combines such lightness, elasticity and long 
service 


Constant and severe use serves only to further enhance the 
appearance of a Pigskin saddle 
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Counters That Rigidly 
Hold Their Shape Can- 
not Give Foot Comfort 


The great charm about HUB PIGSKIN COUN- 
TERS lies in the comfort they give the wearer, 
while also holding their original shape in the shoe. 


Counters which rigidly hold their shape with no 
natural elasticity do not give with the step of the 
wearer, and therefore fall short of their complete 
duty. 


The natural flexibility of HUB PIGSKIN makes it 
the most perfectly conforming counter leather 
procurable—yet once shaped, it has a natural 
tendency to spring back into that shape, even tho’ 
it responds to pressure of wear. 


With all they are so strong and flexible, HUB 
PIGSKIN COUNTERS are the lightest leather 
counters made, light in bulk weight and actual iron 
thickness, and thus fit into the present style scheme, 
, which calls for continually lighter and daintier 
effects in smart footwear. Take a HUB PIGSKIN COUN- 
TER in your hands and bend it. Re- 
All the goodness of HUB PIGSKIN COUNTERS —_ and it yp back _— 
is based on the fact that the only leather we use in Jp oT 
them comes from a limited, selected area of the skin, 
which is primarily suited for counters. 


. 


A.C.Lawrence Leather Company 
210 South: Street, Boston, Mass. 


Branches: 
NEW YORK PHILADELPHIA CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI 
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Repco Makes Shoes Look New 


Ra is a liquid enamel 
which restores that much 
desired newness to sole edges 
and to heels. 

Your customers prefer Repco to 
any other brand of enamel be- 


cause 
without danger of soiling 
or clothes. 


Repco is easily applied 
ili ands 


Repco contains no varnish, shel- 


lac or other gummy substance— 
but materials that protect the 
leather and prolong its life. And, 
best of all, Repco clings firmly 
and evenly to the surface. It 
does not rub off. 


Repco is made in every stylish 
color—white, ivory, light gray, 
dark gray, champagne and Ha- 
vana toatly 


For Sale by Shoe Finding Jobbers 
UNITEDJSHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. _K. KRIEG, 39 Warren Street, New York 


UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


July 21, 1923 





Dealer Influence is secured thru advertising in the Boot and Shee Recorder. 














Style No. D140 
Ivory Levor's Kid, Field Mouse Trimmed $5.00 


FASHION SHOW STYLES 


Preparation for the Annual St. Louis Pageant of Fashion created many new style 
features which have been developed into stock for the benefit of our many customers. 


Orders for quick delivery are being booked for the above number and all the designs 
shown on the reverse side. Several are ‘‘In-Stock’’ for immediate shipment. 


Get your orders in promptly and be the first to 
offer these Fashion Show Styles in your community 


SWOWs VRS GOWNS, 


Manufacturers St. Louis 
Standard Since 1878 








FOR 








D139—$5.00 D141—$4.50 





Ju 





JULY AND AUGUST SELLING 


These exquisite styles will add tone to your entire shoe ie 
department. You can have these new designs at a time when : 
mid-season selling will be at its height, by mail ordering NOW. 


‘‘ The Paree”’ 
For ** At Once’’ Shipment 


D139—Rich field mouse Levor’s 
kid “‘Paree”’ strap trimmed in 
dark brown. 1%-inch Spanish 
covered wood heel. Cora last. A, 
34-8; B, 3-8; C, 2%-8. 


D141 — Lustrous black satin 
“Paree” strap trimmed with black 
suede. 134-inch Spanish covered 
wood heel. Cora last. A, 34-8; 
B, 3-8; C, 2%-8. 





1D140—See same pattern in Ivory 
on front side. 





‘“‘ The Martha”’ 


In Stock August Ist 


D130—Bamboo suede “ Martha” 
strap trimmed with field mouse 
kid. 2-inch Spanish covered wood 
heel. On new Cleo last. A, 314-8; 
B, 3-8; C, 2%-8. 


D131 — Black satin “‘ Martha” 
strap trimmed in black suede. 2- 
inch Spanish covered wood heel. 
On our new Cleo last. A, 35-8; 
B, 3-8; C, 2%-8. 


“The Stage”’ 
In Stock August 15th 


D148 — Bamboo suede “Stage” 
strap. Strap and inlay of rich 
brown suede. 13-inch Spanish 
covered wood beel. Our new Stage 
last. A, 3%-8; B, 3-8; C, 2%-8. 


D149—Black suede ‘‘Stage”’ strap, 

inlaid with patent. 13-inc 

Spanish covered wood heel. Our 

oe eee last. A, 3%-8: B, 3-8; 
° 2-8. 





D149—$5.00 


“‘ The Reolla”’ 


In Stock August Ist 


D220— Field mouse Levor’s kid 
“Reolla” strap. 14-inch covered 
wood box heel. On our Lark last. 
A, 34-8; B, 3-8; C, 2-8. 


D222—Black suede “‘Reolla”’ strap, 
1%-inch covered wood box heel. 
Our new French last. A, 3%-8; 
B, 3-8; C, 2-8. 








D220—$3.85 D222—$3.85 


DUws Vos GowngQasong, 


MANUFACTURERS ST. LOUIS 
Standard Since 1878 
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Style “Minnehaha” 


Extra fine gauge, heavy 
weight, artificial silk and 
pure Japan silk mixture, 
20 inch boot, elastic mer- 
cerized top, double sole and 
high-spliced heel. Black, 
White, Cordovan, Gray, 
Beige and Fog. Sizes 8% to 
10%. Three pairs to the 
box. ' 


















_— 
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Ankle~Clinging Hosiery 


For All The Family 


a, 


HOW a woman a stock- 
S ing made up of wear- 
ing ability and beauty, 
at a modest price—and the 
sale is made! That, un- 
doubtedly, is why Style 
“Minnehaha” inthe Arrow- 
head line has become such a 
fast moving number. 


This style is made of a mix- 
ture of artificial and pure 
Japan silk giving it all the 
beautiful lustre and sheen 
of pure silk without the 
pure silk price. 


Style “Minnehaha” is beau- 
tifully knit for smart ap- 
pearance. Tailored to cling 
to the ankle, it imparts an 
air of trimness to the wearer 
that is the mark of a care- 
fully dressed woman. 











It is priced to give the 
greatest possible value to 
the purchaser and an _at- 
tractive profit to you. Cus- 
tomers will always come 
back for more. 


Send in your order for this 
rapidly selling style of 
Arrowhead Hosiery. 


RICHMOND HOSIERY. 
MILLS, Inc. 
Established 1896 


Chattanooga Tennessee 












BOOT AND SHOE RECORDER July 21, 1923 

















= 


A “ten footer” shoe shop completely outfitted and accurate in every 
detail, the Rice ¢ Hutchins’ exhibit at the Boston Shoe Show, vividly 
portraying the manner of shoemaking before the days of modern ma- 
chinery and present day factory methods. 


The thoroughness and skill of the early New England shoemakers are 
feature qualities in Rice & Hutchins Shoes of today. 

Such Standard lines as the Educator, All America, Signet, Armada, Arch 
Keeper, etc., have become standards in the shoe world not only because they 
appeal to the retailers’ judgment as honest and profitable merchandise,— 
they have also confirmed this jdgment by years of consumer approval. 


RICE & HUTCHINS 


INCORPORATED 
U.SA. 














* BOSTON 
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A Mistaken Idea of Values 


The Shoe Industry Is in a Much Better Economic Condition 
Than Other Crafts 


HE spirit of “How can I get by without too much 

labor”’ is sweeping through the country. It is the 

outcome of father’s saying, “I’m not going to 
have my son work as hard as I had to.¥ As a result, 
sons don’t want to do much of anything and their 
number is multitude. 

We have an example this past week of how the 
farmer is “‘mad clean through” because he says that a 
big group of workers put in less hours and get more. 
The slump in wheat has nothing on the slump in work. 
If we are to find the real reason for present-day condi- 
tions, it is in precisely the attitude of people towards 
their jobs. 

Next to asking what is the pay, the applicant says, 
“Is there much to do?” Itis difficult to tell the farmer 
that labor in the building trades, iron mills and big 
shops is a closed and limited market and competition is 
not so intense, and every organized effort is made to 
resist liquidation and wages. There is dissatisfaction 
general throughout the farm countries with the present 
economic conditions. There is little effective organiza- 
tion in the distribution of farm products. We are sure 
to hear of many wild nostrums calculated to balance 
work and wages. The farmer is accusing the laborer of 
taking too much and giving less than before. It is 
absolutely true that the farmer’s dollar doesn’t go so 
far and that something must be done in his behalf. 

The issue of a living wage and a high standard of 
living is going to be an uppermost topic for the next six 
months. The disparity of reward for a day’s labor is 
something that has its bearing on the cost of living. 

Fortunate, indeed, is the shoe industry to be able to 
give good values for fair prices. There is no inflation 
in the shoe industry. Leather is not high in cost nor is 
shoemaking relatively as expensive as many of the other 
crafts. Surely merchandising costs have not risen above 
the margin of a very meagre net profit. Ina time of 


elevating costs of living, it is well to remember this 
and to use it in selling talk through advertisements and 
in the store. 





Keep a Book of Styles in Sizes 


HERE always had to be a certain amount of guess- 

ing while placing orders for future delivery. The 
merchant had to guess which styles would sell the best, 
what quality to buy on certain styles, the quantity of 
each style, and the sizes. 

Guess-work in business is always bad, therefore, 
many good merchants have spent much time and money 
in trying to devise ways and means gradually to 
eliminate guess-work in business, with the result that 
the good merchant of today does not do much guessing. 

Be the merchant small or large—if he only would 
keep complete records of his daily business, these 
records are indeed a valuable guide in buying. The 
good business records must show each article bought 
and when sold. Thus, if extreme styles have been selling 
on a certain grade at the rate of a hundred pair a week 
during June, 1923, and if this store is in a healthy 
condition, it is reasonable to suppose that there will be 
about a ten per cent increase in June, 1924. 

A good merchant who at all times has within easy 
reach a book showing him the complete description of 
every shoe bought during the season, and if these shoes 
were sold, how many are there still in stock? If there 
are a good many left-overs they must be pushed, be- 
cause it is left-over stock that eats up the profit. 

It is highly advisable to buy the extreme styles in 
smaller quantities and on each purchase something 
new, thereby eliminating left-over lots which cause 
slow turn-overs. Sizes must always play an important 
part in every order. Left-over sizes must always be 
considered. 
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As Sam Davis, Field Secretary of the N.S.R.A. puts 
it: “The merchant who analyzes, knows, and he 
knows what is necessary to know; he knows exactly, 
not approximately; he has records, not recollections; 
he has the facts right before him in black and white. 
Analyzing means figures instead of experimenting; it 
means statistics instead of guesses; it means results 
instead of regrets; the man who analyzes doesn’t 
depend upon memory, but upon memoranda. 

“The man who is credited with good judgment is 
invariably one who analyzes and compares. He aims 
before he fires. He looks before he leaps. Analyzing 
means that ton of preparation before the ounce of 
effort. It means the hour of thought before the minute 
of talk. It means the weeks of planning before the day 
of action. The merchant who analyzes is not afraid of 
the cost of a complete system of information because he 
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knows that he pays for it just the same if he doesn’t 
have it. He pays for it in the sales and prestige he loses, 
and in the profits he doesn’t make. When you keep full 
records of every condition you will know wby those 
sheets and charts, by those percentages and ¢ompara- 
tive tables in front of you just where you stand. This 
is found to be one of the secrets back of every great 
commercial success today. Daily and weekly sales 
records, perpetual stock reports, so that you can 
tell what might happen instead of relating “how it 
happened.” If you are going to take a walk up a long 
road, when do you want to know whetlier you are on 
the right track? At the end of the road or before you 
start? The more we observe or study the success of 
big concerns, the more we are convinced that it is due 
to analyzing, to possessing specific and correct infor- 
mation.” 








Problem No. 7 in the Foot Fitting Contest for Shoe Salesmen 


Here is a real tender foot. It belongs to an advertising man who for a long time had trouble with shoes 
burning his feet. After trying out a dozen different kinds, he finally hit on one that gave him great relief. 
It was simply a matter of getting the right last and size. Just what would you tell him, if he had told you 
his troubles and wished you to see what you could do in helping him. His standing measures are length 
1034; ball, 914; instep, 9; waist, 854: ball to heel, 84%. A prize of agcopy of Dr. Marshall’s “Foot Knowl- 


edge” goes to the best answer. 
Who Wins No. 4? 


Picking the winner, from such a large field of good clever answers, 
is truly a difficult job. In considering Problem No. 4 in the June 16 
issue, the judges finally sified the answers down to two. Then they 
could not agree. Which letter in your mind covers the ground most 
thoroughly. We would like to hear your opinion. If you have a 
snap shot of yourself, send it in with your answer to future problems. 

The replies of W. S. Hoym, of Clarinda, Iowa; Hal S. Beach, 
Lewiston, Idaho; Albert M. Azalson, Crystai Falls, Mich.: Dale J. 
McCreary, Springfield, Ohio; John Faust, Cincinnati, Ohio, deserve 
special praise, and here are the two which we want all “‘ Recorder” 
readers to pass on! 


Answering Problem No. 4, June 16, 1923 


I believe this long, narrow foot needs a fairly straight narrow 
shoe, probably a bal style, with such an instep measurement. 
Not too heavy a sole and of smooth tan calf with a moderate toe 
and 8-8 heel, half rubber. 

The length of the foot both full length and ball to heel, calls for a 101%. The ball measure is for a very narrow shoe and 
the instep indicates a combination last. Having had trouble with his feet, perhaps a shoe with a built-in arch would be 
appreciated. 

I should fit this foot in an Arch-Preserver or similar shoe, medium square toe last in A 10 or 1044 AA-A combina- 
tion. This will give even support, hold the heel, lace well over the instep and support the arch still leaving plenty of 
room for the toes. 


(Signed) Chester Macleracken. 


Following is My Answer to Problem No. 4 


This young man’s foot shows signs of ill-fitted shoes. To fit him properly, I would suggest a pair of Field & Flint’s Ana- 
tomik shoes as his arch seems to be in a weakened condition. I would use their last No. 3012, which is a modified last, 
plenty wide for comfort, plenty narrow for style. This last will give ample toe room, as his toes have been cramped in narrow 

For this season of the year, I would use kid leather as it will be more comfortable for hot weather. This shoe carries a rather 
long heel which will help brace his ankles as they seem to be a little strained. 

I would fit him in size 114A with a 3 AAA instep, as the combination would be very necessary, especially in a kid shoe 


as they will stretch some and become loose, hence the 3 AAA combination. 
(signed) W. F. McMillan. 
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Boot and Shoe Recorder CREED 
Getting More Shoes Sold Right: not only “more but “right;"* sold for the right purpose, to 


the right wearer, in the right fitting for the right price at the right profit. 


This is the great 


problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Page 
This Summer Put the Jump in Slump. . . .40 


Four pages of additional ideas on how to bait 
the trap to catch the hot-weather shopper. 


What Leading Merchants. Believe Will 
Sell to Women in October, November, 
4 


Detailed descriptions of the stocks which will 
be on sale in different parts of the country 
this fall. 


It’s Easy to Double the Sales In Your 
Hosiery Department 51 


Pioneering—Installment No. 2 
The editor runs all over the country and then 


writes about what he heard and saw. 
What's the Matter With Advertising... .55 


St. Louis Fashion Pageant the Next 
Event in Field of Style 


? 





The Recorder Made Me Do It 


RETAIL shoe merchant from Tampa, 

Florida, called at the Boot and Shoe Re- 
corder booth at the Boston Shoe Style Show 
one day last week. 


“T hadn’t intended coming to the Show,” 
he remarked, “but reading the Recorder 
made me do it. Now I’m glad I came. 


“Do you know,” he continued, “the 
Recorder makes me do lots of things 1 would 
not do otherwise. And the result is I’m a 
better merchant for it. 


“Every clerk in my store is instructed to 
read the Recorder every week. It’s a source 
of inspiration we couldn’t afford to do 
without.” 
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Sag j N* bre A Lively Ad-Visor Series Running Through Eight 
a Issues—on Hot Weather Advertising Methods for 
Immediate Use 





IlII—OoO pening the Public’s Pocket- _ tion? So it is with others. Folks try to wear their 


book Often Eliminates Saturation shoes too long under too varying conditions. 
The right attitude toward shoes is lacking here. 


Slowing up of buying in footwear is due as much It is easy to work out in a window a strip repre- 
as anything to saturation, the natural outcome of senting grassy ground, a pebbly road, a sandy 
a tremendous seasonal impulse to spend money on stretch, the smooth dance-floor. These strips 
shoes and then forget about them. could be a foot wide running from front of win- 

dow to back—actual dirt and stones and artificial 


Ne Ss sai worse on 


~ § economical wear. 
“Its the ‘gmmear | For window cards use this thought, “It’s 
on the ‘ighroad” the ’ammer on the ’ighroad—Footwear sat- 


Footwear satisfaction 
demands severe! pairs 




















Window A—Demonstrales Types 








The attitude held toward shoes is too generally 
the one of, ““Now I’ve got enough shoes to last me 
for months.” 

During these “‘months”’ the shoe store’s patron- 
age is spending time and money on every other 
article of wear but footwear. 























Shoes Can Be Moved up on List of Wearables 


The shoe merchant is concerned principally 
with the thought of wearers. Gradually shoes will 
change from bare necessity to luxury, which 
means full enjoyment of shoes, following the 
efforts of the merchant in placing shoes where 
they belong in the wardrobe. 


Window A—Demonstrates Types Yy 
ourName Here 


There’s,a sole for every pavement from the 
crepe to the turn. The expressman wears patent Street a ‘i Tow rn. 
leather dancing shoes at the time of their greatest 
weakness to rustle packing cases in. After such 
foot-abuse how can any shoe give him satisfac- 
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Ad A—Co-operative with Window 
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mands several 

pairs.”” Or, “Do 
Your Soles Protect Your Feet?’ Again, 
“What Kind of Ground Do You Walk on? 
Pick the Right Sole and be Comfortable.”’ 
**These Soles Take Rough Spots Out of Any 
Road.”’ 


SHOCK ABSORBERS” 


Could You stand 
a SledgeHammer 
Blowon Your foot ? 
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Window B—Concentrates on One Feature 


For the sandy strip exhibit a boot with blucher 
effect and run arrow to blucher pointing out the 
fact that it keeps out irritating sand. For the 
pebbly road, a Goodyear welt; rubber soles for 
the grassy strip; turns in women’s or light welts 
in men’s, for dance floor. 


Ad A—Co-operales with Window 


In the ad copy somewhat like the following 
may be used to sell shoes on the single appeal of 
the kind of sole they carry. This copy is written 
for women’s ad: 

“It’s the ’ammer on the ’ighroad,”’ that’s 
what raises havoc with feet and makes many 
good shoes uncomfortable. Some folks let 
style alter the direction their good sense 
would take—they like the featherweight 
sole for its style and they take it out on roads 
that make it look ridiculous. That’s plain 
talk, but think how rugged and strong the 
Summer Girl looks on the road, and how 
sweetly effeminate on the dance floor— 
WHEN HER CLOTHES ARE WISELY 
CHOSEN TO FIT THE OCCASION. 


Nei 
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isfaction de- Window B—Concentrate on One Feature 


The shock absorber window is another way of 
demonstrating a particular feature. The hammer 
and anvil would be good if used together in this 
window, if an anvil is to be had. If not just the 
hammer with a card reading as follows: 

**“Could You Stand a Blow with This Ham- 
mer on Your Feet? The Shocks of a Day’s 
Walking if Put Together Would Equal Such 
a Blow.” 

At the bottom of the window place a card 
reading, ““These Will Carry You a Long Way 
in Comfort.”’ 

Show shoes in pairs one bottom up with card 
telling name of sole with its particular qualities 
of wear, resiliency or non-skid construction. This 
window is principally to show the various kinds 
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Ad B—Copy Is Important 
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of materials in 
soles. Trade-mark- 
ed soles might be 





the feature of the window. 
Ad B-—Copy Is Important 


In the ad labelled “Shock Absorbers” the copy 
can be straight man-to-man style. 
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Window C—The Blue Ribbon Idea 


“The doctors say that if a man paid as 
much attention to his nervous system as he 
does to the battery in his machine, the aver- 
age life of folks might be raised considerably. 
It is queer, isn’t it? About the same is hap- 
pening to nervous energy as happens to bat- 
teries—it runs down and needs re-charging, 
yet men drive themselves to the last ditch 
often without thought of ‘going easy on the 
battery,’ or ‘re-charging.’ 

“That’s why we call the shoes pictured 
‘Shock Absorbers.’ They save your energy 
without you making a lot of fuss about it.” 


Window C—The Blue Ribbon Idea 


In this window an enormous blue ribbon may 
be featured in the centre with a shoe on a pedestal 
at the top of it. 

A card lettered “*Blue Ribbon Styles’’ would 
appear across the blue ribbon. At the bottom of 
the window a card reading, “Our Blue Ribbon 
Styles are Tested for Material and Work- 
manship. Every Pair that Does not Prove 











Satisfactory will be. Replaced with a New 
Pair Free.”’ 


Ad C— Used in Conjunction with Window 


For a heading on the ad this, ‘Selected by 
Blanktown’s Leading Women.”’ 

Copy as follows: This store is in every pos- 
sible way a clear reflection of what our cus- 
tomers want in shoes. We are here to insure 
your getting the very best possible for your 
money—to interpret the best style of the 
country for you—then if the styles are ap- 
proved as this one is by the town’s women 

. NOTHING THAT WE HAVEN’T DONE 
TO GIVE YOU THE BEST FOOTWEAR CAN 
BE DONE. 

The style pictured in calf is a selected 

style—selected by our customers. We want - 
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Vous Name Here. 
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Ad C— Used in Conjunction with Window 
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your opinion of 
it for fall. We 
want you to see 
its beauty. We want you to feel its snug 
fit on your foot. 


Windew D—‘“‘Showers”’ 


If umbrellas sell faster during a rain storm, 
why won’t shoes also sell better if a rainy day 
comes along? 
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Window D—*Showers”’ 


It’s just using a common topic of interest as a 
reason for buying. It’s really more, because there’s 
an affinity between not overstrong lungs and wet 
feet that most people are aware of. 

A pair of big dolls might be used for the figures 
each—man and woman—with a pair of rainy day 
shoes on. 

Above them rig a regular shower bath attach- 
ment to which is attached a hose running from 
the water tap . . . use a fine spray. The figures 
are to carry an umbrella to shed the spray. A 
shallow pan with pebbles in the bottom and a 
dirt covering or cloth covering stretched on a 


NEXT WEEK! 
Meeting the Vacationists’ New Standards 
Formed While Away from Home 





WAIT FOR IT! 


BOOT AND SHOE RECORDER 


they will will by > wy” f 


frame to represent a sidewalk that will let the 
water through into the pan. From the pan run a 
hose to the back of the window and into a pail 
that will catch the overflow and which may be 
emptied occasionally during the display. 

On a card covering the spray nozzle letter 
“Weather for Today—SHOWERS.” 


Ad D—Weather Copy Used 


Showers—Tomorrow, may spoil your dis- 
position or your shoes—if they can’t stand 
wet. 

The man who wears the shoes shown will 
never be accused of living with a soggy frame 
of mind. 

Better stop in today. A tight pair of shoes 
may help you through a tight place on a 
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Ad D—Weather Copy Used 
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Five Associations Find a Common 
Retail Problem 


Washington, July 10 

HE elimination of waste in distribution and more 

modern merchandizing methods in the retail shoe 

industry will be made the basis of an exhaustive 
study by a special committee appointed by the repre- 
sentatives of the principal retail associations who met 
here this week at the invitation of the U. S. Department 
of Commerce. 

In addition to members of the National Shoe Re- 
tailers’ Association, five delegates were named from 
each of the following associations: The National Asso- 
ciation of Retail Grocers, the National Retail Dry 
Goods Association, the National Association of Retail 
Clothiers and the National Retail Hardware Asso- 
ciation. 

Separate investigations as to ways and means of 
eliminating waste in distribution will be made by com- 
mittees appointed by these Associations. These Com- 
mittees who will study their own particular field will 
make a preliminary report to the Department of Com- 
merce, who will call another meeting of the representa- 
tives as soon as these reports can be compiled and then 
take up their consideration. 

In a word what the Department hopes to do, in so far 
as possible, is to “standardize” retail merchandizing 
in the fields named to the end that retailers may elimi- 
nate some of their waste. 

The Committees prepared tentative lists ofcommodi- 
ties which would most fully reflect each of the industries 
and afford a basis for tracing back through all pro- 
cesses of raw materials. 


Henry E. Hagan as Chairman 


The Committee that was chosen to make the 
preliminary survey in the shoe retail field was headed 
by Henry E. Hagan, who will serve as Chairman, F. E. 
Ballou, V. E. Vaile, J. E. Wilson and Arthur Burt. A 
committee from each of the other associations was also 
named to make the preliminary survey in their own 
particular field. 

One of the outstanding features of the first meeting of 
the General Committee was the assertion by practically 
all of its members that the real functions of retailing in 
the various industries are identical. 

A Committee, headed by Harold R. Young, as 
Chairman, who is affiliated with the National Retail 
Dry Goods Association, was appointed to prepare 
questionnaires adaptable to each of the industries but 
so standardized as to reflect similar facts to the Divi- 
sion. It is the plan to send these questionnaires out to 
the trade and learn first hand just what are considered 
the outstanding problems in distribution in the shoe, 


clothing, grocery, and hardware retail fields. George P. 
Spangler was chosen to represent the National Shoe 
Retailers’ Association on this particular Committee, 
which will make its report as soon as possible. 

At the close of the three days’ session the conferees 
expressed satisfaction at the beginning made at the 
initial conference. ‘Little can be said of our first meeting 
in the way of accomplishments,” Mr. Arthur Burt, of 
the Shoe Dealers said, following the close of the con- 
ference, “because of the fact that we met merely to lay 
the ground work for what we believe will ultimately re- 
sult in a big saving in the retail field.” 


To Educate and Inform Public 


At the close of the conference the following statement 
was issued by the general Committee, as being 
“official.” 

“The conference of representative retail trade asso- 
ciations recognizes the value of an exchange of view and 
of a presentation of the specific problems inherent in 
their several branches of retailing and expresses great 
satisfaction in the fact that a disinterested branch of the 
Government, like the Department of Commerce, has 
undertaken a study of the facts of retailing. 


“The conference expresses the hope that the De- 
partment of Commerce will undertake not only to edu- 
cate and inform the public as to the facts of distribution, 
but that it will assist in the dissemination of knowledge 
to the men who are themselves engaged in retailing con- 
cerning problems of distribution, not only in their own 
retailing spheres, but in the producing and manufactur- 
ing field as well, and that the Department will gather, 
correlate and compile the facts and figures of distribu- 
tion, and that it will give the results such practical 
analysis, interpretation and publicity as will best serve 
the interests of the consumer, producer and distributor 
alike. 

How Merchants Will Be Given Assistance 


“Tt is the judgment of the conference that the De- 
partment of Commerce can materially assist retailers to 
render the most efficient service by directing studies in 
the entire field of domestic commerce, with the object 
of improving practices, determining justifiable costs and 
eliminating wastes.” 

The work of correlating the various surveys made by 
the different committees is in the hands of Irving S. 
Paull, special assistant to Secretary Herbert Hoover, 
who has only recently completed his survey of marketing 
and distribution made by the Joint Commission of 
Agricultural Inquiry. As the Department’s Distribution 
Analyst, Mr. Paull will serve as liaison member on the 
Committee and Secretary Hoover's representative. 
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The First Lady of the Land Is as Stylish as 
She Is Sweet 


The little episode surrounding this picture needs telling. At Swope Park, Kansas 
City, the combined troops of Boy Scouts were assembled in front of a platform, from 
which Secretary Work made a brilliant address firing youth with American ideals. 

When Mrs. Harding arose to speak, she beckoned to the scout master to bring the 
boys up closer to the platform for the front ranks stood at attention fifty feet away and 
the most distant lads were but a speck on the horizon. 

The rush forward was almost overwhelming and you see Mrs. Harding vigorously 
applauding the charge of the boys’ brigade. Our picture shows Mrs. Harding in a Hard- 
ing blue bonnet, a blue figured silk dress, blue hosiery and the smartest gray ooze and 
gray kid trimmed slipper that the arts of a trade could fashion. Perhaps a vogue for 
gray has a notable sponsor. 























BOOT AND SHOE RECORDER July 21, 1923 


 Waat LEADING MERCHANTS BELIEVE 
WILL SELLAr WOMEN 


N the light of the National Styles Report prepared for retail selling in October, November and De- 

cember, il is interesting lo study the questionnaires which formed the basis for that style platform. 

It is the custom of the National Shoe Retailer’s Styles Committee, Harry C. McLaughlin, chair- 

man, to send out prior to the meeting, a questionnaire itemizing the styles under consideration to get 

the local and territorial opinions of leading merchants. These questionnaires are prepared with the view 
of giving the committee as much information as possible. 

Compare each merchant's opinion as given herewith with the national report as featured in our last 
week's issue on pages 40 and 41. Remember, the National Report deals with ihe general trend, whereas 
these local opinions give specific information as to each merchant's style judgment for the months of 
October, November and December. 

We are classifying in this week's issue women’s shoes in six seclions—conservative wells, fashion 
welts, sport wells, conservative turns, fashion turns, and evening slippers. 

Under conservative welts, the definition as adopted by the association is “‘the staple shoes of the store, 
conveying merits of service, comfort and appearance.” 

To give a difference and distinction between conservative welts and fashion turns, the interpretation 
of the word “fashion welt’’ is, “a type of welt construction embodying as far as possible lightness of 
weight, close edging and trimness of lines.”’ 

The National Styles Report made no specific mention of sport welts, classifying them under Fashion 
wells because they are of sport types in patterns and materials for ordinary wear as against the true 
sport welts, designed for the actual participant in sports. This is a point of difference that it is well to 
emphasize here before you study the opinions of the merchants. 


SURVEY FROM HOUSTON, TEXAS Fashion Turns 


Conservative Welts Patterns One, two and three straps and cross straps, also 
anklets with narrow straps and oxford ties in plain 


Patterns 
Lasts 
Materials 


Heels 


Patterns 


Heels 


Materials 


Lasts 
Heels 


Materials 


Patterns 
Heels 


Materials 
Lasts 


Subdivided into oxfords and straps. 

A continuance of the present round wide toe. 

A continuance of plain leathers in black kid and 
brown kid and in brown calf skin. 

8-8 to 13-8 plain leather heels. 


Fashion Welts 


One, two and three straps with a slight tendency 
towards tiny buckles, and oxford patterns both 
plain and with narrow, dainty trimming effects. 
10-8 to 14-8 covered wood box heels and same height 
in plain leather heels. 
Shades of brown leathers in calf skin and brown kid 
skins, ooze, buck and suede in plain leathers trimmed 
in monotones to match, trimmings to be narrow or 
ribbon-like effects. 
Round toe with tendency to wider. 
8-8 to 14-8, mostly plain leathers and some covered 
box heels. 
Shades of brown calf, suede, ooze and buckskin, and 
somé in the pebbled-grain leather with monotone 
trimmings in narrower and daintier effects, so as to 
be worn not only with sport attire but with street 
costume. 

Conservative Turns 


A continuance of the present one and two straps and 
oxford patterns. 

Covered wood heels and plain leather heels, 8-8 to 
14-8 in height. 

Black and brown kid leathers as heretofore. 
Medium toes with tendency to rounder toes. 


leathers and with daintier and narrower trimmings 
in monotone effects. 
Wide round toes such as a medium French and 
French toe last. 
Covered wood box heels 12-8 to 14-8 and Louis and 
Spanish 13-8 to 17-8. % 

Materials Brown and the softer, lighter shades of brown calf 
and kids, ooze, suedes and buck leathers plain and 
with trimmings in narrower and dainty effects. 


Evening Slippers 

Patterns Narrow, dainty, light strap effects will predominate 
with silver and gold leather trimmings. 

Lasts Medium round toes in keeping with present trend. 

Materials Silver and gold brocaded cloths, plain and trimmings 
of silver and gold leather in narrower effects. 

Heels 12-8 to 14-8 covered wood box heels, Louis and 
Spanish 14-8 to 17-8. 

In shades of brown leather such shades as Log Cabin, Otter, 
like Grison No. 53 Field Mouse Kid. By narrower and daintier 
trimmings, I mean, that trimmings should not be cut as large 
or as clumsy as heretofore but smaller and more artistic and 
less noticeable, but by all means have trimmings on some Fashion 
Turns and particularly the sport shoes, if leathers will permit. 

(Signed) Buckley Shoe Co. 


SURVEY FROM NEW ORLEANS, LA. 
Conservative Wells 


Patterns Two-strap oxfords. 
Lasts Medium toe. 
Heels 8-8 to 13-8. 





July 21, 1923 








BOOT AND SHOE RECORDER 











Materials 


Patterns 


Lasts 
Heels 
Materials 


Materials 


Materials 


Materials 


Patterns 
Lasts 


Brown shades of ooze, tan calf, black and brown 
kid, combinations of calf and kid with ooze. 


Fashion Welts 


Goring effects (do not look for much business on 
fashion welts). 

Medium round toes. 

13-8 Cuban. 

Oozes and brownish tinges (log cabin) (black) all 
trimmed with blending materials. 


Sport Welts 
Oxford 
Medium round toe. 
Spring and 8-8. 
Grains and tan calfskins, some blending of shades 
in saddles and inserts. 
This business will not be heavy this fall—some 8-8 
heel combination straps will go well. 


Conservative Turns 


One strap, two strap and cross strap. 

Medium toes. 

13-8 Cuban, 14-8 Spanish. 

Brown kid, brown ooze, black kid, black ooze, black 
satin. : 


Fashion Turns 


Light, airy straps, gorings in cut-outs. 

Modified French and French. 

17-8 and 16-8 (over all) also in 13-8 Cuban and 
Spanish. 

Brown shades ooze, brown shades kid, black satin, 
some brown satin (field mouse and camel). 

Beige ooze with patent and dull calf—some patent. 


Evening Slippers 


Sandal effects—cut-out sides—light straps. 
French for high heels, modified for low. 
17-8, 13-8 Spanish. 
Silver brocade also with silver kid. Gold, paisley, 
delicate ooze shades trimmed with matching of 
satins with gold and silver trimmings. 

(Signed) I. R. Jacobs. 


SURVEY FROM TEXARKANA, TEXAS 
Conservative Wels 


Oxfords leading, straps second. 

Medium full toes. 

12-8 to 14-8. 

Kid and calf, ooze next, brown colors preferable. 


Fashion Welts 


Straps, cutout oxfords, and one or two eyelet effects. 
Tendency toward fuller toes. 


Heels 16-8 and 17-8 Spanish and 13-8 and 14-8 box or 
Spanish. 

Materials Colored kid plain or trimmed in blending shades of 
ooze. Probably patent to some extent and ooze. 


Sport Welis 


Patterns Oxfords best, straps with buckles. 
Lasts Medium full toes. 

Heels 8-8 to 12-8 Military. 

Materials Calf, kid or ooze, brown shades best. 


Conservative Turns 


Patterns Simple strap effects, oxfords. 

Lasts No change. 

Heels 10-8 to 14-8 military. 

Materials Kid and calf, brown shades and black. 


Fashion Turns 
Patterns Straps best with a tendency toward simpler effects, 


cutout oxfords or ties, gorings not desirable. 

Lasts Tendency toward fuller toes—the French last a 
problem yet in this section where narrow feet 
predominate. 

Heels 13-8 to 17-8 Spanish best, Louis next, 12-8 to 
14-8 box. 

Materials Ooze leading, kid next, satin third, shades of brown 
best, indication of some patents. 


Evening Slippers 


Patterns Straps best, pumps suitable for ornaments next. 

Lasts Slightly fuller than formerly. 

Heels 15-8 to 17-8 Louis and Spanish. 

Materials Metal cloth best, satins next, patents third. 
(Signed) H. H. Watson. 


SURVEY FROM ALTANTA, GEORGIA 


Conservative Welts 
Oxfords. 
Medium vamp and toes. 
12-8 
Brown kid, black kid, Russia calf. 


Fashion Welts 
Fancy straps. 
Medium to modified French. 
12 to 14-8. 
Medium to dark brown and black ooze and kid skins. 


Fashion Turns 


Straps of all kinds. 

Medium to French lasts. 

12-8 to 14-8 Military, 14-8 to 17-8 Spanish Louis. 
All shades of brown ooze and kid skins, black ooze, 
black and brown satin, patent and black kid. 











BUUOT AND SHOE RECORDER 


July 21, 1923 














Patterns 
Lasts 
Heels 
Materials 


Patterns 
Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 
Lasts 


Patterns 
Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 
Lasts 
Heels 


Materials 


Patterns 
Lasts 


Heels 


Materials 


Evening Slippers 


Straps of all kinds. 

Medium to modified French. 

12-8 to 14-8 Military, 14-8 to 17-8 Spanish Louis. 
Silver and brocade and fancy cloths, black and 


brown satin. 
(Signed) Byck Bros. 


SURVEY FROM COLUMBUS, OHIO 
Conservative Wells 


Plain oxfords. 

Conservative, medium full and orthopedic tailored. 
10-8 to 13-8. 

Black and brown kid, black, tan and brown calf. 


Sport Welts 


Sport oxfords, collar effects, etc., tailored straps. 
Square medium full, high side walls. 
9-8 to 12-8. 
Beige, otter, log cabin and brown suedes, trimmings 
to match. 

Fashion Welts 


Cannot see fashion welts. 
Conservative Turns 


One and two straps. 

Medium and full. 

12-8 to 15-8, box and Baby Louis and Junior French. 
Black satin, black kid. 


Fashion Turns 


Very fancy, side gores, cutout effects, fancy straps. 
Medium, semi-stage and full French. 
15-8 to 18-8 full Louis and Spanish. 
Black and brown satin, all shades of brown suedes, 
patent and black suede. 
Evening Slippers 
One straps, fancy straps. 
Medium, semi-stage. 
16-8 to 18-8, full Louis and Spanish. 
Silver and gold brocade, white satin, paisley cloths. 
(Signed) A. E. Pitts Shoe Company 


SURVEY FROM NEW YORK CITY 
Conservative Welts 
One and two straps and oxfords. 


Same as recommended for July, August and Sep- 
tember. 
Same as recommended for July, August and Sep- 
tember. 
Same as recommended for July, August and Sep- 
tember. 


Patterns 

Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 
Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 





Fashion Welts 


No change over previous recommendations. 


Sport Welts 
Same as above. 


Conservative Turns 
No change since previous recommendations. 


Fashion Turns 
Same as above. 


Evening Slippers 
Same as above. 
(Signed) Percy E. Hart 
Cammeyer 


SURVEY FROM NEW YORK CITY 
Fashion Turns 


Cutout and gore and straps also anklettes. 

Shorter vamps. 

Spanish, Cuban and Military. 

Black and colored ooze and kid, patents and satins, 


Evening Slippers 


Fancy cutout straps, anklettes, cutout pumps. 
Shorter vamps. 
14-8 to 18-8 mostly Spanish and a few Louis. 
Patent, satin, gold and silver kid also brocades, 
paisley and tinsel cloths ; 

(Signed) Sol Mayer 


SURVEY FROM BOSTON, MASS. 
Conservative Welis 


Oxfords. 
Medium. 
Medium. 
Black and tan kid, black and tan Russia calf. 


Fashion Welts 


One and two straps. 

Medium toe. 

10-8 to 14-8. 

Black and tan Russia calf and colored buck. 


Sport Welts 


Brogue oxfords and straps. 
Medium. 

Medium. 

Combinations. 


Conservative Turns 
Straps and gore. 
Medium. 
Medium. 
Kid and oozes. 
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Patterns 
Lasts 
Heels 


Materials 


Patterns 
Heels 
Materials 


Patterns 
Lasts 
Heels 
Materials 


Patterns 
Lasts 
Heels 
Materials 


Patterns 
Lasts 
Heels 
Materials 


Patterns 
Lasts 
Heels 
Materials 


Patterns 
Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Fashion Turns 


Straps and tongues. 

Medium. 

14-8 to 16-8. 

Oozes and satins, patent leather. 


Patterns 
Lasts 


Heels 


Evening Slippers 
Materials 


Straps and opera. 
14-8 to 16-8. 
Brocades and satins. 
(Signed) F. E. Porter, 
Thayer McNeil Company 


SURVEY FROM LOS ANGELES 


Conservative Welts 


Patterns 
Lasts 
Heels 


Materials 


Patterns 
Lasts 
Heels 
Materials 


Oxfords, straps, some boots. 

Medium toe, broader for lower hee!s. 

10, 12 and 14-8. 

Black kid, brown kid, some ooze calf, very few grain 
calf skins in our country. 


Fashion Welts 
Oxford and strap. 
Medium toe for higher heels. Broader for low. 
14 and 12-8. Leather and wood Cuban. 
Black and brown kid, black and colored oozes, 
(wood tones). 


Patterns 
Lasts 
Heels 
Materials 


Sport Welts 


Mostly oxfords, some strap. 

Medium, broader on lower heels. 

10-8 to 14-8. 

Ooze leathers in brown and beige shades, plain and 
trimmed with harmonizing leather of calf and kid. 
Black ooze with calf and kid trimming of same color. 


Patterns 


Lasts 
Heels 
Materials 


Conservative Turns 


Strap and oxfords. 

Medium broad toe. 

10 to 14-8, leather and wood. 

Black and brown kid, some suedes in same colors. 


Fashion Turns 
Mostly straps, some fancy oxfords and gorings. 
Medium broad, some broad French. 
14 to 18-8 French and Spanish. 
Black and colored ooze in wood shades, colored kids 
in champagne, field mouse and browns, satins, 
patent leather. 


Evening Slippers 
Straps, a few operas and gorings. 
Medium, broad and broad French. 
14 to 18-8 French, some Spanish. 
Metal brocades in silver, gold and colors, satins, 
plain and brocades, in black, white, some colors. 
(Signed) F. H. Bush 


Patterns 
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SURVEY FROM SAN FRANCISCO 
Conservative Welis 


Straps and oxfords. 

Present type to continue with tendency towards 
fuller toes. 

9-8 to 14-8. 

Black kid, brown kid, tan calf, black calf. 


Straps, oxfords and gorings, Straps to predominate 
Present trend with tendency towards fuller toes. 
Box and leather. Heights 9-8 to 14-8. 
Patents, brown, fawn and grey buck or ooze, sold or 
combined with tan Russia, brown kid, patent or 
black calf. 

Sport Wells 
Oxfords and straps. 
Medium and wide. 
7-8 to 12-8. 
Brown leathers, plain and trimmed, black leathers, 
plain and trimmed. 


Conservative Turns 


Straps and gorings. 

Medium. 

Box, Spanish, Junior Louis, 10-8 to 14-8. 
Patent, black satin, black and brown kid. 


Fashion Turns 


Straps will predominate, some fancy effects prevail- 
ing with interspersing of sandal effects and gorings 
(both front and side). 
Medium toes. 
12-8 to 18-8. 
Patent, black satin, black ooze, various new shades 
of brown ooze, solid or with blending or contrasting 
combinations medium grey ooze, bronze kid, brown 
satin. 
Evening Slippers 
Straps 75%, very light and airy. 
In keeping with present trend. 
Box or Junior Louis, 12-8 to 14-8, Louis and Spanish 
14-8 to 18-8. 
Black satin, silver brocade, gold brocade, multi- 
colored brocade, solid or combined with silver or 
gold kid strappings, white satin. 
(Signed) Harry A. Gibson 
The White House 


SURVEY FROM BOSTON, MASS. 
Conservative Welts 


One straps and two straps in big demand, small 
percentage of oxfords. 

Medium toes, slightly narrower than’they have been. 
12-8 and 13-8. 
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Materials 


Patterns 


Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 


Lasts 
Heels 
Materials 


Patterns 


Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Vaterials 


Patterns 


Brown leathers in both tan calfskin and suede with 
suede predominating; black leathers much stronger 
than last season. 


Fashion Welts 


Straps will predominate; fair percentage of center 
straps. Oxfords in small amount. 

Tendency toward a little narrower toe. 

9-8 to 14-8. 

Two tone brown with fair percentage of greys; also 
solid colors of colored ooze plain and trimmed; fair 
percentage of patents and black kids. 


Sport Wells 


Two tone, namely brown with suitable trim. 
Medium. 

8-8. 

Brown predominating, fair percentage of grey. 


Conservative Turns 
Straps will predominate; fair percentage of center 
straps. 
Slightly narrower toes in better grade shoes. 
9-8 to 14-8 covered. 
Black satin, brown satin, patent with suitable trim, 
also black and brown kid, big percentage of Log 
Cabin, Mandalay, grey and beige. 


Fashion Turns 
Straps predominating, center straps very good; few 
strip pumps; overlays very good. 
Medium toes slightly narrower. 
13-8 to 17-8 
Brown ooze and brown satin, plain also with suitable 
trims; grey ooze and kid leathers; black satin, patent, 
black kid. Big percentage of Log Cabin, Mandalay, 
grey and beige. 


Evening Slippers 
Straps will be best. 
Slightly narrower. 
Louis or Spanish 14-8 to 17-8. 
Silver and gold brocade, black satin, brown satin, 
white satin and white kid. 
(Signed) W. W. Willson 


SURVEY FROM PHILADELPHIA, PA. 


Conservative Wells 


Oxfords, one and two straps. 
Medium and full toes. 
10-8 to 13-8. 
Black and brown kid, black calf and medium shades 
of tan calf. 
Fashion Welts 
One, two and three straps and gores with and without 
neat cutouts and underlays. 


Lasts 
Heels 
Materials 


Patterns 


Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 


Lasts 
Heels 
Materials 


Patterns 


Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Medium and modified French toes. 

10-8, 12-8 and 14-8. Leather and covered. 

Oozes in black and brown tones, some greys, black 
and tan calf and combinations. 


Sport Wells 


Medium wing and straight tip oxfords, perforated 
or stitched. One and two straps. Saddle oxfords 
and straps. Some plain toes. Blucher and straight 
lace. 
Full round toes and neat square toes. 
8-8 and 10-8. 
Tan and black calf and boarded or grain leathers 
strong. 

Conservative Turns 


One strap. 

Medium toe. 

14-8 Spanish or 12-8 box. 

Black kid and calf, black and brown ooze, patent 
and black satin. 


Fashion Turns 


Anything pretty. Not too extreme. New impetus for 
gores. Attractive cutouts and underlays. Some 
opera pumps. 
Medium toe and French modified toe. 
14-8 and 16-8 Spanish or Louis, 12-8 covered box. 
Patent leather, black and brown satin, black ooze 
and brown tone ooze, some greys kid or ooze, field 
mouse kid, bronze kid. All these in attractive com- 
binations. 

Evening Slippers _ 


Attractive strap patterns, dainty, slender in design 
lace cutout effects and some opera pumps. 
Medium and modified French toes. 
14-8 and 16-8 Louis. 
Silver and gold brocades, all tinsel cloths of attrac- 
tive designs, embracing all the different colors. Some 
colored satins. 

(Signed) Wm. A. Gueting 


SURVEY FROM WASHINGTON, D. C. 
Conservative Welts 


Oxfords and straps. 

Medium toes. 

12-8 to 14-8. 

Tan calf, black kid, suedes, patent, brown kid. 


Fashion Wels 
Straps and gorings. 
Medium to full. 
12-8 to 14-8. 


Suedes, beige, brown, black, patent. 
(Continued on page 60) 
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Practically the entire stock is visible in this show case, making it easy for the customer to make a choice 
and for the salesmen to find what they are looking for 


It’s Easy to Double the Sales in Your 


Hosiery Department 


"TF you are running a shoe store and in it you havea 
hosiery department, which is very essential, you 
can double your hosiery sales by having the shoe- 

men boost your hosiery. For instance, if a man sells his 

customer a pair of brown slippers trimmed in otter or 
suede, he can say to his customer: 

“ “Come up to the hosiery counter with me. I want 
you to see the beautiful hose we have to match these 
slippers.” 

“And nine out of ten will buy those stockings as it is 
easier to make up one’s mind to buy stockings to match 
while the shoes are new. If a customer waits until the shoes 
have been worn, she is likely to decide that she has hosiery 
at home which is good enough for the partly scuffed 
footwear.” 

Two Pathways to Success 

To this plan of suggestive salesmanship, plus the 
effect of a new display case in which the entire range of 
colors and materials is visible to all customers, Miss 
Margaurite M. Glass attributes the success of the hos- 
iery department over which she presides in the Buckley 
Shoe Store, Houston, Texas. 


Medium Priced Hosiery Sells Well 
“My experience in the hosiery game,” says Miss 
Glass, “is that medium priced hosiery sells much better 


than the more expensive qualities of today. Of course, 
I don’t mean to emphasize that the better qualities 
don’t sell, but I do mean that women of this day and 
time are more economical since the late World War than 
ever before. For instance, if five customers would walk 
into our store and they all wished to see hosiery, four 
out of the five would ask for the medium-priced hosiery. 

“We carry in our stock a most complete line of chif- 
fon, and medium-weight hose, ranging in price from 
$1.50 to $3.50 and our best seller today is the $2.00 
quality in all the new light shades, such as atmosphere, 
cinnamon, faun, etc. 


Don’t Show Too Many Styles 


“Personally, I do not approve of showing the cus- 
tomer so many different styles as it gets one confused 
and she is at a loss to know which is best to purchase. 
After the customer has made plain to you the color and 
style she desires, bring one or two out for her inspection 
and try to get her interested in the one you would like 
best to remove from your stock. 

“Some hosiery departments don’t believe in the turn- 
over system, but T. O.’s in the hosiery game are just as 
essential as in the shoe or any other department. If you 
have several girls in the department with you, and one 
has a customer she cannot please, the best thing she 
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can do is to turn that customer over to the one who has 
charge of it.” 


How New Display Case Works 


Increased hosiery sales with less stock have been 
accomplished by the Buckley Shoe Store of Houston 
through the installation of the display case referred to 
above. 

The case is now in its third month as part of the 
equipment of the Buckley store. Hosiery sales are 25 
per cent higher than they were under former methods. 
It has been found that this volume of business can be 
done with 50 per cent less stock, which is being reduced 
to that amount. Aside from the sales increase and the 
reduction in inventory, the new system requires the 
service of fewer saleswomen. 

Visibility seems to have been the foremost thought 
in designing the case installed for the Houston store. 
It provides a display system, which places the whole 
stock of the hosiery department before the eyes of the 
buyers. 

All drawers in the case have glass fronts, through 
which each shade and color and grade of hosiery carried 
in stock are instantly visible to the buyer, who ap- 
proaches the department. This permits the buyer to 
make selections from stock while it is on display. It 
also permits the saleswoman to show the stock selected 
without loss of time as required under the older method 
of searching for the color and size of hosiery wanted 
after listening to the wants of the buyer. 


Hosiery Stock Kept Lower 


“Our books always showed us that our hosiery stock 
was too big,” said Mr. Buckley in discussing this 
feature of the department. “But we could never reduce 
our stock in keeping with the story the books told. 

“With this system of stock keeping, the whole stock 
is before our eyes. We do not buy now under the im- 
pression we have only three pairs of a certain shade of 
brown hose, We go to the proper drawer of the display 
case and see how many are there. When our hosiery 
stock was carried in boxes, it was less convenient to do 
this, so inconvenient that it was seldom done.” 

Another benefit of the visibility method is that sales- 
women cannot forget their stock. If a call is made for a 
certain shade of brown, it is a quick matter to glance 
at the proper tier in the case and see if it is in stock. 
This has had its share in increasing sales volume, as the 
best of sales persons sometimes forget about a certain 
color of hose that may be called for. 

Above the drawers, which hold the stock of the hos- 
iery department, there are three display compartments 
in the case as designed for the Buckley store. As cus- 
tomers leave the store, the first compartment to be 
seen is that of hosiery for children. The department is 
on the right side of the store at the front. 

It has been found by experiments that the depart- 
ment draws more customers when this display of chil- 
dren’s footwear is given first place in the arrangement. 
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“It is because women are more interested in their 
children than in themselves,” said Mr. Buckley in 
offering explanation. “They stop more quickly to see 
stockings for the children. We have tried it both ways 
and we know.” 

In the middle section, the display is devoted to 
hosiery for women. After hosiery for the children has 
drawn the woman buyer, next comes something for 
herself. The third section is often given to another dis- 
play of women’s hosiery. This display is varied, how- 
ever, as children’s shoes are at times displayed in it. 





A New Moccasin-Type Shoe 


Known as the Eski-Moc Line and Made by Donn D. 
Sargent Co., of Salem, Mass. 


Recognizing the very great demand for a moccasin 
type welt shoe, not only for sport wear, but also for 
street, school and work service, Donn D. Sargent Co., 
of Salem, Mass., have introduced their new line of 


Women’s hunting boot of elk- 
finished leather from the Eski-Moc 
line of Donn D. Sargent Co. 


Eski-Mocs, to the manufacture of which they will 
devote the entire factory No. 2. 

The new line as presented is a very broad one, and 
embraces practically any demand that can be made for 
a shoe of this type. 

It ranges from high hunting boots and sport boots 
for both men and women down even to little shoes for 
tots. Between these extremes runs a whole scale of shoes 
for street, sport, school and work in great variety. 

Eski-Mocs are made over modernized lasts by the 
Goodyear Welt process. They have a strongly con- 
structed, non-ripping vamp seam of a new type, and 
possess refinements over the Indian idea of the moc- 
casin. 
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The Merchant Feels that No Problem of Stock or Style Takes 
Precedence Over the Prosperity of His Community 


PIONEERING—Second of a series of articles by the Editor based on 
facts gleaned during a coast to coast survey. 


N this cross-country survey of business we took 
occasion to summarize national impressions in our 
issue of July 7, and now we step out on the first leg 

of the journey into communities large and small, to 
sense, if possible, local influences, good or bad, affecting 
the merchandising of footwear. 

So much has been said about factory and mill town 
conditions that we take a “seven league”’ step over 
Massachusetts, New York, Indiana, Ohio and Illinois, 
because no outstanding principle is revealed—business 
is good and is relative to factory payrolls. The financial 
charts show a few wobbly lines, but in the main people 
are buying a fair supply of shoes—girls who work and 
who spend most of what they get for apparel, have not 
suddenly changed to “pinch-pennies”—and stores are 
offering such remarkable values in footwear that they 
are putting a jump into the summer slump. Money is 
not as tight over the fitting stool as some of the mid- 
season clearance shoes are to the customer. 


As Good As Wheal? 


“As good as wheat” was a saying that carried weight 
in every mid-western state, year after year for the 
market was fairly constant and the price sure. Dollar 
wheat and “‘sixteen dollars a day for brick layers’’ has 
changed the slogan “‘as good as wheat”’ to one “as good 
as brick laying.”’ The standards of value have been 
altered—there is no contentment in the farmer’s mind 
for his bushel of wheat is a false measure of what his 
day’s work is really worth. 

Here is the kernel of the farmer’s discontent; we have 
it from J. S. Wanamaker, president of the American 
Cotton Association: 

6314 dozen, or 762 eggs, pay a plasterer for one 
day’s work of eight hours. 174 bushels of corn, or 
a year’s receipts from half an acre, pay a brick- 
layer. 

23 chickens, weighing three pounds each, pay a 
painter in New York. 
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12 pounds of butter, or the output from 14 
cows, fed and milked 24 hours, pay a plumber 
$14.00 a day. 

175 pounds of hog, eight months’ feeding and 
care, pay a carpenter. 

These facts are mighty significant in the light of 
what has happened in Minneapolis. They illustrate to 
the farmer’s mind the gross inequality of values today. 
By good fortune, we made a two days’ stop in Minne- 
apolis and St. Paul and had occasion to listen to the 
stumping of the senatorial candidates. There is a lesson 
to the merchant in the methods used. One candidate by 
the classical selection of words, painted pictures con- 
vine:ng to the business man that war time deflation 
was a matter of time and study and that, eventually, the 
farmer would get more for his work and investment. 

The other candidate had a faculty of thinking 
straight and talking pretty straight and bluntly on the 
subject of agriculture. His delivery was clumsy but 
direct—he talked to the farmer in his own language. He 
saw that agriculture was being squeezed while other 
industries were flourishing and prosperous. 

He did not consider the world wide wheat market and 
that the price of grain is ultimately fixed by what the 
exported surplus brings in Liverpool. 


Everything Based On Wheat 


Nobody talks anything else but wheat in Minnesota. 
You can’t miss the subject for the huge graineries 
dominate the sky line, the light feathery chaff floats 
like motes before the eye all over the Twin Cities and 
far into the country. It was wheat that made the elec- 
tion of a radical dirt farmer possible. The results of 
the election is the political expression of the economic 
grievance of the farmers. 


A Better Marketing System Needed 


In the next three months there will be many country 
fairs and farm week celebrations. The topic uppermost 
will be strengthening the buying power of the farmer by 
securing for him a better market for his products and 
assisting him to put it on a more scientific foundation. 
The merchant situated in a strictly agricultural vicinity, 
must be a strong ally in correcting the mental troubles 
which come from the low selling price of farm products. 
This is a far more important topic than the up-and- 
down swing of the stock market chart for upon it rests 
the foundation of good business for this fall. 


More Cash for Harvest Hands 

A bitter pill also for the farmer to swallow is that in 
hay fields and wheat fields, farm help is scarce. In 
any of the railroad stations through Minnesota, 
Dakotas and Kansas, you will see a big sign offering 
employment to harvest hands. There are no long lines 
of workers waiting to sign up at six dollars a day. They 
look for seven and eight. A farmer must be a pretty 
good gambler to pay the high costs of harvesting in 
the hopes that the wide world will eat more bread 
when winter comes. 
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There are no problems of stock and style in the store 
to take precedence over the agricultural topic of the 
community. 

Don’t for an instant imagine that just because wheat 
is at a dollar and less it makes a present, perceptible 
difference in the general dress-up of women, men and 
children. Some of the most stylish shoes in the whole 
range of prices are being offered and sold in the wheat 
country and paid for in cash. More automobiles than 
ever before in the history of these states are being 
bought and operated. The social standards of dress are 
set so high that for every lean dollar the farmer has, 
there is someone in the family yelling for pretty shoes 
and pretty clothes. Economically, someone may say, 
“wear your old stuff and pay your bills’ but we know 
that the temper of the times is not in that direction. 


A Publicity Flare in Montana 


The train speeds on through Montana and by good 
routing, we saw Shelby in the making. It was a great 
publicity flare as well as a financial fizzle. Not a new 
shoe store was added for the fistic attraction, but there 
was a mile or more of hot-dog venders attracted by the 
possibilities of trade. The local store did a thriving 
business on footwear for the workers who built the ring 
side, but the slump which followed the one day show 
will hurt business for months to come. 

Out in “Cow Country” the talk is “Why raise steak 
when lamb chops are more popular?” Beef on the 
range is 2)4c a pound and there is more real value in 
the hide container, than in the substance within the 
wrapper. The sheep men in other parts have a twin 
profit proposition, once on the wool and then again on 
the chops so the cow-man feels he had raised the wrong 
critter for profit. 

There is a timely trade observation to be made in 
looking over the Montana situation. Where are we 
going to get our heavy soles in the future? It is not 
profitable for the rancher to raise heavy beef while the 
light and tender steaks are in demand, and though this 
heavy leather problem may not be of this year, it will 
stare the trade in the face some years hence. 

And now into Oregon and Washington where timber 
is king and out door life is a picture of health. Frank 
Duffy, Recorder artist, tells the story in the picture. Go 
over the Sierras and into the Cascade Mountains and 
see the wealth that has been wasted by forest fires, and 
the new wealth that is being made in timber for homes 
everywhere. Out of this great region in the next ten 
years, will come the raw stock for at least 5,000,000 
new homes. The way the shoe merchant puts it in the 
lumber country is “the American public may drift to 
the city to work, but it wants to live in the suburbs. An 
eight hour day in the shop is balanced by an hour’s ride 
on the train, morning and night, making ten hours 
away from the worker’s home. If he rides by train, he 
can read the papers and this is a good feature for 
when he comes to the supper table, he has finished his 
newspaper and is a more sociable individual. 
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The Promise of Happy Days _ 


OME day in June, when happy 


hen hoor stound, » 
wonderful girl and a wencerfal tas) «ll beawe thew inde 
indeed | tot 


Three types of good advertising. The one on the left made men give real thought to the style of hat they should wear. That on 
the right gives a logical reason for buying the advertisers’ clothing. That in the center tells, not how good the product is, but 
. what it will do for the man who buys it. 


What’s Wrong with Advertising? 


From an address before the California Retail Shoe Dealers’ Association 
By J. F. HAIGHT 
Of the Samuels Jewelry Co., San Francisco 


HAT is wrong with advertising? 
y \ In spite of the fact that it is successful, that 
we make money out of it, my thought is that 
there are lots of things wrong with it. It is my thought 
that out of the millions of dollars spent in it last year, 
we should have gotten greater returns than we did in 
the United States of America. It is my thought that we 
are using a hundred thousand dollars to accomplish the 
purpose that some day we may accomplish with twenty- 
five thousand dollars. 


To Be Successful, Advertising Must Be Read 


Two great things wrong with advertising. The first 
thing is that it is not read. A newspaper solicitor came 
into my office one day and in discussing this subject 
said: “If you get ten per cent of the readers of this 
paper—three hundred thousand on Sunday—to read 
your advertising, you have a bargain.” This at four 
dollars and twenty cents an inch. I said to him, “If I 
thought that only ten per cent of the people who take 
your paper would read my advertising I would resign 
my position and go to digging ditches.” 

Still it must be true. The Sunday papers contain 


from forty to fifty pages, there isn’t a man, or a woman, 
here who can read it in a day’s time. We are missing a 
lot of that stuff. It may be necessary, but I don’t be- 
lieve it. I believe that we can increase the number of 
readers of our advertising. 


How Can We Make Them Read It? 


Why isn’t it read? Because it is too dull; it is not in- 
teresting. It is stupid and self-centered and selfish, and 
we are so interested in bragging about our merchandise 
and about our service that we fail to tell the people the 
things they are interested in. 

If you want to have a friend, the way to do it is to be 
one. More men like you because you are pleasant to 
them than for any other reason. If you want to please 
the readers of a néwspaper, if you want to interest them 
in your advertising, write them something about their 
business, or their affairs, or their needs, and don’t talk 
so much about your own selfish interests. 


Here Are Some Good Ones 


It would be a poor critic, I am sure, who would tear 
down a structure without an effort to re-build it, with- 
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On MEN WOMEN AND aL OREN 
Who Wants an 
Aggressive Salesman? 
“Why did you let that salesman go?” 
asked the Stanstical Man of the Man- 
ume of business on the floor!” 
“High pressure muff!” replaed che Manager. 
“Qh!” nodded the Stanstican. He understood. 
Sor salesmen who sell only suse do o't stay long 
in the Rens organization. They must sell mtisfac 
hon che nghe suc to che nght man. 
We bebewe that omont men hike 00 he sold. Yer— a 








ws not the Roos pohcy t stampede a customer 
agnick deriszon to persuade hum to acorpt some. 
thing chat doesn't fully please ham. Roor sales 
men are taught to make customers not merely 
mm make sales’ 

Perhaps chat ” top-notch ” salesman went to work 
for a competitor. We hope s0, he'll do us more 
good there 























Samples of headlines which attract attention and a o~ pce which is the first function of an advertising 
eadline 





out offering something in the way of illustration of 
what can be done, and so I have taken the liberty of 
bringing smoe samples of advertising which I think is 
striking a somewhat new note. One of these I clipped 
from the Saturday Evening Post, an advertisement of 
the Jordan car. 

Ned Jordan, president of the company, is an old 
newspaper man, and he has said that millions of people 
don’t want to read about differentials and rear axles and 
Timken bearings and all that stuff—they want to read 
about the things that the car will do for them, and so 
his headline reads: 


“T HE PROMISE OF HAPPY DAYS” 

“Some day in June, when happy hours abound, a wonderful 
girl and a wonderful boy will leave their friends in a shower of rice, 
and start to roam. Then life will surely slip its tether and youth will be 
full of the promise 4 yy days to come. 

“Gwe them a Jordan B ue Boy, the bright sky overhead, the green 
turf flying by—and just beyond the hill a thousand miles of open 
road—then a quiet inn for dinner.” 

That’s all he wants. Two or three more short para- 
graphs about the balance and the ease of riding of the 
car and his story is told. But the thing that it leaves in 
the mind is that quiet inn, and that open road, and that 
green turf flying by—and he ties it all up with the Jor- 


dan Blue Boy. 
Headline Must Get Attention 


First you want to catch the attention with an attrac- 
tive headline. You want to do that exactly as the news- 
paper writers do, catch the attention and then lead them 
into the story. The instinct of curiosity in people is 
nothing but the tendency to learn. You see it in the 


baby; you see it in the llittle boy, when he fires a volley 
of questions at you. That is the way he gets an educa- 
tion, that is the way he learns, because he is prompted 
by the instinct of curiosity: Grown people have it and 
we can use it in advertising, it is perfectly legitimate to 
use it, and that is just what Roos Brothers, Clothiers, 
have done, in the following advertisement, headed: 


“THE THIRTEENTH DOUGHNUT” 


Here is the way the ad copy reads: 


“Once a baker had a bright idea. He slipped an extra doughnut 
into the bag as a bid for business. Thus came the phrase ‘Baker's 
dozen’! But other bakers began to do thai very same thing, until people 
discovered there were no more bites in the thirteen than in the twelve! 
So then they went back to the baker who gave them twelve honest 
doughnuts—fat, crusty, toothsome ones! 

“Then that ingenious baker reduced his prices. Never before were 
a dozen sold so cheaply! And many persons came and bought once— 
but they never returned. For they were given twelve doughnuts of the 
‘thirteen-to-a-dozen kind.’ And they were not long satisfied with any 
but the thick, crunchy ones.”’ 


Pointing a Logical Moral 


These two paragraphs lead into the application of 
the story. Now of course you understand this has to be 
skillfully done; you have to be able to bring in a drama- 
tic element and tie up the title logically and legitimately 
with the service you are trying to sell. Note this, at the 
end of the last paragraph I read—‘not long satisfied 
with any but the thick crunchy ones.” 

Then—‘‘Six-Store Buying Power wins Roos Bros. a 
premium from most manufacturers. And, that they may 
build a bigger business, they pass that premium on to 
you—not as an extra doughnut in the bag, but as extra 
value in the doughnut.” 
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And then two or three other paragraphs surrounding 
and explaining the idea. 


Advertising Too Obviously Prejudiced 


Most of our advertising is not sufficiently judicial 
and impartial. It is prejudiced and unbelievable be- 
cause we argue our own cause to the exclusion of com- 
mon knowledge. I am going to read you one of the 
advertisements of our own business, as an illustration 
of how you can be judicial, and how you can give the 
devil his due, even though he be your competitor. It 


starts: 
WHICH IS THE FINEST WATCH? 


Then as follows: 


“T have just been asking this question of some well-informed men 

in the trade. First was Harry Van Allen, manager of our Kearny 
Street store, who, in spite of the fact that he now does ‘everything else 
but,’ as Hugh Wiley might say, can take a watch down, repair if and 
put it together again. He has had experience in stores other than 
our own, and where nearly all the high-priced ‘foreign-made 
waiches were handled. His answer was ‘The Hamilton.’ Reminded 
that I was not limiting the question to American-made watches he 
added—‘T here are half a dozen lines of Swiss watches—all of them 
higher priced than the Hamilton, however, that are equal if not 
superior to the best American watch.’ Lee Schum, who before becom- 
ing our star diamond salesman, was connected with a very fine house 
in St. Louis—Jaccards—also voted for the Hamilton. 

“Then I phoned Charles Wilkie, of Shreve & Co.—a man who cer- 
tainly ought to know watches. Said Mr. Wilkie, ‘The Patek Philippe.’ 
‘Will it rate any closer than a fine Hamilton?’ I asked him. ‘It cer- 
tainly will,’ he replied. ‘Repeated timing tests have resulted in vic- 
tory for the Patek more than once,’ he stated. And then along came a 
traveling man who sells nothing but watches. He was Mr. Mortimer 
Conner of the American Watch Case Co. ‘I will answer your question 
literally,’ he said. ‘If you were to ask me which is the finest automo- 
bile, I should say the Rolls-Royce. When you ask me which is the 
finest watch made I answer without regard to price or value, ‘The 
Vacheron Constantin.’ It is the product of the oldest fine watch-making 
house in the world. They have been making fine watches for 150 years 
in Geneva, Switzerland. They have repeaiedly taken first prize in 
liming contests. 

The Patek and the Vacheron waiches above referred to, it should be 
explained, are two of the group of fine foreign-made watches of which 
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Sincerity are miss- 
ing from many 
“ads,” says Mr. 
Haight. 
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others of equal grade, roughly speaking, are the Longines, the Agassiz 
and the Jules Jurgensen. Al least they are included in the important 
high-priced foreign lines whose production is large enough to permit 
general, though somewhat exclusive, distribution. This was in 
Wilkie’s mind when he added, tothe statement quoted above, this thought, 
‘Of course, I am referring to watches made in sufficient numbers to 
be regarded as representative lines. It is possible to spend a year in 
the making of a single watch and turn out a more accurate timepiece 
than a stock Patek Philippe.’ 

“Thus do authorities differ. So I sent for Mark Merit, who buys 
the watches for our stores and whose department is leading all others 
this month. Mark took it easy, thought a while and then said, * Your 
question does not admit of a direct answer. It needs to be amplified. 
The best watch is the watch that offers a man the greatest satisfaction 
and value for the money he can afford to spend. Grade for grade, con- 
sidering the price, there’s no difference between a Waltham, a How- 
ard or a Hamilton. And there is little to choose between these and an 
Elgin or an Illinois. I am referring to accuracy of timekeeping only. 
I am not discussing beauty of model, cases nor adornments. A Wal- 
tham Riverside Maximus or an Edward Howard model or a fine 
Hamilton will compare so closely with the highest priced foreign- 
made watches that to pay the price of the latter—two and a half times 
as expensive as one of these—is not sound economy unless money is no 
consideration’. 

“So there you are! Which is the best watch? I wish I knew—” 


The element of being fair is important. 
I think that our advertisements ought to have news 
in them, and little stories. As an example of how that 
can be done, this ad is headed: 
A BELATED ENGAGEMENT RING 


And it tells, in simple language, the human interest 
story of the man who, when married, could not afford 
an engagement ring, but who, when he had prospered 
gave his wife $500 to buy the best ring she could find. 
Thestory concludes, logically and impartially apparently, 
with her selection of a ring from the store of the ad- 
vertiser. 

Too Much Insincere Advertising 

Another reason that advertising is wrong is that 

people don’t believe it. And they don’t believe it, be- 
(Continued on page 62) 








And “ads” are 
not read because 
often they are dull 
and uninteresting. 
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Duluth Scene of Next Convention 


Duluth, Minn., July 17—President Charles Deppe 
believes that big things will be accomplished at the 
Duluth meeting of the Northwestern Shoe Retailers’ 
Association, July 30, 31 and August 1. Headquarters 
will be at the St. Louis Hotel. More than 80 sample 
rooms have already been engaged and a big attendance 
is expected from Minnesota, North and South Da- 
kota, Northern lowa and Nebraska and Western Wis- 
consin. 

A well arranged Style Show will be a big feature, 
providing both education and entertainment. 

Other special entertainment features are being 
planned for visiting women as well as for the men. 
The program is arranged to provide ample discussion 
of the big problems which retail shoe merchants are 
facing and which can be solved only through co-opera- 
tive effort. 

Certain problems such as shoe fitting, right methods 
of buying and selling, advertising, stock turnover and 
the like, are general and will be presented by men of 
national reputation. 

There are other problems that are particularly per- 
tinent to this section of the northwest. Mail order 
competition is stronger in this section than in most 
sections of the country. It has been met by many mer- 
chants. Some of the best ones will be at Duluth to tell 
the rest what to do. 

The agricultural condition is not a problem of the 
farmer alone. It vitally affects the merchants. What 
is the best method of procedure on the part of the mer- 
chants? Merchants who have given this question par- 
ticular attention will present their views. 

A general discussion will follow the presentation of 
each topic. 


Wisconsin Retail Shoe Merchants’ Con- 
vention at Milwaukee In August 


Milwaukee, Wis., July 18—Attendance records are 
expected to be broken at the state convention of the 
Wisconsin Shoe Retailers’ Association to be held 
August, 7, 8 and 9 at Hotel Pfister, Milwaukee. More 
than 1800 retail shoe merchants have been notified of 
the event through a mail campaign. 

President Albert T. Jenkins of the Milwaukee asso- 
ciation will open the convention on the afternoon of 
August 7 with an address: “Turning Over the Con- 
vention.”’ Other speakers for the various days include: 
Burt Williams, former collector of internal revenue of 
Wisconsin—‘‘Our State, Wisconsin’; Walter J. Booth, 
vice-president,of the Weyenberg Shoe Co., Milwaukee, 
“The Manufacturer’s Side”; Sam A. Davis, field secre- 
tary of the National Shoe Retailers’ Association, 
“Running a Retail Store’; John H. Puelicher of Mil- 
waukee, president of the American Bankers’ Associa- 
tion, “The Banker and the Retailer.” 

Frank B. King, prominent traveling salesman of the 
S. Weil & Co., Brooklyn, will cover the subject: “Co- 
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operation and Style.’’ Other speakers include: T. K. 
Kelly of the Kelly Sales System, Minneapolis, “‘Sales- 
manship”’; Oscar H. Morris, state senator of Wisconsin, 
“Legislation and the Retailer’; Henry Hageman, ““The 
Retailers’ Insurance’; Sam Davis, “Getting More 
Volume”’; Rev. G. Kenneth McGinnis of Green Bay, 
Wis., “Prayer and Address.” 


New Distributing Plant Opened by 
Endicott-Johnson 


New York, July 18—On Monday, July 16, Endicott- 
Johnson took possession of one of the most modern shoe 
distributing plants in the United States, at 930-950 
Newark Avenue, Jersey City, N. J. This plant serves 
New England, the southern section of New York State, 
including New York City, New Jersey and Eastern 
Pennsylvania. 

Formerly the distributing plant was located at 55 
Hudson Street, where the salesrooms will remain, ar- 
rangements having been completed so that an order 
written at 55 Hudson Street is recorded simultaneously 
in the new building in Jersey City, insuring prompt 
execution. 

The new plant is 6 stories high, constructed of cement 
and steel, and is on ground measuring 200 ft. by 180 ft., 
contains a total of 200,000 square feet of floor space, 
and is equipped to handle a substantial volume of 
business in the most expéditious manner. From this 
building over 6,000,000 pairs of shoes will be distributed 
annually. 

Prompt attention is assured, as the building is lo- 
cated on the Erie and Pennsylvania Railroads, adjoin- 
ing the Summit Avenue station of the Hudson and Man- 
hattan Railroad Company, and is near the entrance to 
the new vehicular tunnel. 

One of the outstanding features is the very complete 
conveyer system which quickly transports shoes from 
one point in the building to another. Railroad tracks 
flank both ends of the building. Four cars can be loaded 
or unloaded on each side at a time. When unloaded shoes 
are lifted from the cars right on to a moving belt which 
transports them to automatic elevators which lift them 
to the particular floor where they are to be stored. 
Here gravity rollers transport them to that part of the 
floor where they belong. 

In re-assembling the different styles to fill an order 
they are transported to an assembly room unless the 
shipment calls for merchandise coming from one floor 
only, in which case it moves from this floor directly. 
Shoes in the assembly room are packed on rollers, trans- 
ported by conveyor to a weighing machine, thence to a 
switching machine and from there directly into the 
railroad cars. This arrangerhent provides an overnight 
delivery to every customer in the section which the 
distributing house serves. 

The new building is equipped with a modern kitchen 
and restaurant; also bowling alleys and rest rooms 
which are most comfortably furnished. 





July 21, 1923. 


BOOT AND SHOE RECORDER 


St. Louis Fashion Pageant the Next 
Event in Field of Style 


attend the Fall Fashion Pageant in St. Louis, 
August 8 to 25, will be treated to the most suc- 
cessful of the big pageants that has yet been held. 

Ice skating on an open-air stage will again be one of 
the spectacular features. One of the big scenes will be 
the play of a score of majestic fountains in the hundred- 
foot lagoon. They will rival in beauty the world famous 
fountains of Versailles. 

Sixteen performances of the Fashion Pageant will be 
given this year. It will be held every day between 
August 8 and 25, except Sundays. The Municipal Open- 
air Theatre provides an ideal setting for the spectacle. 


\ J ISITING merchants and out-of-town buyers who 


Special Railroad Rates Arranged 
For 

Special railroad rates of fare and a 
half for the round trip to St. Louis 
will be granted from a considerable 
portion of the United States. 

All out-of-town buyers will be 
given tickets of admission to the 
Fashion Pageant, as the St. Louis 
wholesalers and manufacturers each 
year purchase and set aside for the 
use of out-of-town visitors approxi- 
mately one-half of the tickets for 
the entire sixteen performances. 


Ideals of Art and Commerce 


It has been the aim of the Pro- 
duction Committee of the St. Louis 
Fashion Pageant to present a pro- 
duction embodying the highest com- 
mercial and artistic ideals. The Style 
Show Committee, which is composed of the leading 
business men and women of St. Louis, is a non-profiting 
organization. Its sole purpose is to develop St. Louis in 
commerce and art, and to make known to the world 
St. Louis’ achievements and place in these fields. 

This is the basic principle upon which the organizers 
planned the production, which has become the most 
successful trade show ever held—developing each year 
and growing in importance, not only as a successful 
trade event, but as an artistic production and an enter- 
tainment of high merit. 


Best Talent Is Obtained 


The big problem of a style show is the skillful blending 
of commerce with all of the arts. One must not domi- 
nate the other, yet each should impress on the minds of 
the observers the truth that art is the life-blood of the 
body commerce, and that one cannet survive without 
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Official poster design of St. Louis Fashion 
Pageant 


the other. It is the recognition of this fundamental and 
its application that has made it possible for the St. 
Louis Pageant of Fashion to become a permanent in- 
stitution, and to be recognized as the greatest trade 
show in the world. 

It has always been the policy of the management to 
secure the best talent obtainable for the various roles. 
The ballet members, models and pages are carefully 
selected months in advance of the time set for the 
Pageant, and are put through intensive training. 

All of the costumes for each production are original— 
designed especially for the Pageant and for each in- 
dividual wearer. The color scheme and design are sus- 
tained throughout each scene, and 
make a perfect picture in harmony 
of line and color. 

Merchants and buyers all over the 
country are now careful to plan 
their trips to the fall market to 
coincide with the big Pageant. For, 
besides being a superb entertain- 
ment, it is an efficient index to style 
trends, and does a remarkably good 
job of supplying full information on 
what is to be worn during the season 
that follows. 

It is coming to be regarded by 
thousands of out-of-town store peo- 
ple as the climax to their buying 
trip. 


.- 
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Cincinnati Firm Still in 
the Ring 


Cincinnati, July 16—Rumors have been heard in 
Cincinnati concerning The Krippendorf-Dittman Shoe 
Manufacturing Company. These rumors, said to have 
been started in the East, state that this company is 
going into a voluntary receivership and will abandon 
the manufacture of shoes. 

W. B. Schawe, treasurer of The Krippendorf-Ditt- 
man Shoe Manufacturing Company, denies emphati- 
cally that the rumor has any foundation whatsoever and 
says that the company will continue to manufacture 
the same high grade of women’s footwear as in the past. 

The Krippendorf-Dittman salesmen have just come 
in from the road. John Carlisle, sales manager, reports 
that early fall business is fairly good. The company 
has sufficient orders booked ahead to permit the cutting 
department to operate up to September 1. 

This company’s salesmen will go out on the road 
again about the first of September. 
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Leading Merchants Believe Will 
Sell for Women 


(Continued from page 50) 


Sport Welts 


Straps in suedes. Oxfords in tan calf. 
Medium to full. 

8-8 to 10-8 

Suedes, beige, gray, brown, tan calf. 


Conservative Turns 
Straps. 
Medium. 
Block 10-8 to 12-8. Spanish 14-8 to 16-8. 
Patent, satin, suedes, calf. 


Fashion Turns 


Straps and some gorings. 

Medium and French. 

Spanish 14-8 to 17-8. Block 12-8. 

Suedes, brown, otter, beige, black, satin, patent. 


Evening Slippers 
Straps in sandal effect. 
Medium. 
15-8 to 17-8, Louis and Spanish. 
Brocades, gold and silver, kid, satin. 
(Signed) Gilbert Nahn 


SURVEY FROM PITTSBURGH, PA. 
Conservative Wells 


Oxfords and one- and two-straps. 

Medium narrow toe, medium round toe, full toe. 
8-8, 9-8, 12-8 and 14-8. 

Black and tan calf, black and brown kid. 


Fashion Welts 


Suitable strap patterns, goring patterns and oxfords- 
Medium narrow toe, medium round toe. 

9-8,12-8, 14-8 in leather and box wood, also Spanish 
in 12-8, 14-8 wood heels. 

Suede, buck and nubuck, also said materials trimmed 
with pleasing combinations. Tan and black calf, 
tan, brown, black kid. 


Conservalive Turns 


NOTE—Will not buy any for October, November 
and December. 


Fashion Turns 


Pretty strap patterns, with plain vamps and plain 
quarters, inlaid vamps and quarters also cutout 
vamps and quarters. Gore patterns with both inlay 
and cutout instep patterns. 

Medium narrow toe, medium toe and modified 
French last. 

Colored kids and colored suede and Nubuck in 
colors, beige, otter, log cabin, medium and dark 
brown, black suede, patent, satin. 


Evening Slippers 
One strap and pretty strap designs. 
Medium narrow toe, medium round toe and modified 
French. 
12-8, 14-8, 16-8, 17-8, Spanish and Louis. 
Silver cloth, black satin and gold cloth. 
(Signed) C. Ludebuehl 
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SURVEY FROM COLUMBUS, OHIO 
Conservative Wells 


Oxfords 90%, Strap 10%. 
Slightly fuller or rounder toes. 
Flat 8-8 to 13-8. 
Brown kid, patent, black ooze, colored ooze, black 
kid. 
Fashion Welts 
Straps, oxfords, gore. 
Slightly rounder to full toes. 
Same as above. 
Colored ooze with colored kid trimming, black ooze, 
patent, mat kid. 


Sport Welts 
Oxford and gore and straps. 
Flat broad toes. 
Flat to 12-8 
Colored ooze and calf, trimmed and reversed. 


Conservalive Turns 
Straps. 
Slightly fuller. 
Cuban and Spanish. 
Mat kid, patent. 


Fashion Turns 
Instep double straps, cross straps, gore, higher at 
sides. 
Coin to French, short and wider. 
15-8 to 17-8 French, Spanish 15-8 to 12-8, box. 
Same as August and September with mat kid patent 
trim added 

Evening Slippers 
Fancy straps—gold and silver brocade plain and kid 
trimmed. 
Slightly narrower than street shoes. 
Higher than street shoes. 
(Signed) Pitts Shoe Co. 


SURVEY .FROM CHICAGO, ILLINOIS 
Conservative Wells 


Oxfords and strap effects 

Medium and full toes. 

10, 12 and 14-8, heels. 

Black kid, patent leather, brown kid, black calf. 


Fashion Welts 
Fancy oxfords and strap effects, some gorings. 
Medium and full toes. 
10-12-14-8 
Suedes, patents, black kid, tan and black calf. 


Sport Welts 
Fancy oxfords and strap effects. 
Medium and full toes. 
8, 10 and 12-8. 
Suedes, tan calf, elkskin. 


Conservative Turns 


Oxfords and strap effects. 

Medium and fuller toes. 

10, 12 and 14-8 in height. 

Biack kid, patent leather, brown kid. 


Fashion Turns 
Fancy strap effects and fancy goring effects. 
Medium and fuller toes and stage effects. 
14 and 16-8 Spanish, 10 and 12-8 box heels. 
Suedes, black satin, patent leather. 
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Evening Slippers 


Fancy strap effects, some opera pumps. 
About same as in Fashion Turns. 
14 and 16-8 Spanish. 
Metal Brocades, black satin. 
(Signed) O. G. Adams, 


Carson, Pirie Scott & Co. 


SURVEY FROM OTTUMWA, IOWA 


Conservative Welts 
Plain. 
Medium toes, shorter vamps. 
12 to 14-8 Cuban. 
Kid and calf leathers in brown shades. 


Fashion Welts 


Combination colors, blacks and patents. 
Medium toes, shorter vamps. 
14 and 15-8 Cuban. 
Kid, calf and suede. 

Sport Welts 
Combinations, not too fancy. 
Medium toes, shorter vamps. 


9 to 11-8. 
Suedes, kid, elk, calf. 
Conservative Turns 
Straps, patterns more plain. 
Short vamp, round toes. 
14-8 Cuban and Spanish. 
Kid leathers and suede satins and patents. 
Fashion Turns 
Straps, gorings (few) some fancy. 
Short vamps, round toes. 
16-8 Spanish and French, also 14-8. 
Satin, kid, suede, brocades, patents. 
Evening Slippers 
Straps, some gorings, fancy patterns. 
Short vamp, round toes 
16-8 and 17-8 Spanish and French. 
Satins, brocades, suede. 


(Signed) Roy Stevens. 


SURVEY FROM CLEVELAND, OHIO 
Conservative Welts 


Oxfords 

Square medium. 

8-8 to 14-8. 

Gun metal, patent and Russia. 


Fashion Wells 
Oxfords, 75%, gores, 25%. 
Medium and wide short vamp, French. 
8-8 to 12-8. 
Colored ooze, black ooze, patent and Russia. 


Sport Welts 
Same as above. 
Conservative Turns 


Few one strap. 
Medium. 
14-8 to 17-8. 
Black satin, patent. 
Fashion Turns 
Fancy straps 75%, gores 25%. 
Medium and wide French type. 
12-8 to 17-8, Cuban and Spanish. 
Black satin, patent, colored and black ooze. 
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Evening Slippers 
Patterns Fancy straps. 
Lasts Medium and some French. 
Heels 14-8 to 17-8, Spanish, French and Cuban. 
Materials Brocade, plain, silver and gold. 
(Signed) The Chisholm Shoe Co. 
A. C. La Rose 


SURVEY FROM PITTSBURGH, PA. 
Conservative Welts 


Patterns Straps and oxfords. 

Lasts Medium lasts. 

Heels 12 to 14-8. 

Materials Patent, kid and brown kid. 


Fashion Welts 
Patterns Straps. 
Lasts Frenchy. 
Heels 14-8 to 16-8. 
Materials Satin, oozes, patent, kid and tan. 


Conservative Turns 


Patterns Straps and goring. 
Lasts Medium. 
Heels 14-8 to 16-8. 
Materials Patent, kid and ooze. 
(Signed; Carl Mensch, 
Walk-Over Shoe Company 





Shoe Man Heads Credit Association 


At the convention of the National Association of 
Credit Men, held recently in Atlanta, Ga., a signal 
honor was bestowed. on a Boston shoe man when 
Edward P. Tuttle was elected president. Mr. Tuttle 


EDWARD P. TUTTLE 


whose home is in Newton, Mass., is vice-president and 
manager of the Atlas Shoe Company, 614 Atlantic 
Avenue, Boston. The Atlas Company is the wholesale 
New England distributor of Rice & Hutchins footwear. 

Mr. Tuttle was elected second vice-president of the 
credit association in 1921 and became first vice-presi- 
dent at the convention held last year. 
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What’s Wrong with Advertising? 
(Continued from page 57) 


cause much of it isn’t sincere. Magazines and billboards 
are crammed and jammed full of lies today, and busi- 
ness is full of it! We have stores in San Francisco, and in 
your cities, which were founded upon a lie. Their en- 
tire business is built upon deceiving and continuing to 
deceive the people! Low rents—bunk! Trade upstairs— 
bunk! The biggest store in San Francisco pays a lower 
percentage of rent than the upstairs concern. The thing 
that makes your percentage of rent low or high is the 
volume of business, not the amount of dollars you pay. 


99.44 Per Cent Pure What ? 


They tell a part of the truth, but not the whole 
truth. Ivory Soap—99.44 per cent pure! Pure what? 
Pure alkali? Pure grease? Goodness knows that grease is 
cheap enough. Palm-olive soap—‘Keep that school- 
girl complexion.’ No soap in the world ever gave any- 
body any complexion. Insincerity! Part truths! Ad- 
vertising will never be effective until people believe us. 
And the joke of it is—the pity of it is—that we have seen 
this for so long that we have taken it to be a necessary 
part of the game, and you fellows associate in your 
clubs with men who are liars in the newspapers, without 
ever realizing it. 

And here is an example of sincerity and truthfulness 
which brought home the bacon: 


“WE'RE AFTER JUST NINE MEN WITH TODAY'S AD- 
VERTISEME NT.” 


_ “We're very democratic and not a bit snobbish, but for once we're 
interested in just a handful of men. We're after the nine men in San 
Francisco who, between now and Christmas Eve, will invest the priceof 
a good automobile in a bauble for Milady’s arm. No man who can't 
afford tu buy diamonds by the hundred at a time will be interested. 
And no man who hasn't a thousand dollars or so for his lady’s 
Christmas will need to read further. But for the little handful of rich 
men who are looking for a regal gift we've got a great message. 

“For here’s a special Christmas sale of gem-set platinum flexible 
bracelets. Platinum bracelets exquisitely fashioned by the country’s 
foremost designers and afire with diamonds, sapphires and emeralds. 
Bracelets containing as many as a hundred and sixty-one diamonds 
and fifty-six sapphires in one sparkling armlet. This is an opportun- 
ity that not one of the gentlemen who this week are in the market for a 
diamond bracelet can afford nol to investigate. The prices for these 
lovely creations are such that no comparison possible in San Fran- 
cisco can but help their sale. 

“* Now we'll be truthful about it. We let a couple of slick New York 
manufacturers—personal friends of ours—sell us these bracelets be- 
lieving that in our handsome new store at 33 Kearny Street there 
would be a good demand for them. We bought them, as we buy all 
gem-sel jewelry, al favorable prices—prices that usually prove to be 
lower than others, on comparison. They are brand new, arriving only 
a couple of months ago and planned for this Holiday season. But so 
far they haven't been sold. Apparently our exclusive jewelry friends 
on Geary Street and Grant Avenue still have this fine trade pretty well 
corralled. By now we're going after them. And if you'll buy one of 
these magnificent bracelets, after we've cut the price five hundred 
dollars at one fell swoop—as we have in several instances—and take 
it around and show it to our tony competitors we'll give you back your 
money or cancel the charge if they don’t tell you it is a wonderful 
value and better than they can supply for the money.” 


Now we put up a direct challenge to them, and some 
of these people came in and they sold all of the nine 
bracelets and six others. I give you this illustration to 
show you that you can tie up news and merchandising 
together, sell merchandise from propaganda. 
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Wallace A. Taylor With Goding Shoe Co. 


Chicago—On July 16, Wallace A. Taylor was placed 
in full charge of the sales and advertising departments 
of the Goding Shoe Co. Mr. Taylor has been prominent- 
ly identified with the styling and selling of men’s shoes 
for a number of years—for the past four years as sales 


WALLACE A. TAYLOR 
In charge of sales and advertising for 
the Goding Shoe Company of Chicago 
manager for the Commonwealth Shoe and Leather 
Co. and for sixteen years as secretary and sales manager 
of the A. J. Bates Company. 

Mr. Taylor has an extensive acquaintance with the 
trade, as he has sold shoes in every State of the Union, 
has made an intensive study of the business methods of 
successful retail shoe merchants and has a thorough 
understanding of their needs and problems. 





Addison G. Hanan Is Dead 


New York, July 14—Addison G. Hanan, member of 
the shoe manufacturing and retailing firm of Hanan & 
Son for 23 years, died today at his summer home in 
East Port, Chester, N. Y. Funeral services were con- 
ducted on Wednesday at the Friends Meeting House in 
Brooklyn and interment was in Greenwood Cemetery. 
Mr. Hanan was a life long resident of Brooklyn, his 
city home being at 1222 Albemarle Road. 

Mr. Hanan was a son of the later John Hanan, shoe 
manufacturer and real estate man. He was born 47 
years ago at Roselle, N. Y. After having been graduated 
from Adelphi Academy, Brooklyn, he entered Columbia 
University and subsequently was graduated from 
Brown. Later he entered business with his father and 
became vice-president of Hanan & Son. 

In addition to his activities in the shoe business, Mr. 
Hanan was well known in the amateur sports world as 
yachtsman and yacht designer. In the latter field he had 
the pleasure of seeing boats built from his designs re- 
peatedly beat those designed by professionals. 
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Progressive Shoe Merchants 
Are Looking Ahead ¥ 8 ¥ 


ANY progressive shoe merchants are 
M looking ahead to the days when the 
last licks can be put in at the sell- 

ing end, to make a year’s business total big. 
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They are planning now to take the step this 
Fall that will overcome handicaps thus far 
experienced and. assure to them a command- 
ing position as regards future trade. 
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The “Just Wright” Shoe provides the ad- 
vantages sought. Backed as this first class 
shoe is by dealer selling aids of recognized 
effectiveness, it soon occupies an important 
place in the minds of men of any com- 
munity. 
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The question for the Progressive Shoe Mer- 
chant Jooking ahead is not, shall I take it 
on some day; but rather, how quickly can 
I guarantee to myself the prestige and 
profits which will follow the sale of the 
“Just Wright” Shoe to my trade? 
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Write us for details and 


catalogue of Shoes carried 
In Stock 


>>prr? 


E. T. Wright & Company, Inc. 
Rockland, - - ~ Mass. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Four leeks Ago And loday! 


Four weeks ago there was a general atmosphere of depression through- 
out industry. Cock-eyed prognosticators were foretelling all sorts of 
calamitous conditions; ‘“‘Duck quick and get under cover — the cyclone 
is coming” was their advice. And many business men gave heed to 
them notwithstanding the fact that general business conditions in all 
sections were unusually sound. Today we find a feeling of confidence 
and optimism regarding the coming season's business that is good to 
behold. The only ones who have beat it for the bushes are the cock- 
eyed prognosticators. For business fundamentals are excellent, busi- 
ness is good and business is going to continue to be good for some time 
to come! 
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Mr. Vanderlhp Has This To Say:- 


(Special Dispatch to The Boston Herald) 


NEW YORK, July 16—The United States should 
continue prosperous even without heavy buying of her 
products by Europe, according to Frank A. Vanderlip, 
who was today quoted in an interview as saying the 
““wholesomeness of the business and banking situations 
in the United States today is unprecedented.” 


“The prosperity of. this country, or, perhaps, | 
should say the wholesomeness of general conditions, is 
unprecedented.” Mr. Vanderlip is reported by Dow, 
Jones & Co. as having said: “Labor is more efficient 
than ever; in most industries labor is giving a greater 
day's work; wages are high and undoubtedly will 
remain high; we have a 100 per cent purchasing power 
and production is going ahead at a high level. 


‘To be sure, recently there was a slight slowing up— 
which must be viewed favorably—and it is safe to say 
that this conservatism, for conservatism it was, 
prevented industry from being accelerated at too 
rapid a pace. This conservative attitude on the part 
of business means that our evident prosperity will be 
prolonged. 

“I firmly believe that despite the small outlet to 


foreign countries of our enormous production, th2 
United States can within itself continue a prosperous 


nation. The recent improvement in industrial conditions 
bespeaks this fact. Within the last month business has 
been unusually active and, more important, with all 
this huge production, there has not been any specula- 
tive purchasing of commodities and the overbuying of 
stocks of materials and goods. 


“The country is not to my mind facing any spirited 
business boom, but there will be perhaps steady 
orderly activity in all industrial pursuits. The wealth of 
the country emphasizes that America herself can 
enjoy exceptional prosperity notwithstanding what is 
going on in Europe. Not only is labor more efficient, 
but modernized methods of manufacture and agricul- 
ture tell of the business strides this country enjoys. 


“Despite all the ‘industrial activity we have talked 
about, the potential credit expanding power of the 
country has not been touched. The banks are in a 
position to meet still larger demands as they are now 
holding several billion dollars’ worth of investment 
securities. 


Mr. Vanderlip said he was not so optimistic over the 
foreign situation and expressed doubt that France 
would yield at present in the controversy growing out 
of the Ruhr situation, but, he said, “We here in America 
can certainly continue to go ahead, considering our 
enormous wealth, if other Europeans can get along.” 


What we need today, more than anything else, isa Dr. Coué of Bus- 
iness. Economic conditions are all right but the average business man's 
mental angle is all askew. A psychologic operation is needed in order 
to get men to look straight and think straight. Fear is the cause 
of more business troubles than all other factors combined. 


Gét Fear out of your mind and you'll see straight, think straight and 
find success and prosperity straight ahead! 


* - 
, g Pune Ki. 7 64 funnre_ 
| amen 
Treasurer and General Manager 
The Boot and Shoe Recorder 
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**An Echo from the Boston Show” 
Concentrate on Constant Comforts 


This means the elimination of “odds and ends;’ 


quicker 


turnover and greater profits. The trade showed at Boston 
its appreciation of our improved service, which makes it 
possible to offer TWENTY-FOUR HOUR DELIVERIES 
to all parts of the Country, from Auburn—St. Louis and 


Los Angeles. 


Why not join the CONSTANT COMFORT family? It’s 


growing fast. 


No. 86R—Black Kid One Strap Sandal, 9-8 
Wingfoot Heel. 

In Stock—Auburn, B to E; St. Louis, B to 4 
Los Angeles, C to E $2. 


No. 386R—Same Style in Next Grade. 
In Stock—Auburn, C to E; St. Louis, a gE 


No. 478R—High-Grade Black Kid Oxford, 11-8 

Wingfoot Heel. 

In Stock—Auburn, St. Louis, and Los Angeles, 
AAA-A to C-E $3. 35 


No. 878R—Same Style in Havana Brown Kid. 
In 7s me AAA-A to B-D; St. Louis, 
AAA-A to B-D $3.60 


No. 78R—High-Grade Black Kid Oxford, 13-8 
Wingfoot Heel. 

In Stock—Auburn, A to E; St. Louis, A to D; 
Los Angeles, A to E $3. 35 


No. 77R—Same Style with Plain Toe. 
2 Stock—Auburn, A to D; St. Louis, é. =» 


No. 83R—Black Kid Two Strap Sandal, 12-8 
Wingfoot Heel. 

In Stock—Auburn, AA to E., St. Louis, AA to 
E; Los Angeles, A to E $2.85 


No. 47R—Similar Style in Next Grade. With- 
out Ornament. 

In Stock—Auburn, AA to E., St. Louis, A to E; 
Los Angeles, B to E $2. 


No. 456R—Black Kid Plug Oxford, 10-8 Wing- 
foot Heel, Combination Last. 
In Stock—Auburn and St. Louis, 


No. 49R—Best Quality Black Kid One Strap 
Pump, 12-8 Wingfoot Heel. 
ie Stock—Auburn, AA to E; St. Louie, } 5 to 


No. 749R—Same Style in Havana Brown Kid. 
In Stock—Auburn, A to D; St. Louis, A to D; 
ts a, BOO Bx v tbsneobvcucecesee $3. 60 


COMPLETE LINES of Oxfords, Strap Sandals, Boots and Juliets Always IN STOCK at Auburn, St. Louis and Los Angeles 


AULT-WILLIAMSON SHOE CO, Manufacturers, Auburn, Me. 


| ST. LOUIS STOCK DEPT., 414 NORTH 12th STREET 








BOSTON OFFICE, 139 LINCOLN STREET 


LOS ANGELES STOCK DEPT., 109 E. 8th STREET 


uealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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IN STYLE 


No. B889 $3.85 


B889 Black Satin Cross Strap, Suede Trimmed, 
Side Cut Outs, Genuine Turn, 1544-8 Full Louis 
heel, Pearl Buttons, A to D, code “Mabel” 

$3.85 
B838 Black Satin Cross Strap, Suede Trimmed, 
Side Cut Outs, sea Sen Turn, 14-8 Spanish 
Heel, B to D code “Claire $3.25 


No. B867 $3.25 


B867 Black Satin One Strap with Fore Strap, 
C ut Out Suede Trimmed, I mitati yn Turn, 8 
Spanish heel, B to code retis’ 3. 


No. B841 $3.25 


BS841 Black Satin Suede Trimmed Two Strap, 
Side Cut Outs, Imitation curn, 14-8 Spanish heel, 
B to D, code “Vesta” $3.25 


B842 Same as above except 12-8 Cuban poet, 
2 $3.25 


1¢ ulcan 
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IN STOCK! 


“Shoes in stock” is a story often told 
but one that never becomes tiresome to 
the progressive merchant who is awake 
to the possibilities of diminishing his 
left-overs, quickening up his sizing-in, 
and increasing the number of his stock 
turns. 


The Hannahsons in-stock department 
takes the guess out of your order de- 
partment. We have the shoes you want 
at the time you want them! And with- 
out extra charge to you, every carton is 
packed full of style and superlative 
Hannahsons quality. Send in a trial 
order—for one pair or a thousand. The 
dainty numbers pictured are IN 
STOCK. 

Applications will be received for the 
following open territories: Alabama, 
Louisiana, Arkansas, Oklahoma, Minne- 
sota, Wisconsin, Southern New Eng- 


land. 


No. B8055 $3.50 


B8055 White Satin Brocaded One Strap with 
Beaded White Chiffon Rosette, 14-8 Louis heel, 
widths B to D, code “Poppy” $3.50 


B8005 Same as above except all White Satin, 
code “Violet”. ... $3.35 


ANNAHSON 
SHOE CO. 


HAVERHILL MASS. 


advertising in the Boot 
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IN STOCK 


No. B855 $3.10 


B855 Black Satin Two Button One Strap, 
Soutache Braid Trimmed, Imitation turn, 14-8 
Junior Louis heel, widths B to D, code “Nice” 

$3.10 


B856 As above except with 12-8 Cuban heel, 
s $3.10 


code “Denise”’.. 


No. B859 $3.85 


B859 Black Satin One Strap, Suede Collar and 
Cut Out Tongue Turn, 15-8 Full Louis heel, 
widths A to D, code “‘Madlyn” $3.85 


B861 Same as above except imitation turn, 
12- 8 Cuban heel, three cut outs, B to D, code 
“Sylvia”... . ae b.Goak . $3.15 


No. B7818 $3.60 


B7818 Black Satin One Strap with beaded fore 
strap, genuine turn, 14-8 Full Louis ae: A to 
D, code “Sinai’’.... . $3.60 


B7808 As above except 16-8 Full Louis heel, 
code “Hulla”... $3.60 


Shoe Recorder. 
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“ Beautiful {eather for Beautiful. Shoes” 


(CARE & SCHMIDT & CO Ine 
DETROIT MICHIGAN 


TJanners of the Schmidt Calf Leathers 
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‘and conform to > the re- 
commendation of the National 
Style Conference 


Shoe merchants cheerfully 
supplied with samples 















































































































































CARE & SCHMIDT & CO be 
FJanners of the Schmidt Calf Leathers 
DETROIT MICHIGAN ~BOSTON. MASS 


Representatives 


H B ALT ENDERFER, A J nt J R.COOK 


Philadelph nCisco 









































ll Schmidt Calf feathers are full grain 






















July 21, 1923 BOOT AND SHOE RECORDER 





y nv ul’ lown 





























HEN every city and town 
keeps step with the latest 


,. footwear, it is fitting that the 
“Industry at the great Boston Show 


should present its best efforts for 
the “satisfaction of all people 
and the profit of alert merchants. 
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Is Yours a Busy «Buy-way?” 


UILD your store along Style Street, or what is better, make 
B Style Street come down your “‘buy-way.”’ 

It’s a great and glorious sensation to have people come into 
a store, eager to buy and then pleased with what they buy. It was not 
so when shoes were mostly for utility alone. There was little thrill in 
the beauty of foot-coverings—whereas today a thrill is in every pair; 
yes, and to the merchant, too. 


N the morning of the day, or the beginning of a business, we are 

fresh, full of ambition and hope, and see things in a new way. 
Would that every veteran shoe merchant could look upon his store 
and business with the clear eye of the youth who starts with a rush, 
venturesome upon new methods, eager to serve and succeed in his 
little business. 


HAT is the stuff that makes progress in an industry. Time slips 

through the merchant’s fingers and, unless he. keeps up to date, 
dollars slip through too. These are new times in merchandising—need- 
ing new ideas and new efforts. Shopkeeping is passé—the hazards 
of business are so great, and the price per pair so high—that mark- 
ing time gets you nowhere. 


E open up the highroad—Style Street—and as you make it 

your “Buy-Way” so in July, August and September you are 
prepared to get the thrill of the bright sun of popularity shining into 
your window and store with the golden glow of profits. You can put 
a jump into the summer slump—yes, and prove that NOW is as good 
a time as it ever was to succeed. 


TYLE STREET is not alone Fifth Avenue, New York, or Broad- 
way, Los Angeles. It is in the highways and “Buy-Ways’’ of every 
town in the country. 
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RETTILY covered feet at one time were only to be found inthe city 

homes, hotel corridorsand alongclean sidewalks but thedevelopment 
of the automobile has brought the smooth road into every town and 
hamlet in the country. As far as footwear is concerned, it is as if the 
whole country were covered with velvet rugs; therefore you will 
find Style Street wherever you go. 


OOTWEAR has changed along the roadways of America per- 

haps a little more in fashion in women’s shoes, but there is con- 
siderable style appearing in children’s footwear, and men are not so 
far behind when you consider that soft toes are swanking in the far 
West, heavy stitchings in the middle country and trim, tailor-made 
effects in the East. 


HEREFORE, we have designated Sty/e Street as the broad 

highway upon which all footwear can travel from the Boston 
Style Show into the country, carrying the pick of the products of the 
East. 


HIS issue brings a message, with Uncle Sam the fleet messenger, 

carrying it into stores carrying all grades and character of foot- 
merchandise as diversified as the art of man can make it, to bring satis- 
faction to the public and profit to the merchant. 


“ 


E don’t call ourselves a small city any more,” says David 

M. Graham of Eugene, Oregon. “We use the compara- 
tive, smaller, holding that at one time, we were the standard. In 
my mind, there really isn’t a small town in the sense it was 
formerly known. We used to designate a small town because the 
people in it were not broad in their outlook of life, that they 
didn’t have any sense of appreciation and that their information 
about conditions outside of their own town limits was probably 
very limited. 


OW, however, conditions are entirely changed and we ure 

living in a small town (geographically) because of our 
choice in the matter. Our population is solidified into one unit 
because we have all the facilities of life that the big city can afford, 
the facility of transportation, instantaneous communication, 
and every social and business activity. 


W E enjoy splendid highways, the use of the automobile, 
the pleasure of the movies. Modern science has brought 
New York much nearer to Eugene, while at the same time it gives 
us the beauty of the mountains—yes, indeed, the future of busi- 
ness is in conducting a small town store in a large town way.” 
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ABBOTT SHOE COMPANY 





Registered U.S. Patent Office 


Men's slippers and women's 
comfort shoes, all turns, carried 
in stock—send for catalogue. 
“Their Sale Knows 
” 
No Season 


Style No. A-45 


UR model above made a great hit at the recent Boston Style Show, 
wearing our new cross-strap turn on a pattern in which many 
color.combinations are possible. 
Bench-made turns, their dependable workmanship, perfect fitting quali- 
ties and up-to-the-minute style comprise our aim. Anticipate your re- 
quirements and order now. Price of shoe shown above, $5.00. 


ABBOTT SHOE COMPANY 
NORTH READING, MASS. 
Boston Office: 207 Essex Street, Room 211, 








July 21, 1923 BOOT AND SHOE RECORDER 





ARNOLD’S GLOVE-GRIP SHOES 





Gain Added 
Distinction at 
the Boston Shoe 
Style Show 


x 


‘T# increasing popularity of “‘Glove-Grip” shoes was evidenced by the several 
hundred high grade shoe merchants who visited our booth. It is widely known that 
there is, and never was, but one “Glove-Grip” shoe. 


ARNO LD 


GLOVE ~GRIP SHOES 














have all the good qualities of other good shoes, and in addition the ““Glove-Grip” feature, 
which enhances style, improves fitting qualities and contributes to the wearers’ comfort. 


M.N. ARNOLD SHOE CO. 
NORTH ABINGTON, MASS. 
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BANCROFT WALKER COMPANY 





Reon 


% 





Distinction 


OSSIBLY the distinctive beauty of Walk-Croft footwear springs 
from. our determination to fashion true beauty with good taste, 
and grace with quality. Here lies the constant salability of 


Walk-Croft Shoes. 


BANCROFT WALKER COMPANY 


BOSTON, MASS. 
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BARNET LEATHER CO., INC. LITTLE FALLS 


NEW YORK 








25 





aber ae EOS Cone 


my 





“Psa 
Little Falls 
Leather” 

















A beautiful girl—a smart frock—sheer hose—and shoes ot 
Litre Faris LEATHER make the perfect ensemble. “‘Chic”’ 
Suedes are being cut into shoes by many of the best shoe 


manufacturers. 
Boston Distributor: BARNET LEATHER CO., INC. Executive Offices: 
B . > i 
pea ins te . Mass. — 360 Madison Ave. 


N. Y. City 
Boston N. Y, 
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A. H. BERRY SHOE COMPANY 





EVANGELINE 


oo construction, good fitting qualities, and a proper measure of 
stylish appearance—these are the elements of the Evangeline line 
of women’s shoes that have brought to dealers throughout the country 
a confidence that cannot be shaken. Good merchandise, properly priced, 
promptly delivered from our Stock Department —this is what the 
A. H. Berry line has to offer to reliable merchants season after season. 


A. H. BERRY SHOE CO. 
PORTLAND, MAINE 
Boston Salesroom — 186 Lincoln Street 
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“RADIO” BOOTS AT BOSTON STYLE SHOW 





Cl ————=L—_— SSS TAF 





Reg. U.S. Pat. Off. 











Be gp ROSE 


" AMCO” rubber 


footwear boot are being exceeded, which em- 


received endorsement at the 
Boston Shoe Style Show which was 
most flattering. Both the staple black, 
“Radio” boot and the _ seasonable 
novelty style of “Radio” boot in gray 
rubber, with two tone cuff, attracted 
great attention. The large total sales 
of last year on the staple black “Radio” 


phasizes the popular position this 
boot maintains in the public mind. As 
a Holiday proposition the Misses’ and 
Children’s models of “Radio” boots 
have gained widespread distinction. 
Be sure to have “Radio” boots on 
hand for your customers. 


CAMBRIDGE RUBBER COMPANY 


FACTORY—CAMBRIDGE, MASS. 


CAMBRIDGE RUBBER SALES CORPORATION 
Boston, 186 Lincoln St. New York, 127 Duane St. Chicago, 19 So. Wells St. 
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A. M. CREIGHTON 
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| pepe Footwear that is distinctive in every quality which makes 
for growing popularity won approval for the Creighton line, as 
displayed at the Boston Show. To the progressive dealer, this line offers 
an exceptional profit-making opportunity, because it is backed by an 
in-stock service, made possible only by the productive capacity of the 
Creighton factory. 


A. M. CREIGHTON 


LYNN, MASS. 
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CUSHING SHOE CO. 





OMEN’S 
W ONDER 
ELTS # 


No WELTS, as fashioned by the Cushing Shoe Co. and 
exhibited by them at the Boston Style carnival, made a lasting 
impression on every buyer. Their undeniable beauty, sound workman- 
ship and first class quality in every part, will please every merchant who 
wants a quick selling line of “repeaters.” 


CUSHING SHOE CO. 
LYNN, MASS. 


New York Office, 857 Marbridge Bldg. 





BOOT AND SHOE RECORDER July 21, 1923 





THE DALRYMPLE-DUDLEY COMPANY 





There is every indication of a big 
demand for “Dalco” buckles this 
fall. Anticipate your requirements. 


te unparalleled display of ““Dalco” shoe ornaments, both at our 
booth and on the runway, impressed all who saw them. A shoe 
“Dalco” equipped is a superior sales proposition for manufacturer or 
merchant. Specialize in “Dalco” shoe ornaments. 


THE DALRYMPLE-DUDLEY COMPANY 


HAVERHILL, MASS, 
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DOROTHY DODD SHOE COMPANY 





SHOES 


Number 10663—Shown in Patent 
Leather with cutout front and Beige 
Kid underlay, the “Tunis” 1-strap is 
made on the smart New Countess 
Last with flexible sole and 16-8 Wood 


Paris Louis heel. 


To Boston Show demonstrated anew that the Dorothy Dodd name 
is synonymous with faultless fit and fashion, whether in street or 
dress modes for women, PEDO-PRAXIC patented flexible shank walk- 
ing styles, or Little Dorothy shoes for misses and children. The national 
reputation of this long and strong New England-made line is enhanced 
in each season’s new showing. 


DOROTHY DODD SHOE COMPANY 
103 CENTER ST., BOSTON, MASS. 
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DUANE SHOE COMPANY 





The Duane Shoe 
Par Excellence 





*We are now exhibiting 
in booth 325, SECOND 
NATIONAL MERCHAN- 
DISE FAIR, NEW YORK 
CITY, Fuly 23 to August 3 


OY 


HE most popular Booth at the Boston Style Show—the most 
popular shoes at the Boston Style Show. “Style, style and more 
style’”’—that’s our motto. The most wonderful shoes you ever saw. 


In! Stock Right Now 
*Sample pairs? Why certainly! Write, Wire, 
’Phone or Call. 


_Duane_Shoe (mpany, 


A CORPORATION 
143 DUANE STREET, NEW YORK 
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DUNBAR PATTERN COMPANY 





. I ‘HE large percentage of patterns shown on the runway and in 
booths at the Boston Shoe Style Show which were the conception 


of this company, was a flattering testimonial to our leadership in this 


branch of the industry. 


DUNBAR PATTERN COMPANY 
Boston, 207 Essex St. Brockton, 99 Center St. 
New York City, 461 8th Ave. Montreal, 12 Mayor St. 
St. Louis, 1602 Locust St. Chicago, 40 South Clinton St. 
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Now the High Lights of Women’s Styles 


HY is it that so many shoe men acknowledge that they are getting 

more actual pleasure out of business today than ever before? They 
have harnessed the power of imagination to the motive power that makes 
money in their stores. They can look at a runway of pretty women and 
translate that brilliant path into the sidewalk and front of their store. 


O the butterfly of fashion, slippers appropriate. To the girl in the 
office, both neatness and smartness, and for every pursuit the right 
sort of foot covering. 


HE runway is more than an attraction to the eye. It may at times 

seem like a platform before a sidewalk, but its serious intent -is to 
register a general style impression in the colors, fabrics, and length of 
skirt and height of heel, and all those complex things that go to make the 
selection of shoes more fascinating than the buying of a bag of salt. 


High Lights in Fashion Welts: 
In Patterns: Straps, Oxfords, some gore effects. 
In Lasts and Heels: Medium Round Toes, 9-8 to 13-8. Slightly 
broader toes in 13-8 and 14-8 carrying slightly shorter vamp. 
And in Materials: Black Ooze, plain or trimmed. Colored Ooze in 
Browns (Congo and Autumn Brown) and Beige, Thrush, Hazel, 
Mandalay, Log-Cabin colors trimmed with kid or calf leathers to 
blend. 


High Lights in Fashion Turns: 
In Patterns: Straps will predominate. Dainty gore effects. There 
will be variations including straps, anklet and new sandal effects. 
In Lasts: Medium with tendency toward slightly fuller toes in 
new oval toe type and slightly shorter vamps. 
And in Heels: Boxwood, 12-8 to 14-8. Full Louis and Spanish 
Louis, 13-8 to 17-8. 
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Men 
Step Out 


There Is a Real ‘Reason 
for More Sales 
of Men's Shoes 


A THOaN in the flesh; a lasting tack in the sole—either of them or both 
are sharp reminders that the making and merchandising of men’s 
shoes have got to be quickened. 


[N Boston, with one voice, every maker of men’s shoes said, “Let’s get 

up and go, build ’em so stylish and good that every man Jack will step 
out with as much foot fashion as Jill herself’—and what is more to the 
point the bunch of live ones owning stores in every part of the country now 
believes it can be done after seeing and sampling of the shoe spread. 


A ti T0erer on clothes tells us that “women are not going to stand 
for shabby escorts with run-down shoes,” so look for assistance from 
feminine folk. A collar-and-tie man says he is selling ’em correct neck and 
front coverings. Who ever saw a man in “soup and fish” or “Tux,” who 
was not correct in tie, collar, and shirt though his evening clothes were of 
wedding vintage; but his shoes, by the saving grace of night, might be 
dark brown or black calf and sometimes patent. Time to believe in more 
shoes for men—dlack shoes after 6 P. M., correct shoes for every occasion; 
walk and be healthy; in fact, talking points are being created to facilitate 
the quickening of that sluggish men’s department. 


“THE one outstanding contribution to the betterment of business was 
contributed by the Boston Show in its emphasis on smarter shoes for 
men—the medium French last, the brogue and the English wood effects, 
plus plain toe oxford and boot patterns and a more generous development 
of bluchers; a ¢rend toward lighter colored tans for high-grade footwear and a 
balancing up of heavy oxfords with lighter weight boots. 


6 ews new field of opportunity is clearly surveyed—do some plowing into 
the minds of men on the subject of shoes. Le?’s go! 
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FARNSWORTH, HOYT COMPANY 





PYRAMID 
SILK, 


THE LEADING NOVELTY 
SHOE FABRIC 








For of the snappiest styles which appeared on the runway was this 
Pyramid Silk creation. The unique figure of this fabric was 
particularly effective in silver on the black background, and attracted 
a great deal of attention. 

Pyramid Silk was shown at the Show in several other metallic effects, 
as well as in various colors with silk figure. It fully sustained its reputa- 
tion as the leading novelty shoe fabric. 


FARNSWORTH, HOYT COMPANY 


BOSTON 
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FRENCH, SHRINER & URNER 





_ is every bit as much satisfaction in selling French, Shriner 
& Urner men’s fine shoes as there is in wearing them. It is this 

satisfaction on the part of both the dealer and the customer that has 

made the French, Shriner & Urner dealer-franchise so profitable. 


FRENCH, SHRINER & URNER 


63 MELCHER STREET, BOSTON 
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HAZEN B. GOODRICH AND COMPANY 
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The Geneva Cross Strap with 
15-8 heel and medium round toe. 


. I ‘HIS model was featured by the “Goodrich Girl” on the 
Style Show Runway and many favorable comments were 
received covering both last and pattern. 


HAZEN B. GOODRICH AND COMPANY 


HAVERHILL, MASS. 
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GREGORY & READ COMPANY 





One of the distinctioe styles shown by Gregory & Read Company at the Boston Style Show. 


‘ I ‘HE high tributes paid to the presentation of the Gregory & Read 
line indicate its predominant position in the minds of buyers. 
Our reputation has been built and is held on the prompt delivery of the 


most distinctive styles of the moment—shoes that for appearance, 
quality and fit are unexcelled. 


GREGORY & READ COMPANY 


LYNN, MASS, 
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THE GRIESS-PFLEGER TANNING COMPANY 





xg 


ae 


HIS charming young lady was greatly admired as she passed up and 
down the runway, displaying smart footwear made of our 


WAUKEGAN PATENT. 
MANUFACTURERS OF 


Radio Calt Bears Russia 
Lozant Calf - - aukegan Patent 
Knicker Calf Re lay Waukegan Buck 
Suede Calf : Waukegan Flexible Insoles 


THE GRIESS-PFLEGER TANNING COMPANY 
179-193 SOUTH ST., BOSTON, MASS. 


Tanneries: Chicago—Waukegan, Ill.—Peabody, Mass. 
In-Sole Plant, Natick, Mass. 


Lozant Russia 
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ALFRED HALE RUBBER CO. 
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Genuine Rajah Soles are x 
branded with this mark is 
Do not judge Rajah Soles 
by any which do not bear it. 


xe 


RA] AH—“Pnince of Soles” 


NE of the most remarked exhibits and features of the Boston Shoe 
Style Show was the RAJAH SOLE booth—and our living RAJAH 
model authentically caparisoned in every detail. 
Hundreds of visitors called to tell us of the splendid service and satis- 
faction RAJAH soles are giving their customers—and their determina- 
tion constantly to specify RAJAH—the pioneer crepe sole, in all future 
orders. 
ALFRED HALE RUBBER CO. 
Established 1837 
ATLANTIC, MASS. 
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HANNAHSONS SHOE CO. 





|S peeeramemer te sponsor a new Two-Strap—a style which made a 
pronounced impression at the Style Show. Black Satin, Suede 
trimmed, side cut-outs, Imitation turn, 12-8 Cuban heel, code “Vulcan.” 
Carried in our Stock Department at $3.25. 


HANNAHSONS SHOE CO. 


HAVERHILL, MASS, 
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HOOD RUBBER PRODUCTS CO.,, Inc. 
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HE Hykeshu is “just what the boys want.” It is a rapid selling 
number, and the type of shoe which quickly establishes itself in 
a community. 


, ” 


You can count on the other boys coming in for a pair “like Bill’s. 
A favorite with Boy Scouts. 


HOOD RUBBER PRODUCTS CoO., Inc. 


WATERTOWN, MASS, 
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HURLEY SHOE COMPANY 





Hurley Shoes 
“None So Good” 
For Men and Women 


HE illustration above is indicative of the neat, attractive appear- 

ance that characterizes the Hurley line of fine shoes, known the 
country over for their superb style and proven comfort. The shoes worn 
by the model are made of Sterling Patent Colt, Imitation turn, 14-8 
covered Spanish heel. A pretty one-strap with cut-out quarter on our 
A-C Combination stage last. 


HURLEY SHOE COMPANY 


ROCKLAND, MASS. 
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Showing a part of the shoe ‘actory exhibit at the Boston Show 


Complete Shoe Factory a Feature of 
the Boston Show 


ROGRESS in the shoe industry these days 
Pp is by no means confined to the style end of 

the business. Able men are constantly at 
work on mechanical problems with the result 
that several forward steps have been taken in 
the processes involved in the manufacture of 
footwear. 


It is well within the scope of this special sec- 
tion, therefore, to bring to the attention of our 
readers the model shoe factory operated in the 
basement of Mechanics Building by the Thomas 
G. Plant Company of Boston, makers of Queen 
Quality shoes. 


In this factory, which demonstrated every 
process, from cutting the upper stock to pack- 
ing the finished shoes in cartons, skilled opera- 
tives of the Thomas G. Plant Company pro- 
duced daily between 200 and 300 pairs of wo- 
men’s Queen Quality Osteo-Tarsal welt oxfords 
with the patented Flexator unlocked shank. And 


finally, to complete the picture, these shoes were 
delivered to and placed on the shelves of a small 
but perfect retail shoe store at one end of the big 
basement hall. 


The educational value of exhibits such as 
these cannot be overestimated, arid it is safe 
to say that the model shoe factory, the exhibit 
of the United Last Company in which last 
manufacture was shown in every detail,- the 
shoe lace machine exhibited by the F. W. 
Whitcher Company, the machine for weaving 
linings exhibited by the Farnsworth-Hoyt Com- 
pany of Boston, and the exhibit of the Dunbar 
Pattern Company constituted one of the most 
popular features of the show. 


The shoe factory exhibit was exceptionally 
well arranged with arrows indicating the way 
from one process to the other in the same order 
in which they are carried out in the Boston 
plant. 
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KREIDER-CREVELING SHOE CO. 





“MARE them pretty, and then as durable as leather can be,” is a 
good basis on which to build children’s shoes right. 


That’s exactly the way Kreider-Creveling’s “Own Make” shoes are 
built. Those worn by our Boston Style Show model were right out of 
stock—the same good style and good quality which make merchants 
come back for more because their customers do the same. 


KREIDER-CREVELING SHOE CO. 


128 SUMMER ST., BOSTON, MASS. 
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KIMBALL & SHERMAN CO. 





¥ was characteristic of the Kimball & Sherman prestige for beautiful 

Genuine Turns that our Boston Style Show numbers awoke a gen- 

uine enthusiasm among buyers. We consider this praise as a high com- 

pliment at a time when merchants are in a particularly judicious mood. 
Note the Aug at the heel—and the grip on the foot. 


KIMBALL & SHERMAN CO. 
HAVERHILL, MASS. 
Boston Office—1o High Street 
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A. C. LAWRENCE LEATHER COMPANY 





Beit 
C 


Lawrence Leathers 
Are 
Reliable Leathers 


ESIGNED and made by Laird, Schober & Co. of our color 
D-Cinnamon WEILDA, this graceful style, as worn by our 
model, was greatly admired at the Boston Shoe Style Show. 
No shoe leather is better adapted than WEILDA to the creation of rich 
effects in style shoemaking, and that this is realized by the master 
designers of footwear may be seen in their newest ideas for the Autumn. 


A. C. LAWRENCE LEATHER COMPANY 
210 SOUTH STREET, BOSTON, MASS. 
New York Chicago Rochester Philadelphia Cincinnati St. Louis 
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McNICHOL & TAYLOR LASTS 





al! the while 


McNICHOL 


a 


LAST MAKERS 


LYNN- MASS 


“Style all the while” 


VERY Style Show has one brilliant high light—standing out with search- 
light clarity. 

McNichol and Taylor Lynn-made lasts and Lynn-made footwear made on 
McNichol and Taylor lasts were the bright spots on the Boston Style Show 
runway. 
Demonstrated by the wonderful “Three Royals” —the world’s perfect Midgets— 
wearing infant’s size 7 shoes—with a combined weight of 101 lbs. and an average 
height of 40 inches—the fit and beauty of McNichol and Taylor last making 
made a profound impression on the thousands of merchants and manufacturers 
who studied them on the tiny feet of our unique models. 


McNICHOL & TAYLOR, Inc. 
LAST MAKERS 
LYNN, MASS. 
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NUNN, BUSH & WELDON SHOE CO. 





“Faithful to the Last” 


SOT 


penny gral fitting oxfords without lacing were shown by Nunn, Bush 


on the runway. 


The Ankle Fashioned oxford really hugs the ankle—the accomplishment 
of an exclusive Nunn, Bush process. 


Men who seek perfect fitting footwear will appreciate them. 


NUNN, BUSH & WELDON SHOE CoO. 
MILWAUKEE, WIS. 
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Standard Welts 
of Smart Design 


Lytarch Welts 
Flexible Mc Kays 


xc 
For welt shoes we offer standard welts of smart design and Lytarch welts 
flexible to a degree—or if you prefer a shoe of still greater flexibility our 
tackless McKays will meet your needs. 
Add to this an organization of shoemaking experts linked with style designers 
of proved ability (note the shoe pictured above) and you have Plant Bros. & 


Company at your service. 
Price is always a factor—you will find ours to be fair and calculated to afford 


adequate profit to our customers. 


hen ac 
New York Sales Office 
127 Duane St. 





Boston Sales Office MANCHESTER, N. H. 
10 High Street 





BOOT 


IND SHOE 


RECORDER 


gtr Op ore R: 


ss e SS « 
hers Gree Geet M@are 
nea 


The Spirit of Youth in Footwear 


HE spirit of youth is playing such an im- 

portant part on the stage of fashion that 

no, longer do stylists run to ask the 
opinions of the wealthiest women, but rather to 
those favored with health and figure, happiness 
and the capacity for making apparel as well as 
life interesting. 

It is, therefore, in the growing girls’ stages of 
footwear that we look for the true expression of 
style. The development of the sandal was the 
outcome of the search for youthfulness, the 
bubbling buoyancy of a child, particularly when 
she comes to that pretty age when she is just 
between girlhood and womanhood. 

That is the attractive age and if you can cap- 
ture the attention of the girls of your town in 
pretty footwear, your success is assured. 


HicH LicHts in JUVENILE STYLES FoR OcTOBER, 


NOVEMBER AND DECEMBER 


For Dress Occasions: In Patterns: Strap 
pumps, Oxfords. In Leathers for Boots: Patent 
with dull and white top. Patent with gray, 
beige, or other suede or cloth top. Tan with 
suede top to match or contrast. In Leathers for 
Oxfords and Straps: Patent, Patent and suede 
combinations. In Misses’ and Children’s shoes 
there is a strong tendency in favor of low effects 
over a greater period of the year. 


For Growing Girls: Growing girls’ shoes will 
follow the trend of the women’s styles, recom- 
mended both as to patterns, leathers and ma- 
terials. Lasts will be medium round toes, heels 
leather or covered from 7-8 to 10-8. 
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Let’s Take a Peep at Fall Colors 


Whistler, who was half a century ahead of contemporary artists, once painted a full-length 
portrait of a girl in brown, having black for a background. And this at a time when the 
proper blending of colors in portraits and in landscapes was the dream of artists. Hence it 
was called an achievement approaching the creation of the Blue Boy, by Gainsborough. 


Fashion takes the cue from Whistler and is presenting women “done in brown” on a back- 
ground of black, since black is to represent one-half of the street colors for suits, coats, mil- 


linery, and for footwear. 


WHEN SELECTING Inasmuch as matching colors 
Hosiery or monotones are to be the 
vogue during the coming fall and winter seasons, it 
is necessary in all cases to choose hosiery colors in 
the same shade adopted for shoes or for the dress. 
Thus the hosiery colors may be optional. 

With a black dress or costume one may wear 
taupe for hosiery, since it is not many degrees re- 
moved from black, if a dark tone is chosen. 

One example of an accepted contrast is presented 
in nude, or rose beige. This novelty color appears to 
best advantage with black, dark brown, navy blue, 
dark gray, myrtle green, or any color with black as 
the base. Example, seal brown or African brown is 
95 per cent black, 3 per cent yellow, 2 per cent 
orange. 

Study the blending of shades. 


* * * * 


WHEN SHE Wears For Street. Matching colors 
Cocoa Brown or lighter shades in sequence. 
Afternoon. Same as street. 
Evening. Lighter tones than for street or for after- 
noon. 
* * * * 
WHEN Sue WEaRs 
APRICOT 
reseda, gray blue, apricot, orchid. 
* * * * 


For Evening. Slippers in 


WHEN Sue WEARS For Street. 
SEAL Brown Shoes in black, 
fawn, beaver, beige, ecru. 
Afternoon. Same as for street. 
Evening. Seal brown is not an 
evening color. 


black, ivory, pale shades of 


WHEN SHE WEAaRs For Street. Matching colors 
CorreE Brown and lighter shades in sequence. 
Afternoon. Same as street, placing emphasis on 
lighter shades. 
Evening. Coffee brown is not an evening color. 


* * * * 


WHEN Sue Wears This color ranges from a 
Pueasant Brown light yellow brown to a dark 
brown with a yellow cast. 

For Street. A medium shade of footwear should be 
chosen. 

Afternoon. Lighter shades of shoes may be selected 
for both dress and shoes. 

Evening. The highest shade of slippers allied to 


straw is appropriate for evening wear. 

* * * * 
Wuen Sue Wears For Street. Shoes in seal, fawn, 
BEIGE oR Fawn beige, beaver. 


Afternoon. Same as street. 
Evening. Match the dress or higher tones. 


* * * * 


For Street. Shoes in black, 
cocoa brown, gray, tan, seal 


WHEN SHE WEARS 
Navy Bue 
brown. 

Afternoon. Shoes in black patent leather, satin 
or kid; cocoa brown, gray, tan, seal brown, and blue, 
Evening. Slippers in gold, silver, nile, old red. 

Provided blue is chosen in sheer 
fabrics decorated with beads, print- 
ings, or embroideries, the shoes 
should match the dominating color 
in the beads or embroideries. 

(Continued on page 92r) 
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THOMAS G. PLANT COMPANY 








EG US PAT OFF TGP CO 


SHOES 


Style 12889X—The “Claridge” 2- 
strap, shown in~ Log Cabin Ooze 
Kangaroo with Log Cabin Kid top 
and straps; cutouts on quarter; Welt 
Sole, Pasadena Toe, 15-8 Devon 
rubber top heel. 











5 exceptional showing of Queen Quality famous shoes in dress 
and street styles for women, Little Queen shoes for children, and 
OSTEO-TARSAL Flexator Unlocked Shank (patented) walking styles, 
was a graphic demonstration of the service, facilities and style resources 
of the organization that has made Queen Quality America’s best-known 
brand—the leading name in women’s shoes. 


THOMAS G. PLANT COMPANY 


IOI BICKFORD STREET, BOSTON, MASS, 
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RICE & HUTCHINS, inc. 
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FDUCATOR 
SHOE® 


Py eer rng like grown-ups, appreciate sty/e. Therefore, Rice & 
Hutchins, Inc., has embodied the “grown-up” tendency of motif 
and pattern, including cut-outs and color combinations—in the Educa- 
tor shoe for children. The Educator, bearing the reputation of “the 
fastest selling shoe stock in the world” is now available in many at- 
tractive models for children—at any of the eight Rice & Hutchins 
branches, wholesale distributors of shoes for the whole family. 


RICE & HUTCHINS 
Incorporated 
BOSTON U. S. A. 
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CLAREMONT SHOE CO. 
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HE stuff that dreams are made of” can be no more fairy-like, 

shimmery, or beautiful than the delicate texture used in the 
fashioning of Claremont Turns. Yet the lightest of these possess surpris- 
ing wearing qualities, due to the use of the very finest materials and the 
most painstaking care in construction. 


If you are seeking the utmost satisfaction in fine turn footwear, let 
Claremont be your “‘buy” word. 


CLAREMONT SHOE CO. 


HAVERHILL, MASS, 
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RICKARD SHOE CO. 











mo 





we among the many brilliant footwear creations at 
the recent Exposition at Boston, the G/oriana anklet upheld the 
Rickard reputation for originality and exclusiveness of design in com- 
bination with expert workmanship. The large orders placed on this style 
by buyers of Fall footwear are conclusive evidence of the favor with 
which the vogue of the anklet is being received. 


RICKARD SHOE CO. 


HAVERHILL, MASS, 
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THE SPORTOCASIN COMPANY 




















For Men 
and 
Women 




















HE Sportocasin booth at the recent Boston Style Show was a point of 
interest to buyers from all over the country. 


Sportocasins—for men and women—have created a real sensation in the sport 
world as well. Herbert Obendorf recently broke the world’s long-distance golf 
record by playing 243 continuous holes in a single pair of Sportocasins—ample 


proof of their unusual comfort qualities. 


The finer stores throughout the country are displaying them. 


THE SPORTOCASIN CO. 


AUBURN, MAINE 
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THE STANDARD KID COMPANY 





For (olors 


The above picture shows our model wearing 
shoes of VODE, made by Fred A. Eyre & 
Co., Inc., of Brooklyn, N. Y. 


Further Establishing the (olor Authority of Vode Kid 


v= KID gave visitors to the Boston Shoe Style Show ample 
evidence of its leadership. 


Our unusually artistic booth showed a most instructive collection of 
latest model footwear made from VODE. 


And on the runway the VODE girl personified the position of leader- 
hip which VODE KID occupies. 


THE STANDARD KID COMPANY 


209 SOUTH ST., BOSTON, MASS, 
Branches in New York, Philadelphia, Cincinnati, Chicago and St. Louis 
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Street. Shoes in gray or 
leather and combina- 


WHEN SHE WEaRsS 
GRAY 
tions. 
Afternoon. Black patent leather, black satin, gray. 
Eve ning. Slippers in silver, gold, pink, ivory, 
orchid, blue, pale green, and black. Brocades, com- 
bining any of the foregoing colors. 


WHEN SHE WEARS 
BLack 


For Street. Shoes in black, gray, 
taupe, sand. 


Afternoon. Same as street. 

Evening. Slippers in black, gold, silver, gray, or 
metal brocades having colors chosen for combina- 
tion purposes in the combining colors selected for 


the dress. 


Wuen Sue WEARS With a dress of purple one 
PuRPLE may wear shoes as follows: 
For Street. Black, fawn, gray, cocoa brown. 
Afternoon. All of the street shades in lighter tones. 
Evening. Matching colors. Also gold, silver, and 
black. Brocades in the foregoing colors. 


* 
For Street. Shoes of black, gray, 
beaver, fawn. 


WHEN SHE WEARS 
Rep 

Afternoon. Shoes of black, gray, beaver, fawn, in 
lighter shades than for street. 

Evening. Shoes of black, silver, gold, red. Brocades 
combining the foregoing colors. 


These colors and combinations have been carefully 
rag after reviewing every color dyed in Lyons and 
in St. Etienne, France; a study of velvets in Paris, 
eine with recommendations by color authorities in 
the French capital and in New York. 

They are confidently recommended to the trade a 
worthy of adoption. 

Finally, it is to be noted that the colors have been 
reduced to the least possible number consistent with a 
profitable distribution in large and small stores 
throughout the United States. 
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MILLINERY FOR EVENING Turquoise. With a cos- 
WEAR tume of turquaise choose 
deep shades of turquoise for foundation. Higher 
shades of the same color for relief. Chartreuse, pink- 
ish reds, dull gold, and black are appropriate com- 
binations for turquoise. 


Corn Yellow. For a costume of this color choose 
for hat foundation deep shade of corn yellow. For 
relief, black, gray, gray blue, pansy purple, or shades 
of violet. 


Gray Blue. For a costume of this color choose for 
foundation color in millinery a deep shade of gray 
blue. Appropriate relief shades may be in lighter 
tones of gray blue, gold tones, honey browns in light 
tones, pinkish reds, and grays. 


Violet. With a costume of violet choose foundation 
colors for millinery, deep violet. For combination 
purposes select high shades of olive, gold, grays, and 
black always. 


Peppermint. With a costume of peppermint green, 
select foundation color for millinery as follows: Black. 
For combination purposes select pinkish red, gold, 
chartreuse, orchids, or apricots. 


Pink. With a costume of soft pink, choose founda- 
tion color for millinery self in deeper shade. Good 
combination colors or higher shades of pink, soft 
greens, soft tans, grays, gold, and black. 


Scarlet. With a costume of scarlet select a deeper 
shade for millinery foundation. Combining colors are 
black, gray, or gold. 


Orchid. With a costume of orchid choose for mil- 
linery foundation deep reddish purple. For com- 
binations assorted shades of orchid, gold, soft 
greens, and pastel gray. 


Apricot. Appropriate color combinations are as 
follows: Black, lavenders, pearl grays, gray blues, 
turquoise, pastel reseda. 


WHEN Sue Wears For Evening. Slippers in black, 
[uRQUOISE silver, gold, maize, gray, ivory. 
This is only an evening color. 


WHEN Sue Wears For Evening. Slippers in pale 
OrcHID shades of orchid, maize, pink, 
green, gray, silver, gold. Brocades in combination 


with the foregoing. 
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MILLINERY Because the hat plays an important 
CoLors part in costuming—and so often shoes 
are selected to match—we incorporate a new feature 
in a correct guide to millinery colors. 


Mitiinery Cotor Founpations Golden Brown. 
FOR AFTERNOON WEAR Combine gray 
blues, higher shades of golden browns. Use deep 
shades for foundation. Black may be added. 


For STREET Browns. With browns indicated for 
WEAR first place in color and with mono- 
tones the going thing, it is safe to buy a light, 
medium, and a dark shade for millinery purposes. 


For millinery foundations and for combination 
purposes, select malachite green, gray blue, sapphire, 
American beauty red. 


Grays. With a foundation of gray combine light 
shades of navies, light and dark porcelains, American 
beauty red, magentas, or mallow purples, green 
blues, and blue greens. 


Black. Approximately one-half of the foundations 
in millinery will be black. For combinations in mil- 
linery, choose mallow purple, green blues, gold, 
American beauty red, and gray blues. 


Navies. Combine green blues, golds, American 
beauties, all navies, cocoa browns, and malachite 


greens. 


Delft. Foundation for millinery and for reliefs, 
golden b.own, honey brown, black. 


Old Reds. Black, self, gray for combination. 


WHEN SHE WEARS 


BLUE 


For Evening. Slippers in sil- 
ver, gold, gray, pink, maize. 
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For EVENING Brocades—Care should be taken 
WEAR to choose brocades in soft pastel 
colors, principally. At least one of the assembled 
colors should match the color of the dress with 
which the brocade footwear is to be worn. 

The best results are obtained by matching colors 
in gowns with slippers in self-tones or two-tone 
brocades: viz., gold and gown shade or silver and 
gown shade. 


WHEN SHE WEARS 
MalIzeE 


For Evening. Slippers in 
black, silver, gold, gray blues, 


orchids, greens in pale shades. 


WHEN SHE WEARS Instead of “brown October 
Brown ale,” of which the Bostonians 
once sang so melodiously, we sing of “brown October 
shades,” since browns are to lead the procession dur- 
ing the coming fall and winter seasons. 

Seal browns; coffee browns, that is, with a reddish 
tinge; golden pheasant browns, that is to say, yellow 
browns; cocoa browns, are the basic colors in the 
brown series. 

Keep in mind that monotones, or various shades of 
a given color, are to be high style during the coming 
seasons. Example—ecru, beige, fawn, beaver, and 
seal brown are a sequence of shades, and are, there- 
fore, collectively a monotone. 


WHEN SHE WEaRs For Evening. Slippers in 
Lemon YELLOW ivory; ‘pale shades of lemon 
yellow, orchid, light blues, gray, green, black. 


WHEN Sue Wears For Street. Shoes—Black pat- 
GREEN ent leather, dull kid. Any of the 
champagne series or lighter grays for shoes. 
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THE STETSON SHOE COMPANY 
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tg more has Stetson proved its superiority in the creation and 

construction of tailored footwear for women. The Blucher Ox- 
ford pictured above was one of the outstanding features of the Boston 
Style Revue. Its simplicity of pattern, its 12-8 heel, and its high-grade 
tailored appearance won for it the approval of all who attended the big 
Boston Show. 


Department 5, Catalogue 32-R shows the tailored model carried in 
stock. 
THE STETSON SHOE COMPANY 
Incorporated 
SOUTH WEYMOUTH, MASS, 
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THOMSON-CROOKER SHOE COMPANY 





eee again the Thomson-Crooker line has registered a decided hit 

with its new numbers that for proper style, perfect fit and rugged 
stability offer to the progressive dealer a profit-making opportunity. 
The latest in snappy lasts, patterns and leathers and a stock service that 
really serves—that’s a hard combination to beat. 


THOMSON .CROOKER SHOE CoO. 


18-26 STATION ST. — BOSTON, 20, MASS, 
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TOLMAN DOW & COMPANY, Inc. 




















HE Tolman-Dow girl 

as she appeared on 
the runway is here pictured 
wearing a _ Laird-Schober 
style, made from our famous 
patent leather—DONKEY 
COLT. ™ 
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Donkey Colt and Starbuk 


ONKEY COLT has long been a TARBUK always enables you to 

favorite with famous makers of offer the latest and most correct 
style shoesnot alone for its beauty, colors at prices which delight the 
but especially for the service it gives woman of moderate means. 
customers who demand quality at Fourteen colors to meet every latest 
moderate price. fashion demand. 








TOLMAN DOW & COMPANY, Ine. 
175 Lincoln St., Boston, Mass. 


CINCINNATI ROCHESTER NEW YORK ST LOUIS 
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WATSON SHOE COMPANY 
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ERFECTION through concentration. Only efforts devoted to one 
idea—welt shoes exclusively—could produce such perfection of 
craftsmanship as-is found in Watson’s ‘‘Fetherwelts.” 
Light and graceful—flexible as a turn—yet with the unquestioned 
superiority of a welt shoe. 


Appeal to Milady’s eye and to a good shoe man’s ideals of service. 


WATSON SHOE COMPANY 
NEW YORK LYNN BOSTON 
299 Broadway Factories 183 Essex St. 
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THE WILSEY STUDIOS 





“On 


A creation of the Wilsey Studios— 
the gown of Mallinson’s “Molly-O” 
crepe and white kid shoes, both 
hand painted in Austrian design 




















INDOW and store interior decoration has changed from a Business to an 

Art within the last five years. The work of the Wilsey Studios, as ex- 
emplified in shoe and department stores in and outside of New England, has 
given us the leadership in this specialized form of interior decoration which 
must catch and delight the eye and yet glorify the merchandise. 


Our salesmen will gladly show you photographs of our past work—quote prices 
on any decoration you may have in mind and do this without putting you under 
any obligation whatsoever. 


THE WILSEY STUDIOS 


245 MAPLE STREET, LYNN, MASS. 
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p “The Beautiful 
Attracts The Beautiful” 
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9 And whatever is beautiful, is profitable. 
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V; Cedar Cliff Shoe Satins have succeeded 
Ke in a difficult field—the market of durable 
footwear satins. 





Shoes of Cedar Cliff attract the eyes of 
beauty by their brilliant, lustrous black— 


; . : Brooklyn Craftsmanship at its best, 
the soft, alluring sheen of the black bird's in two beautiful coesthams tdedeal x 
Cedar Cliff Satin by 4 


| wing. 

v(4 ~ 
iii The Mackey Shoe Co., Inc. = 7 
| But it is because the wearer—the mer- etebumhnnn 

KS chant and the manufacturer have all BROOKLYN, N. Y > 


three proven the enduring permanence 
of Cedar Cliff lustre, that they are pro- 
fitable to use and sell. 


» - Me CEDAR CLIFF 
SILIL COMPANY 


251 ~ 255° wh QURTH AVE. 
, YOR s 


_CEDARCLIFE. 
(SHOE SATINS 
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Fashions vs. Freaks 


Combinations of Colors and Materials Do Not Necessarily 
Mean Style 


HERE is a wonderfully valuable lesson to the 
Tice designer and to the shoe buyer in a survey 

of bargain tables in both city and small town 
stores. There is a positive lesson and a negative lesson 
that clearly tell the story of success and failure in shoe 
designing and shoe manufacturing. 

Here on this table are a few shoes; beautiful in design, 
correct in combinations of materials and colors; patterns 
fitted perfectly to the lasts and lasts that at the same 
time fit the feet and are pleasing to the eye. There are 
but a few of these shoes herded in with a lot of gaudy 
freakish would-be-style foot coverings, hardly worthy 
of the name shoes. 

The few delicate rightly designed specimens seem al- 
most to shrink from contact with the ill begotten hoard 
with which they are associated. With almost human 
instinct they seem to realize that they are on the bar- 
gain table not through any fault of theirs, but because 
the buyer was not careful enough in his selection of 
sizes. He over-estimated the number of women with 
small feet in his community. 

Among the motley gang of freaks there are all sizes 
over a good range of widths. They have suffered many 
mark downs, but are still gay and happy, bedecked in 
combinations of colors that only a roving gypsy would 
look upon with favor. 

Women come in, paw over the tables, pick up the real 
style creation hoping to find a size that is wearable. 

All the while the buyer is wondering why those 
freakish things remain unsold. He does not seem to 
realize that real fashion is the creation of artists who 
have studied the production of colors, the combination 
of shades, materials, together with the designing of 
patterns so that the whole arrangement when com- 
pleted will present an harmonious compilation. 

The artist reproduces what nature has wrought and 
he keeps sacredly nature’s laws, whether he be painting 
a picture, writing a piece of music or designing a shoe 
pattern. He keeps within the law of harmony. 


Talk to the designer of shoes in the factories, that are 
progressive, and he will tell you for what purpose he 
has created a certain design. He will tell you when it is 
appropriate for a woman to wear the particular shoe he 
has produced and the sort of garment with which it is 
made to harmonize. 

Before he chooses his materials he determines that 
those materials are appropriate and will harmonize 
with the materials which will be prominently featured in 
women’s apparel. Before he chooses his colors he has 
satisfied his own mind that his shoe colors will be in 
harmony with the garment colors which women of taste 
and refinement will wear during the season that the 
shoe is to be worn. Before he designs his pattern he has 
obtained a knowledge of the designs of the garments 
that women will wear and he makes the designs of his 
footwear harmonize with the trend laid down by the 
garment makers. 

This, in brief, is the secret of good style. 





Tests for Sole Leather 


Washington, July 10.—The Bureau of Standards 
has completed arrangements with one of the large 
leather companies whereby certain samples of sole 
leather will be furnished every two weeks for a period of 
six months. Water absorption, water penetration, 
density, and abrasion tests will be made on these 
samples together with chemical analyses to determine 
the degree of uniformity to be expected in this product 
over a given period of time and also to determine the 
suitability of the abrasion apparatus for routine, ¢om- 
mercial, and specification testing work. 

Service tests have been started at the request of a 
manufacturer to determine the comparative wear of 
soles which were originally 714 iron in thickness, but 
which had the flesh cut off so that the thickness was 
6% iron as compared with soles having an original 
thickness of 61 iron (1 iron—1/48 inch). 
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July Sales on Summer Footwear 


Some Attractive New Patterns in Shades of Brown Make 
Their Appearance and Create Interest 


ULY sales are occupying the floor in 
Chicago shoe stores at the present 
time. During the week ending July 14, 
several of the State Street stores held 
“private sales,”’ that is, they notified the 
customers on their mailing lists in advance 
by personal letters, and allowed them a 
week's time to come and select what they 
wanted of the sale shoes before the message 
was heralded to the general public through 
the 
While the “‘sales talk” in the advertising 

is devoted largely to bright colors and 
broken lots of other shoes are 


newspapers. 


whites, 
included in the selling. 

It is rather interesting to go from store 
to store and get the manager's ideas of 
values on a certain type, grade or style. 

For instance, one man tells you. “We 
haven't many bright colors left. We think 
there will be a limited demand for them 
and so we are not cutting the price very 
deep.” 

Another, who does things in a big way 
or does not attempt to do them at all said, 
“Bright colors have had their day so far 
as this season is concerned. We played 
them early; played them big, and made a 
nice batch of money on them, now we 
believe it is time to quit and clean up to 
the last pair and get ready for the next 
big whirl. Nothing but price will clean 
them quickly so here they go. Reds, greens 
and blues all at one price regardless 
of cost or former selling price. The sub- 
dued shades of brown are better property, 
have a longer life and will bring more 
money. 

“Maybe they will want bright colored 
footwear for fall in a limited way, or for 
certain occasions to match certain cos- 
tumes, but if they do they will want 
patterns that are different from those we 
have now.” 


Verchants Differ in Ideas 


Another manager has a different idea 
altogether. His store sells only very high 
grade shoes of the fancier types. In his 
opinion, the merchants who are sacrificing 
bright colored footwear, are little short of 
foolish. He is selling several pairs a day at 
regular prices and believes the demand 
will continue right along. 

Probably from this individual viewpoint 
each man is right; but in merchandising a 
safe rule to follow is, start to get out from 
under as soon as the demand for an article 
becomes apparent. 


Strong Hosiery Sales 


In nearly all stores hosiery is included 
in the sales. In some instances hosiery is 


used as a drawing card. In others, stocks 
are too heavy on colors that do not look 
any too good for fall and the merchants 
are getting under cover while getting is 
good. 


New Patterns to Stimulate Business 


While the retail merchant has in mind 
the disposing of his short sizes and broken 
lots, he has felt the need of having some- 
thing new to show to the customer who 
cannot find anything she wants among the 
sales merchandise. 

The C. H. Wolfelt Company is showing 
some attractive new designs, among them, 
the Paulais, which is featured chiefly in 
shades of brown. This pattern is made 
over a broad toe last taking a very high 
Spanish-Louis Heel, with cutouts in the 
vamp and quarter. This shoe is fastened 
with a strap just below the ankle and has 
an instep strap that the foot slips into. The 
straps and edges, as well as the cutouts, 
are piped in kid of either a lighter or 
darker shade. On a light shoe the piping 
is of a darker shade, and a dark shoe takes 
a lighter shade of piping. 

Another of their new patterns is the 
Rose Marie. This shoe is made over the 
same last as the Paulais, and is of straw- 
berry ooze trimmed in alligator. This is a 
D’Orsay pattern with a goring, the goring 
being concealed under a rosette made of 
the ooze and alligator leathers combined. 
This same pattern comes in several colors 
and materials; green satin with green kid 
trim, red satin with red kid trim, and also 
in gold and silver brocades. 


A Novelty Sport Shoe 


The most extreme novelty in a sport 
shoe that is being displayed is the Dauville 
Sandal shown by F. E. Foster & Company. 
This sandal is all hand made, having a 
flexible leather sole, with narrow strips 
of goat skin woven into the shape of a shoe. 
There is not a single stitch holding this 
shoe together, as the narrow leather strips 
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are knotted on to the sole, which makes a 
very light and airy shoe. 

These sandals are imported by the 
Foster Company from Dauville, France. 
They come in two-tone effects, the leather 
woven one way being of one color and 
crossed by a contrasting shade. 

The Foster Company does not carry a 
large stock of this kind of shoe due to the 
extremeness of the novelty, but report 
that they have been selling better than 
they had anticipated. 

It is not intended that this type of 
footwear will appeal to the woman who 
wants something for general wear, but to 
the woman who has a wardrobe full of 
clothes and appreciates something that is 
a little different and yet appropriate to 
wear with her sport clothes when she 
goes out to the Country Club or for other 
outing purposes of this sort. 


Store Changes Hands 


Freidman & Gilbert, who have been 
operating a retail shoe store at 633 West 
North Avenue, have bought out the stock 
and fixtures of Kahn & Rubens at 4719 
South Ashland Avenue, and will operate 
that store in addition to their West North 
Avenue business. 


Returns from Europe 


Julius Goldberg of O’Connor & Gold- 
berg, has returned from a two months 
business trip abroad, having visited Berne, 
Switzerland, and Paris, France. Mr. Gold- 
berg comes back with much enthusiasm 
and many wonderful ideas which will find 
expression in new fall shoes which are 
being made now and will find their way 
into the O-G stores within the next few 
months. 


Chicago Lectures Popular 

Such widely separated points as Brant- 
ford, Ont., and New Orleans, La., were 
represented when the Chicago classes of 
the American School of Practipedics were 
called to order on May 9 at Illinois College 
Hall. Shoemen from 12 states filled the 
large auditorium and heard lectures on 
foot structure, the correction of foot 
troubles and scientific shoe fitting. Both 
day and evenings classes were held. 





ST. LOUIS 
Sales on Summer Footwear 


White Shoes Continue to Lead in Volume of Sales— 
Gorings and Straps are Good 


in the retail shoe stores resulted in 
observing the dominating position that 
clearance sales hold at the present. Al- 
most every store in the city held, or is 
holding, sales on summer footwear. The 


A SURVEY of the business conditions 


seasonal slump, and the fact that extremely 
hot weather has prevailed, are two fac- 
tors which served to retard the retail shoe 
business. 

However, there is still a good demand 
for white footwear in kid and canvas. 
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Some merchants report lost sales, due to 
the depleted stocks caused by the strong 
run on whites a few weeks ago. 


Colored Trimmings Slashed 


Where the knife has cut and cut deep is 
on the colored trimmed whites. All the 
windows are full of these shoes with prices 
that would tempt the most conservative 
buyer. These shoes have not sold well, al- 
though their demand was greater in the 
higher grade of merchandise than in the 
lower values. 

One of the largest operators, whose 
judgment is in a majority of cases correct, 
stated that it was impossible to move 
white shoes with colored trims at the bar- 
gain prices at which they were being 
offered. 

Champagne kid is getting more popular 
each day. This color is expected to retain 
its good selling characteristics in the fall. 


Colored Sandals Dead 


The red, blue and green kid sandals are 
beyond the dead stage. It is practically 
impossible to give them away. These two 
items make up the bulk of the shoes being 
thrown on the bargain tables. The stocks 
of a majority of merchants are in excellent 
shape from all reports. Especially is this 
true in the plain white patterns. At pres- 
ent there is a good demand for patent 
leather in good patterns. This comment 
was heard in a number of stores and con- 
tinues to grow from week to week. 

The big effort now is to clean up the 
odds and ends. The requirements of some 
of these stores are such that they have to 
step out in advance of the mob with the 
new things. Goring and straps in cham- 
pagne and ivory kid with some of the 
wood shades are good. Some patterns of 
brown with underlays of ivory are also 
being shown. Short vamps also are bud- 
ding here and there in stores that have 
played this last as a likely one. Some mer- 
chants are approaching short vamps cau- 
tiously and see no real volume in this 
vogue. 


Convention Plans Complete 


At a recent meeting of the M.M.A. 
attended by wholesale and retail shoe 
merchants plans for the Missouri Retail 
Shoe Dealers’ Convention were made. 
The event will be held August 13, 14 and 
15 at St. Louis. Several entertainment 
features have been arranged, including a 
boat excursion on the Mississippi River. 
There will be several business conferences. 
A style show will be held Tuesday night, 
August 14. 


Hardway New Manager 
L. Hardway, who has been associated 
here with the Senac Company will man- 
age the new store of the company at 
Washington, D. C. George Steuber and 
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Mr. Hardway are in Washington arrang- 
ing for the opening which will be August 
15. 


Summer Closing Hours 


Several retail shoe stores are closing at 
Saturday noon during-the 
Swope Shoe Company and Hanan and 
Son close at 1 P.M. and Sensenbrenner, 
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- 
Brandt’s and the Shoe Mart close at 
3 P.M. 


Attended Boston Show 


Al Lutz, manager of the Walk-Over 
stores, and Russell Agnew, manager of 
Brandt's, have returned from the East. 
They attended the Boston Style Show and 
visited shoe manufacturing plants. 





MILWAUKEE 


Clearance Sales Meet with Success 


All Types of Footwear in Demand as Direct Result of Special 
Markings 


ETAIL shoe merchants, almost with- 

out exception, are conducting or 
planning to conduct their semi-annual 
clearance sales. In the downtown district, 
many of the prominent stores, including 
Walk-Over, Caspari & Virmond, and 
Hanan’s, have already held their sales. 
Reports by managers of these stores indi- 
cate that the clearance this year met with 
a great deal of success. Odds and ends were 
cleared out, slow moving lines quickly re- 
moved from the shelves, and stock gener- 
ally cleaned up in preparation for recep- 
tion of the new fall footwear, as the result 
of such sales. 


Price cuts during the clearances this 
year were not as heavy, apparently, as in 
other years. Although comparative price 
advertising is not indulged in here as fre- 
quently as formerly, it is probable that 
the average reduction for the sale did not 
exceed 30 per cent and in all probability 
was closer to 25 per cent. White footwear 
continued to sell well at almost regular 
prices. A peculiar effect noted at some of 
the stores holding sales, was the undue 
stimulation of regular non-sale price foot- 
wear as a result of the sale. 


Factories Picking Up 


Full time production is being maintained 
at shoe factories and a slight increase in 
the amount of fall business on the books 
is noted. Manufacturers have nothing but 
optimism regarding the fall outlook which 
is declared to be very favorable. Men’s 
shoe manufacturing plants, of which Mil- 
waukee has many, are particularly im- 
pressed by resumption of shoe buying on 
the part of the men, reported by nearly 
all merchants. 


Convention Plans Completed 


Active circularization of Wisconsin shoe 
merchants with the second and third of a 
series of letters is going on now as the final 
step in preparation for the annual conven- 
tion of the Wisconsin Shoe Retailers’ Asso- 
ciation, at Milwaukee, August 7 to 9. A. T. 
Jenkins, president of the Milwaukee Shoe 
Retailers’ Association, is directing the 


work, as head of the executive committee. 
According to early estimates, the ap- 
proaching convention will outdo all former 
gatherings both in strength of exhibits and 
program and in attendance. 


Amends Articles 


An amendment to the articles of incor- 
poration of the Superior Shoe Mfg. Co., 
of Milwaukee, Wis., increases the number 
of directors of the company from 3 to 5 and 
the capital to $20,000. 


Sells Shoe Business 


J. C. Lee & Co., of Ladysmith, Wis., 
has sold its shoe business in that city to 
M. G. Bickel of Forest Lake, Minnesota, 
who will conduct the store at the same 
location. Mr. Lee has been in the mercan- 
tile business in Ladysmith for 19 years. 
Mr. Lee will move to Minneapolis, and 
will retire from active business. Mr. Bickel 
was in business in Forest Lake for 17 years, 
recently selling out to his partner. 


Lenz Shoe Store Sold 


M. C. Cohen, proprietor of the Emsee 
Shoe store of Neenah, Wis., has purchased 
the stock and fixtures of the Lenz Shoe 
Co., Menasha, Wis., from Gregory Lenz. 
The name of the store will be changed at 
once to the Novelty Boot Shop. Formal 
opening will be held soon after Mr. Cohen 
takes possession and makes some con- 
templated changes. Mr. Lenz has not an- 
nounced his plans for the future. 


Hosiery Company Rewards 
Workers 


The Bear Brand Hosiery Co. has 
adopted a new plan of presenting its em- 
ployes with service pins denoting the 
length of time they have been in the em- 
ploy of the company. A gold pin with a 
gold bear’s head, one star and the words 
“Bear Brand’”’ on it, is to be given for 
five years’ service. The 10-year pin is simi- 
lar, but has two stars. The 15-year pin is 





98 


with topazes. There are four pearls in the 
20-year pin, and five diamonds in the one 
which rewards 25 years of service. 


Association Names Director 


O. C. Labude, 696 Muskego Avenue, 
has been named by President Albert T. 
Jenkins of the Milwaukee Shoe Retailers’ 
Association as director to serve the unex- 
pired term of the late Oscar Hart. Mr. 
Labude is one of the most prominent 
members of the association and worthy of 
the honor conferred on him. 


Thousands at Picnic 


Twenty-five thousand persons attended 
the picnic held by the Phoenix Hosiery Co., 
Milwaukee, for employees and their friends 
at Waukesha Beach, near Milwaukee, on 
July 14. The event ranks as one of the big- 
gest, if not actually the biggest, industrial 
outing held in the United States. Each em- 
ployee was given a ticket bearing coupons 
entitling him to secure refreshments, en- 
joy the bathing, and dancing facilities of 
the park and make use of the concessions, 
such as merry-go-rounds, “whips” and 
similar apparatus. The hosiery company 
employs more than 5,000 persons at its 
Milwaukee plant. The Phoenix Chapter 
of the Milwaukee Association of Com- 
merce was in charge of the picnic. 
Manufacturing Firm _ Incor- 

porates 


Articles of incorporation have been 
filed by the Atwater Shoe Co., Shorewood, 
Wis., a suburb of Milwaukee. Capital 
stock consists of 500 shares, no par value. 
George L. Byrnes, Jerome W. Byrnes and 
Charles E. Byrnes are incorporators of the 
new enterprise. 


Department Head Resigns 


E. J. Koutnik, for the past three years 
manager of the shoe department at Tor- 
rison’s department store, Manitowoc, has 
resigned to accept a position with the sales 
department of the Aluminum Goods Man- 
ufacturing Co., of that city. Previous to 
being at Torrison’s, Mr. Koutnik was at 
Spoentgen’s shoe store for six years. 


Picture Attracts Attention 


A photograph of Baraboo from the air, 
on display in one of the show windows of 
the Pelton & Son shoe store in that city, 
is attracting a great deal of attention. The 
shoe merchant is using it for promotion 


purposes. 


Merchant Moves to Coast 


W. F. Georg, one of the best known 
merchants in Fond du Lac, Wis., is leav- 
ing that city to make his future home in 
Los Angeles, California. Mr. Georg will dis- 
pose of his shoe stock, fixtures and sup- 
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plies and with the completion of these 
transactions will leave for the west coast. 
He started in the shoe business in Fond du 
Lac 26 years ago and has sold footwear 
continuously since that time. 


Credit Men to Organize 


Organization of a local credit club from 
the personnel of the present credit rating 
bureau of Madison, Wis., was suggested to 
members by C. P. Younts, Houston, Texas, 
field secretary of the Retail Credit Men’s 
National Association at a meeting of the 
Association of Commerce. It is probable 
that organization of such a club will take 
place after the next meeting of the Asso- 
ciation of Commerce when the matter will 
be considered. 


Production Comntences 


The Vogue Hosiery Co., of Waupun, 
Wis., turning out fancy jacquard hosiery, 
has started production after delay of more 
than a year. Operations were held up by 
inability of the foreign mechanic who was 
sent to this country with the imported 
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jacquard machines, to erect them properly. 
Orders for more than 200,000 dozen pairs 
of the new hosiery are on file, and produc- 
tion at capacity will mean only 700 dozen 
pair weekly, according to A. O. Hanisch, 
one of the company promoters and owners. 
Two new twelve-row jacquards have been 
ordered from Germany which up to the 
present has monopolized production of 
this type of hosiery through jealous guard- 
ing of the machines for producing them. 


Send Men to Camp 


Forty-three Milwaukee industries have 
arranged to send selected men to the citi- 
zen’s military training camp at Camp 
Custer, Mich., in August. Quotas from 
factories vary from 2 to 15. While in the 
camp for the two-week period, the embry- 
onic Pershings receive board, room, 
transportation, and all expenses, including 
a uniform. Among the Milwaukee firms 
sending men are the F. Mayer Boot & 
Shoe Co., Phoenix Knitting Works, Espen- 
hain’s Department Store, Boston Store, 
and Pfister & Vogel Leather Co. 





CINCINNATI 


White Business Reaches High Peak 


Canvas and Kid are Enjoying Strong Demands— 
Men’s Shoes Selling at Reduced Prices 


INCINNATI retail shoe merchants 

experienced another good week 
during the week ending July 14. Warm, 
seasonable weather aided sales tremen- 
dously and a large volume of white foot- 
wear was sold. The all-whites were in the 
lead as they have been all this season, but 
some of the merchants reported quite a 
well-developed demand for whites with 
colored leather trimmings. White canvas 
footwear is also leading white kid in sales 
at the present writing and will probably 
hold the lead throughout the remainder of 
the summer. 

The white season, taken as a whole, has 
been a good one and, in many stores, 
better than last year. The cold snap, 
which came several weeks ago, slowed up 
sales for a short period and reduced the 
business on white footwear to a low mark, 
but when favorable weather re-appeared 
the retail shoe stores in this city did a 
remarkably good volume of business on 
whites. 


Clearance Sales on Whites 


Some of the retail shoe-merchants have 
already begun their period of clearance 
sales on white shoes. Most of the larger 
merchants will not endeavor to dispose of 
their white footwear through sales until 
about the first of August, thereby stimu- 
lating sales during the usually dull weeks 
at the beginning of August. But a number 
of the smaller stores have decided not to 


wait so long and during the past week 
have offered their stock of white shoes at 
clearance sale prices. Good sales have 
resulted in almost all cases. 

Men’s shoe stores have entered the sale 
period and are offering their stock of low 
summer shoes at reduced prices. Business 
on men’s shoes has been fair and the sales 
are bringing fair results, but not a big 
volume of sales. 


Wiechman Visited East 

Harry Wiechman, head of The Wiech- 
man Pattern Company, has been on an 
extended business trip through the East. 
In addition to attending the Boston Style 
Show, Mr. Wiechman visited the shoe 
markets in New York, Philadelphia, 
Rochester and other points. 


Factories Have Good Orders 


The past few weeks have seen much 
improvement in the condition of Cincin- 
nati shoe factories. Orders have been 
coming in better than they have in months 
while production has increased and all 
factories are busier than they have been 
for some time. Several of the plants 
report that they have sufficient orders on 
their books at present to keep their 
departments in operation up until approxi- 
mately September 15. One or two factories 
can keep their workers steadily employed 
even beyond this time. 
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The improvement noted is not confined 
to the plants located in Cincinnati. 
Several of the smaller centers in south- 
western Ohio are running along in better 
condition today than they have been for a 
number of months. Portsmouth, Ohio, 
plants have increased their production 
during the last few weeks. 


Style Leaders at Boston 


A number of the style leaders in the 
Cincinnati shoe market attended the 
Boston Style Show. Harry C. McLaughlin, 
vice-president and general manager of 
The Potter Shoe Company, was chairman 
of the Joint Style committee which made 
the recommendations for footwear for 
selling during October, November, and 
December. 


Outing Well Attended 


The annual outing of the Shoe and 
Leather Club of Cincinnati was held on 
Saturday, July 14, at Cody’s Farm on the 
Dixie Highway in Kentucky. The ideal 
weather brought out a large number of 
shoe and leather men and everyone 
present enjoyed a gloriously good time. 


Sale on Whites 


White kid and cloth shoes are being 
offered in the clearance sale being con- 
ducted by the Queen Quality Boot Shop. 
Black and Brown kid oxfords, patent and 
satin straps, and black satins are also 
being sold at reduced prices. The sale is 
proving to be a big success. 


Business Very Good 

The shoe department of the new Roll- 
man and Sons Company store has been 
doing a record business during the first 
two weeks that the store has been open. 
Thousands of people have taken advant- 
age of the opportunity to see the new 
home of this company and sales have been 
made in large volume. The shoe depart- 
ment is located on the fifth floor and is in 
charge of Mr. Momper. 


New Shoe Factory 


Announcement has been made by The 
United States Shoe Company that the Val 
Duttenhofer Sons Company factory has 
been moved to its new plant at Court and 
Broadway where conditions are such that 
more efficient production and better 
service will be available. This company’s 
new plant is equipped to manufacture 
better quality shoes than ever before in its 
history. 

The new offices of the United States 
Shoe Company will be opened next week 
in the Duttenhofer Building, Sixth and 
Sycamore Streets. The concentration of 
the executive department and the office 
work will effect an enormous saving in 
overhead expenses. 
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Robert Wise, vice-president of The 
United States: Shoe Company, has just 
returned from a business trip to New 
York City. Ernie Daniels, sales manager 
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of The Val Duttenhofer Sons Company, 
has left for a trip to St. Louis and Kansas 
City to look after business in those cities 
for his company. 





CANTON 


Whites Sales Lead 1922 Figures 


Beige, Sand and Green Also Enjoying Free Sales—Planning 
for Fall Merchandise Stocking 


ETAIL shoe merchants report satis- 

factory business the past two months 
and say. sales have been on the increase 
since early May. Despite warmer weather, 
business volume is being maintained at a 
profitable average. 

Strong demand for colored footwear of 
the sandal type is reported. Windows aye 
replete with white footwear offerings, this 
business being ahead of a year ago. It is 
better merchandise the trade wants. The 
medium-priced and cheaper goods have 
little call at this season. 

Beige, sand, green, white and black are 
the most popular shades at this time. 
Men’s sections report much activity, the 
black oxford continuing to sell freely. 

Children’s shoes the past three weeks 
have shown a tendency to slow up due to 
the school vacation. 

Chiffon hosiery in black, gray and white 
are the chief factors in the hosiery trade 
in this district. 

There is no indication of fall footwear 
in windows as yet, although some mer- 
chants are stressing a few new fall num- 
bers in inside cases. Prices will remain 
about the same in fall merchandise, retail 
merchants report. 


Good Rubber Heel Produc- 
tion 

Although there has been no noticeable 
slackening of tire production in the Akron 
district within the past few weeks, output 
of the boot, shoe and rubber merchandising 
departments of the larger rubber factories 
continues to increase. To take care of the 
heavy volume of sales hundreds of men 
have been transferred from’ the tire de- 
partments. 

It has been estimated that 65 per cent 
of the rubber footwear used last year was 
manufactured in local plants. Reportsof the 
United States Chamber of Commerce 
show the exports of rubber footwear have 
increased considerably since last year. 


Sales Amount to $400,000 


Sales at the store of the Garver Brothers 
Company, Strasburg, known nationally 
as one of the world’s largest country 
stores, the first months of 1923 will be in 
excess of $400,000. 

This store is buying slightly heavier 
footwear thana year ago, and there is every 


indication that holiday sales. will exceed 
even the record year of 1920. 


Business Ahead of 1922 


With business running 45 per cent ahead 
of last year and with conditions good, G. 
M. McKelvey Company, largest Youngs- 
town department store, expects to do at 
least $1,150,000 more -business this year 
than in 1922. This was ‘the statement this 
week of E. L. McKelvey, vice-president 
and general manager of the firm. 


The McKelvey Company recently en- 
larged its shoe department, giving it con- 
siderably more floor space than formerly. 


Zanesville Shoe Club Meets 


The Shoe Club of Zanesville, at a meet- 
ing listened to a discussion on the anatomy 
of the foot with reference to correct fit- 
ting of modern shoes, by Dr. W. A. Hill, 
educational director of the School Manu- 
facturing Company of Chicago. New offi- 
cers of the shoe club will be elected at the 
next meeting. 


Bucyrus Man Retires 


E. H. Walter, retail shoe merchant, at 
Bucyrus, O., who retired from active busi- 
ness, called in the Captain of the Salva- 
tion Army and gave him all the shoes that 
remained in the store when it closed its 
doors—3,000 pairs in all. They were dis- 
tributed among the poor of the city. 


Rasmussen Makes Change 


Fred Rasmussen, formerly of the shoe 
department of the F. and R. Lazarus 
Company, Columbus, O., has become iden- 
tified with the sales organization of the 
H. M. Horton Company, Canton, O. He 
has moved his family to Canton and will 
make it his future home. 


New Store in Youngtown 


Announcement is made of the opening 
of the new Miller-Patton Company shoe 
store in the Ritzi Building, Youngstown, 
O. The room in appointments, ranks with 
any store of its kind in the United States, 
being modern in every detail. Represen- 
tative lines of shoes for men, women and 
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children, as well as hosiery, will make the 
store one of the most complete in the 


steel city. 
David Patton is president of the Miller 
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Patton Shoe Co. He received his early 
shoe experience in the store of the Proctor- 
Klingensmith Co. He later was associated 
with C. B. Klingensmith. 





DENVER 


Retail Business on Forward Trend 


Good Promises for Fall Crops Which Is Important Factor in 
Buying 


HE retail shoe business in this section 

is reported fairly good at the present 
time. The crop outlook in the state is 
bright, which is serving to give a better 
tone to all lines of trade in this part of the 
country. Much depends on this year’s 
farm crops and, as long as they continue 
favorable, business is bound to move for- 
ward. 

Normal temperature in southern Colo- 
rado, and only slightly deficient tempera- 
ture in northern counties, with adequate 
sunshine has resulted in a good growth of 
all crops during the last week. Harvesting 
of winter wheat and early potatoes has 
begun in western valleys. Sugar beets and 
truck produce made a good growth gener- 
ally. A large acreage of head lettuce is 
being shipped from the Arkansas Valley, 
and peas and beans are plentiful. A good 
crop of cherries is being picked. 


New Home for Fontius Co. 


The Fontius Shoe Co., Sixteenth and 
Champa Streets, is busy with a removal 
sale. The firm has started work on its new 
home at Sixteenth and Welton Streets. 
The new store will be two stories high, it 
will extend 125 feet on Sixteenth Street 
and 100 feet deep on Welton. The material 
will be buff mottled brick with colored 
Gothic trimmings, with a general exterior 
color scheme of brown and cream. The 
main floor will be devoted to women’s and 
children’s shoes and there will be an at- 
tractive basement shoe store for men. 
There are orthopedic departments and 
executive offices. The store will be ready 
for occupancy in the fall or early winter. 


Selling $10,000 Stock 


The Sparn Shoe Company, of 2419 
Broadway, Denver, is at the present time 
conducting a sale. The firm is offering a 
$10,000 stock of shoes and hosiery for sale 


at greatly reduced prices. 


Convention at Denver 


Denver shoe merchants are laying nu- 
merous plans to be carried out at the an- 
nual convention of the Mountain States 
Shoe Retailers’ Association, to be held in 
Denver, Sept. 13 and 14. Robert Johnston, 
of the Johnston Shoe Company, this city, 
and president of the organization, reports 
that the convention to be held in Denver 


this year will be the best ever and his 
statement is being backed up by every 
Denver member of the association. Accord- 
ing to the present plans, the convention 
will be held in Denver’s large auditorium 
with a style show, as a feature, the first 
ever held by the Mountain States organi- 
zation. 


May Company Carnival 


A riot of fun marked the first annual 
carnival of the May Company, this city, 
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at Lakeside. The festivities started with 
a banquet, with Frank Kendall, superin- 
tendent of the store, as toastmaster. A 
program followed. A. L. Triefus, manager 
of the May Company, and Attorney Joseph 
Jaffa of the company, gave short talks. 


Retail Notes 


The Boston Bargain Store, 1659 Arapa- 
hoe Street, is closing out its entire stock 
of men’s shoes. The firm has been in busi- 
ness here for some little time past. 

White shoes and also those in black, con- 
tinue to lead in sales. Red, green and other 
colored pumps are selling well. 

M. Evans, a retail shoe merchant of 
Bridgeport, Nebraska, was a recent busi- 
ness visitor. 

Morris Friedman, representative of the 
Red Goose Shoe Co., was a business visitor 
in Trinidad and other southern Colorado 
cities. 

The Gano-Downs Co. is conducting its 
annual summer sale of women’s pumps 
and slippers. 





LOUISVILLE 


Retail Shoe Business Very Good 


Steady Sale on All White Numbers—Colored Sandals Hold 
up Well 


HE retail shoe business has been very 

good for the week ending July 14, 
with a strong demand for white and also 
for red and green sandals and a few blues. 
Whites, trimmed with bright colors, have 
moved slowly and have been a disappoint- 
ment. This seems to be the report from 
almost every other large city in the coun- 
try. 

It is believed that fall business will see a 
lot of demand for the bright colors, along 
with gray, tan, etc., and it is believed that 
suede will be quite good in light shades. 
Indications are for women’s shoes to con- 
tinue moving in the novelties for early 
fall. 


New Fedler Store 


J. C. Fedler & Sons Co., operating the 
Boston Shoe Company store, is branching 
out a lot this season. For the past several 
years the company has operated only one 
local store. A short time ago it took over 
the Cadle shoe shop, which will become a 
juvenile specialty store about September 
1. Announcement has just been made that 
the company will also open a new store 
for men’s popular priced shoes exclusively, 
this store to be at Fifth and Jefferson 
Streets, in a very busy district, within a 
couple of blocks of the main store. 


Fedler Ideal Host 
A very enjoyable outing was recently 
enjoyed by the employes of the Boston 


Shoe Company stores, when J. C. Fedler, 
Sr., head of the organization, had the 
entire force out to his country place. 
Besides a couple of excellent meals there 
was a ball game for the boys, a number of 
athletic contests, and various stunts for 
the girls. 


Rural Shoppers’ Day 


The Louisville Retail Merchants’ As- 
sociation is sending out about 13,000 in- 
vitations to rural people, and doing ad- 
vertising in calling attention to the second 
of a series of rural shoppers days, or ““Out- 
of-Town Shoppers Days.”’ The first day 
of this kind was very successful. The 
special prices attracted a lot of local busi- 
ness, but also brought a lot of country 
business. 


Shoe Merchants’ Outing 


Arrangements are being made for the 
outing of the Louisville retail shoe mer- 
chants late this month, but time and 
place are still open. The boys are clamor- 
ing for one of the old-fashioned baseball 
games. 


Closing Hours for Summer 


Summer closing hours are in Louisville. 
Two stores, those of H. P. Selman & Co., 
and Besten & Langen, are closing all day 
on Saturday, while the rest of the leading 
stores of the department store type are 
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closing at 12.30. Shoe stores are main- 
taining late hours with a couple of excep- 
tions, where big stores in the fashionable 
section are closing at 6.30 on Saturday 
evening. Most of the shoe stores are now 
closing at 5.30 on week days. 


Three Outings Same Day 


The Market Street Merchants, mem- 
bers of the Market Street Merchants’ 
Association, closed their stores on July 19 
at noon at which time there was an em- 
ployes picnic held at the Eight Mile house 
of the Shelbyville road. Three stores, 
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namely, J. Bacon & Sons, Herman Straus 
& Sons Co., and The Ben Snyder Depart- 
ment store, held separate outings for their 
employes, at different places. Mr. Sny- 
der’s force went to Gleenwood Park in 
Southern Indiana; Bacon’s force to Sum- 
mers Park, South of Louisville; and Her- 
man Straus & Sons Co., had an outing at 
the State Fair Grounds. 


Manager Harry Childress of the Rodes 
Rapier Company, has announced that the 
company has bought the Johnston & Mur- 
phy line of shoes for fall, and will here- 
after handle the line regularly. 





CLEVELAND 


Steady Call for Summer Models 


Sandals and Cut-Out Numbers Find Good Sales — Sport 
Patterns Purchased by Many 


LTHOUGH the season for vacations 
A and touring parties has arrived the 
parks and golf links as well as tennis 
courts are still crowded daily, and this has 
served to keep up a good demand for 
summer shoes. 

Thousands are leaving the city weekly 
for vacations, and these people have 
wants to supply. Most of those who go 
touring, however, spend so much of their 
time in automobiles that they devote 
little attention to their wearing apparel 
before starting on their journeys. 

Business continued good through the 
first two weeks of July. White shoes have 
not been selling as well as they have in 
past seasons. The sandals and cut-out 
effects have to a large degree taken the 
place of the white shoes, although many 
are to be seen on the streets. 


Novelties Going Strong 

Novelties are in the best demand and it 
seems that anything that is new to the 
trade will sell. There have been such a 
great variety of novelties offered and so 
many have appeared at intervals that the 
frequent opportunities offered to pick up 
something new has educated the con- 
sumer to keep on the lookout for new 
models. 

Merchants interviewed stated business 
was running along at a much better vol- 
ume than in the month of July of last 
year. Local representatives of shoe manu- 
facturing establishments confirmed this 
and added that collections were good. 


Good Industrial Conditions 


The monthly report of the labor rela- 
tions committee of the Chamber of Com- 
merce indicates that there was a slight 
decrease in production during the month 
of June in Cleveland. There are 100 fac- 
tories in the city that give statistics to the 
committee each month with respect to 


number of employes, wages, etc. The 100 
factories lowered their number of em- 
ployes during the month of June 2.9 per 
cent. The automobile factories and auto 
parts concerns made the largest reduction 
in employes, 11.2 per cent. 

Some of the factories indicated that 
they would make further reductions in 
employes during July, but the majority 
announced they would not lay off any one. 

Wages did not go down to any extent 
during the month of June. Bankers and 
business men here regarded conditions as 
very favorable for this season of the year. 


Akron on Sound Basis 


Jacob Wolf of Akron, who conducts a 
prosperous shoe store at 287 South Arling- 
ton Avenue in Akron, was in Cleveland 
replenishing his stock. 

Mr. Wolf stated that conditions in 
Akron are excellent and that retail trade is 
good. The rubber factories are all busy, 
with the staffs working in three eight-hour 
shifts. Wages are good and the workers 
are wearing better clothes than they have 
in the last two years. 


Some Fall Buying 


Merchants have done some buying for 
fall, but with few exceptions, the bulk of 
it is to be done. Most of those, who have 
not purchased, held off to see the striking 
models exhibited at the Boston StyleShow. 
The general feeling is that it is going to be 
another low shoe season in the fall and 
winter. 


Patents Selling Freely 


Several retail shoe merchants stated 
they felt a lessening of the demand for 
red models. Green is selling about as well 
as ever and so are the black and white 
combinations. 
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Patent leather, satins and suedes are in 
fair demand, while linen sandals seem to 
be going very well for wear in the after- 
noons. Gray suede sport pumps, with gun 
metal trimmings, welt soles and low heels 
and pumps of gun metal calfskin with 
gray suede underlay or Russian calf with 
beige suede underlay are in good demand. 





Portland, Ore., Notes 


At the Spellman Shoe Co. there is a 
ready sale for sand and beige pumps. 
A one and four-eights Cuban heel seems 
the most popular here, and satins are in 
demand for the dressier styles of footwear. 
The prolonged cool weather has held back 
the white season this year, and red and 
other lighter shades are taking the place 
of whites in shoes this summer to a certain 
extent. 

The Peacock Shoe Salon opened on 
June 1 with a new and complete stock. A 
successful fire sale had been conducted to 
dispose of all stock damaged by smoke and 
water in the fire which took place in this 
store in April. The former manager of the 
Greenfield Shoe Company, Mr. J. J. 
Douet, is now manager of the Peacock 
store. 

A good business is being done at this 
shop in colored sandals in green, red, beige, 
white, and gray. Gray is having an es- 
pecially heavy demand. 

At the College Boot Shop plain toes and 
bluchers are in demand. Black has been 
leading here for the last three months, but 
now the demand seems to be about 50-50. 
Tony reds are much wanted, but only afew 
light tans are sold. 

The Mode Art Boot Shop is finding an 
increase in sales on red and green shoes, 
and there is a slight call for the novelties 
of paisley design. The white season will be 
good, according to the manager, Mr. Ward. 
Sandals are not so good as they have been 
here. 

Considerable advertising has been de- 
voted to outing footwear by the Meier & 
Frank Co. recently. 





New Shoe Stores 


Buffalo, N. Y.—John Tatko, 584 Hertel 
Avenue, men’s, women’s and children’s 
shoes. 

Buffalo, N. Y.—Ferd Sommers, 766 
Tonawanda Street, men’s, women’s and 
children’s shoes. 

Toledo, Ohio—John Bright Stores Com- 
pany, 427 St. Clair Street. ’ 

Youngstown, Ohio—John Bright Stores 
Company, 330 East Federal Street. 

Youngstown, Ohio— Miller Patton Co., 
Ritzi Building. 

Rochester, N. Y.—Gold’s, boots and 
shoes. 

Rochester, N. Y.—Henry Clay, 5 Clin- 
ton Avenue, North, boots and shoes. 
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is worth investigating 


If ever proof were needed that government in 
business does not necessarily mean turmoil, 
the liquidation activities, of the War Depart- 
ment furnish the evidence. 


When the Director of Sales Office took hold in 
1919, the Jeremjahs of the land had a wonder- 
ful time. The dumping of surplus property 
was to put an old man of the sea on to Ameri- 
can business, 


But nothing like that happened. There was 
none of this so-called dumping. Instead, the 
Director of Sales Office, working with the rep- 
resentatives of industry and commerce, liqui- 
dated this surplus in a manner that showed that 
sometimes a government can do a gocd job, 
outside its realm. 


The average business man has hardly realized 


The Way to Investigate 


Watch your Commercial Business Publication and 
the Metropolitan Dailies for announcements of specific 
auction or sealed bid sales. 

Send for the Catalog mentioned im the announcement. 
Check off the items that interest you. 

Send a representative to the sale to inspect the. ma- 
terials—in advance, if possible. 

To ensure you more leeway, send your name and ad- 
dress at once to Major J. L. Frink, Chief, Sales Pro- 
mation Section; Room 2515, Munitions Building, 
Washington, D.C. Advise him the character of ma- 
terials you are interested in, and catalogs containing 
such materials will be forwarded you as rapidly as 
sales are cheduled. 


a 


that over two and a half billion dollars’. worth 
of merchandise has found its way back to the 
usages of peace. 


You ought to know it not only because it em- 
bodies why the storm never arrived, but be- 
cause every sale of Surplus Property holds po- 
tential possibilities of profit for you. 


The War Department strongly emphasizes the 
importance of investigating opportunities at 
this particular time when the final sales are 
being planned. Investigation will disclose a 
minimum of the final tag-end remnants usually 
associated with wind-ups of this character. 
The materials remaining on hand are, in large 
part, the high grade merchandise that was re- 
served by the Army for emergency purposes. 


It is up to you to investigate 


Final commodity sales will begin in 
September and continue until liquida- 
tion of stocks is completed at the Quar- 
termaster ts in Brooklyn, Chicago, 
San Antonio and San Francisco: Offerings 
include a wide e of QO 
Supplies, Ordnance 
ae of Fadiness » Chi 
arfare and edical an Hospital 
Supplies. 
Important sales of Real Estate, Build- 
ings, Plants and Warehouses HiT 
held at Camp Devens, Ayer, Mass. 
Elmw: Depot, Buffalo, N. 


- and Camp . 
Wash. Definite dates will be announced 
ter. 


Look for the Eagle before you shop. - 


WAR DEPARTM EWN: 
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Foot Comfort 


Guaranteed 


to Your Trade, at 


50% or"J22 a foot 


without the use of arch supports 


DEP- -STEP 
METATARSAL PAD 


Retail 50% a foot 


END VIEW OF HEEL 
Showing Corrective Wedge PEP-STE D HEEL 


Retail 50% a foot 


Pep-SsTEP COMBINED 
Retail $12° a foot 


“Foot Comfort at 50c or $1.00 per foot” without 
the use of arch supports. 

Live dealers will find a large increase in their shoe 
business by featuring an ad like that. 

Your own and your competitors’ customers will 
appreciate such a service. 


It will bring foot sufferers to your store. You can’t 
sell shoes on the street. 


Pep-Steps give you a nice profit with practically 
no selling cost. 

They are—almost—air-light—no metal. They fit any shoe, 
oxford, pump, or sandal and while relieving or correcting foot 
ailments. They keep shoes shapely, good looking and com- 
fortable. 

Pep-Steps are worn and praised by thousands of former suf- 
ferers of weak or flat feet: by thousands who have had cal- 
louses—corns—bunions, tired, aching limbs, etc. 

A thirty-day money back guarantee with each pair. Could any 
offer be fairer? 

Orthopedic Authorities endorse our method. 

A trial order of \% doz. each style, men's and women’s best 
selling sizes will be sent on request. 

Pep-Step combination costs $1.25 per pair, Retail $2.00. 
Pep-Step metatarsal pad, $.60 per pair. Retail, $1.00. 
Pep-Step heel pad, $.60 per pair, Retail, $1.00. 


CP naa 


Pep-Step. 318 W. Division Street, C ieee. Tl. 
Please send Trial Order to 








By carrying a carton of 
liquid Blancofin stock, you 
can profitably follow up 
every white-footwear sale 
in your store. Show it to 
your customers, explain 
the convenience with 
which it may be applied 
and present it to them in 
the handy carton.— This is 
particularly true with the 
present great vogue for 
white shoes. 


Of course, the original 
Blanco for White Shoes 
in cake form can be had 
and for merchants who sell 
a trade demanding yellow 
and green khaki shades, 
we offer the cake Blanco 
in these shades as well. 


Both preparations can be 
shipped upon short notice. 





Laing-Harrar 


& Chamberlin 


Sole Agents 
for 
the U. S. A. 


Philadelphia 


Pennsylvania 
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Style Full 
Over-size Demi-size 
SHOES 








Style Full 
Cvor-Siz0s ) 


611—Black Kid, Fat Ankle, Cross Strap 
= $4.50 
Brown Kid, P le¥Cross S 
610—Black Kid Two Strap.........$4 616—Brown Kid, Fat Ankle,tCross ocrep 
615—Brown Kid Two Strap . 631—Patent Leather... a $4.50 
Sizes 344 to 10 C-EE 3% to 10, E and FF. 


Special fitting 
shoes of style 
for those who 
are hard to fit 








Stylo -Full 


(( pant See 


"Rape mar%® 


In Stock 
NOTE—To sizes 8% and 9 add 25 cents; 
9% and 10 add 50 cents 
634— Patent Leather Cross Strap Conte. 


tion Last 


604— Black Kid Oxford, Combination 4 
: Sizes 344 to 10, C-EEE 


Sizes 3% to 10, C-EEE 


ANDERSON -OWENS SHOE CO. 


Factory 
373 Washington St. Boston Office 
Lynn, Mass. 186 Lincoln St. 




















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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A Quarter 
Of A Century 


Is a long period of time in the life of man or in the life of 
a leather. A line of leather that has stood the test of time 
for over twenty-five years must possess unusual merits of 
appearance, appropriateness and service. 
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Norwegian Veals and Calf 


was originated and named by the firm of A. F. Gallun & Sons, Milwau- 
kee, over a quarter of a century ago. This famous line of hand-boarded 
finish leather is a store-hold favorite wherever good shoes are bought 


and sold. 
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A smooth finished leather that is pliable, 


Aztec Calf strong and pleasing to the eye. Offered in the 
Fashionable shades. 


*1-: Available in black and five colors. A smooth 
Viking Calf finished leather of superior merit. — 
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All the above are recognized as “Gallun Quality Leathers” 
and find ready acceptance with manufacturers and 
retailers of better-grade footwear. 


_————— = 


~_>— 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
Pre-War P December, 1922 Today 
Calf, suede, oP SEED, .6cccsnnceeeees $0.32 .35 $1.40 @$1.50 $0.65 .75 $0.50 @$0.60 
Calf, smooth colored, top grade....... .28 30 1.40@ 1.50 45 50 45 $ 48 
Calf’ . black, top grade........ -26 -28 1.36@ 1.40 43 45 rm 45 
Side leathers, top grade........ 18 22 -75@ 1.00 -26 30 -28 .30 
Side leather, ‘black, top grade......... 16 -20 65 90 24 -26 -26 -28 
uine buck pneeesepeanasesoencasce 45 50 1.40@ 1.60 65 .80 -60 -70 
White buck, top grade (side leather) .28 .30 -90@ 1.00 35 40 35 46 
Bt, PEEL cccnsecesccesenacess 24 -26 65 -79 .24 .26 -28 -32 
Ek, for sport shoes..............+.+. .30 44 
Kid, colors, best fancy .............. 35 40 1.40@ 1.65 80 90 -90 1.00 
Kid, colors, top grade ............... -28 30 1.35@ 1.60 -70 .80 .70 85 
Kid, black, top —_ bee coaccocececes -28 30 1.35@ 1.50 60 -70 65 :75 
PC PE ccccusscoseccees -20 -24 -70@ 1.10 35 55 .35 60 
i Ch, Sc esvscesseccevces 18 -22 -60@ 1.00 30 50 35 50 
DM ccenteeteddbbeseedesoese 06 12 -20 36 on 18 “a $ .20 
Chrome, patent sides and kip......... 25 30 85@ 1.05 45 50 45 -50 
Pe SicNesecceisecessesedéoseas 40 1.40@ 1.60 -70 80 65 @ .75 
Sole Leather (Price Per Pound) 
ee $0.32 @$0.33 $0.56 @$0.58 $0.34 ial $0.33 @$0.34 
ppenehnanee 6seseesoenneeonseys - .36 .90 oe 46 50 48 @ .55 
By © GE i esckccccacecscehieces -38 .39 92 -95 55 58 50 -60 
o. 1 oak shoe mfrs.’ use...... 46 47 -98@ 1.05 60 65 55 65 
No. 1 oak finders’ use.......... oe 48 1.15@ 1.25 4°70 80 -70 .80 
Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 
Native comm, as used in sole leather, June, 1922 Today 
biddasé ences eeaasooees -- @$0.18% $0.52 55 os 17 “a $0.14 
Heavy eee forsoleleather.... .. 18 éa 50 16 $0.12% 13 
Light native cows, for leather .. ris, a: 62 15K et 11% 
cows, forlight soleleather.... .. 17 os 50 - 14 -- @ 09% 
No. 1 buffs, for heavy andsideiea. ©'@ 15 45@ |50 11%@ 12 09 @ 10 
No. 1 aw od City for fine 
isan 000 600nseseneeses ee 17 80@ 1. $234 13 18 10 @ 17% 
Kips for upper leather............--. oe 16 65 12 17 09 @ .14 
A. hides for for sole leather........... ae .30 42 36 18K 17 ee & 


















UYING in the leather market has 
been more diverted during the week 
ending July 14, owing to the Style 

Show in Boston, which was reported to 
have attracted more shoe buyers to the 
eastern markets than any previous similar 
event. Beautiful displays of leather at- 
tracted unusual attention from the visitors 
and there were liberal exhibits of the 
finest finishes of calf, kid, buck, side lea- 
thers in many of the leading tannages. 

There has not been much talk of prices. 
Inquiries indicated, rather, the desire to 
learn what leathers would be most popular 
in the fall and winter. 


Large Volume Anticipated 


While the volume of business has been 
small as a whole the past week, tanners 
now, following a quiet period of a number 
of weeks, look forward to a large and 
healthy business. It is not expected that 
the radical colors will continue with the 
popularity of the past season, although it 
is not unlikely that in children’s fancy 
footwear we will see the brilliant colors in 
fashion for quite a long time to come. 
Tanners, on the other hand, are cautious in 
making up large stocks ahead on any color 
which might pass out quickly. The ten- 
dency is- toward conservatism and a 
larger demand is anticipated on what is 


Trend Toward Larger Business in 
Leather Market 











considered the more staple shades, such as 
brown, tan, field mouse, and similar shades. 
More interest is also noted on black calf, 
kid and patent leather. Leather buyers ap- 
parently do not look for any lower prices 
either on upper or sole leather, realizing 
that while there has been a recent break in 
the hide market, the leather now coming 
through was made from very high-cost 
hides and skins. The prospects are for a 
continuance of the firm tendency of lea- 
ther all along the line, notwithstanding the 
sales of hides and skins at lower prices. 
Other costs entering into tanning are con- 
siderably higher than a year ago. These 
include tanning materials, general over- 
head, increased cost of selling and other 
items. 


Firm Sole Leather Market 


The sole leather situation is firm, al- 
though general volume of business is 
small. In view of the large business on 
shoes placed within the last two weeks, 
there is prospect of a very active business 
for the remainder of the summer and this 
fall. It is believed that the quietest state 
of trade is over and that the volume will 
pick up rapidly now from week to week. 
Prices are firmly maintained and there is 
little likelihood of any recessions in value 
although without the recent break in hides 





it is probable that still higher prices would 
have prevailed on sole leather this ap- 
proaching season. 

Sole cutters of union, who are the largest 
buyers are becoming busier and the prices 
quoted for heavy packer steer backs are 
53c to 55c per pound; medium, 50c to 52c. 
Improved conditions are noted in the oak 
sole market with oak backs ranging from 
40c to 45c per pound and bends from 55c 
to 65c with heavy finders’ bends 65c to 
75¢c. 


Strong Demand for Suede Calf 


A feature of the upper leather situation 
is the very strong demand for suede lea- 
thers. There has never been such an active 
season for ooze calf and the suede leathers 
which are also known as side leathers and 
buck. The demand for the highest grades 
of suede calf exceed the supply by con- 
siderable as only a limited number of calf 
skins in the spring of the year are avail- 
able for the fancy finishes. The top grades 
of suede are bringing from 50c to 60c per 
foot, and colors 35c to 45c for medium. 
The plump weights in full grain, smooth 
finished calf in colors brings 45c, 40c and 
35c per foot for the first three selections 
and for very choice tannages 48c. The 
lighter weights and spready calf skins are 

(Continued on page 111) 
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—the only vulcanized 
Crepe Sole on the 
market today 


SOLE that will not separate from the 

upper—that has the perfect adhesion 
with the upper which only vulcanization 
can give! A sole that is elastic, light weight, 
buoyant, durable and will not bulge. 


This is the new Keds Crepe Sole—one 
of the greatest improvements in canvas 
rubber soled footwear. 


Crepe Sole Keds are being endorsed by 
the leading tennis players in America. They 
have already figured prominently in impor- 
tant National and International matches. 

Salesmen will be on the way to you with 
samples for advance orders within a few 
weeks. You will find a ready demand and 
real profits in the new Crepe Sole Keds. 


United States Rubber Company 
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UBBER, as a necessary ally to the 
shoe and leather industry, was 
impressively stressed in many strik- 
ing exhibits at the Boston Style Show. 
Fourteen companies, interested in the 
rubber industry and appreciating the close 
relation to the shoe industry, were ex- 
hibitors. Exhibits of full lines of rubber 
heels and soles, crepe rubber soles, canvas 
and rubber footwear, gaiters, rubber boots, 
bathing shoes, rubber taps, and other in- 
cidentals were featured by the exhibitors 
in very attractively arranged booths. 
Neatness and simplicity marked the 
exhibits of all of the companies, inasmuch 
as rubber products, as far as they can be 
applied to the shoe industry, have a limited 
scope. Novel methods of showing full 
lines of heels and soles featured the dis- 
plays. For instance, the Goodyear Tire 
and Rubber Co., showing a complete line 
of rubber heels and soles in black, tan and 
white colors, used a large background of 
red, framed in an attractive border, to 
clearly show its exhibit. The contrast of 
the red background to black and white 
heels and soles was very distinctive. 


Crepe Sole Prominent Feature 


The degree of exactness and efficiency 
which has been obtained by companies 
manufacturing the crepe rubber sole, was 
surprising when one considered the brief 
time which this new feature has been on 
the market. The most serious problem 
concerning the crepe rubber sole, that of 
solving a method of securely attaching the 
sole to the welt, has been entirely over- 
come and the Alfred Hale Rubber Co., 
Atlantic, Mass., manufacturers of the 
“Rajah” sole, and the Avon Sole Co., 
makers of the Du-Flex products, em- 
phasized their progress in this step. 

Crepe soles now are also considerably 
more appealing to the eye. In the early 
stages, they presented a cumbersome, 
gummy appearance, but now are just as 
smooth in appearance as any other sole. 
Lightness was stressed by allowing the 
soles to float in water. Crepe soles in all 
brilliant shades and also subdued tones 
were exhibited. For sport wear, brilliantly 
colored soles have been attached to shoes 
of the same hue. 

An oak fibre undersole, forming a basis 
for the crepe rubber to stick to, is reported 
as one of the big factors in eliminating any 
danger of the sole tearing away from the 
welt. 

The Hale Company’s exhibit was un- 
usually commanding because of the orig- 
inality used in arrangement: A large back- 
ground, attractively framed, was used to 
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Broad Line of Rubber Products at 


Boston Show 


place all types of products on and it was 
very conspicuous. 


Rubber for French Heel 


A new rubber heel, to be attached to the 
French or Louis wooden heel, was a fea- 
ture. The Dryden Rubber Co., Chicago, 
Ill., exhibited’ this number. An explanation 
of the method of fastening was offered. 
One center screw with three small brads 
did the fastening. 

Radio boots were shown by the Cam- 
bridge Rubber Co., Cambridge, Mass. A 





Rubber Exhibitors 


Bloomingdale Rubber Co., Butler, 
N. J. 

Cambridge Rubber Co., Cambridge, 
Mass. 

Dryden Rubber Co., Chicago, IIl. 

Fellsway Rubber Co., Medford, 
Mass. 

Firestone-Apsley 
Hudson, Mass. 

Foster Rubber Co., Boston, Mass. 

Goodyear Tire & Rubber Co., 


Rubber Co., 


Akron, Ohio. 

Alfred Hale Rubber Co., Atlantic, 
Mass. 

Hanover Rubber Co., West Han- 
over, Mass. 


Hood Rubber Products Co., Inc., 
Watertown, Mass. 

O’Sullivan Rubber Co.,Inc., Lowell, 
Mass. 

Panther Rubber Co., Stoughton, 
Mass. 

Panco Rubber Co., Chelsea. 

United States Rubber Co., Boston, 
Mass. 











new feature shown was a gray boot with a 
paisley top. 

Wide lines of rubber soled canvas foot- 
wear, including some snappy types for 
Summer and sport wear, were prominently 
displayed at several of the rubber booths. 
The United States Rubber Co., Boston; 
Hood Rubber Products Co. Inc., Water- 
town, Mass; Cambridge Rubber Co. and 
the Firestone-Apsley Rubber Co., Hudson, 
Mass., showed broad lines of this type of 
footwear. 


Women Like Bathing Shoes 
Deep interest by women was directed 


to the various displays of bathing shoes. 
These shoes were shown in all colors and 


many patterns. 
A new feature ir rubber boots was dem- 








onstrated by the Hood Co. A corduroy 
top, doing away with cracking and chafing, 
appealed. It was particularly designed for 
fishing trade. The top of the boot is of 
rubber, the term corduroy being applied 
because the top unless closely examined, 
resembles corduroy because the rubber has 
been so made that lines run at right angles 
to the lower part of the article. 

Rubber heels and soles in an extensive 
variety of patterns were interestingly dis- 


‘ played. By the term patterns, in this sense, 


is meant the outer surface of the sole and 
heel. Outstanding features, differentiating 
patterns, consisted of circles and similar 
designs on the outer surfaces. 

All types of footwear, used expressly to 
show the soles and heels of the rubber 
manufacturers, were shown at many of the 
booths in the rubber sections. 





New Monroe Co. Plant 


Buffalo, July 16—The MonroeShoeCo., 
of this city, manufacturers of women’s 
Goodyear welt shoes, has commenced 
operations in its new factory. It is the 
first large factory for the manufacture of 
shoes to be erected in Buffalo in more than 
20 years. It is located at 980 Northamp- 
ton Street. 

The Monroe Co. makes shoes to retail 
at $5 and $6. Every operative, who comes 
into its employ, is offered steady work 


, every working day in the year, regardless 


of business conditions. This means that 
there will be no laying off of help between 
seasons as is the usual custom in shoe 
factories. The Monroe Shoe Co. will 
feature corrective shoes for women made 
on new perfected lasts and expects to 
turn out 25,000 pairs of shoes daily, soon. 

The company forms another link in the 
chain of shoemaking organizations con- 
trolled by the Menihan Company of 
Rochester, including the Arch Aid Shoe 
Company and the Carfagno Shoe Co. 

Within a short period, the Menihan 
Company will be among the largest pro- 
ducers of women’s footwear in the United 
States with a total producing capacity of 
75,000 pair daily. 





Nock with Wallace Company 


Schenectady, N.Y., July 16—Charles H. 
Nock, who has recently resigned his posi- 
tion with The Nock Bros. Co., of Salisbury, 
Md., after a connection of 19 years as 
buyer and manager of the shoe depart- 
ment, has accepted the position as buyer 
for The Wallace Company of Schenectady, 
New York. 
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The Heel 


of Greater Vitality 





TT 








Will surely appeal to your sense 
of practical manufacturing econ- 
omy and good business. 
Absolutely A-1 stock. 

A low scale of prices. 


Standard size, shape, 
and nailing. 


5 


HANOVER RUBBER. 
COMPANY 


WEST HANOVER.MASS. 
Boston Office 10 Fligh §t- 
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Trend Toward Larger Busi- 
ness in Leather Market 
(Continued from page 107) 


quoted at approximately 5c per foot less 
per grade. Few job lots are available of the 
better tannages of calf. 


Improvement in Side Upper Expected 

While sales of side upper leather have 
been small per firm, the aggregate is get- 
ting larger from week to week and a much 
larger demand is anticipated now that the 
Boston Style Show is over. There is vir- 
tually no change in price of side upper 
leather quotations ranging from 20c to 
32c per foot for the standard tannages and 
for the top selections of buck leathers, 
sport elk and similar tannage prices run 
from 32 to 44c per foot with the top grades 
of white buck bringing 42c to 48c per foot. 
The most popular call for elk is in veal 
sides for sport footwear. The cheaper and 
lower grades of snuffed sides and job lots 
range from 14c to 20c. 


Better Outlook for Patent 


A much better outlook is anticipated for 
patent leather as it is believed that black 
shoes both in satin and patent leather will 
increase in popularity during the coming 
season. Prices show no change, top grades 
of patent chrome kips ranging from 45c 
to 50c per foot, and the first grades of 
patent chrome sides are listed at 45, 40c 
to 35c for the leading tannages. Patent 
kid ranges from 65c to 75c per foot for 
choice selections and 45c to 60c for me- 
dium. There is, also, a fair call for colored 
patent, prices ranging from 55c to 60c. 


Kid Colors More Conservative 


While immediate business on glazed 
kid has been slow owing to inventory, va- 
cation periods and the Boston Show, an 
active business is expected from now on. 
It is believed that the call for fantastic 
colors has had its run, although there may 
be a continuance on the demand for bright 
colors for children’s shoes. The tendency 
for men’s and women’s shoes, however, is 
toward the more conservative shades, 
such as brown, field mouse; and there is 
also a better demand for black. Prices are 
on the same basis as for the past few weeks 
with $1 per foot quoted for the first selec- 
tion of white kid. The regular top grades 
are quoted at 65c to 80c; 40c to 60c for 
medium and downward for the cheaper 
grades of kid according to quality. 





Shoe Store to Open August 15 


Waco, Texas, July 15—George Adel- 
man, formerly connected with Segal’s 
Upstairs Shoe Parlor for ten years as a 
salesman, will, on August 15, assume the 
proprietorship of the Guarantee Upstairs 
Shoe Store at 617 Austin Avenue. Mr. 


Adelman will carry men’s, women’s 


and children’s shoes. 
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Planning for 1924 Event 


Charleston, S. C., June 25—M. A. Con- 
don, retail shoe merchant of this city, who 
was elected president of the Southeast- 
ern Shoe Retailers’ Association at the 
annual convention held recently, is al- 
ready planning for the 1924 event to be 
held inthis city. The president is busy com- 
municating with leaders in the Southeast 
requesting co-operation to make the 1924 
convention a success. 

A direct mail campaign'to more than 
2,000 retail shoe merchants will be 
launched about Oct. 1, the purpose to try 
to sell merchants in this section the ad- 
vantage of being a member of the associa- 
tion. 

Business Is Good 


Retail shoe merchants report that the 
shoe business for the first two weeks of* 
June was very good. School commence- 
ments, as well as the opening of the vaca- 
tion season, stimulated the demand for 
slippers and white footwear. Sandals of 
all types were in demand from young and 
old. 

The first six months of this year com- 
pare favorably with the same period of 
1922, and local shoe merchants look 
toward the fall with optimism. It is ex- 
pected that the building program, now 
going on in this city, will put the total 
sales for this year far ahead of 1922. The 
sale of men’s shoes during the past few 
weeks is reported ahead of sales for several 
months previous. 





New Brooklyn Plant 


The Dellabert Shoe Co. Inc., now lo- 
cated at 258 Wythe Avenue, Brooklyn, 
after August 1 will occupy new quarters 
at 182-184 Fulton Street. The new plant 
will have 7000 square feet floor space with 
a capacity for 250 pairs of exclusive wo- 
men’s fine turn shoes, hand and machine- 
sewed. 

The new location offers the company to 
be in an ideal position for visiting buyers 
and also improves the company’s oppor- 
tunities to approach transportation centers. 





New Jobbing Business 


Norfolk, Va—J. D. Perry and C. 
Lycurgus Jones will go into the jobbing 
business about September 1. These men 
intend to buy jobs and to carry a sample 
line of men’s and women’s popular priced 
shoes to retail at from $4.00 to $5.00. 
J. D. Perry intends to cover the trade 
within a radius of 100 miles of Norfolk, 
traveling by automobile. Mr. Perry says 
that he intends to carry as little stock as 
possible and buy his shoes often. The new 
company intends to start with a capital of 
about $10,000 paid in. 


Employment Still Gains 


According to the monthly survey of the 
Industrial Relations Committee of the 
Philadelphia Chamber of Commerce, em- 
ployment in Philadelphia continues its up- 
ward trend. The June survey shows a 2.3 
per cent average increase in the industries 
represented. 

In iron and steel an increase of 2.7 per 
cent is shown, 2.4 per cent in lumber, 5.8 
per cent in leather, 1 per cent in paper, 
5.5 per cent in chemicals, 7.8 per cent in 
tobacco, and 8 per cent in vehicles. De- 
creases are noted in only two lines. One is 
food products which show a decline of 
1.5 per cent in employment and textiles 
with a decline of 5 per cent. 


Port Customs Collections Increase 


Business of the port of Philadelphia dur- 
ing the first six months of this year was 
unprecedented, and unless all indica- 
tions fail, collections for the year will be 
in excess of $55,000,000, a new high re- 
cord. Customs collections in the first six 
months of 1923 totaled $30,020,893 as 
compared with $45,316,190 for the entire 
year 1922, and $25,883,007 in 1921. The 
collector of the port shows in his report to 
the Secretary of the Treasury for the fiscal 
year ending June 30, 1923, that 9,400,000 
packages entered the port, an increase of 
50 per cent. In the same period the number 
of packages weighed was 1,636,000, an 
increase of 85 per cent. 


Good Wholesale Dry Goods Sale 


The wholesale dry goods trade has just 
gone through six months of very good 
business. Most retail merchants report an 
increase of from 25 to 35 per cent over 
the first six months of last year. 


Building Materials Active 


Hardware, paints, wall paper, and other 
lines affiliated with the building trade 
reports continued activity. In some lines, 
the demand is so great that shipments are 
seriously delayed. 





New Shoe Stores 


Syracuse, N. Y.—Henry Clay Company 
South Warren Street. 

Syracuse, N. Y.—John Bright Company 
West Onondaga Street, chain store. 

New Orleans, La.—T. T. Rebaul, Jr., 
528 Frenchman Street. 

New Orleans, La.—Walk-Over Shoe 
store, 130 St. Charles Street. 

Richland Center, Wis.—J. C. Penney & 
Co. 

Attica, Indiana—Smith & Bransom. 

Sunbury, Pa.— Cohan & Jones, 325 
Market Street, boots and shoes, etc. 

Cleveland, Ohio—Miller United Shoe 
Company, Buckeye road and East 89th 
Street. Will open about Aug. 1. 

St. Louis, Mo.—Bell’s Booteries, 914. 
Olive Street, Will open Sept. 1. 
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Paramount 


PARAMOUNT PATENT 
Leather has kept pace with progress. 


NENERESY, 


It is now more than ever demanded 


by progressive retail shoe merchants. 
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PARAMOUNT BUCK Leather 


in 12 shades—never “‘mats down,” 
always “‘fluffs up’—always uniform 


in color. 


Leathers of 
Merit 
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Thayer-Foss Co., Boston, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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BOSTON 
Presence of Style Show Stimulating 


White Footwear Sales Form 50 Per Cent of Business—Suedes 
of Various Shades Very Popular 


HE environment of the Boston Style 
Show, during the week ending July 14, 
acted favorably on the retail shoe mer- 
chants, although most of them were 
obliged to concentrate their attention on 
business conditions at their respective 
stores most of the time. However, Boston 
retail shoe men managed to obtain a fund 
of information on the latest word in the 
style subject by attending the show at 
intervals. 
The presence of the style show in Bos- 
ton had no direct influence in stimulating 
buying in the retail stores during the 


will materialize into valuable thoughts for 
their respective retail shoe stores. 


White Sales Very Good 


Business in all of the stores was good. It 
measured ahead of last year’s sales for the 
corresponding week and promises to con- 
tinue good for the rest of the summer. 
Merchants report white footwear sales 
during the week formed approximately 50 
per cent of the total sales. White kid in 
most of the stores was most popular, 
although white canvas also sold freely. 
Due to the lateness of the white season in 
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Typical show window of a Thomas G. Plant Co. Queen Quality store was one of the impressive 
features at the Boston Style Show. It was located near the 





model shoe factory in the basement. Shoes 


made in the building were packed in boxes and erhibited in the store interior. Latest style num- 
bers were displayed in the window. 


week, although it is safe to say that some 
of the ideas suggested by exhibits of 
manufacturers and runway models will 
result in better sales. The progressive 
spirit, so evident, was contagious and 
served to instill retail merchants with 
more enthusiasm regarding the prospects 
for better business. 

Latest numbers in men’s and women’s 
footwear, which were so clearly exhibited, 
left a lasting impression on the minds of 
the retail merchants and unlimited value 
in a buying way is the direct result. 
Summing up the benefits of the Boston 
Style Show in relation to the average retail 
merchant, it is an undisputed fact that the 
personal contact, business environment, 
and the many exhibits of the latest num- 
bers in footwear, pertaining to color and 
patterns, indelibly stamped mercenary 
ideals in retail merchants’ minds, which 


opening, merchants expect the season to 
dwell longer than a year ago, and result in 


good sales. 
Suedes Selling Freely 


Suedes, in spite of the extremely warm 
weather, held up well and were reported 
as selling freely. Beige, champagne, field 
mouse, and other shades of similar colors 
sold well. Only odd sizes remain in such 
vivid colors as red, blue, and green, ac- 
cording to reports from many of the higher 
grade retail shoe stores. 

Tan shades for men were preferred over 
black oxfords. Sport shoes, with the crepe 
sole, sold generously and also white shoes 
for summer resorts were in stronger de- 
mand than for any previous time this 
season. That is attributed to the fact that 
the vacation season is on in earnest now. 
Play shoes for children found a strong call. 














Where to Buy 


Women’s Shoes 














Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 


276 RIVER STREET 
Haverhill, Mass. 
Boston Office 

207 Essex Street 





FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slippers and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











E.A.& M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


F 
Haverhill, Mass. 


Boston Office 
Rice Bldg. Reem 406 








J.W.BARNARD & SON 
Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 

for Ladies 


IN STOCK 








FINE TURN NOVELTIES 


; * in our ae 
‘actory, better footwear, quicker 
deliveries and increased service. 


Latest Models, All Leathers and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 


We are now ared, 








STOCKBRIDGE SHOE COMPANY 


.HAVERH MASS. 
~ZU 











BLEECKER STYLES 
Are the last word in footwear 
for stylish women 


PFCKEH SHOF, CO incr 
F LIVE. WIRE HOUSES 
TL ray oy tn 
. ae COTY 











O matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 
Boot and Shoe Recorder 
All the Time 
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| Where to Buy 


Men’s Shoes 











Aa 


BOSTONIANS 


famows Shoes tor 


Commonwuasu Suoe & Leatuer Co. 


WHITMAN, MASS. 











One Pair 
Sells 
Another 


T.D.Barry Co. 


Brockton, Mass. 

















Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N. Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 














Manufacturers of 
MEN’S FINE 
SHOES 
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Farnsworth, Hoyt Employes 
Have Annual Outing 


Farnsworth, Hoyt Co.’s employes, to 
the number of 83, were royally enter- 
tained on Saturday last, July 14, at the 
beautiful home of their President, Charles 
C. Hoyt, Marion, Mass. Mr. and Mrs. 
Hoyt were gracious host and hostess to the 
family gathering. 

The trip was made by special coach at- 
tached to the Cape Cod Flyer as far as 
Wenham, Mass., where auto busses met 
the merry makers and conveyed them to 


= 
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was the winner of the 50-yard dash for 
the men. 

The party returned to the Hub at 8 
P. M., after a thoroughly enjoyable day. 


Copeland Now Ad Man at 
Syracuse 

Harry C. Copeland, who for three and 
a half years was a member of the Walk- 
Over Shoe Store’s sales force, and for the 
past year with Jordan Marsh Co.’s wom- 
en’s shoe department, on Monday last, 
assumed charge of the advertising for the 


The Royal trio of midgets, two sisters and one brother, a little larger than 


walking dolls, were among t 


he most popular of Runway models aithe Boston 


Style Show. They wore shoes made over lasis made by the Mc Nichol, Taylor, 
Inc. of Lynn. 


the spacious grounds where the big annual 
event was “pulled off.” 

Charles E. Farnsworth was chairman 
of the committee on arrangements and was 
ably assisted by Harry J. Dwyer. 


Fine Sports Program 


The morning’s program consisted of 
water sports. At one o'clock, a buffet 
luncheon was served under shady trees, 
orumbrellas, spread on the spacious lawns. 

Baseball, boating, tennis, swimming 
and foot races occupied the afterrioon. 
There was an “old man’s race” and a 
“young man’s race.”” John Hale was the 
winner of the former. The relay team, cap- 
tained by William Golden, won over the 
team captained by Charles Gibbons. C. G. 
Higginson, Montreal representative, won 
the potato race for men; Miss Elizabeth 
Burrows won the potato race for women; 
Miss Burrows again won in the 50-yard 
dash for women, while Charles Gibbons 


C. J. Worbass Walk-Over Store, Syracuse’ 
N. Y. This store will be the headquarters 
for the issuing of all of the mail order ad- 
vertising, circulars, and the like, for the 
stores of the company, located at Utica, 
Binghamton, Erie and Wilkesbarre, Pa. 
Before joining the Jordan Marsh sales 
force, Mr. Copeland was connected with 
the promotional department of the Retail 
Shoe Salesmen’s Institute and organized 
round tables in the different cities of the 
South. 


Jackle at Norumbega Outing 


Charles A. Jackle of the Jackle Com- 
pany, Waterbury, Conn., and one of the 
Recorder's oldest subscribers, was one of 
the buyer guests of the Boston Shoe Tra- 
velers’ at the Norumbega Outing, held as 
a feature of the National Shoe and Leather 
Exposition and Style Show. He has been 
a Recorder subscriber for more than 30 
years. 





NEW YORK 


Re-Orders Necessary for Whit es 


Remarkable Demand for This Type of Footwear—More 
Subdued Shades of Kid Moving Fast 


URTHER price reductions on colored 
kid shoes and an extended good 
business on whites are the features of the 


retail shoe trade at present. So strong has 
been the demand for whites, that it is 
doubtful if general clearance sales will be 
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necessary to clean up the left-overs at the 
end of the season. In fact, white stocks 
already are short and some re-orders are 
being placed by retail merchants to fill in 
their depleted shelves. 

The bright colored kid shoes are un- 
mistakably a dead issue in New York. 
They have disappeared almost entirely 
from the streets and are rarely seen in 
window displays and then only with a 
price tag attached. 

More subdued shades of kid are moving 
well; in many cases without the added ap- 
peal of price reductions. Golden brown, 
sand, putty and beige are being bought 
and worn extensively in New York at 
present. The darker shades of brown, such 
as tobacco, log cabin and Malay are being 
introduced but are not expected to be in 
strong demand for another month or so. 


Some Striking Models 


Display of original Perugia models in 
the Fifth Avenue windows of the I. Miller 
& Sons store has attracted considerable 
attention. One striking model is a golden 
brown kid with leaf-like turnovers at the 
collar, lined with gold. A piping of gold 
finished the shoe. Another model of 
patent was finished with small blue and 
pink flowers on the intricately interwoven 
straps. A placard in the window an- 
nounces that I. Miller & Sons have the ex- 
clusive agency for Perugia shoes in this 
country. 


Walk-Over Novel Display 


The Walk-Over shoe store on lower 
Broadway in the financial district is staging 
a novel display that is literally a walk- 
over. A small figure of a man dressed in a 
dinner suit, a replica of the Walk-Over 
trade mark, walks over a half dozen or 
more shoes set in a circle. The mechanism 
consists of an arm extending froma wooden 
column around which the shoes are 
grouped. As the figure swings around the 
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circle, first one foot and then the other is 
lifted up to clear the shoe. The walking 
manniken is extremely life-like and has 
attracted large crowds before the window. 


Repairs in Shoe Stores 


Several shoe stores in town are having 
new display windows installed. Work on 
alterations to the Cammeyer 34th Street 
window have begun and are expected to be 
completed by mid-August. A large steel 





East meets Southwest, Samuel Liebowitz, at right, 

president of the Triangle Shoe Co., Brooklyn, 

just shown I. Zesmer of Dallas, Texas, throughout 

the new plant. Mr. mer, at-left, is a member 
of Zesmer’s Shoe Co., las. 





beam is being placed across the entire front 
of the store. Deeply recessed circular win- 
dows will be installed. 

A new window also is being installed in 
the Regal Boot Shop on Nassau Street, in 
the down town section. Business in both 
stores is proceeding while alterations are 
being made. 





PHILADELPHIA 


Buying Increases at Shoe Factories 


Active Demand for Gore Pattern—Suede, Patent Leather and 
Gun Metal Popular 


ACTORIES report a little more ac- 


tivity in buying by the wholesale’ 


merchants, though the inventory and be- 
tween seasons period and the style show 
in Boston kept trade, in general, rather 
quiet. Up to the present neither wholesale 
nor retail merchants seemed to know what 
to buy and factories were unwilling to go 
ahead and make up shoes on their own ac- 
count. The slight improvement in buying, 
by the trade, is taken as an indication of 
fairly active trading in the latter part of 
July. Prices remain unchanged and no ad- 
vances are expected in the near future. 


One factory reports that it is experi- 
encing its most active demand in its line 
of gored shoes. Suede, patent leathers, and 
gun metal are all popular with suede lead- 
ing. The dark shades of brown are moving 
very nicely and demand for black is also 
strong. Field mouse and champagne are 
expected to go big in September. This fac- 
tory thinks that the retail merchants, who 
ordered these colors for current business, 
ordered them too early for active trading. 
Gray is also expected to go big in fall. 
Another factory likewise reports good busi- 
nesss in gored shoes. They are mostly one- 








| Where to Buy 


Men’s Shoes 











Men's Suoes ~HANp TAILORED 


WHEN Ves Us 
WHEN IN Your Town We Wizz Visit You 








Stock Dept. 5 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
Seuth Weymouth, Mass. 








HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 
Every Wednesday and Friday 











FREDERICK S. PECK 


Worcester, Mass. 
Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 
207 Essex Street 


WORCESTER 
HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 

















Lynchb rg Virg inia 


PULLMION TRAVELING 
better"than ever in Quality and fit 
Originator~ownews of 7huae Mark’ Pullman’ 

DULL CABERETI 


lore Black and Brown 
full sizes 3 to/l in Stock 
M. GUSTIN CO. 
New York 





" BWI9D 


x. 
—— 























Where to Buy 


Men’s Shoes 


























HOMPSON BROS .SHOE 
FINE SMOEMAKERS 
BROCKTON 
MASS. 


USA 











Where to Buy 


Men’s and Women’s Slippers 























ial in Medium and+ 
3 
Imported —_ ae Cloth. 
wirst_M GUSTIN © 





—_—_—_—_—_—_—_—_—_——_— 
ee Bux 
Bren 
ie Leather 
Boudeirs and Novelty 
Kimona Sandals 
Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 








PARISTYLE FOOTWEAR MFG. CO. INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSAYS 


Made of Satin, ilted Satin, Embossed 
Leather, Tinsel and Brocade. 


Prices from $23.00 per doz.up 4 











Where to Buy 


Boys’ Shoes 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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strap with front and side gores. Black and 
tan are in good demand. Combinations of 
various colors and leathers are also popular. 


Demand for Upper Leathers 


While orders are not being placed in any 
great volume, glazed kid manufacturers 
report a little more activity in black and 
browns, the latter being in better demand 
than the blacks. There is some call for 
field mouse and champagne but red, green, 
and blue are dead. The lighter shades of 
brown are popular now, though it is be- 
lieved that this demand will turn toward 
the darker shades in fall. No immediate 
advances are expected in the prices of 
suede or nubuck. 


Better Wholesale Trade 


While the increase in the business being 
offered is not sufficient to warrant any 
great display of enthusiasm, wholesale 
merchants report somewhat better buying 
on the part of the retail merchants. Patent 
leathers are in good demand. Whites are 
selling very well with the exception of 
canvas, which is moving very slowly. Cut- 
outs in whites are very active. While the 
big call is for plain whites, there is quite 
an active trading in whites trimmed with 
red, green and blue. Black suede and black 
satin are expected to go big in fall. 

Novelties still hold the center of the 
field. Demand is good for any style which 
is different from those which preceded it. 


Sole Leather Trade Dull 


Tanners report continued inactivity in 
sole leather. While some of the factories 
are taking some leather, new business is 
very hard to get. Due to the flood of cheap 
shoes on the market, repairmen are idle 
and the demand for findings leather is 
negligible. Concessions continue to be of- 
fered. Some tanners are offering their 
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stocks at prices which are four and five 
cents under the established prices. This 
has had a tendency to make factories and 
finders hold off in the hope of getting still 
further concessions. 


Retail Offerings 


Strawbridge and Clothier are offering 
white pumps of sea-island duck with 
plain vamps, welted white leather soles. 
and covered military heels at $10. At $12 
this store is offering one-strap pumps of 
white glazed kid with leather soles, white 
welting, and covered boxwood heels, and 
another model of English buckskin with 
white leather soles and military heels. 

John Wanamaker recently featured a 
sale of 2,000 pairs of men’s shoes. Part of 
this group at $3.85 included brogues and 
narrow or medium toe shapes in black and 
brown oxfords. 

Niederman’s store is holding a clearance 
sale at which the prices are $5.90, $6.90, 
and $7.90. 

Dalsimer’s store is offering a variety of 
white oxferds for men, which includes 
white canvas oxfords with rubber soles and 
heel at $3.50, white polo cloth oxfords 
with broad toe, blucher or English lasts, 
at $5.50, white buck sport oxfords with 
tan or black saddle or tip at $7.50, and 
white buckskin oxfords with white ivory 
leather sole and white rubber heel at $9. 

The Geuting shoe stores are featuring 
a semi-annual sale in which both women’s 
and men’s shoes are offered at prices which 
go down as low as $4.90. 

Gimbel Brothers recently featured a 
sale of 3,100 pairs of women’s white low 
shoes at $2.35. They included oxfords, 
pumps, and various strap effects. 

‘ Snellenburg’s store recently conducted 
a sale of women’s low white shoes at $1.75. 
They were of white canvas with welted or 
turned soles, and Cuban, Junior, French, 
or low, flat heels. 





‘LYNN 
Samples Show Variety of Styles 


Manufacturers Busy Filling Orders Booked at Boston Show— 
Suedes and Straps Enjoy Strong Call 


” OLLOW up the Fair!”’ That’s a new 

seo that Lynn manufacturers 
have adopted. They showed an abundance 
of types of shoes at the National Exposi- 
tion in Boston; booked good orders on 
them, which orders they are now preparing 
to fill promptly, and, as the next step are 
sending out salesmen far and wide to book 
additional orders. 

Samples continue to show the appa- 
rently endless variety of styles which with 
the trade has become familiar. Suedes and 
straps might be one summary of it, yet 
walking and sport type oxfords, of grain, 
or boarded finish leathers, should not be 


forgotten. But that does not tell the whole 
story. 

Many a woman, especially the active 
young woman, for whom Lynn makes 
most of its shoes, wears several styles 
of shoes in one day, — a pair of oxfords 
in the morning, a pair of strap pumps in 
the afternoon, and a pair of high heel 
slippers in the evening. They make various 
combinations of shoes during a day, ac- 
cording to the weather, and circumstances. 
So it is plain that the old policy of waiting 
for seasonal changes is no more to be con- 
sidered as a practical method of mer- 
chandising. 
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New Lock Stitch Shoe 


A. E. Little & Co. is presenting a new 
process shoe, which is made on a new lock 
stitch machine, developed by Mr. Little 
and his associates during 12 years of labor. 
This shoe is sewn by a straight needle, 
lock stitch machine. There are six or seven 
or eight stitches to the inch, the stitches 
being through the insole and the outsole. 
Also, the bottom of the shoe is tackless. 
So much is the shoe like a turn in looks, 
and “feel’”’ that seasoned shoe buyers, 
looking at samples of the new shoe at the 
style show, commonly spoke of them as 
turns. 

The completed shoes, as displayed at the 
style show, presented the familiar style 
points of staple street shoes, as well as of 
novelty dress shoes. 

Specimens of sections of this new pro- 
cess shoe, as displayed at the style show, 
revealed that the upper is lasted to the 
insole with staples of metal, and not with 
lasting tacks. Each slender staple of metal 
has a tiny hook on either end, and the 
hooks are driven through the upper and 
into the insole on a slant, making a fasten- 
ing so secure that not even the strongest 
man can pull the staples from their an- 
chorage in the leather. But the staples do 
not go through the insole. They just pene- 
trate it. So the surface of the insole, on 
which the foot rests, is smooth and free 
from metal of any sort. 


Volume of Business 


Congressman Connery told the Shoe 
Travelers at the Norumbega Park Outing, 
that the North Shore district, which he has 
the honor to represent, makes more foot- 
wear than any shoe district in the world. 

That a seventh of the country’s shoes 

‘are made in the county of Essex was a 
statement in a pamphlet recently distrib- 
uted among shoe buyers by the New 
England Shoe and Leather Association. 
That means about 43,000,000 pairs of 
shoes. But the county of Essex is only a 
part of the North Shore shoe district. 
This district runs to the north of Lynn as 
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far as Newburyport and as far to the 
south as Boston, and including Boston, 
too. 


Welch’s Welts 


For fall two lines of welts are presented 
by the Welch Shoe Co. One, for the 
college trade, is made over walking lasts, 
carrying low heels, the uppers being of 
tan and black leathers, including patents. 
Uppers are of blucher and the regular 
lace type. Some have creased vamps. The 
other line of Welch’s welts is made up of 
dressy novelties of suede and buck leathers 
in log cabin and like shades. Lasts show 
semi-French lines, with a half dollar toe, 
and wood heels of the full and junior 
Louis types and also the Cuban and the 


Spanish types. 


Shoe Trade Items 


Some Peabody tanners have sold so 
much suede calf leather that they are 
refusing additional orders. It shows how 
strong is the: fashion of shoes of this 
leather. 

“Watch football boots,”’ says Lawrence 
Duffy, of Gregory & Read. “I'll venture 
that they will show the largest percentage 
of gain the coming season of any type of 
shoes.” 

Cotter’s Formatives are now made in 
styles and sizes for every woman from 
the miss of 16 to the grandmother of 60 
or more. 

A new skiving machine, built by the 
Beacon Co. of Lynn, and already set up 
in several Lynn shops, skives edges of 
uppers as thin as .002 of an inch. That is 
about as thin as a piece of cigarette paper. 
It helps in folding edges. 

Pigskin for vamps and saddles has 
appeared in Lynn; also a new shark skin. 


Pioneer Polish Maker 


Henry M. Bixby, of the Bixby family, 
who started in the shoe polish business in 
New York in 1860, died July 11 at his 
home in Salem. He was 81 years of age. 





BUFFALO 


Best Summer Season in Years 


White Footwear and Sandal Effects Most Popular Sellers— 
Canvas Shoes in Good Demand 


IDSUMMER dullness did not put 

in an appearance during the week 
ending July 14, though some of the down- 
town retail shoe merchants noticed a slight 
falling off as compared with the last two 
weeks of June. The Canadian holiday, 
Dominion Day, observed on July 2, 
brought forth the customary swarm of 
visitors from across the border and their 
purchases compensated for whatever busi- 
ness was lost through the July 4 holiday. 


Then, the fact that the department stores 
began closing all day Saturday resulted in 
a larger than ustial volume of business on 
July 7. 


Best Season in Years 


In the business sections in east and 
west side communities the shoe merchants 
are enjoying their best summer footwear 
trade in several years. The white season 
for them is always later than in the down- 











Where to Buy 


Children’s Shoes 

















FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A.POSNER SHOES, INC. 


140 W. BROADWAY NEW YORK 


SEASTORY, 








Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 181 Essex Street 











‘Bonita. Shoe Baby] 
In Stock 
Sond. Or Catalog 
AH Moertin@ 


Mehew ROCHESTER NY 











| Where to Buy | 


Ballet Slippers 

















BALLET SLIPPERS 
IN STOCK 


Order ahead for fall. Nov- 
elties in wenevs pet. lea- 
, come te waltes popular 
prices. Write for eampies. 
Oriental Slipper Co., Inc. 
118 Phoenix Row 
Haverhill, Mass. 











BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 
Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 


I. MILLER & SONS, Inc. 








One Carlton Ave., Brooklyn N.Y. 








Where to Buy 


Hosiery 





OLLYWOO 
HOSE 


Reg. U. S. Pat. Off. 
Guaranteed full fashioned 
Let Your Jobber Carry Your Stock 

Harrington Waring 
41 Union Sq. W. New York 














Where to Buy 


Engraving and Printing 

















Tossa 





ee : _ 
[ABELSZ2-/j2 
ASK FOR SAMPLES ~ (er le 
We (reale ana Sruy m th 


TOLMAN Print. INC. 


AN 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street Boston, Mass. 
Telephone Beach 4960-4961 








CARTON l Wit: LS, TAGS, 
SHOW CARDS. 
PRICE TICKETS, FOLDERS, ETC. 
TAG ALONG WITH HOWARD 
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town district and usually extends to the 
end of July. 

Sandal effects are going big with these 
community stores and their sales are by 
no means confined to women’s lines but 
to men’s and children’s footwear as well. 
Canvas shoes are outselling everything else 
for boys’ wear more than two to one this 
summer. The male members of the family, 
who are now finding steady employment, 
are spending more freely than at any time 
since the war and instead of making one 
pair of shoes do, they are purchasing two 
and three pairs. Oxfords are being worn by 
men here almost to the exclusion of high 
shoes, though the latter are expected to 
pick up considerably as soon as the cool 
weather rolls around. 


Outing Plans Complete 


Plans now in the course of preparation 
contemplate one of the largest outings ever 
held under the auspices of the Buffalo Re- 
tail Shoe Dealers’ Association at Edge- 
water, Grand Island, on August 8. This 
annual river trip has always been looked 
forward to by members of the shoe trade, 
not only in Buffalo, but in many of the 
western New York towns within a radius 
of 50 miles of the city, and from inquiries 
already received, Niagara Falls, Lockport, 
Tonawanda, North Tonawanda, Williams- 
ville, Lancaster, Depew, and other nearby 
towns will be well represented this year. 

Tentative arrangements were discussed 
at the June meeting of the association and 
since that time the committee, of which 
Fred Kimball is chairman, has been busy 
at work perfecting a program which will 
leave nothing to be desired from an enter- 
tainment standpoint. A boat has been 
chartered for the occasion and will leave 
Amherst Street at 10:30 on the morning 
of August 8, going down the American 
channel of the Niagara River and around 
Grand Island, returning via the Canadian 
channel and stopping for the day at Edge- 
water, a delightful spot for such an affair. 
There a program of games will be held, for 
which handsome prizes will be offered, 
A band, which will accompany the party 
aboard the steamer, will play during the 
afternoon as well on the boat. Refresh- 
ments will be served during the trip down 
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the river and also after the landing is made 
while a shore dinner will be served in the 
evening 


Reduction Sale 


Closing their store on July 9 to facilitate 
the re-marking of prices, Watters’ shoe 
store at Main and Mohawk Streets, 
launched a sale the following day, which 
precedes their removal about September 1 
into their new store in the Genesee Build- 
ing at Main and Genesee Streets. Every 
pair of shoes for men, women and boys and 
also hosiery is being offered at marked 
reduction with the idea of completely 
clearing out the stock now on hand in this 
store or rather reduce to a minimum the 
amount of stock which it will be necessary 
to move to the new location. 


Abraham Flatlow Dead 


Abraham Flatow, proprietor of the 
Brockton shoe store, East Second and 
Pine Streets, Jamestown, N. Y., died in 
the Jamestown hospital on July 9, after 
an illness of less than 24 hours. He had not 
been in ill health and succumbed after 
an operation which was deemed necessary 
after a sudden attack. He was 37 years old. 
He is survived by his wife, Dora; one son, 
Joseph, his father and a brother, in 
Chicago. The Brockton store, which was 
closed for several days, on account of Mr. 
Flatow’s death will be continued by Mrs. 
Flatow. 


New Stores Opened 


Two new shoe stores have been opened 
recently in the Black Rock section of the 
city. Ferd Sommers, formerly buyer for 
the Morgan-Babcock store on Broadway, 
and prior to its present ownership with 
Eckerts, has bought out the Juvenile Shoe 
Co., Inc., 746 Tonawanda Street. He 
carries a full line of men’s, women’s and 
children’s footwear, including Endicott- 
Johnson, Morse and Rogers and other 
moderate priced lines. 

John Tatko, who has had no previous 
experience in the shoe business, has opened 
a small store at 584 Hertel Avenue, fea- 
turing the Douglas, Endicott-Johnson 
and Niagara shoes for all members of the 
family. 





BROCKTON 


Impressive Exhibits of Late Styles 


Industrial Condition Reported to be Good—Pacific Coast 
Source for Many Sales 


ODELS, who represented Brockton 

styles on the runway at the Bos- 
ton Style Show, proved to be striking types 
for the respective parts they played. 
Latest patterns in Brockton-made foot- 
wear were excellently displayed by pretty 
girls. Shoe manufacturing concerns of 


Brockton and the South Shore District 
were prominent by exhibits shown in 
booths. Style in women’s footwear was 
stressed at most of these displays, but fine 
men’s shoes were also shown. 

Miss Winnifred Wilton, Miss Isabelle 
Berry, Miss Mildred Turner and_Mrs. 
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Eva C. Conlon wore the latest patterns in 
women’s shoes made in Brockton and 
South Shore plants. 

Mrs. Conlon represented Louis A. 
Crossett Inc. of North Abington in wo- 
men’s lines and George Chapman of the 
same concern wore men’s shoes. Miss 
Berry appeared for the Hurley Shoe Com- 
pany of Rockland and Miss Wilton for 
the Preston B. Keith Shoe Company of 
Brockton. The latter concern featured a 
new shoe called “‘Tenderfoot Welt,” to- 
gether with several innovations in crepe 
sole fall footwear. 

Dunbar Pattern Company showed 53 
styles of shoe patterns in both men’s. and 
women’s lines. This concern also conducted 
a working exhibit in the basement where 
skilled employees demonstrated the de- 
signing and making of shoe patterns. 

Welting Companies Exhibit 

Barbour Welting Company of Brockton 
made a spectacular showing of their prod- 
uct. The firm displayed more than 100 
pairs of shoes made by various shoe 
manufacturing concerns in the United 
States; also several pairs made in foreign 
countries. 

Churchill & Alden Company featured 
the “‘Trupedic’”’ line, which has as its 
selling slogan, ““The Shoe with the Three 
Flares.” 

M. N. Arnold Shoe Company showed 
the famous “Glove Grip” line of men’s and 
women’s welts in a setting which attracted 
much attention and brought many visitors 
to view the attractive samples. 


Other Exhibitors 


Edwin Clapp & Son Inc., East Wey- 
mouth, makers of men’s high grade welts, 
featured alligator and pigskin shoes for 
men as a novelty proposition. 

Crooker & Morse Inc., Bridgewater, 
featured ladies’ slippers. 

Stetson Shoe Company, South Wey- 
mouth, specialized in tailored footwear for 
women. ; 

Bostonian Shoes for men were shown by 
the Commonwealth Shoe and Leather Com- 
pany of Whitman. 

L. A. Crossett Inc., of North Abington, 
featured broad toes and combinations of 
sport footwear. 

Conrad Shoe Company of Brockton 
featured the seamless plug blucher oxford 
and light tan calf oxfords for men. 

Richards & Brennan Company Inc., 
Randolph, showed sport patterns in per- 
forations and contrasting color schemes. 

Tolman Print Inc., of Brockton featured 
exhibits of their shoe and leather adver- 
tising. 

Emerson Shoe Company of Rockland 
exhibited the Hilgert Patent Shoe for men 
and women. 

M. A. Packard Company, Brockton, 
showed a complete line of men’s and wo- 
men’s sport oxfords. 

E. T. Wright & Company, Rockland, 
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featured the “‘Arch Preserver”’ and “Just 
Wright” lines. 

Alden Walker & Wilde Inc., East Wey- 
mouth, showed Tony red shoes and pig- 
skins in men’s and women’s lines. 

Stacy-Adams Company, Brockton, 
showed a full line of high grade shoes for 
men. 


Rubber Heels Used Much 


In connection with the manufacture of 
men’s and women’s welts, it can be stated 
that fully more than 70 per cent of men’s 
shoes are equipped with this class of heel 
at the factories. Several Brockton factories 
making low priced lines of men’s shoes have 
100 per cent of rubber heels attached at 
the factory. There is a substantial in- 
crease in the amount of rubber heels at- 
tached to women’s welts. Advertising 
campaigns which are being conducted for 
rubber heels are in great measure respon- 
sible, manufacturers say, for the increase 
in connection with the manufacture of the 
shoes. 


Industrial Condition Good 


In a list of 31 out of 65 Massachusetts 
cities surveyed during June by the In- 
dustrial Employment Survey of the De- 
partment of Labors all Brockton plants 
werereported asin operation. The Brockton 
survey reads: “Practically all industrial 
plants are running. There is a considerable 
amount of building, both private and 
public, which employs all available local 
labor. There is steady improvement in 
the housing situation.” 


Shoes Shipped by Water 


In connection with the increased use of 
the Panama Canal as a means of cheaper 
transportation of manufactured goods 
from East to West, it is of interest to note 
that the rate on shoes by the canal route 
from Boston to San Francisco is $1.50 a 
hundred pounds. From Chicago by rail it 
is more than twice as much, even in car- 
load lots. Brockton shoe manufacturers 
are selling a large amount of footwear on 
the Pacific Coast. The fact that goods can 
be shipped there much cheaper than to the 
Middle West has stimulated the efforts of 
local concerns as regards business in the 
Pacific Coast territory. 


New Shoe Companies 


The Tiger Shoe Company has been in- 
corporated with a capital of $75,000 to 
manufacture shoes with headquarters in 
Brockton. The incorporators are Fred L. 
Hayes, Brockton; Joseph Balter, Boston; 
David Stoneman, Boston. 

The Dura-Tex Company Inc., has been 
formed with a capital of $25,000 to manu- 
facture footwear. The incorporators are 
Louis V. C. Vanderstreet, Brockton; 
Ewald L. Swanson, West Bridgewater; 
Miss Blanche M. Kenney, Brockton. 
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Where to Buy 


Shoe Ornaments 














The ornament illustrated here con- 
verts one and two straps and plain 
umps into latest styles. Obtainable 
n allleathers and color effects. We 
specializeinleather and fabric cov- 
ered buckles, plain or beaded. Also 
bows. Send for samples. 
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Miscellaneous 
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PROVIDENCE 


Weather Curbs Volume Buying 


Rain and Cold Factors in Slowing Up Free Sales—Men’s 
Business on Upward Plane 


HE principal handicap to the retail 

shoe business right now is the curtail- 
ment of volume trade buying due to the 
elements, with rain and cool weather pre- 
vailing most of the time. The public have 
not been buying in the quantities that 
they should at this time of the year. There 
has been more of a tendency of late to 
shop around looking for weakness in 
prices when really none is justified. Em- 
ployment is good and wages high in most 
sections. Retail prices in the shoe belt is 
moderate with very good quality of lead- 
ing make shoes, prices $8 to $10. 

In men’s shoes, business is somewhat 
better, but the season is still backward, 
and flannels are not being worn to any 
extent as yet. Patent oxfords moved well 
the past fortnight. Children’s shoes are 
only fair for the season, being more 
noticeable since the closing of the schools. 
Athletic shoes for children, made of canvas 
and rubber, are going quite well. 


Outing Time Draws Near 


The Rhode Island Shoe Retailers’ Asso- 
ciation is making preparations for its 


annual outing, which will be held in the 
near future. Frank Kenyon is chairman of 
the committee in charge of the affair and 
many good things are promised those who 
attend. The members, who have attended 
the various outings in the past will testify 
to the fact that every minute is filled with 
real pleasure. The committee includes 
Frank Kenyon, Roy Whitmore, and 
David Hughes. 


Burrell Promoted 


With the resignation recently of R. L. 
Lockwood, assistant shoe buyer of Glad- 
ding’s, Edward J. Burrell, floor salesman, 
has been promoted as assistant to Manager 
D. B. Hughes. “Ed” formerly worked 
under the tutelage of Tuttle’s of Boston 
and T. F. Pierce and Son here. 


Displays at Style Show 


The Reynolds Company, local shoe lace 
and buckle distributor displayed at the 
Style Show held in Boston July 912. The 
display was very unique and attractive. 





HAVERHILL 


Readjustment of Selling Methods 


Manufacturers Appreciate Value of Improved Merchandising 
and Manufacturing Plans—Business Good 


N recognition of the changing methods 

of shoe buying on the part of retail 
merchants, Haverhill shoe manufacturers 
are re-adjusting their selling and manu- 
facturing plans. They consider that the 
making and selling of shoes is now an all- 
year affair and not a seasonable proposi- 
tion, as in years past. 


Numerous Styles Call for Frequent Buying 


Women’s novelty footwear, designed 
and produced in Haverhill factories and 
offered for the approval of shoe buyers, 
necessitates careful merchandising and 
manufacturing methods. With buyers 
making frequent selections in small quan- 
tities, manufacturing facilities must be 
available at all seasons of the year. In old 
days, shoe factory employees went fishing 
in the good old summer time. Dullness 
settled over factories during the hot 
months and employees were quite free to 
take days off as they saw fit. Today things 
are different. Haverhill is secure in the 
position which it occupies as a manufac- 
turing center for women’s novelty shoes. 


With these assets come new responsibili- 
ties in adjusting manufacturing methods 
to conform with buyers’ ideas in purchas- 
ing shoes. Haverhill manufacturers and 
factories will be on the job fulfilling their 
mission as all-year sellers and makers of 
women’s pretty shoes. 


Importance of Steady Pro- 
duction 


One of Haverhill’s shoe manufacturers 
in a timely and informing communication 
in the Haverhill Gazette, tells some facts 
regarding the importance of steady produc- 
tion of shoes. After a talk regarding the 
yearly incomes of Haverhill shoe workers, 
based on steady employment as a means 
of supporting a family and meeting cur- 
rent expenses, this manufacturer says: 
“To make a good yearly income for the 
average workingman and woman there 
must be steady work as nearly fifty-two 
weeks each year as possible; less vacation 
periods, which are as necessary for the 
worker as for the professional man. There- 
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fore, our first and foremost duty, as they 
understand it, is to find a way to run stead- 
ily, weekly and monthly guaranteeing 
steady income to the workers. There must 
be first, then, a need for our products. 
There must be a market. And so, because 
we manufacture shoes which are a prime 
necessity of the people, we are fortunate 
in the character of our product—shoes, 
or leather and shoes. Shoes are highly com- 
petitive product. There are no ‘combina- 
tions’ in the shoe business—there never 
have been. 
“There must be keen competition, be- 
cause the productive capacity is at least 
one-third greater than the consumption, 
or requirements. So it is a fight for busi- 
ness, which precludes any possibility 
of operating at big profits with little 
effort.” 


Repeat Orders Common 


The foregoing tells briefly the story of 
shoe production in Haverhill as well as in 
other shoe manufacturing cities and towns. 
According to all shoe manufacturers’ 
testimony it is first to fight for business 
and then to make the shoes so satisfac- 
tory to the buyers that there will be repeat 
orders. This in turn means steady produc- 
tion, thus keeping down the overhead and 
guaranteeing continuous periods of perma- 
nent employment to the wage worker. 
Toward this result Haverhill manufac- 
turers are working with success, as indi- 
cated by the increasing demand for Haver- 
hill shoes and steady all-year employ- 
ment. 


Valuable Racing Prints 


Ernest L. Stockbridge, head of Stock- 
bridge Shoe Company, manufacturers of 
women’s turn footwear, has in his private 
office at the factory, an interesting collec- 
tion of old time English racing prints. 
These, four in number, are framed litho- 
graphs in colors, of horses which were win- 
ners at the St. Leger and Derby running 
races in the years from 1853 to 1909. 
These prints, which were made from 
original paintings, show a type of horse 
flesh bred and trained according to the 
best traditions of one of the oldest English 
sports. Mr. Stockbridge obtained these 
prints in England several years ago. The 
fact that they cannot be duplicated at the 
present time, greatly enhances their value. 
Visitors at Mr. Stockbridge’s office admire 
these prints and congratulate him upon 
their possession. 


Stitch-Down Shoes 

The call from retail shoe merchants for 
stitch-down footwear is bringing increased 
business to Haverhill manufacturers iden- 
tified with the production of this class of 
goods. This process is well adapted to the 
sandal type of women’s footwear, now so 
extensively sold in all parts of the United 
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States. Many novelty patterns are being 
employed in these stitch-down goods. 


Popularity of Straps 


A continuation of the development of 


the strap pattern in women’s novelty 
footwear is marked by the anklet pattern 
in one- and two-strap designs; also one 
broad, perforated strap on the instep. 
These patterns, according to members of 
the trade, embody the Grecian effect. 





ROCHESTER 
Originality in Store Advertising 


Clearance Sales Featuring Colored Footwear and Other 
Summer Numbers are Common 


N original angle in advertising was 
presented recently in Rochester 
papers when William Pidgeon, proprietor 
of a store at 75-77 State Street, in empha- 
sizing the qualitiesof Arch Preserver shoes, 
advised the public of other houses selling 
that type of shoe besides Pidgeon. 

Under the heading: “No One Can 
Swindle You Unless You Want to Be 
Swindled,” Mr. Pidgeon stressed the 
point that Arch Preserver shoes were sold 
by others besides his store. 

An extract from the advertisement 
follows: 

“We want your patronage, of course, 
but if for any reason you do not like to 
trade with us, you can get genuine Arch 
Preserver Shoes, properly fitted, from 
Gould, Lee and Webster, Leckinger and 
the Sibley, Lindsay & Curr Co., the only 
other stores in Rochester, besides ours, 
that sell genuine Arch Preserver Shoes.” 
Considering the fact that William Pidgeon, 
Jr., pays for the advertisements which 
mention the other stores, the idea is not 
only unique but quite an innovation in 
shoe merchant co-operation. es 


Dollar Day Successful 


Dollar Day was observed on July 18 
and was a successful merchandising event. 
Sixty-six retail merchants participated 
and many of them sold shoes and hosiery. 
Many stunts to attract the prospective 
buyers to the city were staged. At some 
retail shoe stores, shoes sold for $1 a pair. 
One dollar for old shoes was offered by 
another merchant in the case of the party 
buying a new pair of shoes. 


July Clearance Sales 


Clearance Sales are many during these 
hot days of July. Not only is new mer- 
chandise included in these sales to“‘sweet- 
en up” the values offered but in several 
instances colored hosiery is offered with 
colored shoes at special reductions. 


New Shoe Store Opens 
A new Henry Clay shoe store, the 


second in Rochester, was opened at 5 
Clinton Avenue North recently. This 


location is one of the best in Rochester 


and the orange-front shoe store got to a 


good start. 


To Add Shoe Department 


Golds, a women’s apparel shop that has 
operated a chain storein Rochester for the 
past 10 years, will add a shoe department 
as soon as the extensive alterations in the 
present quarters are completed. According 
to Lou Cohen, the manager, the Gold 
Company is negotiating with the manu- 
facturers of a nationally advertised line 
of women’s popular-priced footwear. 
Space on the main floor of the newly 
remodeled shop will be leased. 


Where to Buy 


Shoe Illustrations 
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SHOR TRAVELER @ 


This Department is conducted by Helen M. Haney, Associate Editor 


Travelers Booked Good Business at Boston Style Show 


Shoe Salesmen the Country Over Take Part in Annual National Event—Much Pleased 
with Co-Operation Extended by Management 


United States attended the National 

Shoe and Leather Exposition and 
Style Show, Inc., and were much pleased 
with the business booked on their lines, for 
they state that more buyers than ever in- 
spected their lines at the booths of their 
houses. Besides the booths, many of the 
travelers took orders at the various hotel 
sample rooms, or at offices in the shoe and 
leather district. 

Always in the “front line”’ of activities, 
the shoe travelers gave their most loyal 
support to the Shoe Style Show com- 
mittee. The travelers also report their 
appreciation of the co-operation extended 
to them by the management of the Style 
Show. Both manufacturers and salesmen 
worked well together to please the retail 
merchants and that they succeeded is 
proved by the large amount of business 
booked. A portion, at least, of the past 
week has been spent by the boys in re- 
viewing the big events of the preceding 
week and in continuing their receptions to 
visiting buyers at their various sample 
rooms. The majority of the shoe travelers 
are now planning to take a few weeks’ 
vacation before starting out on the road 
once more with new lines for October, 
November, and December selling. 


For Best Sales Story—$500 


And just at this time, a National sales 
story contest is announced, with $500 in 
prizes, open to all salesmen, including shoe 
and leather salesmen, for the account of 
the best sale consummated in August. This 
is part of a general movement to stimulate 
sales through the summer months. 

The judges are a group of nationally 
known business executives, headed by 
Bartlett Arkell, president of the Beech- 
Nut Packing Company, Canajoharie, 
N. Y., to whom sales story should be sent. 

The story should be brief and to the 
point; one side only of the sheet should be 
employed. Put at the head of the sheet 
your name and address of your company. 
The cash value of the sale is not the deter- 


Soni travelers from all over the 


mining factor, but the resourcefulness 
and initiative shown by the salesman in 
overcoming objections, or meeting a diffi- 
cult situation, which will count in the 
judges decision. The sale described must 
be an actual sale, made by the writer 
while employed as salesman by company 
for which sale was made; the sale de- 
scribed must be one made in August, 1923. 





FRED V. HILL 
Covers the West for the C. B. Slater Company 





It is called “Bring Home the Beech 
Nut,” as this is defined by Mr. Arkell as 
getting what one goes out for. There are 
five prizes: the first, $250; second, $100; 
third, $75; fourth, $50; fifth, $25. 


Fred Hill Says, ‘‘Plainer 
Patterns for Men” 
Fred V. Hill, who travels through the 


West for the C. B. Slater Company of 
South Braintree, Mass., recently returned 


' 
from a prolonged trip through his terri- 


tory. Mr. Hill reports that business has 
been good and that the style feature of 
note, in the men’s end of the business, is 
that plainer patterns are the rule and 
that men seem to be taking kindly to the 
black leathers. 


Imported Crepe Soles Good 


A moccasin sport shoe, made with im- 
ported crepe sole, for men, women, and 
even children, has been a good seller, he 
says. This pattern, recently brought out, 
has the genuine moccasin construction 
throughout and is hand sewed. Mr. Hill 
believes that shoes of this type, a number 
of which are now on the market, have a 


good future before them. 


Rankin Says Business Is 
Good 


E. A. Terhune, who travels the South 
for Reynolds, Drake & Gabell Co., has 
recently returned from his trip to take a 
few weeks vacation, which he will spend in 
Maine. “Ed,” as well as all of the other 
salesmen for this house, report good busi- 
ness. All are now home from their terri- 
tories, with the exception of Howard Platt 
who is finishing up his trip in New York 
and New England. : 

A. E. Rankin, sales manager for the 
Reynolds, Drake & Gabell folks will be at 
the Boston office, at 183 Essex Street, 
during July and August. Mr. Rankin re- 
ports that business is in good shape and 
that he is looking forward to a very good 
season the coming spring. 


“Fred” Doherty Says 
Business Is Good 


*‘Fred”’ Doherty, who covers thecountry 
from New York to Chicago for Doherty 
Bros., Avon, Mass., reports business is 
very good. ‘‘Fred’’ will leave again on his 
trip West about September 1. 
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SUZETTE 


A STYLE WITH MANY OF THE LITTLE REFINE- 
MENTS WHICH APPEAL TO THE WOMEN WHO 
BUY SHOES IN THE BETTER GRADES. 


TRAVASO SAOE ComPANY 


Manufacturers 
1908 Locust Street Saint Louis 


ALONG PERILOUS PATHS WE GO HAND IN HAND WITH 
FASHION 
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RED -- GREEN — BLUE 


Smoked and Pearl Elk---Brown Lotus 
and Patent Leather 


SANDALS for GROWING GIRLS 


SINGLE STITCH DOUBLE STITCH (Ramsey Process) 

914 7 
«-/2 to 7 

1116—Blue - $1.75 *116—Blue.... 

1117—Green . wae 117—Green 

1118—Red . Le 118—Red.......... reece 

: a wen gies 109—Patent (leather lined)....................... 
IMMEDIATE DELIVERY 

. 111—Pearl Elk (leather lined) : 

113—Smoked Elk. . 

115—Brown Lotus. ..... 





SLIGHTLY DAMAGED 


Single Stitch b + oe 
PS £ 
Red, Green, Blue “2 UNS. 
Double Stitch Cad 
Red, Green, Blue, Patent, Smoked Elk, Pearl 
Elk, Brown Lotus : suoQanee 


IMMEDIATE DELIVERY 347 RIDER AVENUE, BRONX, NEW YORK 





























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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GEORGE W. HARRIS 


Who will travel all of Michigan and Illinois 
outside ef Chicago for the Val Duttenhofer Sons 
Company 





George Harris with Dutten- 
hofer 


George W. Harris, who for fifteen years 
has been with the Weber Shoe Company in 
Illinois, Wisconsin, and Minnesota, re- 
cently tendered his resignation to join the 
sales force of Val Duttenhofer Sons Com- 
pany of Cincinnati. 

Mr. Harris is one of the best-known 
travelers in the Middle West. He has been 
an active member of the Chicago Shoe 
Travelers’ Association for a number of 
years, and has made a wide acquaintance 
with merchants throughout the territory 
he has covered. 

After watching the trend of business 
closely for several seasons Mr. Harris has 
convinced himself that there is more of a 
future in selling women’s shoes than in 
selling men’s, and that is why be made the 
change. 

Said Mr. Harris: “The great trouble 
with the men’s shoe business is that men’s 
shoes in all grades are made too good and 
too substantial. They last so long that the 
merchant gets too infrequent a crack at his 
customers. 

“‘Women’s shoes are less substantial in 
construction and consequently the average 
woman buys several more pairs of shoes a 
year than is required for the average man.” 

With the Duttenhofer concern, Mr. 
Harris will travel all of Michigan and 
Illinois outside of Chicago. 


Melville Travels for Stetson 
Shoe Company 


J. W. Melville travels the Southwest 
and Mexico for the Stetson Shoe Com- 


A. B. ASKEW 


Who covers Teras, Oklahoma, Louisiana and 
Arkansas for the Diamond Shoe Co. 





EDWIN J. PEARCE 


An old-time shoe traveler and one of the charter 
members of the Boston Shoe Travelers’ Association 





pany. Mr. Melville finds business very 
good. He returned from his trip about two 
weeks ago in order to attend the Shoe 
Style Show. He will spend the summer in 
and around Boston and will start out for 
his territory about September 1. 





“Yes, We Have No 


Bananas!” 
(By A. E. OLDAKER) 

A. E. Oldaker,who sells the Con- 
rad Shoe Co.’s men’s line in Greater 
New York, Long Island and New 
Jersey; also the Ensign line of boys’ 
shoes in Greater New York, Balti- 
more, Washington, Delaware, New 
Jersey and Pennsylvania and in 
daily contact with the retail shoe 
merchant, hereby puts into rhyme 
the thought of the average store at 
the present time, as he interprets it. 
And so is the popular song, ““Yes,We 
Have No Bananas” applied by Mr. 
Oldaker to the shoe trade: 


SHOE MERCHANT’S LAMENT 
To be Sung to the Tune of “Yes! We Have 
No Bananas.” 

Yes! We have no more cutouts, 

We have no more sandals today 

We've red ones and green ones and 
blue ones 

And beige ones, and all kinds of 
pumps, and say— 

We have an old fashioned kid low 
shoe, 

High ones for good feet, too, 

But, Yes, we have no more cutouts, 

We have a new gore pump today. 

















Edwin J. Pearce Is Dead 


Friends of Edwin J. Pearce will be 
grieved to learn of his sudden death from 
heart disease. For a long time he had been 
a prominent salesman of men’s shoes, be- 
ing associated with such concerns as J. H. 
& F. H. Torrey; Alden, Walker & Wilde, 
and Beals & Pratt Shoe Company. 

Mr. Pearce was one of the charter mem- 
bers of the Boston Shoe Travelers’ Asso- 
ciation. 

He will be remembered by his many 
friends for those kindly qualities which 
endeared him to those with whom he came 
in contact. He died July 2, aged 66 years. 


George H. Coleman Is Dead 


George H. Coleman, one of the pioneer 
traveling shoe salesmen in the Southern 
field, and probably as well known in the 
South as any other shoe salesman covering 
that territory, died recently at his home in 
East Point, Ga., a suburb of Atlanta, at 
the age of seventy-six years, following an 
illness that had extended over a period of 
several days. 

For more than forty years Mr. Coleman 
has been traveling in the southern terri- 
tory as a representative of the Krippen- 
dorf-Dittman Company, of Cincinnati, 
Ohio, and during that long period he has 
seen the shoe industry grow in the South 
from a mere infant to one of the leaders 
in the retail businesses of the district. 

Funeral services for Mr. Coleman were 
conducted at the home in East Point, after 
which the body was taken to Cincinnati 
for burial. He is survived by his wife, two 
daughters, and three sons. 
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Buyers from Pennsylvania (from left to right) Benajamin Weiss and Mrs. Benjamin Weiss, g 
Coatesville, Mrs. Morris Weiss and Morris Weiss of West Chester—Snapped at the B.S. T. A 
Outing, Norum 


John E. O’Brien Sells Men’s 
Smart Shoes. 


John E. O’Brien, who travels for the A. 
J. Bates Company, returned from a South- 
ern trip in time to attend the Boston Shoe 
Style Show, where he assisted in receiving 
the visiting buyers at the A. J. Bates 
Company's booth, No. 146 and at the 
suite at the Copley Plaza and also helped 
with the demonstration of the company’s 
new lines at their sample rooms at the 
Hotel Essex. 

Mr. O'Brien reported a good business 
and said that all the other A. J. Bates 
Company’s salesmen reported in like man- 
ner—in fact that the factory is running to 
its utmost capacity. 


J. 8. CLEARFIELD 


Shoe buyer for Blauner's, Inc., Philadel 
posilion to pole oul a “Babe Ruth.’ 
al B.S. T. A. Outing, Norumbega 


ia, in 
Snapped 


Sport Demand to Continue 


He told the Recorder representative 
that he had been doing a little investigat- 
ing work for his house on sport and white 


“JIM” CONNELLY 
Buyer for New York Cloak ¢ Suit Co. at left 
and his son “Ed” at right.—Snapped neath t 


shade of the silvery fir tree at B. S. T. A. Outing 
Norumbega. ° 


shoes and so had only recently visited 
Miami, Asheville, West Palm Beach and 
other fashionable winter and early spring 
resorts. He found that there had been a 
very heavy demand on the shoe stores in 
that section for white shoes and sport 
shoes, as the merchants claimed that the 
tendency of the tourists was to buy at the 
local stores instead of buying footwear be- 
fore arrival at the Southern resorts. The 
merchants claimed that if they could suc- 
ceed in securing some good lines at popular 
prices they could do a big business on 
same and on goods bought in August and 
September to arrive in December, Janu- 
ary and February. 

He found business in a healthy state in 
Atlanta, Macon, Jacksonville and other 
big cities, which have a regular buying 
clientele, but at the places depending al- 
most exclusively on the tourists, a little 
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D. MANSFIELD 


Of Smith, Bridgeman § Co., Flint, Mich., hitting 
one oul.—Snapped at a S.T. A. Outing, Norum- 
ga. 


slow, as one might expect of the “‘in-be- 
tween’’ season. 


Business Is Good 


Mr. O’Brien also called on some of his 
old customers, one in each place, in cities 
like Cincinnati, Baltimore, Louisville, 
and Trenton, and has swung them all over 
to “his way of thinking,”’ as he says, which 
means that he has secured them as cus- 
tomers for the A. J. Bates Company line. 


“* No More Old Men’”’ 


“There are no more old men,” continued 
Mr. O’Brien, when it comes to selecting 
shoes nowadays. The men’s game was 
never so interesting as at the present time, 
because of the opportunity given in de- 
veloping new patterns and lasts. Men who 
formerly, for years and years, wore nothing 
but straight lasts, are now adopting the 
snappy styles of the young man. Retail 
merchants who formerly bought and so 
easily sold perhaps 500 staples, all of one 
kind, have changed their orders to much 
fewer shoes, but in many kinds. 


New Creased Quarters 


One of our brand new features is the 
“trouser creased’ quarter oxford. This 
crimp in the quarter is very smart. Another 
new Bates feature is the bell shaped 
creased shoe to match the new bell shaped 
trouser crease. And this is why receptions 
at the Style Show booth took place under a 
large bell. 


French Toe Big Seller 


“The French toe is still a big seller and 
plain toes and trouser crease effects look 
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L. DILLON 
er for Newcomb-Endicolt, Detroit, ready 


wn a bunt al the B. S. T. A. Ouling, 
Norumbega. 


Shoe 
to lay 


as though they would continue good for 
some time, with possibly some minor 
changes. Cork sole effects in heavier or 
plumper leathers for fall will be good, and 
I can see in the distance a high class Eng- 
lish, or custom, last in the old style effect, 
with short vamps. For fall, it is plain that 
the proportion of oxfords sold is going to 
be larger than that of a year ago, perhaps 
75 per cent to 85 per cent of the larger 
town business. 

“Our new corrective shoe is proving to 
be a big seller and brought us many good 
orders at the Style Show.” 


Berry with Rialto 


F. F. Berry, who makes his head- 
quarters in Seattle, is now covering his 
territory in the Northwest with the 
Rialto line of women’s fine welts and 
McKays. Mr. Berry covers Washington 
and Oregon and nearby states. 


Puffer Says Public Buying 
Better Shoes 


\. L. Puffer, who travels the Middle 
West, including such cities as Chicago, 
Minneapolis, Kansas City, and Omaha, 
for the Smaltz-Goodwin Company, re- 
turned to Boston recently from a_ nine 
weeks’ trip through that territory and 
reports conditions out there in pretty 
good shape, with business fairly good. 

Mr. Puffer said that one pleasing feature 
of Western retail business stands forth 
most prominently—namely that the pub- 
lic is buying better merchandise and is 
not objecting so much to the price. More- 
over, that there is scarcely any trouble in 
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A group of buyers snapped at the big cating ot Mey Ay FY atest Mb 
lo 
Soy a Gonya Bros., yaar anh 


tained the ra visiting the Boston Fy 
Bridgeman , Flint, Mich.) L. H. 


and C. lg c Kayser Bros., Princat 
Grand 


labor circles, that everybody who wants to 
work seems to have the opportunity to do 
so. He said that there is a great demand 
out through the Middle West for men to 
harvest the crops. 


FRED B. PERCY 


Salesman of Ordway § Clark at left and Asst 
Buyer E. Roy Smith of Jordan MarshCo. ai right 
The camera man qouglt them just after the big 


dinner at B. S. T. A. Outing, Norumbega. 


Russell Carries Grieb Shoes 


Harry M. Russell, who covers the Pacific 
Coast territory for the A. G. Walton Com- 
pany, now carries the GriebShoe Company 
line, succeeding the late A. B. Jones. 


Arthur Corayer Back from 
Trip 
Arthur Corayer, who sells Walk-Over 
shoes for the Geo. E. Keith Company of 
Brockton in Pennsylvania and other East- 
ern states, recently returned from a suc- 
cessful trip. 


Oldaker Pleased with 
Style Show 
“Al” Oldaker, during Style Show week 
in Boston, was demonstrating new lasts 
and patterns at the Conrad Shoe Com- 
pany’s booth. He reported _that the trade 


“AL? 


how 


api 


'y 10, gion ie E. S. T. A. enter- 
= & oe. 
'e.) W. Kayser 


‘wnanees * of Paul Stekelee ¢ Sons, 


was buying very well. One of his snappy 
models, he said, was a Club oxford, in light 
red shade of calf, with blind welt, double 
sole, “Zim” heel. This shoe had double 
rows of zig-zag stitching on tip, vamp, eye- 
let row, and quarter. 


Fitzgerald with Panther 
Rubber Company 


L. I. Fitzgerald of Boston, who has 
been associated with several rubber com- 
panies as a salesman, recently joined the 
sales force of the Panther Rubber Com- 
pany, and the Panco Rubber Company of 
Chelsea. He will cover the shoe factory 
trade, selling rubber heels and soles. 


0. 8. NAYLOR 
Shoe buyer Stewart's ~ Department Store, 
Piiledcihia® all set to break up the game.— 
Snapped ai B.S.T._A. Outing, Norumbega. _ 
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HO STERY 


ORDON HOSIERY builds confi- 
(; dence for your hosiery department 

because every user becomes more 
and more satisfied with them as they wear 
and wear. 


Satisfied customers come back to your 
store and bring their friends. 


Gordon Service is every day more and 
more an asset to your hosiery department. 
Established lines of Gordon Hosiery filled 


in as you need them assures quick turn- 
over and clean stocks, avoiding mark- 
downs. 


The Gordon H-300 mill has been trebled 
in size. It is now the largest mill in the 
country exclusively devoted to the mak- 
ing of one stocking. Nothing but Gordon 
H-300 is made in our Gordon H-300 mill. 
One high standard throughout. Good all 
through, living up to the good Gordon 
name. 


BROWN DURRELL COMPANY 


GordonHosiery - Forest Mills Underwear 


New York 


Boston 


SS a 8 8 


Se. 


SS SS oo ee te ee 
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SALESMEN W sd WHOLESALE. 





Intensive Buying a Feature of 
Wholesale Trade 


‘ ALESMEN who sell to the wholesale 
trade find themselves in a period of 
intensive buying and this condition, espe- 
cially so far as novelties are concerned, 
bids fair to continue. The trade is in an 
era of novelties all the way down the line. 
Not so far back, novelties were confined 
chiefly to women’s shoes, but now novel- 
ties are demanded for the men folks and 
also for the little folks, both of whom are 
fond of colors and intricate patterns. It 
takes real head work to sell shoes to the 
wholesale trade today. 

The salesmen at the various market 
centers are extremely busy at this time 
receiving the visiting buyers and despite 
the warm July weather, the majority 
keep on the job every minute from early 
morning until late at night. Between 
times, they are taking trips to near-by 
cities, or planning for longer trips to the 
farther-away towns. 


High Travel Cost Handicap 


The high cost of traveling still continues 
an annoying factor in the life of the whole- 
sale shoe salesman, especially if he is sell- 
ing on a commission basis. A salesman re- 
cently told the Recorder representative 
that on a trip which he made from the 
Boston market to Texas, it cost him about 
$200 for fares down and back, and that 
this $200 meant his commission on $4,000 
worth of shoes, which instead of putting 
into his pocket, he was obliged to turn 
over to the railroad. 


W. F. Jennings Back from 
Trip 

W. F. Jennings, who sells the product of 
the L. Q. White Shoe Co. to the wholesale 
trade, recently returned from a two 
weeks’ trip South, where he states he se- 
cured his regular line of business for next 
spring on oxfords. Mr. Jennings says that 
mahogany is the color which is very gen- 
erally favored by his trade. 


Alttractive Lasts for Men 

Some very attractive lasts for men were 
shown in his display room at 165 Lincoln 
Street. Four styles, from the medium 
French toe down, and on the blucher, the 
high toe, Mr. Jennings said were good 
sellers. Mr. Jennings is strictly a “man’s 
man” and says that he finds the men’s 
shoe business more interesting every day. 


Mr. Jennings sells practically the whole 
output of the L. Q. White factory, with 
George White of the firm, who occasion- 
ally covers some of the big cities, like 
Chicago, Cincinnati and New York. 

Mr. Jennings will be at 165 Lincoln 
Street, Boston, practically all the time, 
receiving visiting buyers, until November. 
He says that everything looks very prom- 
ising for a good fall business. 


George Karl “Lives”’ on 
“Peacock Alley” 


George W. Kar! sells shoes to the whole- 
sale trade for the Norway Shoe Company. 

During the visiting buyers’ season he is 
always “‘at home”’ at 139 Lincoln Sireet, 
Boston, and between times he takes trips 
out to see his trade, covering the entire 
country with his line of misses’, children’s, 
and infants’ McKays. 

Mr. Karl has been with the Norway 
folks since the first of April and his house, 
recognizing that their genial George likes a 
good joke, always refers to the long aisle 
on which its office, Room 217, borders as 
‘Peacock Alley.” 


Fancy Patterns Wanted 

Mr. Karl is selling a great many fancy 
shoes to his customers, all of whom insist 
on quick deliveries. “This is not a new 
condition,” said George, “but, neverthe- 
less, it is a true one and serves to keep us 
hustling every day, no matter how hot the 
weather. Time was when one could take a 
vacation at this time of the year, but now 
one has to stay on the job every minute.” 
George sells the entire output of the Nor- 
way Shoe Company factory. In about two 
weeks’ time, he will be off on the road for 
new orders. 

He has been in the shoe game for a great 
many years, but as buyer, instead of seller, 
purchasing for such houses as Wana- 
maker’s, New York; Hoffman Brothers of 
Pittsburgh; Maison Blanche, New Orleans, 
and J. L. Brandeis & Son of Omaha. 


George and Chris Good Pals 

George Karl and Chris Briel are good 
pals and the boys with offices across the 
way report that Chris never passes by 
George’s door without running in to say 
“Howdy” and then the following charac- 
teristic conversation is heard resounding 
through “‘Peacock Alley”: “Say, George, 








CHRIS S. BRIEL 


Who sells the Springvale Shoe Co.'s line to the 
wholesale trade 





I just met three good customers.” To 
which George queries, “Did you tell them 
about me?”’ And Chris invariably replies, 
“You tell ’em kid, I did.” 


“Chris” Briel Represents 
Springvale Line 


Chris S. Briel, who sells the Springvale 
Shoe Company’s line of women’s welts and 
McKays to the wholesale trade, was re- 
cently seen “right up on the front deck” 
the other day at his office, Room 214, 
139 Lincoln Street, saying ‘““Howdy,’’ and 
extending cheerful greetings to the big 
volume - of wholesalers who visited his 
“neck o’ the woods” during the visiting 
buyers’ season in Boston. From what his 
neighbors at 139 Lincoln Street have 
observed and report, the only reason why 
“Chris” has not sold more shoes is because 
the factory has been almost sold up. 
“Chris” has a host of friends in the Middle 
West. and South, which territory he has 
traveled for the last twenty years, and 
when they visit the Hub, they always run 
in to see their friend, ‘“‘Chris’”’ S. Briel. 


Dewitt Says “Anthracite 
Works” Busy 


W. J. DeWitt sells the Adelphia Shoe 
Company’s line of women’s welts with 
factory at Scranton. When asked how 
trade was responding, Mr. DeWitt said 
that he never had so much business at 
the beginning of a season as now is going 
through the “‘anthracite works.” 


Your opportunity is not in the air nor 
in the earth nor in the sea, it is in you.— 
W. M. Sloan of McElroy-Sloan Shoe Co. 
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LL-LAD AVL 


Stock No. 528 


BROADCAST LAST 


Imported 112 Light Brown Cubist Oxford 
Single Sole Wingfoot Heel AtoD 


The Dalton Company, Inc. 
Makers of Fine Shoes for Men and Women 
BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 209 South State Street 
1618 Republic Bldg. 














“A Decidedly Welcome | Number 
Proved by Our Sales Sheets 
Ready to Ship- 


No. B 790—Gray Nubuck, with Gray Kid 
Collar and Straps 


No. B 800—Log Cabin Nubuck, with Tan 
Calf Collar and Straps 

No. B 810—Gun Metal, with Gun Metal 
ee $4.75 
No. B 820—Patent, with Dull Calf Collar 
and Straps 

No. B 830—Satin, with Black Suede Col- 
lar and Straps 


ALL GENUINE BENCH-MADE 
TURNS 





Sold only in 36-pair lots in the following 


1 
2 





Terms 5 per cent 10 days 


Collps, & a 


HAVERHILL, MASS. 


George H. Lewis, Southern Representative Gene Ricker. Boston Office, 183 Essex St. 


Dealer iene is pee thru chine in the Boot and Shoe Recorder. 
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TRMORIRED CUSTOM Heel 
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Allows the Shoe 
to Set Flat and 
Tread Flat 











Another evidence of the 
Quabaug purpose to set 
the pace in rubber heel 
development. 


i 


As rubber heels progress 
in popularity ARMOR- 
TRED Heels will play 
their part in that progress. 


ARMORTRED rubber 
heels on your shoes will 
help in increasing cus- 
tomer good will. 


> 
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Oy penduntion ie teat Sam beak North Brookfield _Mass. 


> breast (1 / 


7/16 inch at breast, as shown 
This illustration shows how Armor- This illustration shows how the or- 





boa! a perfectlyjflat striking sur- 
face _isjafforded. 

red CUSTOM Heel helps to give dinary heel tends to rise and strike 

the wholejshoelajperfectly flat tread. at the breast, but not atithe§top. J 
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RUBBER HEELS 
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STETSON 
White Duck Oxfords 





Dept. 5 
Style 61R 


During this summer many 
white oxfords will be bought by 
women— 


In anticipation of this demand, 
Dept. 5 has planned its stock of 
this St. Regis White Duck Ox- 
ford on the Miss Hawes Last 
so that it will be in a position to 
give excellent service. 


~~ 


Order a few pairs now and fill 
your stock from Dept. 5 as you 
make your sales — 


If you haven’t a copy of Stock 
Book 32R send for one. 


Dept. 5 


The 
STETSON SHOE CoO. 


South Weymouth, Mass. 











=i 
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“CLIFTON” 
‘Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 








GUESS 


Why tanners of smooth, white 
leathers recommend Cinderella 
White Kid Polish and Cleaner to 
the shoe manufacturers to whom 


they sell their leathers. 
THEN 


Guess why over 100 slipper 
manufacturers mail-order Cin- 
derella Silver Slipper Cleaner. 


Retailers sell these polishes put 
up in attractive packages for 
home use. 


Produced by 


EVERETT & BARRON CO. 


Providence, R. I. 


Makers of highest quality 
footwear finishes 


Fer Profit Mak Deal, Fill Out 
and Send is Coupon 
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Visible Eyelets --- Builders 
of Footwear Confidence 


To you—the retailer—the presence of visible eyelets on shoes indicates 
that a high standard of quality has been maintained in every other detail 
of manufacture. 

To the consumer—your customers—visible eyelets are details of fashion, 
convenience and comfort that are naturally included on shoes of quality 
and true style. | 

For both retailers and consumer visible eyelets have created a new 
buying confidence—the retailer confident that he is buying shoes that 
will sell the consumer, confident that he is purchasing shoes that contain 
features which assure lasting footwear satisfaction. 

If you want to be sure—buy and sell shoes equipped with visible eyelets! 


United Fast Color Eyelet Company 


Boston, Mass. 
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Turn Novelties That Will Tempt 
Your Trade 


Patterns that are the pick of foremost 
designers. Your store will quickly 
become known as the place for the 
latest in novelty footwear if you fea- 
ture our styles. Write us to-day con- 
cerning your needs. 


HARDING SHOE CO., INC. 


HAVERHILL, MASS. 


























They'll Put A Jump In 
Your Summer Business! 


Prompt service from our In-Stock department enables 
you to keep your line complete at all times. - 


Wire or write your order today 


No. 6571 
No. 6535 


6571 Patent Vamp and Foxing, Gray Suede, Patent Chrome,|Instep strap McKay, Lenox 
Strap and Collar, Rubber Heel, D & E, 11 %-2 as 
$2.50 6538 5-8 1. 


$1.75 
No. 7629 * 6572 D&E. 8% to Il. oe 1.95 Spring heel 
O. (02s 6573 D&E. 8%toll Spring Heel . $2.30 ° 
Same Red Trimmed 


1 
7029 Gray Saddle, D and E. Patent Vamp and 6592 D&E, ai \% to 2, Rubber Heel . 
$1.60 6593 D&E. vy Fare 11, Rubber Heel. "$2.30 1, 2. 10 rubber heel 

larrow Toe 


Quarter, ‘3 
7025 Same. Red Saddle $1.60 6544 D&E. 8% roll, Spring Heel. . . .§2.30 


WEIMER, WRIGHT & WATKI 


35 S. SECOND STREET, PHILADELPHI 
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This book, “The Answer,” pictured 
above, tells you in detail about Kelly 
Service; will answer requirements for 
greater immediate business, cleaning up 
summer goods at a profit; for a more 
rapidly growing sales volume; for meth- 
ods that will keep you supplied with suf- 
ficient liquid capital. It will be furnished 
with other details of our proposition 
upon receipt of the coupon filled out— 


no obligation to you. 


Regardless of the difficulties you face—no 
matter how impossible you think it is to 
build up your business—Kelly Service will 
solve your problem with a clean selling 
campaign. 


This campaign will be operated under your 
name entirely, with full control of marking 
prices in your hands and all advertising 
and methods used subject to your O. K. 


Thousands of merchants are enjoying the 
full benefits of Kelly Service—clean stocks, 
ready cash and more business as a result 
of the splendid’ manner in which our Serv- 


“Kelly Service 








ice Department is taking care of our clients 
without any charge whatsoever. 


This twelve months’ free service includes 
mats, cuts, copy, lay-outs and every sort of 
help that could be desired. 


Put your best foot forward towards a big- 
ger and better Fall and Winter business by 
getting full details of Kelly Service at 
once. 





T. K. KELLY, 
KELLY SERVICE, 
MINNEAPOLIS, MINN. 


Dear Sir: 


Please forward your book “The Answer’ 
and full details of your proposition— 
no obligation to me. 


? 






































U.S. 


MINNEAPOLIS-MINNESOTA 
A. 
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Introducing The 


Pincus Shoe Company 


INCORPORATED 


Ppectooctoectnctoe 
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IDEAL SHOES 


for the 


WOMAN of TODAY! 


2 2 2 
Johansen’s Feeture cArch Shoes 
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Short vamp, 17-8 Spanish heel, French 
toe, with cutouts all around vamp. Can 
be had in PATENT LEATHER, BLACK 
OOZE, LOG CABIN OOZE, BROWN 
OOZE, AND DARK BEIGE (color J). 


Can also be had in 12-8 Cuban Heel. 


—are rapidly gaining the favor of women 


? 
who want their shoes to possess the 
? 


——— ee a a 


utmost in style and comfort! Their ur 
usual success as shoes that combine foot 
ease and fashion is worthy of the atten 
tion of retailers eager to win new business 


. and hold it! 


ND, dd ccivandasenanwe’ 
Colored Ooze 


To enable you to see our work- 
manship and the quality of our 
shoes, and also to try out our 
lasts, we can ship you IMME- 
DIATELY 12 pairs of Patent 


Leathers as follows: 





Johansen’s Feeture Arch resi«ts the is flexible enough to allow the 
direct downwara foot pressure, yet natural walking movement of the feet 


as: ; i ° . 
ohansen's - > 
Feeture Are 


i 
Johansen Brothers 











Terms: 5% 10 days. 


PINCUS SHOE CO., Inc. 
1620 St. Marks Avenue 


Brooklyn :: :: :: New York 
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¢ 
' Shoe Company 
; {Makers of Women’s Shoes Exclusively Since 1876) 
ST. LOUIS, MO. 
Ww 
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Sell Chippewas 
For Profit 





Here are real outdoor folks foot- 
wear. 


Made of materials that give the 
ultimate of satisfaction --- over 
lasts that we know are right for 
fit and comfort---by master 
workmen who know what this 
type of footwear should be. 


Your customers will appreciate 
No. 574—Men's 16-inch Coreciate Water- 66 - * ‘ 9 
at Cutegoge, Caremme, Sepdrens oe the “Original Chippewas. 
A to E. In stock C, Dand E only... . $9.25 
No. 573—Same as above—12 inches $7.75 
No. 571—-Same as above—S inches. . $6.00 


No. 50—Men's Oxfords in Tan and Choco- 
late Elk . $3.50 








34—Women's 15-inch Chocolate 
pe 


m 
Single Sole. In stock C andD only. 


No. 533—Same as above—12 "inches. 
In stock C & D only.. . $6.25 


No. 553—Same as above—12 inches. Cali- 
mg Calf only $6.25 


554—Same as above—15 5 inches Call- 
Hs Calf only $7.00 


No. s93—Same as above—12 ‘inches, 
Chocolate Elk. . $6.25 


No. 594—Same as “above—15 ‘Inches, 
Chocolate Elk. ° . $7.00 


No. 53— Women's Oxfords in ‘Tan and 


ae #50 CHIPPEWA SHOE MFG. CO. 
veui. Goodver CHIPPEWA FALLS - - -. - WIS. 


| mp 
Single Sole. Widths A to E. In stock C, 
D and E on $11.00 


No. e00—ens as above—12 inches . $9.50 


No. 834 
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The Hit of The Boston Show 


Lightest Weight Golf Shoe on the Market 


ALREADY ADMITTED A SUCCESS 
IN HIGH CLASS STORES 


Made by Keith’s ““Tenderfoot” welt 
process. Crepe sole. High or low 
cut. Black, Tan or Combinations. 
Plain toe, soft cap toe, or box toe. 


Look into this 
before deciding 
on any other 


— il F iswi it 
Golf Shoe. _ ' “ A BEAUTY? 


The Preston B. Keith Shoe Company 
Brockton ... (Campello Station) .. Mass. 

















.* 
7. 
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he Best Shoe For The Least Money _ 


A Sparkling Example of 
Mitchell Craftsmanship 











Patent Leather Lattice Side 3 Strap. 
Perforated Vamp and Quarter. New 
French Toe. Junior Spanish Covered 
Heel. Flexible Single Sole. Also made 
with Black Suede Insert and Straps. 


We specialize on Quick Deliveries of 
the Latest Styles to quantity buyers. 








R. H. MITCHELL CO. 


M-C MSKays JH isin, Siam. 72 Lincoln St 














| 
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OUR NEW LINE 





Fancy Welts 


Beige One Strap-t wo but- 


Flexible McKays __ igyitssenstin 


We present here four samples of our 

new line that has met with the hearty 

approval of our wholesalers. These 

and other styles can be made up in 

all the popular leathers and favorite 5 
patterns. Volume production meth- a iaihieaiiad 
ods will make possible attractive 

prices. 


Sold Through Wholesalers 
Exclusively 


ss 


Black Ooze One Strap -- 
Black calf ladder lattice. 
14-8 Spanish Louis Heel. 


Cushman-Hollis Company. 


BOSTON OFFICE FACTORIES AND 

177 LINCOLN ST. HOME OFFICE 

ALBANY BLDG. AUBURN, ME. 
Black Satin One Strap -- 
Black Ooze trim. 
14-8 Spanish Louis Heel. 
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Boston 
ERNEST JACOBY 
79 Milk Street 


London 
HENDERSON, FORBES & CO., Ltd. 


F. R. HENDERSON & CO., Inc. 


111 BROADWAY, NEW YORE CITY 


(rude Rubber 


IMPORTERS OF PLANTATION SHOE SOLE 


Cable Address 


REDSONDER, NEW YORK 
LIEBER’S A. B. C. 5th Edition - Private Codes 


¢ Si 
Crepe Rubber HENDERSON BROS., Ltd. 


Batavia 
HENDERSON BROS., Ltd. 





HUB GORE 


Your 
Protection 


Various Widths and Colors 
Cotton-Mercerized and Silk 


SEND FOR SAMPLES 


EVERLASTIK, Inc. 


Webster and Spencer Aves., Chelsea, Mass. 
1107 Broadway, New York City 








Fine Calf Leathers 


Manufacturers of 


_Velvetta Calf— 
Tuscan Calf — 


Russia Calf — 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S.A. 





Artificial Flowering Plants and Trees, with 
Pots, Complete, from 10c Up 


Our Illustrated Catalogue No. 32 with illustrations in colors of Arti- 
ficial Flowers, Plants, Vines, Trees, etc., Mailed Free for the Asking. 


FRANK NETSCHERT, INC. 
61 Barclay St. New York, N. Y. 








THE WHITE WAY — A Powder Puff for} White Shoes 


E. T. GILBERT MFG. CO. 


A convenient and attractive little pad-like 
cleaner with an invisible compartment con- 
taining a cleaning powder which we manu- 
facture under our own formula. The pad rolls 
up and fastens in convenient size to carry in 
pocket or hand bag. The easiest and simplest 
device for cleaning white footwear. 


Packed in Neat Display Boxes 
Price $2.00 per dozen 
Write for Sample 


Ico 
228-236 South Ave., Rochester, N. Y. et 
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BLACK SATIN SIDE LATTICE ONE STRAP 


y— \ 


“THe leadership 














of the Dingley 
Foss Shoe Company 
in the field of fabric 
footwear is the re- 
ward of intelligent 
specialization. 


We sell to the whole- 


A) salers only. 


Dinciey Foss SHor (omPAny 


FABRIC SHOE MANUFACTURERS 


AW BURN BOSTON OFFICES 
MAIN E SA LINCOLN ST. 




















UVLO 
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‘THE multitude of moccasin type shoes shown at the 
Style Show is eloquent testimony of the value of the 


true moccasin. 


In a True Moccasin: 
The vamp is closed to the toe piece by a hand sewed seam on 
the top of the foot. 
The vamp continues in one piece under the sole of the foot. 
It requires no innersole. 
It has no welt and no bottom filler. 


And therefore a True Moccasin is 
Light in weight and flexible. 
It gives a permanently uniform support for the entire sole of 
the foot. 
All soles are on the outside where the wear comes. 


True Moccasins combine in a superlative degree 
the two qualities of 


COMFORT 


AND 


SERVICE 


Stock No. 2848's. 
Chocolate Elk Sport Oxford Moc- 
casin with Beige elk instep strap, 
Duflex outsole, elk mid-sole, 54-inch 


rubber heel, Rangeley last. 
Stock No. 284814 








SEND FOR CATALOG 


G. H. BASS & CQ, soemxers Wilton, Maine 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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This combination 1s selling shoes for 
others—it will sell shoes for you 


A bottom combination of “U. S.” Spring-Step Rubber 
Heels and USKIDE is a real sales asset to any shoe. 


“U.S.” Spring-Step—the heel that is right side up, hand- 
some in appearance, delightfully resilient, a leader in 
durability, bearing a trade mark that is accepted by 
millions as evidence of all that is best in rubber— 


And USKIDE—the longest wearing shoe sole in the world, 
waterproof, ground gripping, good looking, and comfort- 
able in every way. 


Here is a combination of salability and durability that 
is making repeat sales for the many shoes that carry them. 


United States Rubber Company 


1790 Broadway New York 


Sole and heel stocks in our following branches: 


BOSTON LOS ANGELES PORTLAND, ORE. 

CHICAGO NEW ORLEANS ST. LOUIS 

CINCINNATI NEW YORK SAN FRANCISCO 
PITTSBURGH 
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SHOE BUTTONS GREELEY 
Rt BOUDOIRS 


White 
S Black Sell readily. They 


and a ‘ 
Size 14 Colors . Size 16 bring best prices at re- 


Shanks guaranteed for machine sewing. If you cannot tail. Each pair has hiemed 
procure our buttons from your jobber, write us pane we will your customers will ap- 


ly th omaha 
Prices end comples sent on request. In Black or Colored preciate. Give my bou- 
Kid. 36 pair lots doirs a trial. 
HAWKEYE PEARL BUTTON CO. only. 


New York Office —n If Your Jobber Cannot Supply You, Write Us. 
930 Broadway Iowa A. W. GREELEY .*. Haverhill, Mass. 











APPROVED BY ASK YOURSELF THESE QUESTIONS! 


MEDICAL MEN If you want the maximum of advertising a ask your- 
self these questions when selecting medium: 
aX. —_ _ magoest, a4 ‘ 1? — s What is the evidence of READER INTEREST? 
fat ed shoe, the Burkley Ventilated Foot Is the paper essential to its field? 
Developer ig unexcelled. Well-known Is reader interest proven by voluntary paid sub- 
surgeons ee ~~ — i ae scriptions? 
se Are the paid subscriptions audited by the Audit Bu- 
ag - on < ft reau of Circulation? i 
_ ~~» + paee. ones (Twelve Thousand “Boot and Shoe Recorder” 
gy my paid subscribers are audited by the Audit 
Bureau of Circulation.) 
BURKLEY Is the character of the paper verified by the Asso- 
SHOE CoO. ciated Business Papers, Inc.? 
1156 Ne. Main Se (The character of the “‘Boot and Shoe Recorder” 
— ’ is verified by the Associated Business Papers, 
Brockton, Mass. Inc., of which it is a member publication.) 


a ee ee ee ee ee ee 


|= © &© = 

















WANTED TO PURCHASE WANTED TO PURCHASE MISCELLANEOUS 











CASH PAID ok wan ORs Expoet ,ACCOUNTANT AND AUDITOR | 
u ng, Systema ng, 3s Open 
Sy cottr deve concipox gerstng ssn RS BROADWAT, NEW TORE NT. | | Shaaleipickinamete cuatgmnents Cot 
tity. Prompt attention given. WILL sunwentince FOR eae Sl M ARK I. FLEISCHER 
ae ee BUY (ENTIRE sTocKS ) CASH 1767 MADISON AVE.. NEW YORK CITY 


> Member of National Association ¢ of Certi- 
Phone Canal 0679 Gesgetns te chiens shengo ep hand Sev cpectel cateo fied Public A =, W D.C. 



































We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
an ndise. Geantity no object. 
Fos's0s 30 years our specialty 


Bank and mercantile reference. MISCELLANEOUS 
BROOKLYN PURCHASING SYNDICATE 


























Phone S brooke 
ni Milbradt Rolling 
Step Ladders 








DO YOU CONTEMPLATE 


Retiring or ing out of business? We will 
pay ¥ wane efor your entire or surplus stock of 
avi 


oes. — taken 
oe Establish save the Som and tear 


I. OLENICK | Sree == 


» New York Tel. 0095 S ‘our store. sub- 
650 Broadway vow o e pring Jet to appro and sat: 


af, 











Write eae our latest cata- 
HIGHEST CASH PRICES PAID | log showing 18 styles of 
for entire shoe stocks. We also buy your ladders as well as other 
oe or slow sellers. Quantities no object. | store fixtures. 
Retail or wholesale. Short term leases taken | “ 

we a ne us. Corre- Milbradt 
spondence con Esta’ b . 

MAX GLAUBERG Manufacturing Co. 


52 Lispenard Street, New York 2416 No. 10th Street 
We cleo ‘perchese clothing, bets. fernt ST. LOUIS, MO. 
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ltime 7 times 
$3.50 

7.00 

10.50 

16.00 14.00 


Payment in advance is required, 





Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each insertion. 
Minimum amount accepted, seventy-five cents. For othe: 
“Want” advertisements, seven cents 

Minimum amount accepted, $1.25. 
received up to noon on Tuesday of week of publication date. When 
advertisers desire answers to come in care of this office, twelve words 
must be allowed in each advertisement for address. 

Copve capi, Cvmancen, Chest fo Gab ociven, each word of the 


. - $2.50 
5.00 
0.00 7.50 





12.00 10.00 


except when regular advertisers, as amounts are too small to open accounts 


mus d in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 


per word for each insertion. 
Ads under this heading will be 


When advertisers 











SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 





GALESMAN on commission to sell a medium- 
priced line of women’s Goodyear Welts to job- 
bing and large department store trade in Chicago 
and vicinity. An Eastern made line of excellent 
reputation. Address E126, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


GALESMEN Ww ap A require the services 
of two experien: shoe salesmen for territories 
in the Middle West. Reply by letter only telling us 
the things you think we will want to know. Enclose 
photograph if possible. No attention will be paid to 
incomplete communications. Lewis A. Crossett 
Company, North Abington, Mass. 


FIRST- a salesmen wanted to represent 
leadi ynn manufacturer of women's turn 
comfort _ kL, men’s turn slippers and women’s 
semi-novelty turns (all carried in stock) for the 
following territory: Cleveland district; Chicago; St. 

is and vicinity; Kansas City, Mo. ‘and vicinity; 
Texas; Oklahoma; Arkansas; Missouri; Pittsburgh 
district; Philadelphia district; Omaha and vicinity 
and greater New York. Six per cent commission 
paid, no advances or drawing account until ability 
is demonstrated. No objection to other non-com- 
peting line. Only experienced, Le a sales- 
men with established trade will be considered. 
Address Sales Manager, Charles O. Timson Shoe 
Co., Lynn, Mass. 


WANTED— Hustling salesmen with established 
shoe trade carrying short non-conflicting line 
to carry as side line on liberal commission basis our 
well-known line of Flexible Turn Shoes made in 
sizes 1 to 5. Line consists of forty samples all carried 
IN STOCK for immediate delivery. Small sample 
case. State territory desired and give references. 
R. C. Milow Shoe Co. Inc., Rochester, N. Y 














WANTED Salesmen to sell our line of misses’, 
children’s and infants’ turn shoes and sandals, 
leading styles in stock, can be carried with non- 
conflicting line. Territory, Ohio, Indiana, Michi- 
gan, Southern and some of the Western States, on 
commission basis, address with references. Loc! 

Box 186, Orwigsburg, Pa. 


QPPORTUNITY for live salesmen handling high 
grade line of children’s or men’s shoes in 
Southern States, Virginia south to Mississippi, to 
sell a long line of Brooklyn made women’s welt and 
turn novelties and orthopedic shoes. Established 50 
years. Will pa qa of 6 per cent commission upon 
receipt of . Submit references and mention 
states you are ‘euetien, Address E-129, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


SALESMEN WANTED—For men and women 
who call on the children’s stores and infants’ 
departments we have a line that will interest them. 
High-grade soft soles. Staples and fastest selling 
novelties in stock. Advertised and well known. 
Commission 10 per cent. References required. Box 
E-128, Boot and Shoe Recorder, 207 South St., 

Boston, Mass. 














to $8.00. 


New England States— 
Louisiana 
Alabama 
Montana 
Idaho 
Utah 


St., Boston, Mass. 





An opportunity for live-wire salesmen to make big money selling a 
line of Milwaukee high-grade men’s dress shoes, retailing from $5.00 


Have the following territories open for those men who can produce: 


Colorado 
Wyoming 
Nebraska 
Minnesota 


Arizona 
North and South Dakota 


Give all particulars relative to your sales for the past three years, the 
firms represented, and all other information. Samples will be ready the 
middle of July. Address E-109, care Boot and Shoe Recorder, 207 South 


New Mexico 
Arkansas 
Washington 
Oregon 
Mississippi 








ALESMEN for a real sna nappy condensed specialty 

line branded ladies’ si osiery. Sold with a 
guarantee to the dr s, shoes and specialt 
shops throughout e country. Easily cmd. 
State territory covering and line now handling. 
Address K-525, Boot and Shoe Recorder, 127 
Duane St., New York, N. Y. 


WANTED by a Brockton manufacturer an ex- 
perienced New England salesman. An op 
tunity for a first-class man experienced in selling 
shoes to the best retail trade. This position is 

opened only to a live man with a following in New 
ieent @ 0 is looking for a strong line of New 
England prow 4 shoes to retail at $6.00, $7,00, $8.00 
To one that can qualify a liberal drawing account 
will be allowed. Address E-127, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


(PPORTUNITY for salesmen with established 
retail trade to increase sales by carrying as a 
side line our well-known line of women’s comfort 
shoes and men’s slippers. Minnesota, Iowa, Mis- 
souri, Kansas, Texas and New York State are now 
open. These states must be covered for fall business. 
Merrill, Porter & Co., Lynn, Mass. 


WAN TED—High-powered salesmen only to sell 
a line worthy of representation of big 1 puaeee 
ing road men. 15 styles of men’s grand 
sve = 
pom pn 4 


dress welts to retail at $5:00 with 
¢ 7"! any well posted retail buyer 
n ad ition to these popular priced dresa i 











styles of men’s welts. dium weight of re- 
tanned and Elk leathers, with workmanship like 
dress shoes. Entire line has been reconstructed. 
Every style built on new ideas of the season. Com- 
plete line carried on floor B to E. Strictly 6 per cent 
— = basis. yy a Sy LO 

Don’ y unless you are a big producer. radley 
& Metentt if Company, Milwaukee, Wis. 





MANUFACTURER of medium-price line of in- 

fants’, children and misses’ turn shoes desires 

salesmen to work trade close. Prefer salesmen who 

will give our line all their time, as we have a very 

ition to offer , reliable men, al- 

pm) we I ng no objection to one or two non- 

~— ‘3 o make a few women’s turn 

=a shoes carried in stock, and we 

are are peeve —¢ — one-day service. Samples now 

ready. Write for territory and give references. 

Address E-112, care Boot and Shoe Recorder, 207 
South St., Boston, Mass 


ANTED—Would like to hear from A No. 1 
salesmen who sell good trade only, to carry 
our line of children’s turns. 1-5 first-steps, and 
regular sizes, 5-8, 844-11 and 1134-2. Followin 
states open: Washington, Ore; mn, 
sas, Missouri, Tennessee, Kentucky, 
Arizona and New Mexico. Also 
States. We pay 6 per cent commission. Flexible 
Shoe Company, 36 St. Paul St., Rochester, N. Y. 


Wate SALESMAN—For States of Texas, 

klahoma and Arkansas. To carry our line of 
ouunanle turn footwear to retail trade. Jaques 
& Clement, Haverhill, Mass. 


ALESMAN for side line of Western made men’s 
dress welts, ee at $5. Twenty styles are car- 
ried in stock, in best selling widths. Fourteen samples 
packed in one small grip. Give full references in 
S oiientien. Address es care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


E have several territories nm for fall season 

starting about August 1. Fifty styles of men’s 
dress welts, to retail from 7.50, all carried 
in stock in best selling widths. Give full references 
in first letter. Rohn Shoe Mfg. Co., 414 Fourth St., 
Milwaukee, Wis. 




















REAL SALESMEN 


FOR A 


REAL LINE 


Increased production facilities war- 
rants addition of a few producing sales- 
men. If you have proven that you can 
really sell men’s shoes, if you are anx- 
ious to make real money with a fast 
coming medium priced men’s line, 
write Wallace A. Taylor, care Goding 
Shoe Company, 833 West Chicago 
Avenue, Chicago, Illinois. Your appli- 
cation idered fid ially. 








E. J. RAMSEY 


WANT SALESMEN with es- 
tablished trade, who work their 
territory close, to represent them 
in Texas, Louisiana, Ohio, Geor- 
gia, Arizona, New Mexico and 
Nebraska. Full details first letter. 


E. J. RAMSEY CO. 
347 Rider Ave., New York City. 





Salesmen Wanted 


WANTED — EXPERIENCED 
HIGH-GRADE SHOE SALES- 
MEN TO SELL OUR GLASS 
WINDOW DISPLAY FIXTURES 
AS A SIDE LINE. WE HAVE 
TERRITORY OPEN IN VA- 
RIOUS SECTIONS OF THE 
COUNTRY FOR CAPABLE 
MEN. FOR FURTHER DE- 
TAILS OF OUR INTERESTING 
PROPOSITION ADDRESS 


JEANNETTE GLASS COMPANY 
JEANNETTE, PENN. 
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SALESMEN WANTED 


POSITION WANTED 


POSITION WANTED 





Saar to handle a well-known line of turn 

boudoirs, ballets, soft and hard toes; also strap 
sandals. In-stock proposition. Address E-116, care 
po and Shoe Recorder, 207 South St., Boston, 
Mass. 





GALESMEN WANTED—To provide for in- 
creased factory production, we are arranging 
to open several new territories. Only men of expe- 
rience and a record of achievement in selling men’s 
dress shoes need apply. Inexperienced or half-baked 
salesmen will waste time answering this ad. If 
pa ya interested and can qualify, let us hear 
a aes Creel, Mauldin & Chambers, 


Inc., d, Til 





IDE LINE OPPORTUNITY—If you are a real 
salesman with plenty of ‘‘pep"—merchandising 
ability and established trade, we have one of the 
fastest selling McKay lines (for Children, Misses, 
Growing Girls and Women) in America to offer you 
—only 15 nu and every one longs to the 
‘bread and butter” class. We are allotting territory 
at once. Write today giving full details of your 
experience. Address Herbert C. Groenewold, Di- 
ner of Sales, Wobst Shoe Company, Milwaukee, 
18. 





W ANTED—Live wire commission men who can 

produce results to sell our line of up-to-date 
novelties in children’s turn shoes. Sizes 1/5 and 
5/11. Turns only. Line ready August 1. 6 per cent 
commission. Quality Shoe Company, 110 Clifford 
Ave., Rochester, N. Y. 





W ANTED—Salesmen to sell side line infants’ 
1/6 flexible turn shoes, over 40 styles all in 
stock ; strongest line baby shoes in — . 7 per 
cent commission; Texas, Louisiana, O) a, 
Kansas, Missouri, Arkansas, Illinois, Indiana, 0 hio, 
Pennsylvania, Massachusetts and Rhode istend’ 
New York City. Give references, line now selling, 
age, full information, etc. Address E-85, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





Live wire salesmen wanted to 
connect with well established 
Brooklyn shoe house to carry 
line exclusively and cover Middle 
West. Men who have heldsimilar 
positions and are thoroughly 
conversant with the trade. Ap- 
plication will be kept strictly 
confidential. Address E 124 care 
Boot & Shoe Recorder 207 South 
St., Boston, Mass. 








Salesmen wanted to sell Bison 
brand Work and Dress Shoes in 
combination with our Mell Oak 
lines. Few good territories still 
open. Popular prices, quality, 
quick deliveries, staple numbers 
with a sprinkling of snappy 
styles are embodied in our pro- 
position. Wire or write Portage 
Shoe Mfg Co., Portage, Wis. 











Boston, Mass. 





High-Grade Factory Executive 
Open for Position 


The firm with which I am at present connected is being liquidated. I am 
open for a position with a shoe manufacturing or tanning company that 
needs the services of a successful and experienced office manager, Credit 
man, or general Executive. I am well known to the trade and offer a splen- 
did record of successful accomplishment as my best reference. For further 
particulars address E-123, care Boot and Shoe Recorder, 207 South St., 








IRST-CLASS SHOE MAN desires to make 
change; pet cohen or vicinity. 14 years’ expe- 
rience; excellent references as manager and buyer 
or other good connection. Address E-68, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





Experienced Manager and Buyer of 
Men’s, Women’s and Children’s Shoes 
would like to make change, ace 
in the South, but would acce 

offer anywhere in the country. Foe rail full 
information write to E-110, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 











HELP WANTED 


T° experienced men with executive ability who 
can make a nominal investment. The United 
Retail Shoe Stores offer the ition as manager in 
Elizabeth, New Brunswick, y, Orange 
and other cities in New Jersey. Prefer men who have 
a local following in cities named. Write fully to } 
L. Bebout, Tir Wees Front Street, Plainfield, N 








LINE WANTED 








MANAGER WANTED 








Merchandise Manager wanted by 
a progressive chain of shoe stores 
in the New England States. Good 
opportunity for the right man. 
Only men with a thorough ex- 
perience in the chain shoe stores 
proposition will be considered. 
Give all particulars in the first 
reply which will be kept confi- 
dential. Address K-527 care 
Boot and Shoe Recorder, 127 
Duane St., New York City. 











L! NE WANTED for New York and Pennsyl- 
vania. I have been representing one of the lead- 
ing lines of men’s shoes in above territory for the 
past four years. I have a following amongst 
retail buyers can uce results for a stro: 
line of men’s or women’s better grade shoes. Best o' 
references furnished. Address E-130, Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


INE WANTED for New England—I have 
covered the New — yr eg td ~ many 
a representing sev ‘ing lines of men’s 
and women’s shoes. I am open for a line for the 
quis come Best of references furnished. Ad- 
dress E-131, Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 
LINE WANTED—Wanted a _ high-grade in- 
stock misses’ and children’s shoe line to carry 
with a ete line of well-known felt slippers. 
Covering Ohio, West Virginia and Kentucky. Ad- 
E-132 care Boot and Shoe Recorder, 207 
South St. Dostem Mass. 


Wnts oe factory line shoes to sell in Southern 
States with some established trade. Had 11 

















; Lar a experience. Can furnish references. Popular 


women’s and children’s shoes preferred. 
Rates E-133 tft {tf 307 South 
St., Boston, Mass. 


INE WANTED—Youw 
line of popular-priced 
territ desired. Fifteen years reta retail oN 
Best references. Address Box 14 Chewelah, Wash. 





reliable man_ desires 
st or Western 





PARTNER WANTED 





WANTED —An active partner with money to 
invest in the children’s turn shoe business. 
Partner can have either the management of the 
office, or the — end of the business. Factory 
fully equi lots of orders for immediate 
business. — 1200 pairs per day. We make a 
full line of children’s shoes, from infants to > 
irls. Reason for wanting partner, want to expa 

ddress E-135, care t and Shoe Recorder, 
207 South St., Boston, Mass. 


WANTED line of ladies’ and children’s medium- 
iced shoes for the city of Chicago and sur- 
rounding territory. Had seven years’ ye ex- 
. Am married and live in Chicago. 
134, care Boot and Shoe Recorder, 189 sw Made 
son St., Chicago, Ill. 








TO LEASE 
— for lease in our newly remodeled 
cava, bess igcntion ti in city, next to the 10 cent 
ene, Ae Betablished 23 7S Only re je par- 
ties will be considered. m, 81 N. 
High St., Columbus, — e 
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BUSINESS OPPORTUNITY 


YOUNG: — known throughout the retail trade 
is looking for experienced shoe man with money 
to start jobbing business in New York. Address 
K-526, care Boot and Shoe Recorder, 127 Duane 
St., New York. 








OPPORTUNITY 
Lexington, Kentucky, 50,000 people, 
wholesale trade, area 1,000,000 people, 
seeks experienced man, with some 
ital ital furnished locally), 
. to start wholesale shoe house; 30 lines 
already wholesaled here. addi- 
tional line sought to complete whole- 
sale market. Write to Lexington Board 
of Commerce, Lexington, Kentucky. 

















SPACE FOR RENT 








Ground floor space front 25 x 60 for 
rent for high class Ladies Shoe Depart- 
ment. All mahogney fixtures except 
chairs, ready for business at once. High 
class millinery on same floor rear, 
Ready to Wear on second floor. Very 
best location in southern city of two 
hundred thousand. Address Box E-125 
care Boot & Shee Recorder 207 South 
St., Boston, Mass. 














FOR RENT 


DESIRABLE LOFTS FOR RENT—First and 
second floors in heart of shoe district. For shoe 
jobbing or light manufacturing. concessions 
to right tenant. Inquire Metropolitan Slipper Co., 
134 W. Broadway, New York. 








FOR SALE 


FoR SALE—Very modern shoe ere everything 

ust right, best location in one of the best cities 
in Illinois. Act quickly. Don’t answer this ad unless 
_ mean business. Address E-137, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


AN old established business for sale ovis to 
+% sickness. Established 11 years. Either wit 
without new stock. Reasonable rent. Address K-524 
care Boot and Shoe Recorder, 127 Duane St., 
New York. 


SaVERAL SALESMEN’S sample trunks for 
ladies’ shoes, practically new, also office chairs, 
desks, etc. Address E-136, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


R po nye j ey shoe store everything 
just iness location, good town to 
live in, 3 ‘8 a dandy j es the man who = —— 
don’t answer this ad unless you meai 

Indiana store. Address E-94, —_? Boot and Shoe 
Recorder, 207 South St., Boston, M 


FOR SALE 


Shoe “‘breaker-in” and waterproofer. 
750 twenty-five cent cans for $12. Sales 
value $187.50—only $12! Cheap en h 
to give away. SAMPLE CAN FREE. 
send $1 now and pay balance of $11 on 
arrival of 750 cams. A. A. A. Mfg. Co., 
159 Kingston St., Boston, Mass. 





























WANTED TO PURCHASE 


WANTED—A bargain in arctics and galoshes. 
Address Box 165, Carnegie, Pa. 


CASH PAID 














MISCELLANEOUS 
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WHAT TO DO 
When It’s Hot 
COME TO 


The Ambassador 
Atlantic City 
Where It’s Cool 


Guests sleep under blankets 
every night in July and August. 
Best bathing beach on Atlantic 
Coast. Guests dress in hotel and 
go direct to surf. 


The Ambassador 


The World’s Most Beautiful Re- 
sort Hotel—famed for food, service, 
hospitality 


Reservations by wire or letter 
Write for Illustrated Booklet—Dept. 


Tue Amsassapor Horets System 
The Ambassador, New York 
The Ambassador, Atlantic City 
The Ambassador, Los Angeles 
The Alexandria, Los Angeles 

















ANTED—New or second-hand Sheridan Sole 

Leather Press. Model 9-C. Address E-138, care 

Boot and Shoe Recorder, 207 South St., Boston, 
ass. 


SHOE STORE 
CHAIRS 
SETTEES 










WINDOW DISPLAY FIXTURES 


The OSCAR QNKEN CO. 
1181 4th St. CINCINNATI, OHIO 
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. 3839—White Levor’s Kid 


Beene 10-8 
c eed ered Heel. Widths A- .....95.25 
No. 3836—Same style as shove, pee Kid Turn, 
10- 8 Covered Heel. Widths A-( . 85.50 


No. 3840—As above all in Beige os if, Wid 
A-C 


No. 3841—As above, all in C reece “s. 
Widths A-C $5. 


No. 3323—Log-Cabin Suede Calf, Light Weight 
Welt, 12-8 Block Covered Heel. Widths A-C. 
$5.25 


No. 3322—Log-Cabin Suede Calf, Field Mouse 
Kid Trimmed, Light Weight Welt, 12-8 Block 
Covered Heel, Widths B-C ; ... 94 


Alesson in Good o co 
me, a 


DESIRABLE 
STYLES 


FOR 


Summer Wear 
IN STOCK 


Ready for at once 
shipment 


High-grade Turns in the 
latest and most popular 
styles, leathers and colors 
—many stock numbers 
of Imitation Turns and 
Welts. 


Single pairs 25 
extra. 


cents 


ROGERS BROS. 
SHOE CO. 


59 Lincoln Street 
Mass. 


Boston - - 


Largest Women’s Specialty 
Shoe Wholesalers in 
New England 


Pacific Coast Branch: 135 Bush St. 


San Francisco, Cal. 





No. 3845—Field Mouse Kid, 


Turn, 10-8 Cov- 
ered Heel. Widths A-C.. $5.50 


. 3846—Same as above, all heeeteeeegt ce. 
w. idths A-C ~~ $5. 


No. 3120 


-Cabin Suede Calf, Turn, 15-8 
Full Covered Spanish Heel. Widths A-C . $5.50 


No. 3117—Same style as above, -Cabin 
Velvet, Mouse Kid Trimmed. Widths Sos 


No. 3120— 


No. 3116—Same style as aye Black Velvet, 
Black Kid anal Widths $4.35 


No. 3115—Same as above, Black Satin, ~~. 
Suede Calf Trimmed. Widths A-C $4.7 


No. 3137 


No, 3137—Field Mouse Kid, Ivory Kid Straps 
and Trim, Lye, 14-8 Full Covered Spanish 
Heel, Widths A-C... . 85.75 


3139—Same as above, Pa: ont Leather, Gun 
Metal Calf Trim and Str 
Spanish Heel, Widths A- 


3140—Same Style as above, Black Satin, 
Black Suede Calf Trim and Straps, 16-8 Full 
Covered Spanish Heel, Widths A-C..... $5.50 











2 — 


Tee «ere —_— 
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A Feature That Is Selling Shoes 


The return of lacing hooks is the 
revival of a popular feature on 
footwear for men. 


With the new demand for both 
style and practical convenience in - 
shoes the lacing hook becomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales. 





Sell shoes that combine the 
features which men demand-- 
comfort, convenience, fit-- 
shoes with lacing hooks! 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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NEW MODISH FOOT- 
WEAR FASHION FOR 
EVERY WOMAN:—FOR 
ALL TIMES AND ALL OC- 
CASIONS !S [OFFERED] IN—FOX SLIPPERS, 
PUMPS AND _OXFORDS. FOX FOOTERY STYLES 
ARE FAR MORE VARIED AND NOT LESS PICTUR- 
ESQUE THAN IN THE ANCIENT DAYS AT 
LUXOR WHEN FAIR EGYPT WORE SANDALS 
PAINTED, EMBOSSED AND JEWEL ENCRUSTED. 
PATENT LEATHER MAY BE DECORATIVE OR 
PLAIN; THERE ARE DAINTILY FASHIONED 
SATINS AND BROCADES; KID IS COLORFUL 
AND FANCIFULLY TRIMMED OR SMARTLY 
CONSERVATIVE. A LEATHER,—A FABRIC,— 
A MODEL—FOR EVERY INDIVIDUAL TASTE. 


CHARLES K. Fox, Inc. 
HaveRHILL, Mass., U.S.A. 


BOSTON: 54 LINCOLN ST. New YORK: MARBRIDGE BLDG.. 
BROADWAY AND 34TH ST., Room 632. CHICAGO: GREAT 
NORTHERN BUILDING 





Ci. al ao iy a 
Vol. 88, Ne. 19. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. Entered ass 
ter April 56, 1922, at the Post Office at ton, Mass., undex the act of Gomguess of Marek a 1879, Supecciption price, 65. ° PretdinU. S.A. 
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Display 
Attractive display is necessary 
it will sell almost anything — once 

But 
The fundamental of recurrent sales 
is good, solid value You get that 
too in 

Beaver Brown 


Color * 8 
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S Shoe Shown by Courtesy of 


Dunbar Pattern Co. 


Y 





rn) 
tor 


As made from 
Vode Kid 
Color 19 
“Camel” 


NUTT 











COT OOOO 








Vode Kid 
Colors Include 


Camel 

Log Cabin 
Gray 

Fawn 

White 

Autumn Brown 
Havana Brown 
Golden Brown 
Bronze 

and others. 








Colors—the Stimulus of Business 


This states the present shoe style situation in a nutshell. 


The one all important point every shoe merchant must 
consider in this direction is that the colors he chooses 
for his shoes should be authentic and authoritative, as 
well as reliable in leather quality. 


In VODE KID you find these two factors summed up 
to the highest degree of safety. 


How do we support this claim? By pointing to an 
impressive list of artist shoemakers, and progressive 
retailers who are using ever and ever larger quantities of 


VODE KID. 


The Standard Kid Company 
209 South Street: 


Boston, Mass. 


Branches in New York, Philadelphia 
Cincinnati, Chicago and St. Louis 
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Add Style toYour Shoes 


F you could add to your shoes another mark of style, if you 
could increase the beauty of your shoes and at the same time 
increase their satisfaction to your customers, wouldn’t you do 

it? You can. 


By asking for Armstrong Circle A Heels to come on the shoes 
you have on order, you will add just another touch of style. You 
will add durability, too, and comfort, both of which “bring cus- 
tomers back.”’ 


The Armstrong Circle A Heel is made by the Armstrong Cork 
Company. The name ‘‘Armstrong”’ has always been associated 
with products of quality. The Armstrong Heel is beautifully 
designed, stands up under wear, and has just the right degree of 
resilience. 

If you send us a diagram of your heel a pair of Armstrong 
Circle A Heels will be sent to you immediately. Give them a 
thorough test, then you will be ready to ask for the ‘Armstrong 
Circle A Heel” as a matter ofcourse. 


Armstron 
ircle Hi / 
@ fee 
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Kenworth Shoes are made under the Ken- 
worth Patented Process, which produces 
a flerible, tackless, well-fitting shoe, and 
which enables us to make and deliver shoes 
within three weeks. 


One of Seven Styles 
IN STOCK 


No. 629—Spring-board style in 
black kid, 14-8 heel. ........ $4.25 
Samein Havana Brown Kid. . $4.40 


This same style on seven dif- 
ferent lasts. 


@ther stock styles — Black satin 
straps, full run of sizes and widths— 
$4.75 


Also white fabric and patent 
leather numbers. 





\s 








ii 


~__ _._\ 























4 
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The Spring-board Arch 


The Spring-board Arch as constructed in the Kenworth 
Shoe holds the shank piece rigidly under the entire heel 
seat, and has it attached permanently through the insole, 
arch support, outsole and heel. This gives the wearer a 
spring-like step, a well-supported arch and a flexible fore- 
part. Thus the Kenworth Shoe is made a walking shoe. 
Your customers will be happy to get a pair. 


All Kenworth Shoes, both stylish and staple patterns, are 
made with this Spring-board Arch feature. Merchants 
throughout the country can see the tremendous demand 
for better fitting and better foot-protection, especially in 
style shoes. Kenworth Shoes are filling this demand. 


Write for further particulars about the Spring-board Arch. 
It has valuable profit-making possibilities for you. A 
Kenworth salesman will call without obligation. 


THE KENWORTH SHOE COMPANY 


INCORPORATED 
COVINGTON 
KY. 


CINCINNATI 
OHIO 





Kenworth 


Shoes of Quality 





) 
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All Davies Shoes are cut 
with what is known in the 
trade as a three-quarter 
vamp --- an efficiency of 
manufacture that enables 
us to cut from two to three 
more pairs of shoes from a 
given amount of leather, 
than other manufacturers. 


This saving is not to our 
profit---but to yours---for 
it permits higher quality 
leathers and greater care in 
manufacturing. 


Your customers will quick- 
ly see the difference. 


QUALITY 


B6760 — Modified French Last, CLEAR 
Mahogany Veal, Nine Oak outsole, 
lst quality rubber heel, grain inner- THRU 


soles........ $3.35 


B6780—Same as above in Black 


st $2 .35 


In Stock, D, immediate delivery; 
other widths, four weeks. 


‘ 


DAVIES SHOE MFG. CO. 


RACINE ‘ : : WISCONSIN 
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Made in Milwaukee Sold all over the World 


x 


COLOR, TEXTURE, FEEL and GRAIN 


are the qualities essential in all good leathers. You will ap- 
preciate these wonderful qualities always found in the well- 
known “Lotus” and ‘‘Velours’’ line. 


BOARDED SMOOTH 


No. 104 Lotus Calf Nutmeg Velours Calf 
No. 105 Lotus Calf Barberry Velours Calf 
No. 108 Lotus Calf Sultana Velours Calf 
Rouge Lotus Calf Amber Velours Calf 
Nigger Brown Lotus Calf Mandalay Velours Calf 
Aurora Lotus Calf Canna Velours Calf 
Mecca Lotus Calf Bright Velours Calf 
Casca Calf Velours Calf 


SERED 


ce 


has 


P & V BUCK SIDES 


have the same fine qualities found in all P & V full grain 
leathers—that soft, velvety nap—that incomparable finish 
and feel—that evenness of color—which are very essential in 
the making of good shoes. 


of 
> 3 - 


Alba : Log Cabin Fog Gray 
Pampas Autumn Brown Silver Gray 


ne pf 
pa 


Pfister & Vogel Leather Co. 


Milwaukee Wisconsin 
DISTRIBUTORS 


Boston i St. Paul 

New York i 

ay Zurich, itzerland Frankf rn M 
‘aris, nce uric witzerlan ra urt A/ Ger. 

Northampton, Eng. Kettering, Eng. Leicester, Eng. F 
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IT BY ITS USERS 








Semnnssmaetinngee 


























The Customer Says 
To the Proprietor 


“B* the way, I've anew customer for you, Mr. 
Burroughs. She saw some street oxfords of 
mine that I'd worn over a year. The leather is 
wonderful—just as bright and unfaded as when | 
first bought them, and she wants a pair herself.” 


‘Thank you, Mrs. Stearns. That leather stands in 
a Class by itself. We've never known a case of the 
color fading, and it’s a peculiarly different shade of 
brown that no one else seems to be able to get.” 


“Tell your friends it's New Castle HAVANA 
BROWN and that they can always get “New 
Castle’ shoes in our store.” 


New Castle Leather Company 
New York 
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This Trade Markis Your -Assurance of Quality 





(gpTHE ce 


WIE 




















—— THE FULL NAME 


HE PRIVILEGE of HAV- 
ING THEIR SHOES 
BRANDED WITH “fe C. B. 

SLATER NAME IS PURELY 
OPTIONAL w#h OUR DEALERS. 


THOSE WHO HAVE SOLD fhe C. 
B. SLATER LINE THUs IDENTI- 
FIED OVER am EXTENDED PERIOD 

HAVE FOUND IT PRODUCTIVE OF 


that MUCH-TO-BE-DESIRED CLASS OF 
BUSINESS, STEADILY REPEATING OR- 


DERS FROM THOROUGHLY SATISFIED 
CUSTOMERS. 


BRANDED OR UNBRANDED, C. Bb. SLATER 
SHOES ADD A SPECIAL PRESTIGE TO ANY SHOE 


STORE. 


C. B. SLATER COMPANY 














Builders of Men’s, Women’s &8 Children's Shoes 
SOUTH BRAINTREE, MASS. NEW YORK 


BOSTON SALESROOM 

SALESROOM AEOLIAN 

183 ESSEX ‘BUILDING 
STREET 33 W. 42ND 


Send for Catalog of In Stock Styles STREET 
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An Expressive Leather 


ACE CALF in your shoes is a silent, 


yet eloquent and convincing, salesman. 


ACE CALF has an inimitable glow 
on its soft mellow surface that indi- 
cates plainly the quality beneath. 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. ’ BOSTON, MASS., U.S. A. 


CABLE ADDRESS “TENRAB" 





BOOT AND SHOE RECORDER 








= « 
a 


Ic a a a a a a a oe ae oe ae 
IOC ee oe oe oe Sse 


IOC IC IC Ie 3c 


I-10 
3c 


= a a: 
ICICI 3 3c 


3c 


a a as 
IOC IC 3 I ee 3c 


(OOOO ee 9c oe Sc 


; 
oa 
. 
5 
2 
: 
= 
= 
5 
et 


= a os 
Occ Ic Ic 


IMI 
IOI ICICI IC ed 


— a a a: 
IOC ICI 3c 3 


— a a a a 
OCC CCI ee ee 


occ oIc Ic ICI 


ACI IO ICR nate ete ee ae cacao ae ac 











OIC eC ee ee 








RILEY’S 
ARCH RELIEF SHOES 


“Comfort in Beautiful Footwear” 


In Stock 


No. 6728—Black Kid Arch Relief, Two No. 6005—In Stock, Black Kid Arch 
Strap, Goodyear Welt, 13-8 Rubber Relief Oxford, Goodyear Welt, 13-8 
Heel, Combination Last No. 131. Rubber Heel, Combination Last No. 

$4.75 Pr $4.60 


No. 6727—Same as above, Brown Kid. id. 
Price $5.50 Pri $5.35 


No. 6011—In Stock, Black Kid Arch 
Relief Oxford, Goodyear Welt, 12-8 
Rubber Heel, Combination an 


No. 6010—Same as above, Brown Kid. 
Price $5.35 


° 


Again we emphasize the profit-making possibilities of 
Riley’s Arch Relief shoes. 


Merchants handling them experience an unusual sense 
of security and satisfaction resulting from a consistent 
profit. They are good, quick, all-year-round sellers. 


Made over combination lasts of the finest materials 
and kept in stock always. 


The RILEY SHOE MFG. CO 


COLUMBUS, OHIO 
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Repco Makes Shoes Look New 


R= is a liquid enamel 
which restores that much 
desired newness to sole edges 
and to heels. 

Your customers prefer Repco to 
any other brand of enamel be- 
cause Repco is easily applied 
without danger of soiling hands 
or clothes. 


Repco coniains no varnish shel- 


lac or other gummy substance— 
but materials that protect the 
leather and prolong its life. And, 
best of all, Repco clings firmly 
and evenly to the surface. It 
does not rub off. 


Repco is made in every stylish 
color—white, ivory, light gray, 
dark gray, champagne and Ha- 
vana brown. 


For Sale by Shoe Finding Jobbers 
UNITED SHOE MACHINERY CORPORATION, Boston 


Saa Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 


UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


July 28, 1923 
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Women’s Arch Support Footwear 


Carried in stock in many styles and patterns in Oxfords, Straps and Boots. Every 
day sees an increase in number of agencies placed for our corrective shoes—a 
convincing argument of their popularity with the wide awake, progressive m@chant 
who is ever on the alert for the newest and best with which to meet his customers’ 
wants. Providing we have no agency in your city you should lose no time in getting 
in touch with our salesman who will gladly explain the merits of these shoes and 
inform you as to our unexcelled in-stock goods proposition. 


‘ No. 467. Price $4.25 
No. 470. Price $4.00 (Arch Support) 
’ (Arch Sup rt) Black Kid Melba One Strap, Imitation 
Black Kid Oxford, Kid Tip, Welt, 13-8 Tip, Welt, 13-8 Rubber Heel. Newport 
Rubber =. My oe Last Last 
AAA to 


Our Complete 
linewill be shown 
by our Mr. C. E. 
DENTON, Aug. 
7-8-9, Room 233, 
Hotel Pfister, 
Milwaukee. 


No. 469. Price $3.95 No. 587. Price $3.70 
(Arch Support) : _ (Arch Support) i 
guskin Melba One Peters White Reignskin Oxford, Stitch 


fon a — elt. 13-8 Rubber Tip, Welt, 13-8 Rubber Heel. Tremont 
, > ’ st 


Heel. ws y Last . bhte® 


Thomson-Crooker Shoe Co. 


18-26 Station Street - - ~ Boston, Mass. 
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KENDEX 


A Progressive Insole that 
Sets a New Standard of 
Comfort and Service 


The first insoles made, to insulate the feet, KENDEX pro- 
We have yet to hear of a vide the following progressive points of improvement: 
KENDEX wearer who did not 1 Keep feet warm in winter— 
remark on the unusual comfort cool in summer. 
they afford. 2 Friction is eliminated and 


therefore burning and sting- 
ing of the feet is prevented. 


HF you wil try SENDS KENWORTHY BROTHERS CO. 


in your shoes you will realize 
at once what they will Stoughton, Mass. 


Kewworthy Brothers of Canada, Ltd. 7 Uniform—alway $ give the 
St. Johns, P. Q. same _ service. 








3 Prevent callouses. 
4 Never harden nor crack. 


5 Fast color—do not stain 
delicate hose. 


6 Will not shrink or swell. 


do in boosting your store. 





Kendex Insoles Are y With the Biggest and Best Mak- 
Standard Equipment ers of Outing and “Gym’’ Shoes 





Converse Rubber Shoe Co. gs Firsetone-Apsley Rubber Co. 
use KENDEX in their aS ; use KENDEX in their 
“DELEVAN” — one of es Seat very popular “MATCH- 
their best selling light sum- = LESS” BAL for Gym- 
mer shoes. =" nasium and basket ball. 


Cambridge Rubber Co. 
standardizeon KENDE X 
in many of their best sellers 
eo of which is the 
“STEPPER,” shown 
F id 





REMEMBER--THE FEELING OF THE FEET IS REFLECTED IN THE FACE--WEAR KENDEX 
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C.H.ALDEN Ca 
Na 


An Alden Style 


that can be 
delivered promptly 


Made in 


Gallun’s No. 4, 
also Black, 
Ato D 








ONCENTRATION of our 

efforts has enabled us to offer 

that which the times and the trade 
require. 


ooo3970 890 


—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


ooo39o 89 


We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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Quite logically, Seiberling 
Heels are advertised in 
the “Quality Group” maga- 
zines— Atlantic Monthly, 
Century, Harper’s, Review 
of Reviews, Scribner’s, and 


World’s Work. 


SEIBERLING RUBBER COMPANY - AKRON, OHIO 








SEIBERLING 
RUBBER HEELS 
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Whatever the Siyle Requirement, There s 


WEILDA 
CALF 


White and 
Twenty Colors 


The unprecedented call which 
we are receiving for WEILDA 


CALF shows more plainly than 
any words in what high esti- 
mation makers and retailers of 


quality shoes hold WEILDA 
CALF. 


WEILDA is unquestionably 


the dominant suede calf leather. 


\ are Reliable 
Leathers 


Lawrence 


Leathers 





DURO 
CALF 


Pure Aniline Dyed 
Boarded Calfskins 


No. 53 Ruskin Red 
No. 55 Tenu-Tan 

No. 65 Tyren-Tan 
No. 73 Teazel Tan 
No. 75 Bengal Brown 


No leathers we have produced 
in recent years have helped 
more definitely to extend the 
Lawrence reputation: 


The quality of the leather is 
apparent --- [he superiority of 
both color and quality in the 
shoe is pronounced. 


A. C. LAWRENCE L 


210 SOUTH STREE 
PHILADELPHIA 


NEW YORK 
ROCHESTER 
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A Reliable | pn Leather to Meet It 


NUBUCK 


White and 
Nine Colors 


An ever increasing volume of 
demand is constantly with us 
on this famous Lawrence orig- 


ination. 


The qualities found only in gen- 
uine NUBUCK are ever im- 


pressing the shoe trade that 
“There is only one NUBUCK.” 


EATHER COMPANY 


T BOSTON, MASS. 


CHICAGO ST. LOUIS 


CINCINNATI 





BLACK 
DIAMOND 


Chrome 
Patent Leather 


This veteran Lawrence special- 
ty develops to the fullest the 
beauty of patent leather styles. 


As the demand for patent leather 
increases, the trade reliance in 
Lawrence standards is more 
convincingly expressed by their 


insistence on BLACK 
DIAMOND. 


Lawrence 


Leathers 


NA are Reliable 
Leathers 
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If you are reading about‘bulging summer resortjhotels 


and kidding yourself there isn’t any business to be gotten 
right in the little old Store—wake up! The town is full of 


sales prospects for business getters. 


Every woman vacationis&t who goes away must have 


dancing shoes, dress shoes, sport footwear—some sort of 





Sverpbady Lsv’t Out Of 7 on! 
The average vacation]is two weeks—and they afe 
Stretched across a whole summer. : 
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“This Sumumer-put the j me 


in slump! They will buy! 


new shoes. And probably she is accompanied by her 


husband—a shoe-wearing animal. 


When she returns she imports new Style ideas on 


shoes and hosiery, picked up on hotel piazzas. 


So there are sales to be made every day this summer. 
Somebody will make them—and that ‘‘somebody”’ can be 
you—if you’ll just mix a little selling inspiration with 


sales perspiration. 


Boot and Shoe Recorder Publishing (o. 
Boston, Mass. 
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Speed up Production on your Strap Styles 
by using 


Our New Full Cone 
Hinged Last 

















Makers of strap pumps and oxfords will find this last par- 
ticularly helpful, in that it prevents the straps from riding 
above the cone and into the hinge opening when the shoe is 


being lasted. 


Straps can be buttoned in the exact proper. position when 
the shoe is on the last. } 

This last can only be obtained through us, and at the present 
time is only made in our Auburn factory. We shall shortly, 
however, be able to provide it from a number of: our other 


factories. 


Unrtrep LAst COMPANY 


TEN FACTORIES 


BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 
United Last Company, Ltd. 
Montreal 
with Branch Office at Toronto 





HEADQUARTERS, BOSTON, MASS. 


SIX SHOW ROOMS 


BOSTON 
212 Essex St. 
CINCINNATI 
803 Syracuse St. 
ST. LOUIS 
Adv. Bldg., Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St. 
MILWAUKEE 
10 Metropolitan Bldg. 
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W here Style,Quality 














and Price Are Allied to Win 














Welts and McKays of True 
Individuality and Gratifying Price 


Nothing but close per- 
sonal touch with every 
source of style can pro- 
duce the far ahead nov- 
elties this line always 
shows. 


Nothing but the will 
to excel in shoemaking 
could bring the frank 
compliments which the 
keenest buyers are pay- 
ing our shoes. 


DONN D. SARGENT COMPANY 


SALEM, 


Two Factories 


5500 Pairs Daily 


MASS. 
Boston Office, 195 Essex St. 
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Sales and More Sales 
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Four Layers of Leather 
BETWEEN FOOT AND GROUND IN 


Russell’s Ike Walton 


The beautiful workmanship 
--extreme light weight and 
staunchness appeal to out- 
of-door folks of the most 
discriminating taste 


SEND FOR CATALOG AND 
DEALER’S DISCOUNT 


W. C. Russell Moccasin Co. 


Berlin .*. Wisconsin 

















fem) ALLL 111) RL TTT aT To TT RR | 
: saee i \}\ P. W. Minor & Son, Inc. lez ES ci. 


e@ i ss MTT TT lorena PRIM LIA ; 


Ire reidls; 
= 





mT y 
init” 


We Don’t Know It All 
BOOBOD 


But 
If you Knew 
what we Know 
you’d buy 
Treadeasy 
Shoes. 
*“Nuf Ced”’ 
Stock No. 468 — Turn — Price $5.25 — 
Last No. 27 Widths AA to C — Stock No. 467 — Turn — Price $5.50 


- Paap rs Cc 
Heel 15-8 Jr. Louis Full Breasted Terms 3% 10 Last 91 “ Widths AA to - 
Black Satin — Black Suede Trim ng Heel 13-8 Full Breasted Spanish 


Net 30 days Black Suede Calf — Black Kafor 
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Stock No. 469 Price $5.40 


Same as above except * Sap 


Black Kid — Black Suede Trim 
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Our registered trade-mark 
branded on every RAJAH 
sole assures the customer ws 
a measure of comfort, service Unless it bears this 
and general satisfaction af- brand itisn’ta gen- 


forded only by genutne : 
RAJAH soles. uine RAJAH Sole 
Our exclusive secret process 


has never been successfully 
imitated. 


Did This Happen to You? 


One of our many merchant callers 
at our Booth at The Boston Style 
Show told us the following story: 








“The first year you brought out RAJAH 
SOLES, I ordered 150 pairs of shoes with 


RAJAHS—sold every pair, and kicked my- 


self that I hadn’t ordered twice as many. 


I never had a pair returned and noth- 
ing but praise from my customers. 


I specified RAJAHS on all my orders for 


the spring and summer. 


One of the manufacturers disregarded my 
call and put on something else. 


When I told him about it, he was very 
surprised, and said he “supposed RAJAH 


meant any crepe rubber sole.” 


I needed the shoes, so I kept them, but, 
say, I had nothing but trouble with them. 
They came off at the toe, and the kicks I 
got made me sick in the head. 


Nothing but RAJAHS on my shoes from ’ . - 99 
now on—positively.” Rajah is all ‘‘crepe 


but 


Alfred Hale Rubber Co. All“crepe” isn’t Rajah 


Established 1837 
Atlantic . ° - . Mass. 
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‘Nothing in the shoe 
but the Foot” 
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““In-Built”’ Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup. 
ports are scientifically correct. From 
the viewpoint of your customers, they 
are unusually desirable because they 
correct fallen arches in a pleasant, natu- 
ral way. 


The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 











Show your customers shoes with 
Crawford Arch Supporting 


MAA Shanks They'll buy! 
On the head of the rivet which locks the SSNS ——— 
shank to the insole, and whick is flush SS \ 


with the insole, you will find this trade 
mark. Look for the trade mark. [1 is 


your prelecrion, 

















United Shoe Machinery Corporation 


Boston, Mass. 
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MIDSOLES 





Vaughan’s Ivory or Arctic Midsoles 


A leather slipsole used between welt and outsole. 
These midsoles are split to a uniform substance, 
they trim even with the edge and they do not 
bulge at the edge when worn and they will not 
crumble between the stitching and the edge. 


May be obtained in MEN’S, WOMEN’S, 
MISSES’ and BOYS’ Cut Soles. Irons 2-4. 


Midsole Stock also furnished to be cut by manu- 
facturers themselves. | 





GEORGE C. VAUGHAN CO. 


TANNERIES AT 
PEABODY MASS. 
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‘iow the Government is keepin 
a load off the Nation— warran 
your investigation 


The liquidation activities of the War Depart- 
ment in returning surplus war property to 
American business, constitute one of the great- 
est romances of our national industrial life. 


We in this country are so accustomed to large- 
scale operation that in every phase of endeavor 
almost miraculous tasks receive a brief head- 
line in the public press and then are speedily 


accepted as all in the day’s work. We do not 
scratch beneath the surface. 


War Department disposal of surplus property 
remaining after the war has received this flare 
of public acknowledgment, but a great many 
firms and individuals who directly and indi- 
rectly profit by the sale of surplus property 
are resting content with the knowledge that 
contrary to expectations general business has 
not been affected. 


The Way to Investigate 


Watch your Commercial Business Publication and 
the Metropolitan Dailies for announcements of specific 
auction or sealed bid sales. 

Send for the Catalog mentioned in the announcement. 
Check off the items that interest you. 

Send a representative to the sale to inspect the ma- 
terials—in advance, if possible. 

To ensure you more leeway, send your name and ad- 
dress at once to Major J. L. Frink, Chief, Sales Pro- 
motion Section, Room 2515, Munitions Building, 
Washington, D. C. Advise him the character of ma- 
terials you are interested in, and catalogs containing 
such materials wil! be forwarded you as rapidly as 
sales are scheduled. 


Following the armistice the prospective dump- 
ing of billions of dollars’ worth of Government 
property on an already saturated market 
loomed as a spectre. Yet to date, in four short 
years, over two and a half billion dollars’ worth 
of surplus property, held by the War Depart- 
ment, have been disposed of without causing 
the shock generally forecast. 

It is on the basis of a big job well done that 
your Government asks nothing greater than 
that you investigate the remaining opportuni- 
ties which the Government Sales of Surplus 
Properties offer you. 

The range of material is so great, the prices so 
low, the conditions of sale so easy, that failure 
to investigate may mean a double loss to you— 


As a taxpayer. 
As a business man. 


Final commodity sales will begi 
cngenenes and continue until liquida- 
of stocks is completed at the Quar- 


sree, esac are 
uantities 

Warfare te an * ‘Hospital 

Supplies. 

Important sales of Real Estate, Build- 

ings. Plants and Warehouses will be 

held at Camp Devens, Ayer, Mass.; 

Dix, N.J.; Ordnance Reserve Depot, Amatol, 

N.J-; ; Camp Meade, Md.; Ordnance Reserve 

Depot, — O.; ‘Camp Knox, Louisville, 

y- and p Lewis, A American Lake, 

— Dedaice dates will be announced 
ter 


Look for the Eagle before you shop. 


[WAR DEPARTM E NT] 
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VULCO-UNI Bi LEM TT LE OT OE 


BOX-TOES 


The VulcoUnit END BOX for Soft Toe Sport Shoes 


The end box prevents wrinkling at the toe, retains the 
style and adds comfort—the perfect box for soft toe shoes 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG. CO. 


argest Manvifacturers of Box Toes in the World 
ll! SUMMER STREET. BOSTON. 


Chicago G.W. KIBBY & CO. ? GEO.A.SPRINGMEIER CO. Cincinnati 
OSCAR E WRIGHT CO. * St Louis 
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Are You Letting Them Buy 
or Do You Try to Sell Them? 


There’s a big difference. You want your store known as the 
kind that distributes merchandise that will reflect credit on 
your knowledge and advice. You want to satisfy your cus- 
tomers so that they will return. 


“Yes,” you say, “but the public wants price.” Do they? 


If your only selling effort is confined to merely showing 
Comfy slippers, then it is only natural that many have diffi- 
culty in seeing the real value. A cheap plated spoon and a 
solid silver spoon look alike, and feel alike, but they don’t 
wear alike. 


If your sales force will sell your customers the quality and 
wear of genuine Comfy slippers, the resulting satisfaction 
will mean repeat sales tor you, and a constantly increasing 
business, in Comfys, as well as your other lines. 


Daniel Green Felt Shoe Company 


General Offices: 
Dolgeville, New York 


New York Sales Office Chicago Sales Office Boston Sales Office 
116 East 13th St. 189 West Madison St. 10 High St. 


{(GiDaniel Green) 
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Daniel Green 


Comfy 
Slippers 
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petateed eid N Shoe Linings 


In Twills, Drills, 
Ducks, all of guar- 
anteed we ght. 


Our established practice of guaranteeing 
weights on our shoe linings costs no more, 
Also Flannels 


and is your assurance of Felt Sock Linings 
Top Facings. 


UNIFORM QUALITY and LONGER WEAR —— 


SILK and 


Another important advantage they afford is “as 


BETTER APPEARANCE INSIDE THE SHOE Stunts. 


KALLMAN -NEWCOMB COMPANY 


BOSTON, MASS. 


MILWAUKEE ST. LOUIS 





No. 879 


Gun Metal Calf, 
Babe fae ees 
port t, Sing 
Sole, Half Wingfoot 
Rubber Heel. 


SS 
EBER UNION 
MADE SHOES 
do not cease their influence 
with the first sale. 


Their inbuilt value and 
always correct style rarely 
. fail to make many more sales 
to the man who tries them. 


$5 to $8 at retail. 


H. HARRIS, 1328 Brosdway, Marbridge Building W EK B : R BROS §S HOE .. Q). 


yg ogee ay mo NORTH ADAMS. MASS 








OU should be interested in 

a survey of the shoe industry 
that appears in the current issue of 
Eastern Standard—our publication 
—which gives a lot of facts and 
figures that will help you to ana- 
lyze your market. 


No charge. It’s one of the 
methods we use to advertise 


ourselves. 


If you are a shoe manufacturer, be 
sure to send for a copy. 











Livermore & Knight Co. 
Advertising 


PROVIDENCE and NEW YORK 





HERE are two or three shoe 

manufacturers who have a 
product that we can advertise with- 
out conflicting with our present 
advertising accounts. 


If you are planning to extend your 
field, and would like to have your 


advertising prepared and executed 
by a capable advertising concern, 
drop us a line, and an interview can 
be arranged at your convenience. 


Livermore & Knight Co. 
Advertising 


PROVIDENCE and NEW YORK 
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NATIONAL PARK 


| HIKING BOOTS~»OXFORDS| 
: YEAR F ROUND WEAR Si 








BOOTS OF FAME! 





A wonderful line of high grade outing footwear 
backed up by a line of co-operative advertising that 
is ostentatiously superior—that is what goes to make 
for the growing fame of 
NATIONAL PARK HIKING BOOTS 
AND OXFORDS 











IN STOCK 





No. 16510 


A thoroughly reliable 14 inch 
Mahogany Elk Boot. A-D 2144/8 
$6.25 


STOCK DEPARTMENT 
THE JUVENILE SHOE CORPORATION 


CARTHAGE MISSOURI 


“~~ South Coast: Stocked‘for the North Coast: 
WILLIAMS MARVIN CO., Pacific trade by FITHIAN BARKER SHOE CO.. 
"Frisco g Los Angeles Portland, Ore. 
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All America-nize Your Stock! 


The men who look into your windows are the ones who taught us how 
to make All America Shoes. 


Many men want style, snap and pep, but they look elsewhere if the 
price is “ultra-fashionable.” Perhaps they get the S. S. P., that is, 
from outward appearances, at a cheap price, only to realize in short 
order that the manufacturer forgot to put in “quality.” 


All America Shoes are built on the judgment of American citizens, -~ 
men who dress their feet in good style at a reasonable price. 


Made by the Makers of Educators 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U. SA. 
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The Merchant As a Purchasing Agent 
of His Community 


Movement to Make Him a More Effective and Economic Factor As Well As to 
Show Him a Real Profit 










OME months ago in conjunction with the Dry supply of merchandise to meet the requirements of the individual 


Goods Economist, the Recorder emphasized the ‘°”™s¥™er- 
common purpose of all merchants and the “‘When the retailer enters business he assumes the responsibility : 
necessity of merchants considering the wide scope of Pé/forming a public function,that of providing commodities and 


; \ - hi ity, 4 . ; 
their business not as a shoeman, hardware dealer or *""'**. fo his community, economically and conveniently, and 
maintaining such environment as is necessary and desirable to 


grocer but from the angle of being collectively pur- the consumers who support him. If he fails in his responsibility 
chasing agents for the consumers and entitled to a and performs only as a distributing agent for the manufacturer 
high standing in a com- | he ceases to be an economic 








































i i * factor in the community which 
munity and a fair treat- | opERATING EXPENSES IN RETAIL SHOE STORES |} ‘he serves.” 
ment in legislative matters. IN 1922 
Right in line with this Comanited ter B a ‘ The value of a conference 
thought, in the opening Hered ‘Unisersity Graduates School of Dasinece of retail trade associations 
week of July, National As- Administration ; comes through a mutual re- ‘ 
is ° Common figures ss f 5 
sociations representing shoe .. for 421 firm cognition of an exchange 0 i 
merchants, drygoods men, Item “im 1922 ideas and of a study of i 
hardware men and clothiers ps hog gg " 3% specific problems which are i 
met in Washington to get || Wrappings and Other Selling 0.2 apparent in each of these 
the consensus of opinion of || 7%! Selling 13.0 branches of retailing. The 
merchants onmarketingand || Delivery 0.1 merchants and Yrepresent- 
merchants on marketing Busta é Bemagement, cad Ofhes Selesien 44 atives of associations who 
and distribution. First they |} Office Supplies, Postage and Other Management 0.4 met in Washington, ex- 
accepted a definition of the || 7!Buying and Management 4.8 pressed great satisfaction in 
merchant’s function and |} Rent ; 3:3, the fact that a disinterested 
7 7” * Heat; ight, and Power , 0.7 - 
you will find it both correct Il’ Taxes (Except on Buildings and'Thodie) 07 heanch of the government 
and comprehensive. Here intone a cept on Bilildings}- ° 0.5 like the Department of Com- 
it is: Repairs of Store , 0.2 ‘ merce, had undertaken the 
Depreciation of Store Equipment 0.4 2 << 
“The retail merchant performs || Total Interest ; 3.1 facts of studying retailing. éi 
the final function in distribution || Total Fixed Charges and Upkeep 8.9 There is a possibility of the § 
of essential commodities and gives || 4:61] 11 department @oiiiz ‘much 'to- bi 
fulfillment to all preceding efforts || Losses from Bad Debts 0.2 ? Sati - ‘ 
; . - wards edutdting and in- : 
by making merchandise available | 
to consumers at the time, place, || Total Expense 28.1 forinifig the public as to the m 
and A the i reg “A them. Grace. Marein 284 facts of distribution. 
; retailers’ true fune ion is || Net Profit 0.0. This, we ‘knpw,. that the 
that of serving as a purchasing’ r sEC a 
agent for his community; as such ‘|| Stock-turn . 1.7 times Department of Commerce 
he selects and carries a reserve = , can gather correlate and 
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compile facts and figures that no one association or 
group of associations, could get by voluntary methods. 
We had an example of it a few years ago when shoemen 
were asked to send to a prominent shoe merchant, 
their profit and loss figures. Though they had faith in 
the shoeman, they were shy about telling the truth to 
one of the craft what the actual facts were “that the 
season had not been a good one and most stores showed 
a loss.” 

By good fortune, the merchants are to work with 
Irving S. Paull who has had much experience in the 
compilation of facts on merchandising and who knows 
the fundamental principles of distribution. This recog- 
nized attempt to improve practices of retailing and to 
determine costs of doing business and to eliminate 
waste, is a piece of constructive work that will spell 
greater confidence on the part of the public in mer- 
chandising. 

One of the most useful measuring sticks that the shoe 
trade has had, is the one prepared by the Bureau of 
Business Research at Harvard University. We show 
herewith, common figures from 421 firms indicating 
that operating expenses in 1922 averaged 28.1 per cent. 
The most significant item in the compilation, however, 
is that for net profit, the common figure is zero. 

When a representative of the bureau spoke before 
the buyer’s session at the recent exposition in Boston, 
and he mentioned that the net profits for 1922 were nil, 
the merchants present burst out in applause. Whether 
this was affirmation of what he‘said, or congratulations 
upon themselves that it was not a big loss is unknown. 

It rests with you and your own study of these figures 
to see how they compare with your itemization of 
operating expenses, as against gross margin. 

In the light of both the chart on operating expenses 
and the efforts made in Washington to make retail 
service more effective, the following recommendations 
have been issued by the committee representing five 
national associations: 


(1) Stock turn is recognized as one of the basic 
factors in economical distribution. Store de- 
partmental studies of distribution offer a basis 
for the determination of the most effective 
means of increasing stock turn and reducing 


retail operating expenses. 


Future buying too far in advance is one of the 
outstanding problems of retailing and contri- 
butes in large measure in many lines to increased 
operating costs. 


Another factor which contributes in no small 
measure to operating costs of retailing in cer- 
tain lines, results from certain expectations of 
the public in the matter of extravagant and 
uneconomical rate of return of goods—a situa- 
tion to which the retailer himself has to some 
degree contributed in the competitive effort to 
attract trade. 
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Another decided and similar factor results from 
extreme or unusual alterations in wearing 
apparel for both men and women. There are 
also other undue exactions in regard to delivery 
and to the extension of credit beyong reasonable 
periods. 


(4) 


Retailers should take careful note of sales 
quotas. It is suggested that such quotes may be 
adequately prepared by tabulating well in 
advance of merchandise season records of 
preceding periods and comparison, made as a 
basis for purchase, with proper consideration of 
local factors which might effect the situation 
favorably or adversely. 


As a basis of successful, efficient and economical 
retailing the Committee reports that at least fifteen 
requisites, are essential. This they tabulate as follows: 
1. Capital and credit; 2. Knowledge of raw materials 
and finished products: 3. Knowledge of commercial 
and market conditions; 4. Knowledge of market 
resources; 5. Maintaining stock turn frequency at point 
of minimum burden against unit of merchandise; 6. 
Knowledge of uses and purposes of commodities: 
7. Knowledge of styles; 8 Employment of best buying 
methods; 9. Use of Association facilities, and employ- 
ment of trade publications for ideas; 10. Stock knowl- 
edge; 11. Re-ordering rapidly turning goods; 12. 
Obtaining prompt delivery; 13. Receiving and marking 
stock: 14. Efficient stock arrangement and stock 
keeping, and 15. Knowledge of the requirement of 
consumers in the community by - becoming familiar 
with demands and keeping abreast of new requirements 
that result from changing economic conditions. 

The Committees from each Retail Association will 
soon select certain representative commodities on which 
the General Committee can base a systematic study of 
waste in their distribution from the finished product 
as it is sold over the counter back-to the source of raw 
materials. Once this is done the Committee is of the 
belief that certain radical changes brought about by 
concerted action of the trade, with the co-operation of 
the government, will result in the saving of a great 
deal of waste in retailing methods. 

The Committees are composed of five members each 
from the various retail associations who are working 
with the government in the war on waste, viz.: The 
National Retail Dry Goods Association; National 
Association of Retail Clothiers; National Retail Shoe 
Dealers’ Association; National Hardware Association 
and the National Association of Retail Grocers. 

The government is being represented by Mr. Irving 
S. Paull, special assistant to Secretary Hoover of the 
U.S. Department of Commerce who has been especially 
detailed by that Department to try to effect ways and 
means of combatting waste in retailing. The Com- 
mittees Will make their reports to Mr. Paull who will 
act as a liaison officer between the trade and govern- 
ment. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only ‘‘more™ but “right"’; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production arid distribution. 
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This Summer Put the Jump in Slump. .. . 10 


Four more pages of our weekly sales and ad- 
verlising helps for the merchant who is really 
trying to do things during the warm season. 


Record Attendance Expected at St. Louis 
Fashion Pageant 


If you want to know what good style will be 
this fall and winter, here’s a chance to learn. 


What Leading Merchants Believe Will 
Sell for Men During October, Novem- 
SU ES dene cake des’ veges 15 


Pioneering in the West 


The third and last of a series of articles by 
the editor. 


Chart Your Buying Power 


With the aid of this diagram, it’s easy to 
group your styles and not over or under buy. 


Outline of Leather....................50 


Number two of a series on where leather 
comes from and how it is made. 
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Welcoming the New Thousand 


E like to think of the Boot and Shoe 

Recorder subscribers as members of 
a great family—all of us striving each day 
and each week toward the same end— 
selling more shoes right. 

So we take a special pleasure in extending 
our hand to the one thousand merchants 
who, during the last six months, have added 
their names to our subscription list. 

Here’s hoping that you will derive great 
profit from reading the Recorder, as others 
have. And here’s hoping, also, that you will 
write us for anything which it is within our 
power to give. We will be mighty glad to 
hear from you at any time. 
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A Lively Ad-Visor Series Running through | 
Eight Issues—on Hot Weather Advertising Methods 

















IV—Meeting the Vacationists’ 
New Standards Formed While 
Away from Home 


There was a man once who came to a fairly 
large city from a small town. He’d always lived 
in the small town and 
believed thoroughly in its 
traditions and institutions, 


for Immediate Use 


over a large acreage that you don’t get in a swiftly 

moving elevator carrying you upward in one 

building where most of your business may be 
transacted. 

The home town seemed a little slow and the 

distances to be traversed from store to store a 

little trying. The stores 

themselves didn’t seem to 

take such a great interest 





and the size of the city 
buildings didn’t seem to 
affect him greatly. For every 
dimension that ran up to 
the sky he’d have a com- 
pensating home dimension 














in customers... . he missed 
all this after his experience 
away. 


What Do Customers Think? 


Every Summer most 





that ran along the ground. 


everybody in a town goes 





He compared high buildings 
with broad meadow expan- 
ses. He put the safety of 
slow-moving hydraulic ele- 
vators above that of the 
speed of electric elevators 
in their desirability. 


aD 


The distance between the 
big city and the home town 
simply mellowed the differ- 
ences and softened the com- 
parisons because it took a 
lot to shatter the standards 
that were built up over his 
lifetime. 

But—when he got back 
home he noticed that his 
eyes were getting a little 
faulty; he’d experienced the 
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Just your 


idea 
SERVICE 


, fo away and they bring back 


Pj with them new ideas of what 


a store should be. They’re 
all in somewhat the same 
position as the man above. 
Increased ease of travel is 
bringing the idea of service 
to a common level—a high 
one. 

Ifwith this travel a town’s 
people feel they can get 
more for their money out of 
town, the mailordermethod 
of shopping, automobiles, 
etc., make it easy to trade 
in an environment which 
seems to offer more. 

Service is practically a 
new wordin merchandising, 


of 








ease with which things are 
seen by scientific lighting. 
He noticed that it made a great deal of difference 
as to whether distances were up in the air or 
straight-away on the ground. There’s a strain on 
leg-muscles to walk from place to place spread out 


NG 


Figure 1 


yet it is already worked to 
death-sprinkled _ liberally 
through advertising until if it were combined 
into one word it would cover up the real mes- 
sage. It’s the claim of fruit man, coal man, 


a 


baker, that it doesn’t make much difference. ae 




















































































business itself at any 
rate receives no dis- 
tinction from the 
use of the words, either in the spirit within 
the business or the public’s feeling toward 
it. The prospective customer thinks of each 
business as the coal, or ice, or shoe business, not 
as a company of thinking, working men, in each 
trying their best to give each person the greatest 
value for his money. 


Service in Goods vs. Personnel 


The difference in goods may be slight at certain 
prices, but the differ- 
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mediums used can be either direct advertising 
or newspaper advertising, although in this case 
it is treated as mail and enclosure advertising 
for the continued exploitation of personnel and 
service. 

It is a four-page folder with styles on the other 
three pages just as an aside from the story of 
service. A shoe cut and description in_ italics 
placed on each page to make easy reading. Copy 
here, “In the beginning of time men lived in 
caves, went abroad with their clubs to provide 
the daily meals, slept on a dirt floor at night, 
never knew the meaning of running water except 

as it ran in some near-by 





stream, never knew any 





ence in personnel in two 
stores can be miles 
though exactly the same 
goods are carried at ex- 
actly the same prices. 
Everything else being 
equal the big thing to do 
is to make folks want to 
trade with one in pref- 
erence to another. Sum- 
mer is the time to work 
up the spirit of organ- 
ization that will last 
throughout the year .. . 
the time to develop an 
atmosphere favorable to 
the establishment of a 
preference for one store 
from another and for 
home stores rather than 








VISITING 


convenience, still they 
ived and ate and slept. 

“Later they congre- 
gated in villages for mut- 
ual protection, and began 
a system of barter, one 
exchanging the thing he 
possessed the most of for 
a thing not needed by 
the other. Then ‘stores’ 
were set up at the side 
of the road or caravans 
passed through, from 
which supplies for the 
year to come were pur- 
chased. 

“Now right at one’s 
door, practically speak- 
ing, everything for com- 











out-of-town stores. 





fort may be had. The 





Take the Customers’ Side 


For the customer who 
is in the position of the man who gets an impres- 
sion of the service it is possible to give in the 
larger city, the following advertising helps are 
given: In Figure 1, under the heading of, “Just 
Your Idea of Service,”’ the story of one’s business 
might be given somewhat after this fashion. The 


inne 


F igure 2 





thought of days gone by 
when each family sup- 
plied itself with the 
necessaries of life. with only an occasional visit by 
caravans bringing little luxuries from afar, is hard 
to believe. 

“Today a stcre must bring to its customers not 
only the best values procurable, but a friendly 
feeling of contact that goes beyond the mere 
























See te | em 
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passing out of goods 
in exchange for 
money. . The article 
most wanted must be ready when wanted. 

“One selects a store for trading as he would a 


friend, for friendliness is part of business. There is 
nothing to hide in the right kind of business, not 
even profits, because everyone benefits only in 
proportion to the service he renders. 


ane | 


“The matter of conven- 
ience is a true test of a 
store’s service. The size of 


certain that you will find what you want here 
without trouble. 

“However, if the occasion shouldarise where you 
cannot get it here we shall send to our manu- 
facturers specially, or if the shoes are wanted 
immediately our shopper will get them for you if 
they are in the city—at other stores, thus saving 
you the necessity of ceaseless shopping. 


Won’t You Be Our Guest? 


“Every man, woman or 
child coming into town 





a store makes little differ- 
ence. In fact, the smaller, 
the greater the chance for 
satisfaction. 

“Tt is so here. 


Our Rest Room 


“For out-of town cus- 
tomers we have set off a 
cozy corner in which they 
may meet friends. Writing 
paper is furnished those 
who wish to write a letter 


MAIN-00 


WILL ACTUALLY FIND 
IT TO THEIR ADVAN- 
TAGE TO STOP IN 
HERE. Our service, from 
Rest Room to Delivery 
System, offers so many op- 
portunities for saving time 
and otherwise adding to 
the pleasure of the shopping 
trip that the saying, ‘See 
you at Blank’s,’ is heard 
wherever you go in town.” 








while waiting. A mail box 
is in the store. Cool drinks 
are served during hot after- 
noons. Theatre tickets are 


on sale. 


you a 


Parking Accommodations 


“One may park his auto 
in our park on Saturdays 
without charge, regardless 
of whether purchase is 





telephone our 
can save 


to town “This is your own cor- 


< m2 


Selling the Shop Itself 


In Figure 2 under the 
heading, “Visiting,” the 
following copy might be 
written: 


ner—write a letter and post 
it here... keep an appoint- 
ment, or leave your name 
on the register when arriv- 
ing in town with time of 
your return so that a fellow 








made or not. All that is 
necessary is to call in to get 
check for machine. 


Personal Shopping Service 


“Everyone knows what it is to be forced to shop 
about here and there in order to find shoes wanted. 
Our stocks are kept up to highest efficiency 
through a system of replenishment. It is almost 


Figure 3 


shopper may know you're 
in town and where to meet 
you... check your parcels if too heavy to carry 
about town with you. 

“Visit here just as you would a hotel. Inciden- 
tally you'll have a chance to see some pretty 
shoes ... some rare opportunities —- shoes you 


need at a price you can afford to pay. of 
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“There are a 
good many reasons 
for dropping into 
see us on your next visit to town, not the least 
of which is—TO SEE THE MOST BECOMING 
STYLES POSSIBLE TO PROCURE.” 


Another Angle to Increase Traffic 


Figure 3 suggests in the picture a call on the 
telephone, and the heading, “Tell Us on the 
Telephone—Our Shopper Can Save You a Trip to 
Town Any Time,” is an admonition, not to buy a 
pair of shoes, 
but to do some- 
thing that will 
very certainly 
sell a pair of 
shoes. Custom- 


| = = 
®e Styles below will 


he held until ____ 
br your inspection 





1 Rew fe <———— or call 
pollo gy Main2m0 and Tl 
worth devel- send them lo your | 
oping. home for approval | 


For copy use ad 


something like 
this: “Mrs. 
Jones was giv- 
ing a luncheon 
the other day. 

“When talk- 


ing with us 








about the de- 
livery of her 
party pumps shé mentioned her party and 


said that she needed more dishes from the 


caterer. 

“Our shopping service took care of the delivery 
of the dishes with the shoes. 

“Mrs. Brown’s dilemma was straightened out 
easily. 

“Our professional shopper is at your service if 
you find it inconvenient to come to town for the 
little things too small to have delivered. Just call 
us—no charge is made for this service—delivery 
will be made by our boy who covers your district. 
“Do the same when you'd like to look at a new 


— tg 









Figure 4 
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pair of shoes. We'll be glad to send a pair for a 
try-on in your home—just give us the size; you 
won't obligate yourself.” 


Every Day Is Sale Day 


A list of customers wearing large or small sizes 
should be kept and worked systematically. 
Extreme sizes are certain to collect if some method 
is not worked out by which they may be kept 
moving. 

Figure 4 is in the form of a postal to be sent to 
old customers with the idea of getting them to call 
in to see some 
special styles 
being held for 
them or to have 
them ask to 
have the shoes 
sent on approv- 
al. These may 
be printed up 
in quantities to 
lower the cost 
and used con- 
sistently by 





each salesman. 

The styles 
that will be 
held can be 
either illustrat- 
ed or described 
on the typewriter. The salesman’s name should 
be written on the card somewhere to give it a 
personal touch. 


Next Week 


Ideas and Enthusiasm Keeps ‘‘Open 
Season’? Year ’ Round © 


Wait For It! 
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A beauliful stage setting devised by the men in charge of scenic effects for the St Louis Fash.on Page int 


Record Attendance Expected at Big 
St. Louis Fashion Pageant 


NE of the outstanding features of this year’s 
QO St. Louis Fashion Pageant, to be held August 5 

to 25, will be a gorgeous electric fountain 
scene, in which a score of marvelous fountains, shot 
through with colored electric lights, will play upon the 
big stage of the Municipal Theatre. 

These incident: are mentioned to show the tre- 
mendous amount of study, time and thought which is 
spent in producing the most successful trade show of the 
world, and to give some insight into the reasons for its 
remarkable success as a style show and high-class enter- 
tainment. Every detail is carefully worked out. Time, 
trouble and expense are secondary considerations in the 
production of the St. Louis Pageant of Fashion. 


An Out-door Style Show 


The stage of an al fresco style show requires a dif- 
ferent treatment from that of an indoor style display. 
The technique, the stage craft and problems of any 
style show, however, differ from those of all other stage 
productions—drama, vaudeville, or what not—to a pro- 
found degree. The masterfully individual manner in 
which the St. Louis Pageant is conducted is outstanding 
in the whole realm of the stage. 

The big problem of a style show is the skillful blend- 
ing of commerce with all of the arts. One must not 
dominate the other, yet each should impress on the 
mind: of the observers the truth that art is the life- 
blood of the tody commerce, and that one cannot sur- 
vive without the other. It is the recognition of this fun- 
damental and its application that has made it possible 
for the St. Louis Pageant of Fashion to become a per- 
manent institution, and to be recognized as the greatest 
trade show in the world. 


Best Talent Obta ined 


It has always been the policy of the management to 
secure the best iaient obtainable for the varinns oes 
The ballet members, models and pages are caretuiy 
selected months in advance of the time set for the 
pageant, and are put through intensive training. 

All of the costumes for each production are original— 
designed especially for the pageant and for each indi- 
vidual wearer. The color sheme and design are sustained 
throughout each scene, and make a perfect picture of 
harmony of line and color. 


A Safe Guide to Advance Styles 


Merchants and buyers all over the country are now 
careful to plan their trips to the fall market to coincide 
with the big pageant. For besides being a superb enter- 
tainment, it is an efficient index to style trends, and 
does a remarkably good job of supplying full informa- 
tion on what is to be worn during the season that follows. 

It is coming to be regarded by thousands of out-of- 
town store people as the climax to their buying trip. 





Good Sales in Canvas Shoes for Summer 


During the last part of June and the first two weeks 
in July, rubbed soled canvas footwear, frequently 
classified as tennis shoes by retail merchants, has sold 
very freely. In the East and in those sections where 
summer resorts are nearby, sales on this type of sum- 
mer footwear is attributed to the fact that both men 
and women are fond of light canvas footwear with 
rubber soles for wear at seashore and other resorts 
during vacation periods. 

Tennis enthusiasts and school children also play a 
good role in swelling these sales. 
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WHAT LEADING MERCHANTS BELIEVE 


WILL SELL“ MEN 
in July Jiuyust & September 


and December, particularly stresses the interest in men’s shoes that is nationally indicated by mer- 

chants who co-operated in the preparation of the N. S. R. A. Styles Report. Study carefully the items 
listed in the questionaire herewith. The work of gathering these facts is one of the signal contributions to 
more information on style. 

Its preparation is a credit to the foresight and understanding of the needs of the trade by Harry C. 
McLaughlin, general chairman of the N.S. R. A. Styles Committee, and George M. Spangler, manager of 
the National Shoe Retailers’ Association, who serves as a secretary to the Styles Committee. A national 
picture of men’s shoes is here given, stressing particularly the medium French last followed by the brogue 
and the wide English. 

A call for black is growing in strength the country over. Black kid shows some vigor in contrast to the 
almost general acceptance of heavy finished leathers. The shoe industry is particularly fortunate in the 
thoroughness with which the Styles Reports are prepared. 

They should serve as a platform of buying so that the selling months of October, November and De- 
cember will have something in common in footwear in all shoe stores. 





[: is very significant thal the National Styles Report of what will be good at retail in October, November 


SURVEY FROM COLUMBUS, O. 


Blucher. 75 % low oxfords. 

Haig and French; tip and plain toe, 50-50. 
Low and flat—Rubber. 

Black and dark shades of tan. 

Heavy tan calf; few Norwegians. 

None. 


SURVEY FROM LITTLE ROCK, ARK. 


Oxfords 70 percent and high shoes 30 percent. Very 
plain without much foxing or punching. 
Broad toes entirely with medium toes for the-more 
conservative man. Narrow toe entirely disappearing. 
Low and flat, mostly rubber. 
Brown 70 percent and black 30 percent. 
Heavy Russia calf in majority. Fewer Scotch grains 
than last year and kid leathers for the more con- 
servative. 
Practically disappearing during winter. 

Ike Kempner & Bro. 


Patterns 
Lasts 


Heels 
Colors 


A. E. Pitts Shoe Co. Leste 


SURVEY FROM PITTSBURGH, PA. Sport Shoes 


40 percent oxfords; 60 percent boots. 

Medium square toe, round custom toe and comfort 
toe in order named. 

8-8, 90 percent with rubber top. 

50 percent black (having in mind both kid and calf); 


SURVEY FROM ATLANTA, GA. 
70 percent high—30 percent low—lace and blucher. 


other 50 in colors such as Tony Brown, Tony Red 
and the lighter shades of tan. 

First, calf; second, grain leathers; third, kid (in high 
shoes only). 

Not interested except in golf for October and 


November. 
Christian Ludebuehl 


Conservative—brogues—French—English. 

7-8 to 9-8—mostly rubber. 

75 percent in medium to dark shades—25 percent 
black. 

Russias and kid. 

Only golf effects in low shoes. 

















Patterns 
Lasts 
Heels 


Colors 


” Leathers 
Sport Shoes 


Patterns 
Lasts 

Heels 
Colors 
Leathers 
Sport Shoes 


Patterns 
Lasts 
Heels 
Colors 


Leathers 


Patterns 
Lasts 


Heels 


Colors 


Leathers 


Patterns 
Lasts 


Heels 
Colors 


Leathers 


Sport Shoes 
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SURVEY FROM OTTUMWA, IA. 


Plain—some stitching. 
French toes. 
Flat and broad. 
Tony Brown and Tony Red—Dark brown and 
black. 
Calf and kid. 
None in this section. 
Roy E. Stevens 


SURVEY FROM MEMPHIS, TENN. 


Plain or slight shield tips—aprons. 
Brogue and club. 

6-8 and 7-8, broad and flanged. 
Medium tan, black, light tan. 
Scotch grains, Norwegian or chrome. 


Getting stronger. 
Robert 8S. Love 


SURVEY FROM PITTSBURGH, PA. 


50-50 boots and low shoes. 
Square toe effects. 

8-8 

Black first. 


Calf and -grain. Cal J. Mensch 


SURVEY FROM DANVILLE, ILL. 


Oxfords, 60 percent; boots, 40 percent. 

Wide toe, recede custom last in high grades; square. 
effects in popular grades. 

Same as usual. 

First, blacks; second, medium and dark shades of 
brown divided. 

More smooth finishes and 
grained leathers. 


fewer boarded and 


Frank P. Meyer 


SURVEY FROM CINCINNATI, 0. 


Half and half, boots and oxfords. 
Modified square toe, 50 percent for young men; 20 
percent medium wide English; and 30 percent 
conservative. 
No change, 95 percent rubber. 
Fifty percent medium light tan calf; 10 percent 
black; and 10 percent light shades of brown kid. 
50 percent tan calf and tan Scotch grain; 20 percent 
black calf and black Scotch grain; 15 pgreent black 
kid; 10 percent tan kid; five percent patent. 
Very limited if any. 

Chas. H. Voller, 


Mabley & Carew Company 








Patterns 
Lasts 
Heels 
Colors 
Leathers 
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SURVEY FROM WASHINGTON, D. C. 


Oxfords and bals. 

French, Haig and full English. 

8-8. 

Black, dark and medium tan (Tony Red and Brown) 
Calf, Scotch, patent, Vici and Norwegian. 


Sport Shoes Plain toed bluchers and straight laced. 


Patterns 


Lasts 
Heels 
Colors 


William Hahn & Co. 


SURVEY FROM BOSTON, MASS. 


Full toes, inclined to brogue oxfords, full wing and 
half-wing effects. 

Full toes inclined to square. 

7-8 and 8-8. 

Tan calf predominating; Scotch and Shrewsbury 
grains fair percentage; also fair percentage of black 
calf with patents very good. 


Sport Shoes Sold to fair extent. 


Lasis 

Heels 
Colors 
Leathers 
Sport Shoes 


Patterns 
Lasts 
Heels 
Colors 


Leathers 


Sport 


Patterns 
Lasts 


Heels 
Colors 


Leather 
Sport Shoes 


W. W. Willson 


SURVEY FROM CLEVELAND, OHIO 


Medium French, brogue and wide English. 
7-8 and 8-8. 

Black, medium light, Russia and patent. 
Medium and heavy boarded calf. 


None. 
The Chisholm Shoe Co. 


SURVEY FROM NEW YORK CITY 


Oxfords and boots—half and half. 
Brogue, semi-French and conservative. 
Rubber beels—mostly 8-8. 
Hazel brown, lighter tans and cherry red. Blacks 
strong. 
Boarded for broguish types. Smooth for general 
wear. 
Crepe sole golf shoes for early Fall. 
Jesse Adler 


SURVEY FROM MEMPHIS, TENN. 


Oxfords in plainer effects and modified brogue. 
Medium or modified English (medium for middle 
ages and wider for elder.) 

Rubber heels 85 percent. 

Medium dark tan (chestnut) Russia, black kid and 
black calf. 

Calf, kid and kangaroo. 

Not much in sport shoes—nothing in two-tone. 


(Through the South after October 15 to November 1 and 
thereafter, 75 percent high and 25 percent oxford in light-weight 
leathers. This climate is too warm for wool socks, which is why we 
sell high shoes and not oxfords. Further north it is cold enough 
for wool socks, hence the oxfords.) 


Tom Sherron 
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Wealth 
everywhere in 
California— 
People, fruit and 
oil give to the 
shoe merchant 
opportunity 

for service. 




















Such Faith in the Future That They Pledge Themselves to 
‘Both Progress and Publicity 


PIONEERI NG—The last of a series of articles by the Editor based on 
facts gleaned during a coast to coast survey. 


HE lack of house building in the last ten years is 
TL certainty going to be made up in the next. There- 

fore, you find in timber country, a healthy opti- 
mism because there is no surplus over-production and 
lumber demand is healthy. 


High Leg Boot Sport Country 

In these great states, the shoe merchant is doing his 
big part in making life worth while. Summer camps and 
living in the outdoors are increasing by leaps and 
bounds. To fish and to hunt means suitable footwear. 
The high laced boot with its moccasin vamp effect is 
everywhere to be seen. Splendid highways over the 
mountains bring out thousands of campers who in- 
variably wear knickers and high legged boots. It is the 
accepted garb of the great outdoors. It makes oppor- 
tunity for merchants as well as for manufacturers. 

Every stretch of scenic beauty is played up as an 
asset of the community and for thousands of miles 


around, people are acquainted with the glories of 
nature. The grandeur of Mt. Hood and the glory of Mt. 
Ranier and the beauty of the panorama of the Colum- 
bian highway, gives to this great northwestern coun- 
try a future in the merchandising of suitable footwear 
for outdoor wear that might well be studied elsewhere. 


A Real and Useful Idea 

When you see a smart shop in Seattle have in the 
corner of its window a sport compartment, changed 
weekly, to reveal some new and appropriate footwear 
for forest and field, for tennis or golf, you see a possibil- 
ity that can be used in your own store. 

Every railroad organization has a publicity depart- 
ment furnishing photographs free, and all that you have 
to do is to get a selection, and feature them week by 
week, with credit. Designate some little corner in your 
window for sports the year round, and go after this 

(Continued on page 53) 
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Chart Your Buying Program 
Women’s Shoes for Fall 


WELL rounded shoe stock should be studied with a view to having a balanced selection of styles- 
You should chart your merchandise in two dimensions: one a chart showing merchandise on hand 
in the store and the other one of your expected buying program for the fall season. 

The Recorder indicates, in this buying chart, the general trend of style in the various classifications. 
The merchant with an analytical mind can see at a glance just where he is covered for the coming sea- 
son as well as where he is “open to buy.” 

While the greater part of this chart is not taken up with the subject a colors, the fact remains in the 
average store that black and patent ooze and satin and combinations of these materials in turn footwear, 
and black patent, black ooze and calf in the welt section, will by far outsell the colors. The average store 
will do from 60 to 80 per cent of its business on blacks of the various kinds. 

There are certain styles that are hard to classify either as oxfords or straps. Take for instance, shoes 
that come up over the instep and fasten back on the side by buckles or buttons. Where do they belong? 
They are not straps under the usual construction of that term. They are not oxfords as generally termed 
oxfords. What are they? Then there is the goring. It was once called Prince Albert front gore and side 
gore. The term Prince Albert no longer holds good, so that the classification should now be made by the 
lerm gore. 

This chart has much merit in it and should be of value to the merchants who want to balance their 
efforts for fall and get most of the business that they are entitled to by the careful selection of styles and the 
preparation made in the service of women. 


— bose toward rounder toe and shorter forepart. 


Vamps about 34% to 3% inches. 


8-8 to 12-8 in sport effects. 
Heels 10-8 to 12-8 conservative models. 
12-8 to 13-8 boxwood covered. 
Patt Conservative. Few with inlays in saddle or other decora- 
arrerns ‘tive effects in calf and colored ooze. 
‘Black kid, brown kid, gun metal, medium shade Russia, 
plain and boarded in conservative patterns. 
Oxfords Materials 4 a _ plain and trimmed with either patent or 
Wood shades of brown ooze, trimmed with Corresponding 
shades of Russia calf. 








Both front gore and side gore will be used in patents, Russia calf 
_— ok with ooze; in black ooze and brown shades of ooze, trimmed 





with calf or harmonizing shades. Goring concealed by ornaments, 
beads or narrow strips of leather. 


(Last Lasts—tendency toward rounder toes and _ shorter 
a foreparts. Vamps 3 to 3% inches. 
Some 10-8, in calf and ooze trimmed in calf. 


Heels 12-8 and 13-8 boxwood. 





binations of materials, but shades should harmonize 
and not contrast. 


Patterns 





Patent, gun metal, black ooze, brown shades of ooze, 


Materials { medium shade Russia, plain and boarded. 


) on variation of patterns, cut-outs, inlays and com- 
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Advance Style Knowledge at a Glance 


Turns 

and 
Imitation 
Turns 

and McKays 





_Evening 


a 


toes. While the extreme short forepart ‘“French”’ last, 
su 


carrying vamp of 214” to 234”, is gaining some adherents, 
the prevailing styles will carry vamps of 314” to 314”. 


Decided tendency toward shorter foreparts and rounde 
Lasts 


Tendency toward higher heels; that is, in types where heels 
have been 6-8 to 8-8, they will be 9-8 to 10-8. 
| Where 13-8 to 15-8 Spanish have been good, the tendency 
Heels + is toward 15-8 to 16-8. : 
With fuller toes heels should be correspondingly fuller. 
More Spanish and fewer “little neck” Louis. 
| Boxwood types 12-8 to 14-8 will be very popular. 


Strap patterns will prevail and there is a wide variety 
of straps that are good. There is a tendency toward a 
multiplicity of narrow straps that give the shoe a 
light, airy appearance. Either button or light 
harness buckle fastenings may be used. Another 
type covers the instep with lattice or a series of 
straps and cut-outs, and fastens back of the ankle 
a bone with a button on either side. 

Gore fastenings are increasing in popularity, but in 
most instances the goring is concealed by ornaments, 
beads or strips of leather. 

In block heels up to 13-8 either front or side gore 
may be used. In higher heels of Spanish or Louis 
types, front gore is preferable. 





Gorings 





Patents, black satin, black ooze, dull kid in all-over effects 
or combinations. 

Wood brown shades of ooze from beige on through to dark 
brown in all-over effects or trimmed with harmonizing 
shades of kid or calf. 

For early fall, soft shades of brown kid in all-over effects 
or trimmed with ooze in harmonizing shades. Brown satin 
all-over or trimmed with harmonizing shades of kid or ooze. 
The monotone effect will dominate in all combinations of 
materials. 


Materials { 





Lasts | Lasts of graceful lines, medium toes, vamps 3” to 314”. 
Heels | Spanish 14-8 to 16-8, Louis 15-8 to 18-8. 


Narrow, delicate straps, fancy effects. 
; Patterns Gore and strap combinations, goring covered with 
ornaments or beads. 


Silver brocade, gold brocade, colored brocades, satins 
Materials to harmonize with gowns, 
Silver and gold brocades trimmed with silver and gold kid. 
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BY JOHN W. ALEXANDER IN THE CONGRESSIONAL LIBRARY, WASHING TON,D. C. 


AN 


OUTLINE OF LEATHER 


SECOND OF A SERIES 
By FRANK R. SPALDING 


Animals Used in Manufacture of Leather 


and Those Best Suited for Each Kind 


HE cowhide is adaptable to the greatest num- 

ber of uses. First, the whole hide substance is 

used for soles. When the hide is split, the upper 
or grain side is used in the different finishes and colors 
for the outside or uppers of shoes. The split is finished 
in wax for whole shoe uppers. 

Tanned in bark, and finished with dope finishes and 
embossed, it is used for furniture and covering of auto- 
mobile seats; then in the chrome tan in suede finishes 
for shoe linings, being much tougher and for This 
reason better wearing than sheep. 

Recently it has been possible to give these splits such 
a fine velvety nap, that when finished into the prevail- 
ing popular bright colors, they are cut into whole shoes 
to imitate the suede calf. Again where the whole hide 
substance is used they are made into belting and harness 
leather and the splits for bags, trunks and bookbinding. 
The hide, for most purposes, is cut down the backbone 
into two pieces or sides, but for automobile uses the 
hide is used whole because it cuts to. much better ad- 
vantage on account of the large patterns. Many of 


these goat hides, often measuring 60 feet first, have the 
grain split off so thin you can almost see through them. 
These grain splits are used for book covers. 


. Several Grades Obtained 


The hide is then split again and this next cut is 
finished for the upholstery and for the best grades of 
automobiles. The next split is also finished for the 
cheaper automobiles and cheaper grades of furniture 
and in these heavy hides there is a third split used for 
linings, box toes, etc. The lighter hides are split only 
once. The full grain side is finished into patent leather, 
black and colored grain leathers for shoes in imitation of 
calf. 

When the grain is imperfect, it is snuffed or corrected 
with a fine emery cloth. In this process only the outer 
cuticle is removed, leaving practically all the grain, 
which is then finished like the full grain leathers into 
the different finishes in both blacks and colors for shoe 
leathers. When the grain is buffed off, leaving a velvety 
nap, the side is finished into imitation of genuine buck 
in white and colors for shoes; the colors being mostly 
produced with powders. There are a number of trade 
names for this finish such as Nubuck, Stacbuck, etc. 
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Calfskins in grain finishes make many of the highest- 
priced men’s and women’s shoes. When finished on the 
flesh side into suede, it takes a most beautiful nap and 
in black and colors makes most attractive women’s 
shoes and gaiters. This finish has been very popular for 
export into France and England during the past six 
months. Slunks or unborn calf are tanned with the hair 
on, and used for covering toy animals, also for the tops 
of fancy shoes. 


GOAT SKINS 


Second in importance for shoe purposes is the goat 
skin, of which there have been manufactured in the 
United States during the past 20 years, an average of 
from 10,000 to 15,000 dozen a day. In blacks and colors, 
they make soft, pliable, glove-fitting shoes for both 
women and men. 


Chrome Process of Tanning 


Up to about 1890, practically all of our finest women’s 
shoes were made from imported French kid, which was 
tanned in alum in France, but the discovery of the 
chrome process of tanning in this country changed all 
this. Immediately we perfected this method, which 
produced leather so much superior to the French kid 
both in strength of fibre and toughness of grain, we 
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not only stopped importing the French kid, but have 
for the past 10 or 12 years exported from 33 to 50 per 
cent of our product. yea’ 

The French, German and English leather manu- 
facturers were slow to adopt the chrome tannage, al- 
though now they are using it quite extensively. 

Goatskins are also used for gloves, bookbinding 
and fancy leathers. 

CABRETTA 

A hair sheep, partakes of the character of both goat. 
and sheep. In a dull or mat finish, it was used largely 
for tops of men’s patent leather shoes. In a white kid 
finish it is being used in quantities for women’s whole 
and trimmed oxfords, or low shoes. 

Sheep skins are used for cheap whole shoes for 
women and for linings, both in grain and suede finishes; 
also for gloves and most of the fancy leathers. These 
fancy leathers are colored and embossed to imitate seal. 
alligator, pig, etc. In oil tannage they are tanned with 
the wool on, for workmen’s coats and vests. 


HORSE HIDES 


The horse hide, from its peculiar texture, is cut into 
front and butt; the butt measuring from about 16 to 
24 inches. On account of the peculiar toughness of 
grain, the front is used for covers for most of the better 
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The great Russian fair at Nizhni Novgorod, internationally famous for its trading in hides, skins and cattle. These great 
market events are again becoming reservoirs for choice skins which finally make their way to America and into American shoes 
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grades of baseballs. When it is tanned in chrome and 
finished like glazed kid, and cut into shoe uppers, it is 
often hard to distinguish the difference in a shoe from 
genuine kid. It also makes one of the most reliable 
patent leathers. 

The butt is tanned in gambier and other vegetable 
tannages. The grain is shaved off and used for book 
covers. On either side of the butt, where the horse lies 
down, there is a substance called cordovan or cordovan 
shell. It has an area varying from one and a half feet to 
two and a half feet, on either side. The butt is shaved or 
scraped from the flesh side until this shell is reached. It 
is a very close waterproof substance, capable of taking a 
beautiful polish about as brilliant as patent leather; 
does not chip or scratch, and makes one of the most 
popular of higher priced men’s shoes. It is most in 
demand for officers’ leggings and riding boots. It is also 
used extensively for razor straps. 


PIG SKINS 


These are used for the best grades of English and 
American saddles; for inner soles, utility gloves, book- 
binding and fancy leathers. Dog skins are used for 
gloves, and Kangaroo for fine shoe leathers, while deer 
is used for drumheads, for genuine buck for shoes and 
the original wash leathers or chamois. 
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Tore! 


The Russian peasants bring their wealth to market on the hoof. Cattle trading is a great feature of these fairs. Notice the 
happy family in the foreground--also the polite mujik who sticks out his tongue as an indication of his international conte mpl 


Elkskin, as used in the shoe industry, does not mean 
that it comes from the elk. These animals are scarce 
and their pelts are not of commercial importance. 
Elkskin, when used for upper leather, is made from 
grain split of chrome tanned cow or horse hide. The 
chrome tanning attributes the light blue or pearl shade. 
It may be dyed other colors if desired. When the term 
Elk is applied to leather used for sole purposes, it is 
made of the flesh split or chrome tanned cowhide. 


Process Employed in Making 
Patent Leathers 


Patent leather is really an enameling applied to the 
grain side of colt, side and kid leathers. In Europe there 
is a process applying the enameling to the flesh side of 
calfskin forming a stiff, tough, wear-resisting leather. 
In making patent leather, it is first chrome tanned and 
then dyed to a very dark blue. A thin coat of Pyroxylin 
is applied and when dry the ““Daub”’ is rubbed on hot: 
then after it is dry it is smoothed down and the opera- 
tion repeated. The top finish is then flowed on and the 
frame with leather is put in heated ovens to set. After 
this, it is placed in the sunning field to dry and com- 
pletes the operation. In cold periods the enameling 
becomes stiff and is readily cracked. It should be 
warmed before wearing for that reason. 
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Pioneering 
(Continued from page 47) 


business for it is one of the biggest fields for the develop- 
ment of a profitable dollar harvest. 

As you will note in this little cross-country survey, 
we give the pulse and feeling of the communities and try 
to incorporate some one idea that can be used in other 
parts of the country successfully. We emphasize the op- 
portunity of a sport display and attention to the sale of 
sport footwear in your store, and this idea alone is 
worthy of a trip across the continent to have it register jn 
the minds of the merchant as being an opportunity ap- 
plicable to his opportunity in the new order of things. 

In our next issue, we will take you from Seattle to 
San Diego and reveal the sense of style that is making 
that country conspicuous for its successful merchants, 
their wonderful stores and their new conceptions of 
service. 

Along the Pacific Coast from Seattle toSan Diego one 
senses a brand of optimism remarkably healthy for the 
future of that great section of the country. Nature is 
both bountiful and beautiful. 

There is a better conception of the place of footwear 
in the scheme of apparel on the Pacific Coast, man for 
man and woman for woman, than in any other section 
of the country. There is a higher average of style in 
footwear as well as price paid on the Pacific Coast than 
in any other section of the country. 


Campaign on “Why Walk” 


With a highly efficient system of traffic signals as well 
as courteous traffic officers, travel on the Coast is made 
a double pleasure for the roads are almost perfect. 
Travel by auto stage is more efficient and economical 
than by rail. 

One very significant signal is set on the Coast. Car 
after car will have a little name plate upon it stating, 
“Why Walk?” This is a challenge indeed, to the saying, 
“Walk and be Healthy.”’ As one of the prominent shoe 
merchants of San Francisco put it, “the competition 
of the automobile has many disturbing angles to it. The 
automobile is so universally used that a physical change 
is coming over the people. Those who constantly ride 
and participate in no sport, pile on fat and will in time, 
loose the use of their legs and feet. Feet were at one time 
vigorous and healthy, full of good red blood caused by 
exercise, whereas today, pale white and anemic feet 
appear over the fitting stool and all sorts of foot ailments 
come up for our attention. 

The other factor in the campaign “Why Walk” is 
that of light weight turn footwear which was once an 
evening proposition but is now used the entire period 
of women’s waking hours. 

The automobile has also changed trading spots. The 
larger towns get the business once taken care of by the 
little local merchant. 

Style hopping is a great game on the Coast. Who can 
be first with the new things is the ambition of every 
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stylish shop. It is for this reason that buyers sent on to 
the East bring the newest things right along with them 
at a high cost of expressage because it travels in trunks 
as excess baggage. Then, too, many of the buyers leave 
standing orders with the factory for 72 pairs of any 
new number to be shot through the factory together 
with the samples, so as to be on display in California 
often times before it gets a showing in any city outside 
of New York. 
Capturing Your Imagination 

The style spot of the country is revealed in the pic- 
ture by Frank Duffy, Recorder artist, shown herewith. 
Wealth comes to that garden spot of the country by 
tourist and visitor, by orange groves, nuts and fruits 
and by the tremendous development of oil lands. Los 
Angeles is in the very heart of all this wealth, for that 
city has captured the imagination of the country. The 
movies are just an incident for the firm foundation of 
wealth lies in the spirit of the people. 

Early in the day, Broadway, Los Angeles, will have 
crowds of people milling along the streets, shopp‘ng in 
stores and trying to move along in autos inch by inch. 

It is a sight for the eyes of any shoeman. 


Collective Marketing the Solution 


The spirit of this part of the country is marvelous. In 
the little adjacent towns, Chambers of Commerce will 
have their branch headquarters on Main Street with 
courteous attendants to explain the merits of the town 
and to inform the visitor. Right in the walnut growing 
section for example, a meeting of boosters of that new 
industry will pledge themselves $50 an acre on trees 
not yet bearing to start a publicity fund, making wal- 
nuts eatable the year round instead of Thanksgiving 
and Christmas week. The campaign is so extensive that 
it incorporates such features as the sending of walnuts 
to prominent hotels in little bags to be put on the table 
as an after-the-meal gift. 

With such a spirit, any commodity can be nationally 
merchandised to the pleasure of the people and the pro- 
fit of the producers. If farmers in wheat lands had a 
similar confidence with one another, we would not be 
facing the spirit of radicalism that may lead to a re- 
quest for paternal assistance from the government. 
The best thing for the farmer is methods of merchandis- 
ing, collectively and scientifically applied. 


Faith in the Future 


It would pay the shoe industry to send investigators 
to California to study co-operative publicity methods. 
Just the faith in the future is making this country find 
its prominent place in the sun of success. An eminent 
divine in Southern California maintained that three out 
of five propositions put 4ip by local men were false to 
begin with, but in five years, they were made the truth 
by the energy and application of the people collectively 
applied to the improvements or developments 
sought. , 





Neo. 456 R—Black Kid Plug Oxford, 10-8 Wing- 
foot Heel, Combination Last. In Stock, Auburn 
and St. Louis, AA-B to C-E $2.85 


No. 87 K-—Black Kid Two Strap Sandal, 12-8 
Wingfoot Heel. tu Stock, Auburn, AA to E; St. 
Louis, A to E $2. 35 
No. 387 R—Same style in Next Grade. In 
Stock, “Ty Bto E; St Louis, B to E; Los 
Angeles, B to E $2.15 


No. 478 R-——High Grade Black Kid Oxford, 
11-8 Wingfoot leet In Stock, Auburn, St 
Louis and Los Angeles, AAA-A to C-E. . ~ $335 
No. 878 R—Same Style in Havana Brown Kid 
In Stock, Auburn, AAA-A to B-D; St. Louis. 
AAA-A to B-D ... $3.60 


No. 83 R—Black Kid Two Strap Sandal, 12-8 
Wingfoot Heel. ‘s Stock, Auburn, AA to E; 
St. Louis, AA to E; Los Angeles, A to E. $2.85 
No. 47 R—Similar ‘Style i in Next Grade With- 


out Ornament, In Stock, Auburn, AA to E; 
. $2.50 


St. Louis, Ato E; Les Angeles, BtoE 
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BLACK& BROWN ~<“ COMFORT 
KID TURNS 


A Profitable Hot 
Weather Suggestion 


Make a decided effort this coming season 
to concentrate your buying of black kid 
comfort footwear on “Constant Comforts.” 
It will mean a standardizing of your com- 
fort merchandise; it will bring more _profit- 
able turn-over and. the creation of a prestige 
among your trade that comes only from 
specializing in quality goods. 


More than 60 styles to choose from; over- 
night shipping service from three points— 
Auburn, Maine; St. Louis and Los Angeles. 


AULT - WILLIAMSON. 
SHOE COMPANY 


Manufacturers 


AUBURN -: : $ MAINE 


BOSTON OFFICE, 139 LINCOLN STREET 
LOS ANGELES BRANCH, 109 E. 8th STREET 
ST. LOUTS BRANCH, 414 NORTH 12th STREET 














AMERICA’S BEST COMFORT SHOE 


(Comfort 
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A dealer writes— 
**The Drew Arch Rest is 
the best repeat line that 
ever came into our store. 
Arch Rest Shoes are very 
satisfactory inevery way, 
—they fit, they wear, 
they look good on the 
feet, and have made or 
us many a permanent 
customer.” 








From a successful 
retailer— 

‘We have had wonder- 
ful success with Arch 
Rest Shoes and contrib- 
ute same to three feature 
points: (1) excellent ma- 
terials and workmanship; 
(2) perfect fitting quali- 
ties; (3) satisfaction that 
is given to our custom- 
ers.” 
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repeat customers 


and are built for giving your customers 
real service. The fitting qualities are the 
result of our long experience in making 
footwear for women. 


The “Arch Rest” shoe has enough of the 
tailored effect to be pleasing to the style 
element so much appreciated by women 
everywhere. 


Constant repeat orders and the large 
number of testimonials from present 
customers demonstrate the sales value of 
the important elements of quality—fit 
and style: 


Write us for further details. 


Sre\rving Drew Co. 


PORTSMOUTH, OHIO 


IN STOCK 


5146 Brown Kid . . $5.50 
5148 Samein Black Kid $5.00 
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REG. U.S. PAT. OFF. 


Th Sh r 
tne Boy; who fed 


ENTIRELY DIFFERENT! 


Boys’ Shoes Made with 
Shoulder Channel 


The Boy of today is the Man of tomorrow. 


A REAL boy takes a great deal of pride 
in his shoes. Fit him with “BOBS” and 
cultivate the character desired in Man! 


“BOBS” in stock in shoes and oxfords in 
Mahogany and Gun Metal. g@j 44 


Sizes 9 to 13% 
a | SRR - 
6to 8 


Oxfords, 10c per pair less. 

“BOBS” made with Shoulder Channel 
Insole, Fred Resgieg's Calf Leather, 
Rock-Oak Soles. Will increase your re- 
peat sales. 


Ready for Immediate Shipment 
Send Us a Trial Order Today 
Terms 5% 10 Days—Net 30 Days 


K ANNALLY-WICK 
CORPORATION 


Manufacturers 


HIGHLAND, ILLINOIS 











The discriminating woma . of 
to-day demands 


CHIFFON HOSE 


so remember 


**No Hose like Chif fon-- 
No Chiffon like Propper 
Blue Edge’’ 


We are now making 
all the newest French 
colors 


PROPPER SILK HOSIERY MILLS, Inc. 
276 Fifth Avenue, New York 


Mills—Elmhurst, L. I., and Long Island City 


N. B—The Propper Silk Hosiery Mills, Inc., are 
the original and only manufacturers of Blue Edge 
Hosiery, copyright serial number 149349. All in- 
fringements will be fully prosecuted. 
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Faithful to'the |Last 


‘Ankle Fashioned’ 


ROM coast to coast comes the 
call for Nunn-Bush Ankle 
Fashioned Oxfords. Retailers 
of fine shoes have found the 
permanently snug fit, that this 
exclusive Nunn-Bush feature 
insures, their most effective sales 
argument. Among these Ankle 
Fashioned leaders is our No. 
1917, a black patent leather 
oxford on our Marne last. 





Widths A to D 


$5.15 








1 Dhe Marne 


In stock for 
Immediate Delivery 


Nunn-Bush & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 
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New Modes for Women 


Among the many features of Snug-lers none is more 
important than the style appeal. This well known 
quality line, in addition to its workmanship and service, 
is a leader in new modes. The color and design of 
Snug-lers are a year round attraction to women anda 
splendid opportunity for profits. 


Display your new modes in Snug-lers. You will find 
a quick response from women. 


In addition to this type of Snug-lers, there is a wide 
variety of styles for m2n and children. You will find a 
real source of profits in the quality felt line of Snug-lers. 


United States Rubber Company 
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Not a Warning— 


Just a Friendly “Tip’’ 


Registered U. S. Patent Registered U. S. Patent 
Office January 10th 1922. Office April 18th 1922. 


TYLISH STOU 
\\ Out SIZES (Our SEs) 
TRADE MARK “Style Shoes for Stout Women” 


Registration No. 151,024 Registration No. 154,520 





The above trade marks give W. B. Coon Co. the exclusive right to the use of the 


words 


“STYLISH STOUT” 
“AUNT POLLY’S”’ 


and 


“OUTSIZES”’ 


in connection with footwear. 
A number of retailers have found it profitable to advertise the merits of footwear 
bearing the above trade marked names. 


The primary object of trade mark regulations is the protection of the consumer and 
not the welfare of the distributor or producer. 


But should you prefer to supply your fleshy footed customers with shoes other than 
those made by W. B. Coon Co., offer them on their individual merits, for W. B. 
Coon Co. will view with disfavor misleading labeling, bottom stamping, advertising, 
or any illegitimate attempt to reap what loyal W. B. Coon Co. accounts have, by 


their advertising, sown. 


“STYLISH STOUT OUTSIZE” dealers will kindly report infringements to 


—— --~ 


Originators of “STYLISH SHOES FOR STOUT WOMEN” 
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wmreeme-t K ARELIS 
TURNS IN STOCK 


All snappy styles which your customers will buy and pay a good price to obtain. There is money in “Karelis” 
turns for you just as others have found money in them. The very large volume of business with which we have 
been favored is appreciated. We are glad to say that our ability tomake deliveries within a day or two after 
receipt of order, is maintaining the reputation which we have for promptness. No mistake will be made 
ordering from our advertised lines as we never advertise what we do not have, and we ship shoes which 


open up right. 
a REGARDING PRICES 


All prices are based on orders of not less than 12 pair lots. 
Single pairs at 25 cents per pair extra to cover costs of shipments. 
Terms 2% 10 days, Net 30 days. 








No. 513—Two-button one strap, Ocean pear! 
Mo, 8—Pasens Shrnme Ons Sap. Cet Bee aera tse Seenae Tete lt ea 
Quarter, Spanish Junior Leale Full Breasted covered heel. Im. Fr. cord silk binding. Leather 
—— le ay Heel. = French Cord quarter and sock lining. Solid leather grain 
inding. Leather Quarter and Sock Lining. counter. High grade sole. Sizes 244-8. B and C 
Solid L eather Grain Counter. ry Grade Sole. No. 714—Genuine Black Kid. Tut Sandal ‘ ao “” Price $4.00 
Ocean Pearl Buttons. Sizes 24-8 ba $4.00 Turn. 12-8 Covered Cuban Heel. Im. French 
: x ce oF. Cord Silk Binding. Leather Quarter and Sock 
No. 523—As above in all Gray Buck Price $4.25 Lining. High Grade Sole. Solid Leather Grain 
No. 735—As above in all Black Kid Price $3.85 counter. 244 to 8, B-C. ........ Price $4.25 


No. 753—Blue Kid Tut Sandal. mee + 714, 
14-8 Spanish Junior Heel. B-C. 2% to 8. 
Price $5.00 


No. 753X—Blue Calf. Style like 714. 14 8 
Spanish Junior Heel. B-C. 24 to8 Price® .00 


No. 843—Pat. Chrome Diamond Sandal. 
Spanish Junior Celluloid Covered Heel. Style 
ike 714. 244 to 8. B-C. Price $1.25. (Ready 
Aug. 6) 


No. 826—Pat. Chrome Diamond Sandal. 8-8 
Flapper Heel. Style Like 714. 2% to 8. 
Price $4.25 (Ready Aug. 6) 


No. 613—Black Satin Tut Sandal, Style like 
714, Black Suede Collar, High Grade Sole, 
Solid Leather Grain Counter. Leather Quarter 
and Sock Lining. Full Junior Spanish Covered 
Heel. Im. Fr. Bound B-C. 24-8. . Price $4.25 


No. 816—Patent Chrome One Strap. Flappe No. 403—Imported Brocaded Silver One 
Heel. Im. French Cord Binding. ee Strap. Full Breasted Junior Spanish Heel. 
Quarter and Sock Lining. Solid Leather Grain White Leather Lined. High Grade Sole. Solid 
Counter. High Grade sole. Ocean Pearl Buttons. Grain Leather Counter. Im. Frenc h Cord Silk 
Sizes 2%-8; B-C Price $3.75 Bound. Sizes 244-8: B-C Price $4.75 


. ALL ABOVE STYLES EXCEPT TWO, READY TO SHIP IMMEDIATELY 


KARELIS SHOE Co. 
HAVERHILL, MASS. 


Dealer Influence is secured om advertising in the Boot and Shoe Recorder. 
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Intricate Patterns Cost + Sais 


T costs us 64 cents a pair to cut that pattern, and it 

costs 96 cents a pair to get the shoes fitted,” said 

a prominent shoe manufacturer as he held up a pair 
of uppers allstitched together ready to go tothe bottom- 
ing room. “There was a time not so many years ago 
when the whole cost of shoemaking, including the cut- 
ting, fitting, lasting, bottoming, finishing, and all the 
other processes, including the packing of the shoes in 
the cartons, cost us only 60 to 65 cents a pair. 

“Look at all those girls cutting out the cut-outs after 
the shoes are made. Look at those girls over there paint- 
ing the edges of the cut-outs. Look at this group of 
girls here singeing off the ends of the loose threads. Whv 
ever thought of such departments as these in a shoe 
factory ten years ago? 

“We have machinery, equipment and even help 
enough in this factory to make 4,000 to 4,500 pairs of 
plain shoes a day. I mean shoes like we used to make 
when | started in the business, but the best we can do, 
working full tilt, and even working overtime in some 
departments, is to get out 1600 pairs a day. 

“Some economists and some shoe manufacturers keep 
saying that labor is being paid too much. That the 
wages of the workers are too high. In my opinion this is 
a mistake. 

“Workers, and by workers I mean everybody who is 
doing the world’s work, whether it be work of the head 
or work of the hand, must earn well to live well. They 
must live well to work well. Their mental attitude is 
surely and certainly reflected in the quality as well as 
the quantity of the work they turn out. 

“Contented minds only can produce good shoes—— 

_ straight, smooth stitching; clean, well-finished edges 
and rightly made, attractive footwear. 

“Underfed, -under-nourished bodies, housing dis- 
gruntled and discontented minds, will spoil the best 
material ever made, and ruin the most perfect patterns 
ever designed. 

‘Profit -brings prosperity, and prosperity is the 
greatest aid to contentment. The great trouble in the 
shoe manufacturing busin.ss is not because the em- 
ployees are being paid too much. but in too many fac- 
tories the trouble isthat the manufacturers do not know 


how to figure costs. They get too much for some things 
and too little for other things.” 

If every retail merchant will ponder over and digest 
the statement of this manufacturer he will find many 
things which he can profitably use in his own business. 

The piice of shoes, either at the factory or on the re- 
tail shelf, cannot be gauged by the original cost of 
material per foot multiplied by the number of feet of 
material which the pair contains. 

It will pay any retail merchant to make a trip through 
a factory making women’s style footwear and calculate 
the cost of producing the intricate, complex patterns 
that are going through the works and compare the great 
amount of work and the exactness which is necessary 
on these patterns with the rapidity of turning out the 
plain, ordinary patterns of the days of yore. 

If every retail shoe salesman could watch these pro- 
cesses through a factory, he would have the best an- 
swer in the world for the customer who asks why shoe 
prices are high. 

Keep tab on the time spent by your sales people in 
selling a pair of these fancy, complicated, fussy pat- 
terns as compared with the time consumed in selling a 
pair of plain kid oxfords. On an average you will find 
that it takes twice as much time to sell the former as it 
does the latter. Then check up on returns and exchanges, 
and you will find that the returns of the plain, ordinary 
shoes are very few as compared with the returns and 
exchanges on the more highly novelty patterns. 

All this means that there should be a widely different 
percentage of mark-up on thetwo classes of footwear in 
order that the net profit per pair shall be the same. 

How do you determine when to mark a shoe down and 
how much mark-down it should bear? 

A properly arranged work sheet in loose leaf form is 
easily rhade that will give you all of this information. 
You can take them with you when you go to market, 
or have them in front of you when the traveling man 
comes-to see you, all made out and figured up, so you 
have in front of you the picture of every individual shoe 
in stock and the record it has made for itself as a ready 
seller or a shelf warmer. It does not take long to do it 
and it is worth a lot of money. 
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Midsummer Sales 


Solid Colors Preferred by Women-—Whites Featured in Most 
of the Stores 


VERYBODY has sailed into mid- 
summer sale selling. Everybody in- 
cludes both retail merchants and whole- 
salers in all lines of wearing apparel, 
including shoes. 
The advertising of retail stores presents 
a very interesting study. By reading the 
ads one gets a pretty definite idea of the 
character and personality of the man be- 
hind the guns. Some of the copy and lay- 
outs are very dignified, clean-cut and con- 
vincing. They are devoid of wild compara- 
tive prices, but strong in their appeal to 
people of high intelligence on styles and 
values. Usually this class of advertising 
gives the reader a definite idea for selling 
the shoes at less than the regular prices. 
Other merchants have featured the 
“hurrah” type, and as you read the copy 
and look at the layout, you can almost 
imagine yourself hearing the barker at the 
door with a dinner bell in his hand. Take 
your choice; go to the store whose adver- 
tising most appeals to your intelligence. 
That’s what the public of Chicago have 
done. According to their classes, people 
have responded and the sales have been 
well patronized. 


Bright Colors and Whites 


The rainbow shades have been greatly 
reduced. A young lady looks into the win- 
dow of a State Street store and sees a pair 
of red or blue shoes priced at $6.50 or 
$7.50, and then looks at her feet and sees 
the same shoe for which she paid $16.50, 
and wonders if it pays to be an early bird. 

White footwear has been featured in 
practically every sale in the city. White 
trimmed with bright colors has felt the 
knife of the price cutter much more keenly 
than the all-over white varieties. 

Women seem to have had their mind 
set on solid colors of the bright hues or 
else all white, and have not taken kindly 
to white materials trimmed with a bright 
colored -leather. Comparatively few pairs 
of these combinations were sold until the 
cut price sale made them attractive from 
the price standpoint alone. 

White fabrics have also been a drug on 
the market, as compared with their activ- 
ity in former years, and here also the price 
cutting has been heavy on the tag ends 
of the season. 


Men's Stores Doing Well 


In the men’s stores cut prices are con- 
fined almost entirely to certain types and 
styles which will not be salable in the fall. 
Merchants do not anticipate any radical 
changes either in lasts or patterns, but 
even when the same last is used in the fall 


line that was used in the spring line the 
perforations or the stitching or the color 
has been changed, and it is deemed the part 
of wisdom to clean up on the broken sizes 
of the abandoned patterns and colors. 

No price changes of any consequence 
are in sight over which the merchandisers 
of men’s shoes have ta worry, but they 
deem it the part of wisdom to have money 
in the bank instead of odd pairs on the 
shelf, and hence the clearance <ales on 
men’s shoes. 


Wholesale Business Quiet 


Monroe Street is experiencing its usual 
late July dullness. Shipments for the week 
have been light with mest of the houses, 
and orders booked are correspondingly 
small. 

There is a very good reason why orders 
booked are not large and that is because 
comparatively few traveling men repre- 
senting Chicago wholesale houses are on 
their territories at the present time. Most 
of them are taking their vacations. Some 
of the men who are on their territories are 
sending in a very satisfactory volume of 
orders. This is especially true with the men 
selling women’s and growing girls’ fancier 
types of footwear. 

Most of the houses have supplied their 
traveling men with almost an entire new 
line of patterns and in many instances 
with new lasts, which they did not have 
when they started out to garner in their 
business for late fall shipments and ship- 
ments for early spring. These men are now 
going over their territory the second time 
and are reaping the reward of their dili- 
gence. ! 

There is undoubtedly a rapidly growing 
interest among merchants in growing 
girls’ and misses’ shoes of stylish type. It 
has been realized that just shoes do not 
satisfy the ideas of these girls of 12 to 16 
years of age, and the introduction of real 
style patterns in black and medium dark 
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brown shades of ooze have helped tre- 
mendously to increase the volume of 
business. 


Wholesale Bargain Sales 


Monroe Street wholesale merchants are 
conducting bargain sales, of course not 
on the same plan that they are conducted 
in retail stores, but they have sorted out 
the short lots and the slow movers and 
have put prices on them for quick clear- 
ance. 

Traveling men and house salesmen have 
been given samples with instructions to 
bend their efforts to the utmost in selling 
these broken lots. Much of the merchan- 
dise is clean, stylish and desirable; it has 
been selling, but the lots are small and will 
not be bought over again. The wholesalers 
have adopted the methods of the retaii 
merchant in cleaning out at the end of the 
season at a low price, rather than to carry 
over the merchandise into a new season. 


I. Grossman, Inc., Expanding 


Additional floor space of about 7,000 
square feet has recently been taken over 
by I. Grossman, Inc., on West Jackson 
Street. 

Re-arrangement of machines and the 
location of offices and stock room will give 
this enterprising manufacturing concern 
a considerably enlarged output of stylish 
McKay footwear for women. 

Enlargement of the cutting room and 
fitting room will consume the greater part 
of the additional space taken over. The 
new arrangement will also provide addi- 
tional office and sample room facilities, and 
will enable the shoes to go through the 
factory more rapidly and at less expense. 


Shoes from Miller Store 


One of the big style events of Chicago 
is the annual Fur and Garment Show at 
the Marigold Gardens, which is to be held 
this year from July 30 to August 14. The 
local I. Miller store will furnish all of the 
footwear for the hundred girls that appear 
on the runway. Each model will be fitted 
with enough shoes so there will be a per- 
fect blending of shoes with the costumes to 
be worn. — 





ST. LOUIS 


Extreme Heat Retards Business 


Midsummer Sales Result in Retail Shoe Merchants 
Reducing Stocks 


fair volume of business during the 
week ending July 21 was reported 
by retail shoe merchants. A seasonal lull 
is prevalent to a slight degree and is at- 
tributed to extremely hot weather as one 
reason. Trying weather conditions on hot 


afternoons serve to influence shoppers to 

White footwear sold freely at mid- 
summer sales. White shoes, trimmed with 
colors, have been “thorns in the side” of 
retail shoe merchants. These shoes have 
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been reduced to extremely low prices and 
even this step has failed to move the shoes 
rapidly. 

Shoe Stocks Are Light 

There is little doubt that stocks in 
local retail shoe stores is as clean as they 
have ever been. Caution has been the 
watchword on every purchase, and al- 
though some shoes failed to move as fast 
as was expected, nevertheless they were 
moved sufficiently as not to endanger the 
inventory. Shoe stocks are light at present. 
True, a great many shoes are on order for 
fall but the patterns have all been bought 
within safe bounds. 

Some stores have early fall patterns on 
the floor. Gorings and straps are leaders, 
Field mouse, champagne and.ivory are 
popular colors and woodsy shades are 
also being shown. 


Short Vamps Featured 

Short vamps are being featured in many 
stores. Some merchants think rather well 
of this last. There are those who predict 
danger lurking in this last if it is not played 
carefully. Certainly the toes for some time 
have had the shortening tendency and 
this will be the test to determine if the 
public follows a last trend. 

Patent leather sold freely with a stronger 
demand expected. Retail shoe merchants 
have been unable toexpiain this indication. 
Many say that if you have a stylish pat- 
tern in patent leather that it will sell in 
spite of hot weather, whites or any other 
influence. 


Joe Mullen Visits 


Joe Mullen, president of the Missouri 
Retail Shoe Dealers’ Association, was a 
recent visitor and was in touch with some 
of the members of the committee which is 
promoting plans for the convention to be 
held in St. Louis August 13, 14 and 15. 


Salesmen Attend Conference 


The sales force of the Hamilton-Brown 
Shoe Co. held a conference recently and 
inspected new lines. The men are now on 
their respective territories. 

The company recently declared a divi- 
dend of one per cent. This was the 14tb 
consecutive dividend declared. It is payable 
on August 1. 


Shipments Show Large Gain 

Shipments of the Friedman-Shelby Shoe 
Co. branch of the International Shoe Co. 
totaled $11,540;971 for the first: seven 
months of the company’s fiscal year end- 
ing June 30. For the corresponding period 
of a year ago the shipments were $9,319,- 
666, a gain of $2,221,304. 


John Slater to Speak 


John Slater, president of the N.S.R.A., 
will attend the Missouri Retail Shoe 
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Dealers’ Convention which will be held in 
St. Louis on August 13th, 14th and 15th. 
A personal invitation is being extended to 
all members of the board of directors of 


the N. S. R. A., and it is expected that 
quite a few will accept. Mr. Slater will be 
one of the speakers which will be con- 
structive and educational in every way. 





MILWAUKEE 


Good Response to Sale Offerings 


Retail Shoe Business on Good Basis—Manufacturers Report 
Plentiful Orders for Fall 


ONTINUATION of clearance sales 

forms the most important phase of 
shoe merchandising in the city at the pres- 
ent time. Response to the offerings of re- 
tail shoe merchants has been heavy, es- 
pecially from the male contingent among 
the shoppers. Tan and light tan oxfords 
have met with an especially good sale de- 
mand. Merchants will not be at a great 
loss, in current opinion, if it should be 
found that termination of clearance sales 
leaves them with some black oxfords:on 
hand. Black is generally looked upon with 
favor for men for fall. Light colored ox- 
fords for men, and the sport elk oxford 
with brown saddle or contrasting trim have 
been selling well during the sales. Outside 
of the sales, things are pretty quiet locally. 


Orders Coming in Well 

Shoe factories in Milwaukee and in other 
cities of the state assert that fall business 
is coming in well at this time, and that 
there is a quickening in both production 
and future business bookings as a result. 
Price uncertainty is a factor in holding 
down buying, as some elements among the 
retail merchants are hoping for better 
prices. These will not prevail, manufact- 
urers say. Among the best imformed men 
in the local retail trade, no lowering of price 
levels is looked for, barring sudden changes 
in general business conditions. Downward 
trend of wheat prices set the country 
trade apprehensive and extreme caution 
resulted. 


Completes Reorganization 


The Everwear Hosiery Co., of Milwau- 
kee has now completed its reorganization 
and selected new officials to replace the 
temporary official board. Clement C. Smith, 
Milwaukee capitalist, retired as president 
and George Allison was elected to succeed 
him. Henry S. Wright retired as vice- 
president, treasurer and general manager, 
to be special adviser to Mr. Allison. W. M. 
Chester was elected secretary and treas- 
urer of the company. The new president 
of the large hosiery company is vice-presi- 
dent and treasurer of the Baltimore Dry 
Dock and Shipbuilding Co., Curtis Bay 
Towing Co., and Calvert Navigation Co., 
of Baltimore, and was formerly connected 
with the Falk Company, Wisconsin Se- 
curities Co., and other Milwaukee. com- 
panies. 


Eastern Shoe Men Here 


Fifteen representatives from Lynch- 
burgh, Va., headquarters of the Craddock- 
Terry Company, controlling the Harsh & 
Chapline Shoe Co., of Milwaukee, spent 
several days in the city inspecting the 
local plant, and participating in a sales 
conference at the Hotel Pfister. The visit- 
ors left for St. Louis, where the company 
maintains another branch, after complet- 
ing their sessions here. 


Menzies Make Big Gain 


More than $1,000,000 increase in ship- 
ments was recorded by the Menzies Shoe 
Co., of Fond du Lac, Wis., during the 
second fiscal year of its organization, ac- 
cording to the financial report presented 
at the second annual meeting of stock- - 
holders. S. D. Nichols was re-elected presi- 
dent and general manager; George P. 
Utley, vice-president and secretary, and 
J. W. Kieckhefer, treasurer. In a state- 
ment issued after the annual meeting, Mr. 
Nichols said that he was not looking for 
any reduction in shoe prices this fall and 
that the present softness in the raw ma- 
terial market was entirely seasonal. 


Will Celebrate Anniversary 


William Kuehl, senior member of Kuehl 
Brothers, shoe merchants, Neenah, Wis., 
will celebrate the 25th anniversary of con- 
tinuous service in the business field of that 
city, on August 1, of this year. Mr. Kuehl 
not only has been in business in Neenah 
for a quarter century, but also, has never 
left Wisconsin Avenue business places 
during that length of time. Twenty-five 
years of business life in one city, on one 
street, is somewhat of a unique record. 


Penney Store Remodeled 


Extensive remodeling of the J.C. Penney 
Co. store at 138 South Main Street, Fond 
du Lac, Wis., is under way, at an estimated 
cost of $20,000. Increased space amount- 
ing to four feet in length and seven feet in 
the width of the building will be obtained 
through the work being done. C. C. Atkin- 
son who has been connected with the Fond 
du Lac store of the company, leaves soon 
for Berlin, Wis., where the company is 
planning to open a store about August 15. 
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A building has already been secured, and 
some stock moved to that city. 


Follow-the-Leader 


A*canvass of leading women’s wear 
stores of Milwaukee reveals the fact that 
none of the buyers will venture any state- 
ments as to what the feminine mind will 
fancy this fall. Shoe merchants are vitally 
interested in women’s styles, especially in 
Milwaukee, for this city never wears what 
the rest of the world is wearing. To a great 
extent, shoe sales depend upon ready-to- 
wear trends, but thus far, all efforts to 
gauge this end of the business has met 
with failure. Buyers return from the East 
soon, and shoe merchants may pursue 
their inquiries then with greater prospect 
of success. 


Plan Big Merchants’ Week 


Special inducements to bring several 
hundred merchants from all states of the 
Middle West to Milwaukee during Mer- 
chants’ Week, August 7, 8, 9, are being 
arranged by local jobbers and manufac- 
turers through their committee in the As- 
sociation of Commerce. Large displays of 
fall stock for the prospective purchasers 
and special inducements in the form of low 
prices will be offered in addition to the re- 
duced railroad rates secured for the mer- 
chants. Although no program of entertain- 
ment will be planned for the visiting mer- 
chants, members of the Manufacturers’ 
and Jobbers’ committee of the association 
will conduct an extensive campaign to ad- 
vertise their special offerings for the week. 
Charles R. Decker is chairman of the com- 
mittee on arrangements. The week will be 
held at the same time as the annual con- 
vention of the Wisconsin Retail Shoe Deal- 
ers’ Association which will mean at least 
300 merchants will certainly be in town to 
take advantage of manufacturers’ and 
jobbers’ offerings. 


Picnic Breaks Record 

Justifying advance predictions regard- 
ing attendance, the annual picnic of the 
Phoenix Hosiery Co., Milwaukee, held at 
Waukesha Beach on Pewaukee Lake, drew 
more than 25,000 persons, the largest in- 
dustrial picnic in the country. Forty sales- 
men in the city for a conference were 
among the guests at the outing. Foremen 
of the Pfister-Vogel Leather Co., and girls 
from the cutting room of the Weyenberg 
Shoe Co., Mil¥aukee, were among the other 
industrials who enjoyed picnics during the 
past week. 

An entertaining sport program was pre- 
sented and keen interest in all of the 
events was evident. Suitable trophies were 
awarded to winners. Contests for young 
women attracted considerable attention, 
many novel games being staged. 
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CINCINNATI 


Best Week of the Season 


Retail Merchants Report Ideal Weather Conditions Stimulate 
Good Volume of Sales 


HE week ending July 21 was un- 

questionably the best week for re- 
tail shoe merchants this season; also the 
best in many months from the viewpoint 
of volume of sales. The weather was ideal; 
warm enough to stimulate the sales of 
white footwear and yet not too hot to 
influence women to neglect shopping 
tours. 


Some Midsummer Sales 


Some of the downtown stores have en- 
tered the clearance sale period on whites, 
but the larger establishments are holding 
off until about August 1. . 

Taken as a whole, the white season 
locally has been a success. Even aftec 
periods of cold weather, which interfered 
with the sales on whites during the open- 
ing weeks of the season, merchants report 
that they are well satisfied with the 
amount of business which they have been 
doing. Sales are larger than last year and, 
in fact, the total volume of business on all 
types of footwear shows an increase over 
1922. 

Men’s footwear is being rapidly sold at 
semi-annual sales. There has been an in- 
creased activity during the past few 
months in men’s shoe departments. 





Good Prospects for Fall 


The Vollman-Lawrence Company, Cin- 
cinnati shoe manufacturers, have been 
booking a big fall business, according to 


George Vollman, president of the com- 
pany. Mr. Vollman states that his concern 
is operating all of its departments on a 
large scale and that the orders now on hand 
will keep the plant running in splendid con- 
dition for a considerable period of time. 


Strong Foreign Business 


The Selby Shoe Company, Portsmouth, 
Ohio, is doing quite an extensive business 
in foreign countries. Its business with 
England is developing nicely, while orders 
have been received recently from Canada, 
New Zealand, and other foreign countries. 


Salesmen on Territory 


The salesmen of the Krohn-Fech- 
heimer Company left for their respective 
territories. This company has been book- 
ing a large volume of orders for fall shoes. 
The Red Cross shoe, which is manufac- 
tured by the company, is selling well. 


Fall Festival Plans 


A perpetual style show throughout the 
entire Fall Festival is the plan of members 
of the Cincinnati Retail Merchants’ Asso- 
ciation, who have contracted for the entire 
north wing of Music Hall and named it 
“Retail Hall.”” Robert Pogue, president of 
the Retail Merchants’ Association, has 
charge of the arrangements. The festival 
will be held during the last week in August 
and the first week in September. 





INDIANAPOLIS 


Strong Buying on White Patterns 


Ideal Weather Conditions Direct Cause for Free Sales of 
Plain White Numbers 


ITH sizzling July weather prevail- 

ing, the demand for white footwear 
has been extremely heavy for the past few 
weeks and as a result the retail shoe mer- 
chants have been doing an excellent busi- 
ness. Sweltering weather brought many 
kinds of light summer costumes into vogue 
and included in the costumes were white 
kid and canvas shoes, the former being the 
greatest in demand. 

Indianapolis shoe men say the majority 
of the women shoppers seem to prefer 
plain white shoes, although there are some 
who prefer the whites with colored trim- 
ming. Another thing noticeable to the local 
shoe merchants is the fact that the demand 
for the bright colored shoes is falling off. 
Plain whites are expected to continue in 


big demand throughout the remainder of 
this month and part of August. 
Midsummer Sales 

A number of the stores are holding mid- 
summer sales at this time, but the majority 
of them are offering only discontinued 
lines, odds and ends and some of the bright 
colored. lines. Some of the larger stores 
haye not yet included whites in their sales 
and contend that as long as the demand 
for whites continues good it is unwise to 
slash prices. 


Partnership Dissolved 
The partnership of Schwier and Camp- 
bell,. retail shoe dealers at,..Logansport, 
was recently dissolved... Henry Schwier 
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purchased the interests of Edward Camp- 
bell. Messrs. Campbell and Schwier have 
been associated in the retail shoe business 
in Logansport for 13 years. 


Marott Store Sale 


A sale was recently held at the Marott 
Shoe Shop. Extensive improvements are 
being made in front of the store. An entire 
new front is to be installed, new display 
windows constructed and revolving doors 
substituted for the present swinging ones. 
The improvements will cost approximately 
$10,000, store officials said. 


Retail Notes 


Business at the G. R. Kinney store, 118 
East Ohio Street, is good. G. M. Sparks, 
manager, reports sales are far ahead of the 
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1922 figures for the summer season and 
also for the first part of the year. 

R. J. Sutfin, in charge of the I. Miller 
shoe department at the H. P. Wasson & 
Co. store, expects to have his first showing 
of autumn styles on Saturday, August 4. 
Colored suedes, browns, otter, log cabin 
and grays are expected to be in great favor 
among the new autumn styles. 


Shoe and Hosiery Depart- 
ment 


The John D. Brosnan Company, which 
has a woman’s ready-to-wear store on 
North Pennsylvania Street, is preparing to 
add a shoe and hosiery department to the 
store. The company recently took over the 
lease of a millinery concern which occupied 
the third floor of the store. The street 
floor will be arranged for the new shoe and 
hosiery sections. 





DETROIT 


Free Sales of Summer Patterns 


Retail Shoe Business Better than in Previous Years, with 
Indications of Continuing 


USINESS in the retail shoe stores 

during the first two weeks in July by 
far exceeded that of the past few years for 
that corresponding period. Reports from 
many reliable sources confirm this fact and 
merchants anticipate good business for 
the remainder of the summer. 

White footwear for both men and 
women is selling freely. Colored trim- 
mings on white shoes is having some call, 
but has not measured up to expectations 
in this respect. The passing of such bril- 
liant colors as red, green and blue in sandal 
effects has in a way influenced demand on 
whites for women. 


Paying Prices Willingly 


“Business is very good here,” said one 
merchant, ‘Sales are holding up very well 
and there has been no need for clearance 
sales to date, because customers have been 
willing to pay the full price for what they 
wanted. Years ago it was the custom to 
have clearance sales immediately follow- 
ing July 4; then the opening time changed 
to a week later, while now it is usually two 
weeks after July 4. Perhaps the time will 
come when these sales will be held in 
August.” 


Says High Shoes Will Sell 


L. R. James of the E. & R. Store at 
Michigan Avenue predicts a return of 
considerable call for high shoes for men 
this fall, but this prediction was not veri- 
fied in other stores where a big sale of ox- 
fords for fall is considered an assured fact. 
Mr. James bases his prediction on the fact 


that many lines-of oxfords are much 
lighter than in former seasons, which will 
cause men who desire protection to turn 
to the heavier high cuts. It is possible that 
the weather will have a great bearing on 
this question an early fall with bad 
weather will turn men’s thoughts to better 
foot protection. 


A Smart Vacation Window 


A vacation window is the term applied 
to a striking display of sport shoes for 
men at the R. H. Fyfe Co. retail shoe store. 
F. E. Whitelam arranged the window and 
it called for much favorable criticism. The 
floor was imitation grass and an outdoor 
aspect was offered by stuffed birds being 
placed in positions, giving the impression 
that they were making their nests. A 
landscape for a background and foliage 
and flowers also stressed the outdoor ef- 
fect. The various sport models for summer 
wear appeared to have something in com- 
mon with the clever window display, a 
very desirable thought to put across with 
every window arrangement. 


Sherman with Hood Co. 


Joseph Sherman, for many years con- 
nected in the rubber industry, is now De- 
troit representative for the Hood Rubber 
Products Co., Watertown, Mass. The com- 
pany has taken over more warehouse space 
in anticipation of increased business. 





Energy, industry and thrift are twin 
sisters to opportunity—-W. M. Sloan in 
The McElray-Sloan Enthusiast. 


New Shoe Stores 

Brooklyn, N. Y.—Barel Bootery, Inc., 
boots and shoes. 

Brooklyn, N. Y.—T. S. Doyle Co., 
boots and shoes. 

Denton, Md.—William A. 
boots and shoes, etc. 

Hillyard, Wash.—M. D. Simon, boots 
and shoes, etc. 

Berlin, Wis.—J. C. Penney Co., boots 
and shoes. 

Sioux City, Iowa—J. S. Slate, Slate’s 
Shirt and Shoe Store, Norman Paule, 
manager. 


Stewart, 





Chicago Planning for 
Convention 


Never before has the display space for 
the annual convention and exhibition of 
the National Shoe Retailers’ Association 
been sold to the extent that it is sold this 
year. Only a very few scattering spaces 
remain unsold in the main coliseum, and 
nearly all of those which have not been 
definitely contracted for are under option. 

Rochester and Cincinnati will display 
in groups, while last year there were only 
scattered exhibitors from these markets. 
All the other markets, Brooklyn, St. Louis, 
Philadelphia and New England, will again 
be in their regular places with group mar- 
ket exhibits. 





Stone’s Anniversary Sale 


Cleveland, July 25—The Stone Shoe 
Company recently observed its 60th an- 
niversary of entering the shoe business by 
holding an anniversary sale. Thousands 
from this city and Northern Ohio 
were attracted to the sale. Stone’s is 
reported to be the largest retail shoe 
store in the state of Ohio, The company 
has three stores in Cleveland: 312-318 
Euclid Avenue, 1327 Euclid Avenue and 
10508 Euclid Avenue. 





Weddings Inspire Sales 


Cleveland, July 25—June and July 
weddings resulted in considerable business 
for some retail shoe merchants. Merchants 
contend that the bride, while preparing for 
her honeymoon, does not restrict her pur- 
chases in footwear or wearing apparel at 
this important stage of her life. Attractive 
displays of whites, black satins and colors 
served to inspire the brides to buy freely. 


Buyers in Boston 


Boston, July 25—Albert -Gershner, 
buyer and manager of the Chas. A. Kauf- 
man Company, shoe department; Emile 
Hymel, manager of Marks Isaacs shoe de- 
partment; Sol. B. Stern, manager of the 
Boston Sample Shoe Store, Louis Bresler, 
manager of the Boston Shoe Store, and 
I. W. Foster, manager of Maison Blanche 
shoe department all of New Orleans, have 
been recent visitors to the Boston market. 
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More Sales Than Ever Before 


That's the record you Merchants are help- 
ing us to make month after month, and there’s 
only one answer. You must be buying right. 
Of course you are, because our prices are 
from 15% to 30% less than the cost 
to manufacture. Think of it. 


Our offerings are novelties, right in the 
height of style. They're made from Patent 


Women’s Black Skinner Satin One Strap in Baby Louis, | Leather, and from Suede and Nubuck in all 
Cuban and Flapper heels. Sizes 3-7, 4-7, 3-8. Price $1.95. ° ° 
This shoe at the price is an exceptional offering. the colors that Fashion dictates. 


Sold Only In 36 Pair Cases 


but what's 36 pairs at the prices you can 
offer? By your re-orders you're proving it's 
only a drop in the bucket. 
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Our customers know it pays to keep 
posted on our offerings all of the time. 
Hadn't you better visit us or write’ for 
samples? 
Pump. Cuban leather heel wich rabber lit, sees 37, 34 


Price $2.40. Same as above, Goodyear Welt. Price $3.00. 
Same in Black Ooze. $3.25. 


ooo @ 


S. Rosenberg & Son 


No. 460—Women’s Patent flexible McKay Cross Strap, 144 Essex Street 


ish Louis and Cuban covered heel, sizes 3-7, 3-8, D 
— Same in Satin, Black Ooze trim. Price $2.40. Boston, Mass. 
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Dealer Influence is secured thru advertistng in the Boot and Shoe Recorder. 











Dr Scholls Foot-Eazer 


This is the most practical appliance ever devised for the instant and 
permanent relief of tired, aching feet, weak, turning ankles, 
toes, weak or broken down arches, callouses on the soles, corns, bun- 
ions, painful heels and rheumatic-like pains in the legs. 
ties and gives a graceful arch to the instep. No 
larger shoes are required. 


No great skill or preliminary training —_—< 
to fit and sell De Scholte Roasters 4 
jet wig- shynelintebarrnes = pee 
wonderful foot comfort service. It means pres- © 
tige and increased sales and profits. 


Wholesale: $24.00 per dozen Pairs 
Retail: $3.50 per Pair 











~* patented Selfaqusting reature | 
Friction of Foot-Eazer top plate is on under spring 








DEScholls 


Anterior Metatarsal 


Arch Support 


This support is made in five designs and is espe- 
cially constructed to take care of those painful cases 
in the Anterior or Transverse Arch. e plates are 
longer than the ordinary supports and are peculiarly 
shaped toconform to the needsof the metatarsal bones. 

This support is the only one that may be thor- 
oughly relied upon to relieve metatarsalgia, painful 
Morton’s toe and severe cramping and pains through 
the ball of the foot. Callosities, cramping of the toes, 
spreading of the foot and sudden cram e pains 
between the third and fourth toes are symptoms 
of a weakened transverse arch. 

Hardly a day passes but what you come in con- 
- vy 2 — —s foot re. bear —- 

a ine of these supports to be qualifi 
to fit them correctly means satisfied customers, in- 
creased profits and more business. 

Wholesale: Nos. 1, 2,3 and 5, $30.00 Per Dozen 
Pairs. No. 4, $18.00 Per Dozen Pairs. 

Retail: Nos. 1, 2,3 and 5, $5.00 Per Pair. No. 
4, $3.00 Per Pair. 


THE SCHOLL MFG, CO. 


Largest Manufacturers of Foot Specialties in the World 
CHICAGO NEW YORK TORONTO 
213 W. Schiller St. 62 W. 14th St. 112 Adelaide St., E. 


Branches in all principal cities in the werld. 
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First Of All—A Comfort 
Shoe Must Fit 











Easy to wear—easy to look 

at, this is the desirable com- 

bination of qualities which No. 462—KID OXFORD, commonsense 
° ° toe, 7/8 rubber heel, D, E, and EE $2.30 

goes into every pair of 

Gardiner “Quality Com- 

forts.” 35 In Stock Styles. Send 

for Catalog 













There’s a comfortable profit 
in selling these shoes, be- 
cause merchants find they 
“repeat” because they are 
so well liked by customers. 


H. K. GARDINER COMPANY 


PITTSFIELD, N. H. 
BOSTON SAMPLE ROOM - 134 LINCOLN STREET 





No. 402—Kid Stock Tip Oxford, 12-8 Rubber 
OS GR conc bascnckavacicestann $2.65 























Make Your Sport Shoes 
Sell Faster 


Equip them with Air-Peds, the smart new three- 
piece rubber sole. People everywhere are asking 
for them. People know how comfortable, practical 
and sporty these soles really are. _ 
Manufacturers who sell sport shoes to which Air- 
Peds are attached make quick and profitable sales. 
Move your line with Air-Peds. We can ship 
them immediately in any quantity. 
Write now for prices and complete description. 
THE REPUBLIC RUBBER COMPANY 
Youngstown, Ohio 


New York Chicago Philadelphia Minneapolis 
Kansas City Cincinnati Atlanta Pittsburgh 
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COLORED 
CHROME SIDES 











AMERICAN 





HIDE &, LEATHER CO 


2, o J . “7 4 ~ <2 AZ 4 2, 





ye 





()OZE (CALF 


(Reg. Trade Mark) 























Desirable Colors; Grays, Fawn 
and Black; excellent quality for 
good and fine shoe making. 


The Suede (OOZE) finish was 
first successfully done in our 
Lowell Tannery and has since 
kept up its high standing. 


Ask for newest shades. 








PATENT 
ATHER 









































OFFICES AND STORES 
NEW YORK BOSTON CHICAGO ST.LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., LTD., Northampton. England 
CALF AND SIDE UPPER LEATHER TANNERIES 


Lowell Peabody Woburn Chicago 
Sheboygan Ballston Spa Curwensville 
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BARK AND 
RETAN SIDES 
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Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 


Pre-War 
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1. 
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Sole Leather (Price Per Pound) 
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Healthy Tone to Leather Situation 


buyers in the Eastern shoe markets, 

there bas been very close competition 
in the matter of price to secure business. 
This has had the effect of causing leather 
buyers to secure the lowest possible terms 
in making purchases. The tendency to 
hunt for bargains in leather is ill-timed as 
tanners have thus far failed to share in 
the prosperity evident on all sides, and 
are compelled to secure prices which will 
at least show some profit. The extensive 
curtailment of production of leather dur- 
ing recent months does not indicate any 
prospect of materially lower prices. Had 
it not been for the recent break in the 
hide market the probability was for a 
higher level of leather prices all the way 
through. As it is, there have been recent 
sales by the packers of heavy cows and 
light cows, 24% and 2c per pound re- 
spectively, higher than at the end of June. 
This recovery certainly does not mean 
cheaper leather. 


D ESPITE the large numbers of shoe 


More Business in Sight 


The outlook is for a much larger busi- 
ness in leather during the next six months. 
A larger production of shoes is indicated by 
orders which have recently been placed 
and are now being placed. Shoe manu- 
facturers’ supplies of leather are small and 
a large entry into the leather market is 
almost certain to follow. 

The sole leather situation, while quiet, 


shows more inquiry and buyers are in the 
market to cover shoe contracts. It is be- 
lieved that large quantities of sole leather 
will be bought and consumed this summer 
and early fall. There has been a little weak- 
ness of price, but it is expected that prices 
will grow stronger as buying increases. 
Tanners have not any burdensome sup- 
plies of sole leather on hand, and shoe 
manufacturers have nothing to gain by a 
further delay in purchasing. Sole cutters 
are busier with small supplies on hand. 
Packer steer backs are quoted at 5lc to 
55c, per pound; union cow backs 45c to 
48c. Better business is expected on oak 
sole the coming week and tanners are 
maintaining quoted prices. Oak steer 
backs are quoted at 50c to 54c per pound. 
Scoured oak bends at 56c to 85c; oak steer 
and cow backs 45c to 55c. 


Strong Call for Suede Calf 


Some improvement is noted in the upper 
leather market, and this is likely to con- 
tinue until shoe manufacturers get fairly 
well covered on their present contracts. A 
feature of the market is the call for suede 
calf leathers. Tanners of fancy suede are 
far behind on their orders and buyers can- 
not always turn to suede buck as the shoe 
customers have ordered suede calf and 
want it. The prices of same are still quoted 
at 50c to 60c per foot for top selections; 
35c to 45c for medium. Prices on full 
grain calf plump weights and standard 


tannages are quoted at 45c, 40e and 35c 
per foot for the first three selections. 
Lower grades bring as low as 25c, and 
light weights 5c less per selection. Some 
sales of fancy suede have been noted at 
above 70c per foot. 


Side Upper Outlook Bright 


More inquiry is noticed for the many 
finishes of side upper leathers, and a busy 
period is expected from now on. The top 
grades of full grain colored side range from 
28c to 32c and medium selections 20c to 
26c. Cheaper grades and off lots are quoted 
anywhere from 10c to 20c. Larger sales 
of the various finishes of buck are noted. 
Prices for colored buck running from 42c 
to 50c; medium 32c to 38c; lower selec- 
tions from 25c to 30c. There have been 
more sampling orders of heavy sideleathers 
and tanners are holding firmly to prices 
for practically all grades of side leather, 
buck, elk and veal. 


Good Patent Side Demand Likely 


ff is early yet for much improvement in 
patent leather. Tanners look for a larger 
business to start soon. Prices range the 
same for chrome patent sides, 45, 40 and 
35c per foot. Cheaper selections lower 
according to quality. Patent kid is in 
better call at 60c to 75c per foot. 

Kid tanners are not so busy on the ~ 
radical colors, but more inquiry is noted 
on various shades of brown and gray. 
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sINBAc 


Can Fill Your Entire Needs in Shoes for 
Young People from New Fall Line— 
Now Ready for Delivery 


For Baby’s first walk—for the kinder- 
gartener’s first journeys away from 
home—for the youngster’s first rough 
and tumble school days—-for the young 
iady’s first ‘“Grown-up” party—there is 
a SINBAC Shoe that just fits. And 
there are easy profits for you with that 
shoe in stock. 


Send for our new fall catalog today and 
prepare to cash in the big opportunities 
offered in shoes for young people. 


Ac 


SINSHEIMER BRO. . & 
2111-13-15 W. MONRO 


CHI CAGO 











Orle of the many snappy Sinbac Helthy-Fut 
styles for Early Fall: To be had in Jay Brown 
Suede, trimmed in tan calf and also in Black 
Suede trimmed in dull calf. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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First prize winner in the 1923 Hood Canvas Window Display Contest. 
of which Karl M. Amdahl is proprietor. Mr. Amdahl received $150 for his artistic win dow dis, 
Th yt decided that it was the most attractive, and combined the best ‘‘attention getting” value. 
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This is the trim of the Palace Department sg 


Rubber Stocks for Winter Ordered Early 


Retail Shoe- Merchants Guarding Against Shortages Such as Those Experienced 


CUTE shortages in rubber stocks of 

retail shoe merchants, socommon last 

winter due to the long winter and the 
frequent snowfalls, will not be experienced 
again this winter. The trying times spent 
in efforts to replenish the rubber stocks, 
especially the four-buckle gaiter, which 
sold almost as fast as it was put on the 
shelves, are fresh in the minds of almost 
every retail shoe merchant. 

As a preventive against a repetition 
of the happenings during the winter of 
1922-1923, when merchants were obliged 
to take any type of an overshoe and rubber 
in order to respond to the perpetual cali 
for rubbers, many retail merchants have 
already placed substantial orders for rub- 
ber stocks. 


Orders Placed Very Early 

\ survey of the largest retail shoe stores 
in Boston revealed the vital fact that in 
almost every case, orders for substantial 
rubber stocks have been placed with the 
manufacturers. Of course, these orders are 
not for immediate delivery, for that would 
mean that valuable space, either in the 
stock room or store, would be occupied 
with rubbers at a time when there is very 
slight demand. 

Here is the rule pertaining to ordering 


Last Winter 


rubber stocks that seems to be followed by 


most of the large retail shoe companies: 


“Order your rubber stock aboul 
May 15—then you will be safe. 








F. F. WICKES 


Ceneral Manager of Philadelphia branch of Hood 
Rubber Products Co. 


Get your proper sizes and arrange for 
delivery about Sept. 15 or around that 
period. Manufacturers, usually, can 
lake care of shoe merchants subse- 
quent to September in case of unez- 
pected runs on sizes or particular 
numbers. The main thing is to get 
your order in early.” 


Rubber manufacturers in the East, ac- 
cording to shoe merchants, at present have 
all the orders that they can handle in order 
to insure deliveries for the coming season. 


Branch at Philadelphia 


On August | the Hood Rubber Products 
Co. of Watertown, Mass., will open a 
branch store in Philadelphia, in which 
process they will take over the business of 
Simon Miller & Sons, for many years the 
wholesale distributors for the Hood Rub- 
ber Co. in this district. F. F. Wickes, 
southern sales manager, will be general 
manager of the new branch. 

Mr. Wickes served all his business ex- 
perience with the Hood Company. 

His experience covers 14 years in the 
production department, and two years in 
the sales, where his advancement has been 
rapid. 
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Visible Eyelets --- Builders 
of Footwear Confidence 


To you—the retailer—the presence of visible eyelets on shoes indicates 
that a high standard of quality has been maintained in every other detail 
of manufacture. 

To the consumer—your customers—visible eyelets are details of fashion, 
convenience and comfort that are naturally included on shoes of quality 
and true style. 

For both retailers and consumer visible eyelets have created a new 
buying confidence—the retailer confident that he is buying shoes that 
will sell the consumer, confident that he is purchasing shoes that contain 
features which assure lasting footwear satisfaction. ¥ 
If you want to be sure—buy and sell shoes equipped with visible eyelets! 


United Fast Color Eyelet Company 


Boston, Mass. 


) _~aREG i CIEE fe) 
0000 af OVAY ori Tele) 


; ~ Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Recorder Merchandising 
Calendar for August 


August I-11 
Every month has its particular problem. August has several to spring 
on the shoe merchant. Sales, if run too constantly, lose their pulling 
pe and yet some special “‘medicine’’ must be administered to keep 





yusiness moving. What shall it be? 





- 


Try an “Extreme Size” Sale. 

Co over the stock and sort out all sizes below 5B and all above 8B. 
Put special prices on them. Base the price on what you would be will- 
ing to pay for them if you were actually buying them from somebody 
else. 

Canvass your mailing list; send a multigraphed letter to each customer, 
allowing her four or five days to purchase these shoes at the low price 
before announcing the sale publicly. Better write two forms—one for 
women with small feet, and another to those with large feet. 

If you can. get the other merchants of your city to join in a “Cinderella 
Sale,”’ all start the sale at the same time and advertise on the same 
days in the same section of the paper, you will sell more pairs. 








August 13-18 


Have a few new snappy advance fall styles to show; push and adver- 














tise now. 

Keep the store neat, clean, {ree from dust and flies. Change old cartons 
for new. 

Do not trade your show windows for circus tickets—it doesn’t pay. 
Monthly meeting of employees. If you did not have a store picnic in 
July, have one now. Take a day or a half-day off. 


August 20-25 


August is the best month in which to install a new front, new shelving 
or new furniture, or a new stock record system. 


Get ready for fall. Have new backgrounds ready for windows. 











Did you ask your manufacturers to have cuts made of the shoes you 
bought for fall? If not, better do it now. You will want them for your 
fall advertising campaign. 

Better go over purchase records. See how “pairs on order’’ compare 
with “pairs sold”’ last year. 


August 27-31 
Get customers’ statements ready for the mail for personal calls of your 
collector. 
You will need extra money to take discounts in September. Better get 
as much of it as possible from outstanding accounts. Banks charge 
interest. 
Compare trial balance with July, 1923, and with August, 1922. Are 








you gaining or slipping? 
Make out purchase and sales budget for September. 
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Keeping 
WHITE SHOES 


White 


You'll insure better satisfaction with your 
white shoes—and larger gross sales as 
well—if you see to it that a jar of NOVA 
goes out with each pair of white fabric 
shoes. 


OwCl. 


WHITE CLEANER 


removes dirt instead of just covering 
it—because it actually whitens the fabric 
instead of just forming a powder deposit 
on the surface—NOVA is the universal 
favorite among all white shoe cleaners. 














For white leathers, Eagle 
Brand VOGUE Cleaner is the 
one that sells best on reputa- 
tion. 


From Your Jobber or Direct from 


American Shoe Polish Co. 


Manufacturers of a Dressing for Every Shoe 


CHIGAGO, U.S. A. 


Dealer Influence is secured thru advertising in the Soot and Shue Recorder 
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How Much of Your Stock Is Active? 


FEW weeks ago, I was in a store where they 

were getting ready for a big hurrah, clean-up 

sale. Seating was changed around, the center of 

the floor filled up with racks that looked like cow pens; 

bins built all along the ledge on each side of the store; 

big glaring signs all over the place; windows partly 

obscured with big sale bills, etc. For two days the doors 

were locked while there was marking down shoes and 

filling the racks with the merchant’s mistakes that he 
was asking the public to come in and buy. 

That store has a history of more than a quarter of a 
century back of it; it has been the pride of its owners 
and has always been looked upon as the leading, high- 
grade store of the little progressive city in which it is 
located. Never before has such an event as this been 
held within its walls and the citizens of that community 
are asking each other why such methods are adopted 
now. 

The temporary racks and bins were filled with shoes 
marked 69 cents, $1.00, $1.95 and $2.45—shoes that 


cost the merchant from two to ten times as much as 
they were marked to sell for. The shoes left in the 
shelves were all re-priced downward; the newest ones 
only slightly reduced while the older ones were cuit 
more severely. 

The merchant told me how much business he was 
doing and how much his stock inventoried. His turn- 
over on pairs was under two times a year. 

Less than 40 per cent of the stock, by the merchant’s 
own analysis, was active. The remainder was dead 
weight—and getting deader and weightier. Every day 
it represented an accumulation of mistakes covering 
a period of several years. 

Some of the shoes on the ‘cow pens” and in the bins 
were four or five years old---long drawn out toes and 
high French heels. They were all right in their day, 
but their day had long passed. 

Mark down after mark down had been taken at 
inventory so the worst of the shoes did not stand at a 

(Continued on page 81) 


CONDITION OF STOCK THIS YEAR 





| Pairs on Hand 





Men’s High 


| 
Received | Sold Balance 


ge, Parco 


On Order | Last Year 











Men’s Low 








Women’s Oxfords 





Women’s Straps, etc. 








Misses’ and Children’s 





Boys’ and Youths’ 
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Plate No. 1—The atmosphere of tennis, po If and other summer sports enhances the effectiveness of a window 


disp 


laying shoes for those purposes. 


Midsummer Window Displays 


Sales Producing Trims for the Hot Summer Months—Suggestions for Featuring 
Vacation and Outing Footwear 


**In the good old Summertime— 

In the good old Summertime, 

Trim your windows, show the goods 
In a manner fine— 

Altractive setlings, price tickets, too, 
And a very sign— 

Profits and prestige wiil be yours 
In the good old Summertime.” 


URING the hot summer months there is a 

general tendency on the part of many stores 

to slow up a little in their efforts to make the 
window displays as attractive as they do when business 
is better and when the weather is much cooler. 

August brings real summer, and the buying of vaca- 
tion and outing footwear is at its height. Why not get 
the full benefit of this period and display this class of 
merchandise in a manner that is bound to attract at- 
tention and let the people of your city know that your 
store is headquarters for this class of footwear? The 
store that ‘displays its merchandise in the most at- 
tractive manner, amid the most favorable surroundings, 
will be the store that will attract the most favorable 
attention and win the lion’s share of the business. 
"Twas well and truly said that “what a person sees 
makes a bigger impression than what you can tell him,” 
so dress up your windows in such a manner that what 
the folks see will impress them. 


Merchandise Your August Window Displays 

To put the month of August over in such a way that 
it will give a good account of itself on the right side of 
the ledger, the Display man and Advertising Manager 
should pull a steady stroke and feature lines that will 
interest the Go-Aways and Golfing Stay-At-Homes. 

All emphasis possible should be laid on shoes for 
tennis, yachting, base-ball, hiking, camping and bath- 
ing. Dancing shoes, slippers and pumps for use at 
summer resorts should also be featured. These shoes 
should always bedisplayed amid summery surroundings. 

For such displays appropriate accessory decorations 
can be borrowed from your local Sporting Goods Store 
and these decorations will tend to brighten up and set 
off your display in an ideal manner. 

Your regular line of white shoes, oxfords and pumps 
should not be neglected, for Summertime is the time to 
sell white shoes at regular prices. 


Planning Your August Window Displays 


To be as helpful as possible to the many readers of 
the Recorder who are interested in window display 
work we illustrate herewith several effective window 
background suggestions that will make ideal settings 
for the display of shoes, hosiery and findings. These 
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settings are simple, easy to prepare and require very 
little time to install or take out of the window. They 
are also of such nature that by a few simple changes 
they can be made to give good service in future displays 
for other lines of merchandise that you desire to feature 
later in the season. 


Wall Board a Valuable Adjunct in Background 
Construction. 


There is no material that works up to better advan- 
tage in the construction of window backgrounds than 



























































Plate 2—An attractive background for summer outing shoes. 
Other central panels may afterward be used with the same 
side pieces. 








wall board. The reasons of its popularity are the ease 
with which it may be cut out in various shapes for 
panels and side flank pieces, and the ideal surface it 
presents for painting with cold water paint. 

In working up backgrounds about the only tools 
needed are hammer, nails and key-hole saw. The key- 
hole saw is indispensable in cutting out ovals, circles 
and various shaped pieces that are sometimes used in 
the design. With a good supply of wall board, cold 
water paint and wood strips 1% by 2 inches, all of the 
designs illustrated monthly in the Recorder may be 
worked out in an easy manner. 


August Window Display Suggestions 

Plate One. Our first illustration shows a very simple 
center panel treatment for use in the show window. 

The panel is made from a sheet of wall board 32 
inches wide and 61% feet tall. The corners are cut out in 
the shape shown or they may be left square if so desired. 

The panel is reinforced along the edge by means of 
light strips 1% by 2 inches in the shape of a framework. 
The center of the panel is cut out in circular shape as 
illustrated. 

Paint the panel light blue, using Alabastine or any 
other cold water paint. Directions for painting are on 
every package of the paint. The circular cut out is 
backed up with light lattice strips painted gold. 

Place the panel in the center agairist the back as is 
shown. From the side of the panel is draped the tennis 
nets as is indicated. Tennis racquets and artificial 
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flowers are arranged on the panel as designed. Just in 
front of the panel is placed a steamer trunk and golf 
bag filled with clubs. The fixtures may be arranged in 
any manner that suits your merchandising require- 
ments—preferably making unit displays of different 
lots, each at one price. 

Plate Two. This decorative unit is made of two 
pieces uf wall board cut out in the shape shown, which 
are used as the side flank pieces of the center panel. 

The center panel is made by pasting a poster of a 
sporting scene on a piece of wall board and then nailing 
this panel on the two tall standards which are made 
from % inch by inch strips. The strips are then nailed 
to a long box at the base, in which are placed flowers 
and foliage. 

The side flank pieces, flower box and frame for the 
poster are painted a nile green, using cold water paint. 
The two tall standards are painted a dark green. 


Using Side Flank Pieces 


Plate Three. This setting consists of two side flank 
pieces and center panel made of wall board, reinforced 
as explained above and assembled as shown, on a wall 
board base. 

The side panel and frame work of the center panel 
are painted a light lavender tone. Upon the face of the 
































Plate 3—Anyone in the store can cut this background from 
wallboard. Any sign shop can paint it or a suitable poster 
can be used. 


center panel is pasted the marine poster or any other 
suitable scene that you desire. 

Two small wall board boxes are placed in front of 
each side piece and should be the same color as the 
balance of the setting. The little boxes can be finished 
off in gold. Tacked to the back of each box are the 
light lattice strips, which are painted gold. 

Flowers and foliage should be placed in the boxes 
and vined up the sticks as shown. 

Plate Four. This design suggests a novel and unique 
way to feature a one price shoe display for the hot 
summer months. This setting consists of two side flank 
pieces cut from wall board in the shape shown. These 
side pieces should be reinforced as explained and ar- 
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Shoe-Fitting System 


JOHN STROOTMAN, Patentee and Instructor 











A machine is only as good as its 
bearings. Foot bearings, like a 
shaft or axle, carry the moving 
weight. The shaft or axle, when 
not lubricated, will heat and swell 
from friction. So will the foot. As 
the foot has an inner bearing, the 
bones, and an outer bearing, the 
skin, there is a double danger 
when it is not fitted at the arch to 
prevent looseness and friction. 


Sixty years ago, arch pains and toe troubles did not exist as an epidemic 
because the good, old shoemaker took much time in measuring the feet and 
fitting a last, over which was made a snug-fitting shoe that held the arch 
bones together with a gentle but corset-like grip. With no looseness at the 
arch, there could be no parting of the arch bones, no arch pains, no cal- 
louses, no corns, no inflamed skin, no toe friction troubles. That was foot 


fitting. 


After sixty years of the ready- 
made shoe, foot troubles are stead- 
ily on the increase. The problem 
today is shoe fitting; which is the 
reverse of foot fitting. Strootman 
Cushion Arch Molds solve this 
problem by filling the space under 
the arch and heel, thus giving a 
more positive fit than a shoe made 
to fit the foot by measure. They 
mean better and easier shoe fitting, 
less clerical work and more satis- 
faction all around. 


Write for Descriptive Folder 


Berrick Bldg., 


86 Ellicott Street 
BUFFALO, N. Y. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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ranged on each side of the tall center panel, which is 
cut out of wall board in the shape of a thermometer. 

The center panel is painted white and the design of 
the thermometer is painted on in red. The price is 
painted on in black. 

At each side of the setting on the cornice are placed 
the circular signs as shown. The arrangement of the 
flowers and foliage is clearly shown. The side flank 
pieces should be painted a cream color. The vase effect 
on the side flank pieces is obtained by cutting out wall 
board in the shape of bowls or vases, painting them a 
contrasting color and tacking them on the ends of the 
side flank pieces. The flowers and foliage can be tacked 
on the back of the vase and draped over the edge giv- 
ing the effect of a vase filled with flowers. 

All of these designs are elastic in their measure and 
may be used in any size window by simply making the 










































































Working drawing of background illustrated in Plate No. 3. 
A X% by 2 inch Strips. 

B Wall Board. 

Cc ¥ by 6 inch pine board for front and back of base. 
D——2 by 4 inch wood blocks. 

Wall board tacked on strips and reinforced as is shown. 
Always use small brads for tacking wallboard to strips. 


various set pieces in proportion to the size of the 
window. 


How to Construct the Settings 


Plate Five. In the fifth illustration we show in detail 
the method used in constructing and reinforcing the 
window setting explained in Plate Three. This method 
applies to all the settings as far as constructing and 
reinforcing are concerned. 





How Much of Your Stock Is Active? 
(Continued from page 77) 


very high figure on the merchant’s books, but he took a 
terrific loss anyway. 

There are hundreds of stores in the country that are 
in just or even worse condition than this one. Shelves 
groaning under the load of merchandise, and customers 
walking out, unable to get what they might expect to 
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find—‘‘Water, water everywhere, and not a drop to 
drink.” 

Talk about making a profit! No store can make a 
profit operating under such conditions. 


Keep Your Stock Moving 


Profit, if made at all, must be made on merchandise 
sold. No matter what inventory figures may show, there 
is no profit on merchandise on the shelves. 

There are a few remedies compounded in definite 
proportion and taken at regular intervals that will 
alleviate this condition. Here they are: 

First, Budget buying. Now that sounds like a big 
department store dose that would be hard to take. Asa 
matter of fact, it is simple. The first thing to do is to 
divide the store into a few sections. Keep a record of 
the number of pairs on hand at the beginning of the 
month, add pairs received; subtract pairs sold; balance 
will be pairs on hand to start next month. Then add 
another column showing the number of pairs on order 
to come in that month in each department. Also, 
figure for corresponding month last year. 

You will soon find it easy to keep from over-buying. 

Here’s another. If a shoe does not move freely, it is a 
sure sign there is something wrong with it. It doesn’t fit, 
the pattern is bum, the color is not right, the last or 
heel is not pleasing—something wrong; people do not 
want it. Just one thing to do, take a dose of mark down. 
If a pleasing operation is not enjoyed within two weeks, 
repeat the dose; if the dose does not cause them to 
move, enlarge the dose the following week. Sell the 
shoes. They never will get any better or bring any more 
money. 


Sell before They Get Obsolete 


It is time to clean up spring and summer lines. Very 
few of them will be worth 25 cents on the dollar a year 
from now. Sell them now if possible. 

How much are they worth? That’s the question. 
Forget what they cost. How much would you be willing 
to pay for them if you were buying them now? Mark 
the sales tickets on that basis. 

Summer complaint is just about as common among 
merchandise stocks as among people and is produced 
by the same cause—taking something into the system 
just because it looks good regardless of its food value 
or the disception of the digestive organs. 





Better Business in Fall 


Cleveland, July 25.—The Cleveland Trust Co., one 
of the leading banks of the Middle West, called atten- 
tion to the seasonal slump in business in its monthly 
bulletin, but predicted waves of increasetl business in 
the fall. Business in Cleveland is in a healthy condition, 
the report stated and commented on sales resistance as 
a means for inspiring the business man to greater efforts 


in making good. 
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Installation of JUVENILE size American Interlocking Shoe 
Store Chairs at Hofheimer’s, Portsmouth, Va. 








AMERICAN INTERLOCKING 
SHOE STORE CHAIRS 


May be had in JUVENILE Size 


In designing these chairs in the juvenile 
size it was necessary to take into con- 
sideration the fact that an adult would 
frequently have occasion to use the 
chairs. That is, when the child was trying 
on shoes the parent would sit in the next 
chair. The height of the seat from the 
floor is therefore such that although 
affording the child perfect comfort while 
being fitted, it is not too low for comfort 
for the adult also. 

This JUVENILE size in American Interlocking 


Shoe Store Chairs is a first essential in equipping 
the modern children’s shoe store or department. 


Let us help you solve 
your seating problems 


AMERICAN SEATING (OMPARY 


General Offices: 1060 Lytton Bldg., Chicago 
Room 600—119 W.'40th St. Room 394—69 Canal St. 
NEW YORE 


BOSTON 


July 28, 1923 
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Show Card Lettering 
Made Easy As 
Writing 
This is the fourth of a series of lessons that will enable any clerk, 
without special talent for drawing, to make good window and counter 

cards, which will help any store to sell more 3 


BY MAXWELL HELLER 
Art Instructor, Theodore Roosevelt High School, New York City. 


HE layout of a card is the design or arrangement 

of the lettering, picture, decoration and all the 

other elements that go into the making of a show 
card. It is the layout that determines the appearance 
of your card. It may be truthfully said that a sign that 
is well arranged in its elements, will not suffer much 
even with lettering that is not so good. 

So it is well for us to learn something of the principles 
of arrangement. The first thing to consider in laying 
out a show card is the “copy.” By copy is meant the 
words, etc., that compose your card. Carefully plan in 
your mind what you wish to say. Write out the sign in 
as few words as possible. Sentences are not used in small 
signs. Arrange it in lines as you wish it to appear in 
your sign. Decide now what element is most important. 
That is the one to which you should give most prom- 
inence and emphasis. 


How to Emphasize a Word 


The following are a few tricks to emphasize a word 
or phrase on your card: 

1. Increase the size of the type, namely, height and 
width. 

2. Increase the thickness of the type. 

3. Change the style. Use all capitals. 

4. Change the color. 

5. Place it in a large white space, so that it stands 
alone. 

6. Use decoration in connection with it. 


Your written copy will tell you whether to arrange 
for an upright sign or a broad sign. If you have long 
lines of words and few of them, arrange your work hori- 
zontally or broadwise; while, if you have many lines, it 
would be better to arrange for a tall oblong. 


Plan Whole Card in Advance 


The reason that professional signs have that well 
arranged appearance, where everything seems to be 
comfortable and in just the right place, is because that 
artist or letterer plans the entire sign, before he works 
up any part of it. He has a mental picture of the whole 
sign before he begins. He does not work like most ama- 
teurs do, who begin by ruling two lines somewhere 
near the top, and then proceed to letter, then draw two 
more lines, and then again letter, and so on, only to 
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find that they haven’t enough room to get in all their 
copy. Such work always shows that it was not planned. 
Any professional letterer will tell you that it is the 
layout that counts most in a sign. A finely laid out sign 
will command attention even when the lettering is a 
bit shaky in outline or form. But, the best lettering in a 
badly arranged sign will not make an attractive sign. 


How to Start the Plan 


In order to make sure that our sign will not crowd the 
paper, let us arrange for the outside margins first. Let 
these be generous. Do not use a ruler while you are 
planning. Work very lightly, and rule up the plan when 
it is all laid out. In marking off the margins, remember 
that the bottom margin is always the widest. The side 
margins should be equal to each other and about as 
large as the top. (In a vertical sign the top margin may 
be slightly wider than the sides; while in a horizontal 
or broad sign, the top may be narrower than the sides.) 

Draw blocks to represent each element or group of 
words. Be careful to make each large enough to “take”’ 
the letters of the words or groups for which it is planned. 
Do not do any lettering till you have blocked in the 
entire sign. The design which you thus make will de- 
termine largely what your sign will look like. This is 
the time to make changes in the layout. Remember the 
tricks mentioned above. See if you have properly 
grouped the elements, by placing together those blocks 
which belong together, and spacing out those that do 
not. When you are satisfied that the layout is good, 
begin to block in the letters with pencil. This should be 
done in the following manner, or you will waste much 
time, and ruin the surface of the card. 

(Continued on page 87) 
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Finding what yo |t 
Is It a Difficult M ]Ja 


The Shoe Store Service Department of the Boot and 
Shoe Recorder is Here to Help You 








When you want some equipment for your windows or store interior, and are undecided just what to get or don’t 


know just where to get it— 


When you're planning on rearranging your store and would like suggestions on it— 


When you face a question of merchandising expediency and want some ideas based on the experience of other 


dealers— 


When you run up against problems of accounting; of window trimming; of any matters of store policy— 


Write the Shoe Store Service Department, 189 W. Madison St., Chicago, IIl., for pertinent information and 
suggestions. This individualized service is free to all Boot and Shoe Recorder subscribers. 


Equipment— 


If you are opening a new store or refurnishing (possibly 
remodeling) an old one—if you are considering new seating 
or shelving arrangements, show-cases or equipment, send 
us an outline of your requirements. 


Advertising— 


What to advertise, and when and how—if you would like 
the help of experienced and highly successful shoe adver- 
tising men in solving these problems, write our Shoe Store 

Service Department, Chicago. State 





We can give you an idea as to the 
cost of what you have in mind, help 
you in selecting or specifying, and put 
you in touch with the makers of the 
wanted equipment. 


Show Cards 


the types of shoes handled, class of 
trade sought, present condition of 
stock, and describe the numbers you 
particularly want to push. Send sam- 
ples of ads. 


7. . 
Trimming— 

New thought on this subject is always 
wanted. Boot and Shoe Recorder rep- 
resentatives are always out over the 
country gathering the most recent and 
practical ideas for shoe store windows 
and interior trims for all occasions. 
We will gladly help you in planning 
your trims, in determining the right 
fixtures and materials to use, with a 
view to both attractiveness and 
economy. 





Your show cards are your 
spokesmen in the windows. 
They must tell the story well. 
They should be prepared with 
consummate skill and taste. 
If you seek to make improve- 
ment in this respect, write us 
for information. We can rec- 
ommend two excellent serv- 
ices at $4 and $6 per month. 








Record Systems— 


Your stock record systems—do they 
really give you a complete record 
right up to date—a record that you 
may safely use as a guide in buying and 
merchandising? Your sales record sys- 
tem—does it really tell you all that you 
need to know—all the time? If you’re 
looking for some simple and efficient 
forms for these purposes, write the 
Shoe Store Service Department of the 
Boot and Shoe Recorder. 


Window and Interior Lighting— 








Display Fixtures and Decorations— 


Planning effective trims is one thing, and having the various 
things necessary to carrying out your plans is another. This 
department keeps a record of what is being made by the vari- 
ous manufacturers of display fixtures, window backs, deco- 
ratives, etc., and will cheerfully supply any desired informa- 
tion along that line. 


The lighting is an important factor in the effectiveness of 
shoe window displays. For shoes the lighting requirements 
are different from those of dry goods, clothing and other 
merchandise which is set higher up in the window. Likewise 
in the shoe interior, there is need of more light and more 
even radiation on the floor. In applying the correct principles 
for your lighting we can help. 


Shoe Store Service Department, Boot and Shoe Recorder, 189W.Madison St., Chicago 


— 











July 28, 1923 








u need— 


atter? 


What Do You 
Want to Buy? 


Check items in which you 
are interested and manu- 
facturers’ catalogs will be 
sent you. 


OStock Boxes 

OShoe Carton Labels 
oMetal Ceilings 
OValances 

oOWaste Paper Balers 
oOOffice Appliances 
OSales Check Books 


OShow Cards 

OStock Record Systems 
OSales Record Systems 
oStore Arrangement 
OStore Front Construction 
oCounters 

OShelving 

OShow Cases OStore Interior Decorations 
OShow Window Background OWindow Lighting 

OShow Window Decorations Interior Lighting 

OStore Seating oElectric Signs 

oPrice Tickets oAdding Machines 

oCash Registers OPlay-Room Equipment 
oCash Carriers OHosiery Cases & Fixtures 
OStore Fixtures oX-Ray Machines 
OWindow Display Fixtures OFoot Measuring Devices 
oGlass Display Fixtures ORepair Equipment 
oMetal Display Fixtures oDuplicators 

OStore Ladders oArch Supports, Metal 
OHosiery oArch Supports, Non-Metal 
OSouvenirs and Premiums 


Remarks 


Name 
Address _ 


City and State 





Cut out and Mail to 


Shoe Store Service Department, Boot and Shoe 
Recorder, 189 W. Madison Street, Chicago 
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The Query (Column 


Replies to Some Questions Asked of the 
Shoe Store Service Department 


Shoe Store Service Dept. 
Boot and Shoe Recorder. 


Gentlemen— 
Please put us in touch with some firm that can sup- 
ply us with plush for window drapes. 
H. BRUEGGEN & SON, 


Leavenworth, Kansas. 


A NSWE R— Karl L. B. Roth, Findlay, Ohio, carries a 
complete line of window valances and drapes. 


Shoe Store Service Dept. 
Boot and Shoe Recorder. 


Gentlemen— 
I am opening a new store and would like information 
about stock boxes before buying. Send information as 


soon as possible. 
J. D. MEDEIROS, 
New Bedford, Mass. 


A NSWER—The Nashua Coated Paper Company, 
Nashua, New Hampshire, is located near you and will 
be pleased to furnish information and assist you in buy- 
ing the right kind of boxes for your use. 


Shoe Store Service Dept. 
Boot and Shoe Recorder. 


Gentlemen— 
We are interested in Shoe Carton Labels and would 
like you to tell us where we can purchase these. 
GEO. BRUMNER’S SONS CO., 
Lisbon, New Hampshire. 


A NSWER—Tolman Print, Brockton, Mass., special- 
ize on stock labels and are in a position to submit designs 
and give unusual service. 


Shoe Store Service Dept. 
Boot and Shoe Recorder. 


Gentlemen— 
Please have information sent us in connection with 
store front construction for frame buildings. 
EDINGER SHOE CO., 
Watseka, Illinois. 


A NSWER—The Brasco Manufacturing Company, 
Chicago, Illinois, has a portfolio of store front designs as 
well as a catalogue showing in detail the construction of 
their type copper store fronts. They will be glad to send 
you these or any other literature they have. 


Shoe Store Service Dept. 
Boot and Shoe Recorder. 


Gentlemen— 


I would appreciate it very much if you would have 
literature sent me from a manufacturer of shoe store 


step ladders. 
BERNARD KLEIN, 
Pittsburgh, Pa. 


A NSWER—The Milbradt Manufacturing Company, 
St. Louis, Missouri, make rolling step ladders for every 
use in shoe stores. 
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EVERYTHING FOR BETTER LOOKING WINDOWS 


GLASS SHOE FIXTURES 


THEY ARE THE LAST WORD IN EFFECTIVENESS FOR SHOE DISPLAY 


THEY ARE NATIONALLY RENOWNED 


While you are spending your money why not get Fixtures which display your merchandise 
to the best advantage? 


A FEW LEADING POINTS 


They are always clean—They are Unobtrusive—They are transparent and neutral in 
appearance—They are durable—You do not tire of them—They are highly interchangeable, 
consisting of Pedestals of various-heights and a large variety of beautiful Plate Glasses. 


“Trims” either high or low, sparce or full are produced at will.’ 
Cut “C” shows a sample “Trim.” 
ASK FOR CATALOG NO. 18 
which elaborately illustrates the entire line. 
AND ALSO SHOWS: 


a full line of shoe store Furniture, Window Reflectors, etc., etc. 


ASK US FOR A SAMPLE LINE OF “IN STOCK” WINDOW VALANCES 
EVERYTHING IN DISPLAY FIXTURES 
QUALITY — SERVICE — COURTESY 


Visit our Chicago or New York Show Room 


vew xonx sow xoom | "THE HECHT FIXTURE CO. 


70 West 36th Street 


Smt Se Toy Medinah Building, Wells St. and Jackson Blvd., Chicago, III. 
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The whole card should be planned in advance. The 
sketches to the left show three of the rough sketches of 


COEAL YANICFI (CEARANCE SAL cards, all with the same reading matter. 
| a oe] 


L , 


Show Card Lettering Made Easy As Writing _ placing the error. If you work lightly you will have very 
little need for a rubber, and will acquire the hdbit of 
working freely and rapidly. Never use a ruler to make 
Mark Letters Lightly at First your letters. You cannot space properly with a ruler. 
In our illustration we have taken the following copy, 









































(Continued from page 83) 


The important thing for you to know before you 


actually draw the letters is, whether the word will fit 
into the block you have provided for it, and how wide to 
make your letters so that it will fit exactly: The thing 
to do to determine this is to feel for the letters in the 


space, that is, mark out lightly the width of each letter, 


at the same time only suggesting the shape. Give abso- 
lutely all your attention to the study of the widths of 
the letters and the spaces between them. Remember 
what we learned in the lesson on spacing, that all 


letters are not the same width, nor are the distances 
between the ends of the letters equal. It is the areas of GOTHIC FIGURES 


the spaces between the letters that we must equalize. 
Do not space out the letters with dots, but suggest the e 
shapes directly. 

This feeling for the spacing of the letters should be 


done quickly. Work very lightly, so that it will not be 


necessary for you to use a rubber. You can judge be- 
fore you have done half the line of letter blocking, 
whether you will come out all right, whether your letters 
are too broad or too narrow. When you know what your 


trouble is re-space right over your work, without rub- 

bing out your first efforts. In fact your ‘first trial, if ROMAN FIGURES 

left on the card, will assist you in making the necessary Figures to be used with Gothic and Roman Alphabets 
corrections. If you erase it you may succeed only in re- (Continued on page 100a) 
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SlLenco 


REG. U.S. PAT. OFF. 


Fibre Tip Shoe Laces 


“They Stick to the End” 


are better laces for everyone but have a special] attraction 


for particular dressers. 


NO METAL 


in their tips means no metal to get rusty, shiny, broken, 
jagged, or dangerous to hands and garments. And it means 
that GlencoF ibre Tip Shoe Laces always look neat and stylish. 


Main Office and Factory 


Glencairn Manufacturing Co. 


Incorporated in 1908 
Pawtucket Rhode Island 
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Valances 
of Distinction 


The valance is the most important item 
of your window equipment. It is the first 
thing that catches the eye-—from the 
other side of the street as well as your 
own. The valance should make a quality 
appeal. Roth Valances do. You can buy 
to best advantage direct from the maker. 


NOLO). OO) GO) \O)\O)\O) 


JNO) NO)NG) 


Write for our new catalogue showing com- ~ Also headquarters for display pillows 
plete lines of display equipment. 2 and mats. 


As 


ail Write for Catalogue B 
. R. PALMENBERG’S SONS, INC. K ’ i ‘ 

J Established 1852 >) KARL L B RO H 
63-65 West 36th Street, New York Racaniaateaidia 


CHICAGO BOSTON BALTIMORE S\ 
204 W. Jackson Blvd. 26 Kingston St. 122 W.Baltimore St. x — IN ost ~s A dul 


SYBYES 


KOA 


ANA 
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Carl H. Mueller’s booth at a county fair in Texas 


When County Fair Time Comes Around 


various civic and educational organizations are 

held in nearly every community in this broad land. 
These affairs are necessary and desirable methods of 
advertising the community as a whole, but somebody 
has to “pay the freight,” and usually the retail merchant 
is the ‘“Jones”’ that pays it. 

When an affair of this kind comes along, the average 
merchant simply draws a check, a long breath, kisses 
the money goodbye, and tries to forget it. 

Occasionally a merchant is found who is wise enough 
to transform this expense into an investment. 

Carl H. Meuller of Austin, Texas, is one of the wise 
ones who believes in helping these fairs along that bring 
crowds of people into the town, but he also believes in 
getting his money back with interest. 

Every fall the Central Texas Fair is held in Austin, 
and each year Mr. Mueller tries out a new stunt in his 
booth. 

He is in a farming community and so often heard the 
query, “Why are shoes so high when hides are so cheap?” 
that he decided to let the public in on the secret. 

He sent to Carl E. Schmidt & Company, tanners, 
at Detroit, Michigan, and got a lot of skins in the vari- 
ous stages of the tanning process. These were exhibited 
around his booth. The exhibits were numbered, and 
on each was a description of what had been done to the 
raw hide up to that point. In this progressive way he 
showed the public how raw calf skins were converted 
into finished leather, which was not only novel, but 


$ OUNTY fairs, health expositions and benefits for 


gave the public a better idea of the care and expense 
necessary in transforming a raw hide into finished 
leather. 

From a shoe manufacturer he obtained the various 
parts of a shoe, from the smallest tack on through to 
the upper leather, sole leather, lining, etc. Even the 
various kinds of thread used in stitching the uppers and 
soles were on exhibition. 

Step by step the visitors were taken through the 
processes and various operations necessary to complete 
the shoe. 

It was not infrequent to hear some woman exclaim, 
“| never had any idea that it took so much work and 
time to make a pair of shoes. I can begin to see why 
they cannot be sold any cheaper.” 

One side of the booth was used for the display of new 
fall styles in footwear and hosiery. 

Besides explaining these different processes to the 
visitors at the booth, hundreds of booklets were given 
away, which explained these processes more in detail, 
and advertised some of the principal lines carried in 
their store. 

Every child who visited the booth went away happy 
with a balloon bearing the firm’s advertisement. There 
is no better way to reach a household than by pleasing 
the little tots. 

Mr. Meuller was so well pleased with the results of 
this exhibit that he is planning a very much more com- 
plete educational program for the fair which will be 
held in the fall of 1923. 
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White Shoes are 


being worn more 
than ever. 
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CAKE OR LIQUID FORM. BOTH 
ARE POPULAR AND ARE THE 
MOST ACTIVE SELLERS. 


Laing-Harrar & Chamberlin, Philadelphia 


SOLE AGENTS FOR THE U. S. A. 
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Prize Winners at the I.A.D.B. Convention 


4 = 4 


Tacs. 


A window trim contest was one of the features of the recent gathering in Cleveland of Display Men. Here are shown ‘ths 
winners of the first and second prizes. First prize for window al top was awarded to Ray Young, Display Manager of th, 
Harry Katz Co., Oklahoma City, Okla. Second Prize was won by the window at bottom, showing the Florsheim hoeees 
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“Some people are willing to 
take chances, but as for me I 
prefer to stick to Whittemore 
Shoe Polish and not get in 
bad with something I’m less 
friendly with.”’ 


When the following specialties are 
in your stock you will be well set 


for summer business. All are 
ready sellers and profit producers. 


STICK DRY SUEDE CLEANER 


All Colors. Attractively put up. 


TOP NOTCH WHITE CLEANER 


Results Beautiful and Beneficial 


BOSTONIAN CREAM 


For Black, Tan, Blue and Fancy Leather Shoes 


ALBO 


The Cake that takes the Cake as a White Shoe Cleaner 


SHUCLEAN SUEDEDENE 


Liquid White Kid Cleaner Powder Form—All Colors 
and Whitener 


WHITE BUCK POWDER 


Two Sizes—All Colors 


CLEANALL 


Does What the Name Implies 


More than 27 National Magazines carry Whittemore 
consumer advertisements, stirring up business for you 


Send for Catalog and Price List 


WHITTEMORE BROS. 
CAMBRIDGE MASS. 


When your jobber can’t supply you, write us 





O Fal 
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Che Light 
at SaysZoak7 


The salesman who says: “Here is a shoe 
you will like,” will make a sale quicker than 
the one who asks: “What style shoe do 
you want?” 

Good salesmen appreciate the power of sug- 
gestion. 

Your show windows are salesmen with 
unlimited opportunities for making sugges- 
tions. 

A “Pittsburgh” Flood-O-Lite in your show 
window will direct attention to a shoe you 
wish to feature like a pointed finger and the 
spoken word “Look.” 

The “Pittsburgh” show window Flood-O-Lite with its 
even, concentrated center beam, free from trouble- 
some shadows, makes it easy to get most unusual 
lighting effects. 

Simple in construction; light weight and portable; 
easily attached or removed; low in price. 

Attaches by screws or bolts to wall, ceiling or floor; 
ball and socket joint allows spot to be directed to any 
point within a half sphere; adjustment held rigid by 
set screw. A quality article throughout. 

Price $12.50 F. O. B. Irwin, Pa. 

The most convenient and effective means of producing 
colored light in show windows is the “Pittsburgh’”’ 
Color-Lite, used with the Flood-O-Lite or window 
reflectors Nos. 51 and 100. 

Includes four color films—red, amber, blue and green. 
Price $3.50 F. O. B. Irwin, Pa. 

For years we have specialized in show window light- 
ing, and naturally have accumulated a fund of infor- 
mation that is helpful to anyone having window 
lighting problems. This experience is at your service. 
State the length of the glass, distance from glass to 
background, from floor to ceiling, from floor to tran- 
som bar and height of background, and ask for our 
recommendations. 


Pittsburgh Reflector 
@ Illuminating Co. 


406 Bowman Building, Pittsburgh, Pa. 
New York City, 1452 Broadway 
Chicago, 565 W. Washington St. 





“ ” 


 tsbu 


“Pittsburgh” Show Windo 


FLOOD OLITE 
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oT WINDOWS 


AQ are pony eyes of your store 
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give them VISION with this~ 


SE: SHOW WINDOW 
DISPLAY FIXTURES 


For SHOE STORE Windows 


“BIG TIME” Merchandisers have no 
better goods than you. And they can't show 
them better than by means of our fine new 
flexible WINDOW DISPLAY Fixtures 











44 Exceptional Sets of — 
WINDOW DISPLAY ¢ of 
FIXTURES pinico orsieus 


RANGING IN PRICE FROM~ uP 


NOVELTY VASE. An exceptionally 
pleasing unit Price Vase and Floral 
Piece complete $23.90 


STOP! 


Do your windows command the 
passer-by ? 


\ minimum of creative ability with these 
fixtures enables you to design window after 
window that is fresh and sparkling—with a 

magnetic “urge™’ to passers-by that cap- 


ONKEN tures customers and coin 


\ These sets are for exclusive Show Win- 
dow Trims. Very complete, with 
Stands, Pedestals and Plateaus, and 
with interchangeable features. 





FREE. Write for attractive photos. 


1143 West 4th St. 
CINCINNATI, OHIO 





Do they demand their attention? 


: 








Do they compel their interest? 





Through your Jobber or Direct 








Do they do this with an appeal of 
beauty and artistic setting? 





EMIL RUBLACK 


Maker of Artistic 
° PRICE AND SALE 
Dunlap's TICKETS 


Shoe trade my 


$ 9 specialty 
co ee 
> Samples mailed free 
on request. 


Kindly state if a large or 

small ticket or a special 

color is wanted. 
Established 1903 


No. 400 140-142 West Broadway 
Gold Bord B 
as New York, N. Y. 


Write us for our catalogue BR-23 
showing a myriad of designs that 
will make your windows talk dollars 
and sense. 
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L. BAUMANN & Co. 


357-359 W. Chicago Ave. 
CHICAGO 


——— = = 
—-— - - 
_———————— a a 


a a a a a a a a a a a a ae ah ake aie 


a 














_——-— -— = 












































Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





July 28, 1923 


BOOT AND SHOE RECORDER 


NEW YORK 


Favoring Dark Brown Shades 


Log Cabin and Tobacco Brown Meet with Strong Calls 
Among Fall Numbers—Introduction of Flag Blue 


OOD business on whites, good re- 

sponse to clearance sales and a fair 
nibbling at new fall styles are reported by 
the leading retail shoe merchants. The 
fact that the demand for whites has devel- 
oped beyond the expectations of most mer- 
chants is an old story here. Several mer- 
chants report sales of white running far 
ahead of last year and the season as a 
whole has been highly successful. 

In the new fall styles that are getting an 
early showing, demand is running strong 
on black ooze and the darker brown shades 
of ooze and suede. The lighter brown 
shades have had some run, but the demand 
is now swinging strongly toward the to- 
bacco brown and log cabin shades. 


New Shade of Blue 


A new shoe color has been developed by 
Franklin Simon & Company for evening 
shoes. It is “Flag Blue” a vivid shade of 
great depth. This firm is sponsoring the 
color in evening gowns for mid-summer 
and early fall wear and has a generous 
display of satin evening slippers in match- 
ing shades. 

Patent leather is going well for mid- 
summer and there are indications that it 
will carry through into the fall. Plain 
patent tailored oxford ties are being called 
for in some of the higher class stores. 

New Merchandising 
Combination 


What is believed to be the first mer- 
chandising combination of this nature has 
been entered into by J. & J. Slater, the 
well known Fifth avenue shoe store and 
Bonwit-Teller & Company, women’s 
speciality shop. The latter concern, which 
has maintained a shoe department for 
years, has given up the department but 
is still able to satisfy its customers’ shoe 
requirements by an arrangement with 
the Slater organization. The Slater store 
is in the Bonwit-Teller building and an en- 
trance is being constructed from the main 
floor of the Bonwit-Teller store to the 
main floor of the Slater store. 

This will make the Slater store, so far 
as Bonwit-Teller customers are concerned, 
a department of the specialty shop, at the 
same time detracting nothing from the 
individuality of the Slater store. Slater 
shoes are to be merchandised exclusively 
and no Bonwit-Teller shoes are to be 
carried. At present the Slater orranization 
is running a special sale in vwbich all 
Bonwit-Teller stock is being cleared out. 

The arrangement involves no combina- 
tion of finance or merchandising control, 


according to John Slater. The proposition 
for such an arrangement was broached to 
Mr. Slater some three years ago but it was 
only in the last few months that he con- 
sidered it seriously and finally decided to 
acquiesce. 


Entrance Finished in Gold 


The new entrance comes into the Slater 
store about half way back from Fifth 
avenue on the north side of the room. On 
the Bonwit-Teller side, the entrance into 
the Slater store is located alongside the 
elevators and between the elevators and 
the millinery department. The entrance 
facing the Bonwit-Teller side is being 
finished in gold to conform with the gen- 
eral decorative scheme of the store, while 
the Slater side will be in mahogany to 
match the Slater fittings and decorations, 
The short passageway between will be 
done in white, a neutral color to facilitate 
the transition. 

In addition to the Bonwit-Teller stock, 
the Slater store is clearing its own spring 
and summer stocks in one of the most 
successful sales in its history. On several 
occasions salesmen have been stationed at 
the door to turn away customers because 
every available seat in the fitting rooms 
was occupied. 


Meade in Europe on Wager 


James E. Meade is off again. This news 
will cause a ripple of interest among New 
York and Brooklyn retail shoe merchants, 
as Meade is well known for trying all 
sorts of out-of-the-ordinary stunts. A 
couple of years ago, when clamor against 
shoe prices was at its height, Mr. Meade by 
a special arrangement with the govern- 
ment sold a large quantity of surplus army 
shoes at a low price in an effort to aid the 
poor in their fight against the rising cost 
of living. ; 

Every once in a while Mr. Meade feels 
the urge to pull a new stunt. His Christmas 
charity sales, in which he not only throws 
a large amount of his own stock into the 
sale at cost price, but rounds up contribu- 
tions of surplus stocks from manufac- 
turers and then turns the entire proceeds 
over to a Christmas charity fund, have 
made him an outstanding figure in the 
shoe and social service world. 


Touring Europe for $500 
Mr. Meade is fond of travel and his 
latest venture is in that direction rather 
than in the field of shoes. He has been to 
Europe several times and boasts of his 











Where to Buy 


Women’s Shoes 

















BLEECKER STYLES 


Are the last word in footwear 
for stylish women 








Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 


Boston Office 
207 Essex Street 





FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slip; and 
pumps in the latest designs and finest be hers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 











J.W.BARNARD & SON 


Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 
for Ladies 


IN STOCK 








STOCKBRIDGE SHOE COMPANY 


HAVERHILL, MASS, 
=USAY 








DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 











N? matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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Men’s Shoes 




















BOSTONRANS 


Commonweawa Suoe & Learner Co. 


WHITMAN, MASS. 








One Pair 


Sells 
Another 














M.A. PACKARDCO., maw QP) 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N. Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton. Mass. 
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ability to travel at a cost that others be- 
lieve is impossible. A few weeks ago Meade 
was in his club, listening to a friend com- 
plaining of the high cost of travel in 
Europe. The friend had just returned from 
a trip that cost $20,000. Meade declared 
that such a large expenditure was unneces- 
sary. The outcome of the argument was 
a bet on the part of Mr. Meade that he 
could cover the same itinerary at an out- 
lay of $500, including steamer fare both 
ways. If Meade loses he is to donate 
$5,000 to charity. If he wins, his friend, 
whose name Meade refused to divulge, will 
donate the $5,000. 

Meade sailed on the President Van 
Buren on July 18 and will return in 
September. His tour will take him to 
England, Paris and the French battle- 
fields, Switzerland and Italy, returning to 
Cherbourg for the start home. 


Tribute to Addison G. Hanan 


In respect to the late Addison G. Hanan, 
of the Hanan & Son Shoe Co., who died 
last week, retail shoe stores operated by 
the company in the large cities through- 
out the country, closed on the day of the 
funeral, Wednesday, July 25. 
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Sig. Rothschild Visits 


Sig. Rothschild, president of the Barnet 
Leather Company, Inc., of Massachusetts, 
has been visiting the executive offices of 
the company in New York, making a visit 
to the tanneries at Little Falls, N. Y. 


Credit House Host 


The Credit Clearing House, which re- 
cently moved to larger quarters in the 
Grand Central Terminal Building, ten- 
dered a luncheon to members of the Shoe 
Manufacturers’ Board of Trade of New 
York, the organization of Brooklyn pro- 
ducers, on July 25. The luncheon was 
served on the balcony of the Credit Clear- 
ing House offices. The concern’s method 
of credit checking was explained and the 
guests were conducted through the offices 
and given first hand information on the 
workings of the system of checking, 
authorizing, etc. 


Max Goldberg Home 


Max Goldberg, 135 East Houston Street, 
recently returned from an automobile tour 
to Chicago. He attended the 50th anniver- 
sary of his parents’ marriage. 


BOSTON 


Clearance Sales on Summer Stocks 


Some New Fall Patterns in More Subdued Shades Received 
—Whites Holding Up Well 


LMOST every retail store in the city 

held clearance sales on summer stock, 
commencing with the week of July 16 and 
business at the close of the week on July 21 
was reported good. A few stores put on 
sales commencing July 23. Although retail 
shoe merchants enjoyed very good busi- 
ness during June and the first two weeks in 
July, clearance sales were held to clean up 
on odds and ends, and slow sellers and ‘to 
make room for the broad line of patterns 
for fall. 

White footwear has been selling very 
well, both kid and buck being popular. 
White canvas shoes have also sold freely. 
White stocks are pretty well depleted in 
most of the stores and many merchants, 
who, in early summer were reluctant to 
predict a good white season because of the 
lateness of seasonable weather in arriving, 
are well satisfied with the result. Frequent 
intervals of good, hot weather have been 
the direct cause for the good white season. 

Beige, champagne, field mouse and 
shades of brown, leaders since early sum- 
mer, maintained their popularity during 
the week ending July 21 and sold well. In 
most every store there is a striking similar- 
ity in the report of the merchant on the 
volume of business subject. ““We are doing 
better than a year ago,” is the text of al- 


most every proprietor’s answer. And this 
success in one way is attributed to the 
persistent demand for colors, whereas in 
former years merchants lacked such a 
broad and attractive line to attract the 
consumers. 


New Fall Patterns Arrive 


Some fall patterns have been received 
by merchants, but they are not in display 
windows as yet. Sturdier shades, such as 
log cabin and dark suedes, including 
black, wiil be featured prominently for fall 
wear. Patent is going to be worn exten- 
sively and black suede trimmings on shoes 
of subdued tones will be generously ap- 
plied. 

A field mouse sandal effect, 
with log cabin, makes a pretty fall num- 
ber. The cut-out is not so pronounced as 
on summer models. 


trimmed 


For Bottle Green Costumes 


Merchants, in anticipating the promin« 
ence that bottle green shades will be given 
in costumes by women, predict patent 
leathers, dark suedes and leathers of dark 
hues to match with the green. 

An indication, standing out conspicu- 
ously as proof that the summer stocks in 
women’s footwear have sold very well, is 
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that some of the stores will not allow their 
clearance sales to continue for long periods, 
whereas in previous years clearance sales 
sometimes lapsed into late August. 


Men Buying Brown Shades 


Men are buying more light tans and 
medium shades of brown shoes and busi- 
ness during the week ending July 21 was 
good. White canvas shoes, presumably 
for wear at summer resorts, are meeting 
with favor and shoe men predict that as 
long as the vacation season continues un- 
der favorable weather conditions, this 
type of shoe will sell well. 


Norman & Bennett, Inc., to 
Have New Factory 


On October 1, Norman & Bennett, Inc., 
who since 1876 have specialized in the 
manufacture of sport shoes, will move 
from their present quarters, which they 
have occupied for 32 years, to a modern 
factory on Wareham and Albany Streets. 
The factory has been recently overhauled, 
new plumbing, sprinklers and ventilating 
systems installed and is, therefore, thor- 
oughly modern in every respect. 

The factory is of heavy mill construc- 
tion and has six floors, each 50 feet wide 
by 150 feet in length, and flooded with light 
on all sides, with one slight exception. 
Likewise, the factory has its own power 
and heating plant. General offices and 
ladies’ rest-room are to the right of the en- 
trance on the first floor and private offices 
on the left, with the entrance on 90 Ware- 
ham St. 

Exceptional facilities for receiving and 
shipping are afforded by the new quarters, 
and will be accessible from Albany Street, 
as well as another entrance at the rear. 
W. C. Habberley, president and treasurer 
of Norman & Bennett, states that the new 
move will not only largely increase their 
production capacity, but enable them to 
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manufacture much more economically. In 
addition to the very high grade product 
for which this house has always been noted 








W. C. HABBERLEY 
President and Treasurer of Norman ¢ Bennett, Inc. 








Where to Buy 


Men’s Shoes 











Men's Suoes ~HANp TAILORED 


WHEN ~— Visit Us 
WHEN IN Your Town We Wizz Visit You 











a line of slightly more popular priced shoes 
may be added with the new space which 
is afforded for it. 


Donnell in Europe 


W. Arthur Donnell of Donnell, Carman 
& Mudge, leather merchants, sailed re- 
cently for Europe. 

The H. G. MacDougall Co., for 18 years 
at 19 Lincoln Street, where it sold shoe 
manufacturers’ goods, recently moved into 
new and much larger quarters at 39 Lin- 
coln Street. The company occupies an 
ideal building on the street floor which 
allows an enlarged business to be handled 
quickly. 


After October 1, Norman § Bennett, Inc., manufacturers of sport shoes since 1876, will make ils 
home in this building at Albany and Wareham Streets. 


Stock Dept. 5 


Is at Your Service 


‘THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 
Every Wednesday and Friday 











FREDERICK S. PECK 
Worcester, Mass. 


Men's and Women’s 
Spert and College Shoes 
Boston Salesroom 
207 Essex Street 


WORTtESTER 
HOWARD & FOSTER CO. 


Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS 

















Lynchbé 


Lrg Virginia 





PULLMAN TRAVELING SLIPPERS J 
better*than ever pote ye Boe fit 
tor~owners of Thade Mark Pullman’ 
CABERETAT = 15, 
GLAZED KIT si od 
Colorr Black and Brown 
full sizes 3 toll in Stock 


ublgGUSTINGO, J 
“Che 
CoN s ho 


FOR MEN 








Carried Stock 
ll South Stree 


snocx Ton 
CO-OPERATIVE 
ae & 1 
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Where to Buy 


Men’s Shoes 




















PARISTYLE FOOTWEAR MFG. CO. INC. 
41-45 Washington Ave., Brooklyn, N: Y. 
HIGH GRADE MULES AND D’ORSAYS 


Made of Satin, Quilted Satin, Embossed 
Leather, Tinsel and Brocade. 


Prices from $23.00 per doz.up “ 








FOR MEN OM THEIR FEET 
THIS SHOE CAN'T GE BEAT. 


ED © EMERSON wine! 








BROS . SHOE 
FINE SNOEMAKERS 
BROCKTON 
MAS&S. 


USA 











Where to Buy 























Men’s and Women’s Slippers 
in Medium and+ 
if GRADE 


Nic OR SLIPPERS 


dll styles made oy Dometic and 
Imported Satin Brocadesand Metal Cloths 


pe GUST ING. new om of 


pe 


BEST-EVER 
Soft-Sole Leather 
Boudoirs and Novelty 
Kimona Sandals 


Write for Prices 
BROOKLYN, N.Y. 





Of the 
better 
Grade 


For the 
better 
Trade 





BEST-EVER SLIPPER CO., Inc., 














Where to Buy 


Boys’ Shoes 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
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BROOKLYN 


Plentiful Orders for Fall Styles 


Straps and Gorings Have Lead—Increase in Demand for 
Plain Oxfords 


ROOKLYN manufacturers are swing- 

ing into the fall season in good shape. 
Orders are coming in from road salesmen 
and there has been an increase in show 
room buying in the last few weeks. Some 
of the larger factories are almost booked 
to capacity until October 1. Few of them 
care to sell much beyond that date at any 
rate just now. They are awaiting any 
further style developments. 

The producers in this section are stick- 
ing fairly close to the style trends de- 
veloped at the Brooklyn Style Show and 
the Boston Show. Straps and gorings have 
the lead at present. Demand for plain ox- 
fords is growing stronger in the factories 
making welts. There is no talk of high 
shoes for fall wear and many factories 


have no samples in them, beyond the old- 
time staples that have a certain call from 
year to year. 

A considerable quantity of black ooze is 
being used by manufacturers and some of 
them expect black to nose out the brown 
shades before the season is finished. Black 
satin also is a good seller with some of the 
manufacturers. 


Trend Toward Lower Heels 


Heels are trending toward a lower basis 
for street shoes, even in turns. The French 
and Spanish heels are in slight call. The 
popular heel height is now from an inch 
and a half to an inch and three-quarters in 
the covered Cuban style. 





Walk and Be Healthy! These three girls are to walk from coast to = 


demonstrating foot comfort and the shoes of I. 
rooklyn, 


Miller § Sons, Inc., 
|S 








PHILADELPHIA 


Manufacturers Making Many Tans 


Some Orders for Fall in Black and Brown Oxfords— 


Strap 


Patterns in Demand 


HOE factories here generally expect 
fancy patterns to continue over into 
fall shoes. While in some quarters it is 
said that a large part of the hesitation of 


the retail merchant in his fall buying is 
due to a hope of more standardization 
in shoes, there seems to be little doubt 
that the novelties will continue to be 
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popular. While the fancy patterns will 
continue to be worn, it is the consensus 
that the brilliant colors of the summer are 
a thing of the past. The red, green, and 
blue shoes of the past few months are now 
being offered at clearance sales for prices 
as low as $1.00. 

One factory reports receipt of some or- 
ders for fall in black and brown oxfords 
and a few for boots. In-stock business is 
better than the buying for fall. Another 
factory reports browns and white buck 
selling very well. Demand for white kid 
is quiet. While demand for white canvas 
is not exceptionally active its sales are 
said to compare favorably with those of 
last year. This factory reports a tendency 
for double stitching to take the place of 
perforations. A factory which concentrates 
on men’s and boys’ shoes says that demand 
last year was 75 per cent for high shoes 
and 25 per cent for low. It expects this 
same ratio to apply this year unless the 
weather should be very severe. In this 
case the percentage of high shoes will show 
a tendency to go higher. 


Strap Patlerns for Fall 


Good trading in various one-strap and 
cross-strap patterns is expected in fall by 
a manufacturer of high-grade shoes. Ooze 
will be in active demand. The big call 
will be for tan. Trading in black is not 
expected to show much life. 


Fair Activity in Glazed Kid 


Glazed kid merchants report they are 
picking up a little business for fall. Both 
the lighter shades of brown and black are 
being asked for. When factories increase 
their production the glazed kid trade will 
get some nice business, according to 
dealers here, as factories are not carrying 
any stocks. The hand-to-mouth buying 
necessitated by the popularity of the 
colored skins during the past few months 
kept stocks cleaned up. Field mouse is 
becoming more active. It is said that the 
trade in general feels prices are too high 
and that there will be considerable hesi- 
tation before making further advances. 


Wholesale Trade Spotty 


The wholesale trade is spotty. Buying 
for fall still proceeds hesitatingly. There 
is some good trading in whites, with buck 
and kid the favorites. Cut-outs in various 
strap patterns are the best sellers. One 
wholesaler reports a continued slight de- 
mand for reds, greens, and blues in cheap 
shoes: Tan is expected to be the predomin- 
ating color in fall. Black patent leather is 
being pushed, but is said to be meeting 
with a more or less indifferent response. 
The only possibility of an advance in 
prices seen by wholesale merchants lies in 
the fact that tanners are running on a 
hand-to-mouth basis and are not laying 
up any stock. If the trade should pick up 
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rather suddenly there might be a stiffening 


in prices, 


Sole Leather Market Quiet 

The between-seasons lull in the factories, 
the idleness of the repairmen, and the con- 
cessions which tanners continue to offer 
are chiefly responsible for the persistent 
inactivity in the sole leather market. 
Heavy leather and extremely light leather 
are being asked for. Medium leather is a 
drug on the market. One tanner says 
stocks of heavy leather are increasing. 
Neither the factories nor the finders are 
carrying any stocks of leather. Tanners 
say that if there should be any increase in 
factory production or any improvement 
in the findings trade, trading in sole 
leather would become quite active. 


Retail Offerings 


Retail shoe stores are unloading a vast 


variety of shoes in clearance sales. The 


offerings include blacks and _ browns, 


whites of various leathers and patterns, 
and shoes of red, green, blue and other 
fancy colors. Prices are as low as 50 cents 


a pair. 


Strawbridge and Clothier recently fea- 
tured a sale of strap pumps of patent and 
dull leathers and oxfords of tan calf and 
black kid. They had both welted and 
turned soles. Included in the same sale 
were sandals of red, blue, and green glazed 
kid, patent leather and red morocco strap 
pumps, and sandals of tan calf, patent 


leather, and gray buckskin. 


The John Wanamaker store is offering 
children’s barefoot sandals of white eik 
leather with flexible chrome leather soles. 
This store is also offering tan calf sandals 
with leather soles. This store is offering a 
white reignskin oxford with medium round 
toe and Cuban covered heel and a one- 
strap pump of white nubuck with cut-outs 
on the vamps and sides and low rubber 


heels. 


Blauner’s store is offering a collection of 
low shoes in patent, tan and black at $1.00. 

Snellenburg’s store is featuring a sale 
of women’s and misses low white shoes at 
$1.49. The lot includes Egyptian sandals, 
lace oxfords and buckle or strap pumps 
with military, French, or low flat heels, in 


white canvas. 


The Walk-Over stores have reduced 


several thousand pairs to $6.90. 


The Newark Shoe Stores Company is 
featuring its shoes at the reduced price of 


$3.50. 


Included in Endicott-Johnson’s pre- 
inventory stock-reducing sale are women’s 


low shoes in all colors, men’s oxfords and 
children’s white canvas sport oxfords. 

Frank and Seder’s store is offering a lot 
of red, green, and blue sandals. } 


Geuting’s stores have reduced their 
greens, blues, champagnes, and combina- 


tions in various cut-out, strap, and sandal 
effects. 
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Children’s Shoes 




















BALLET SLIPPERS 
IN STOCK 
Order ahead for fall. Nov- 


straps to retail at popular 

prices. Write for samples. 

Oriental Slipper Co., Inc. 
118 Phoenix Row 
Haverhill, Mass. 














FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
ractory. DR.A.POSNER SHOES INC. 


BROOKIVN, NY. 140 W. BROADWAY NE 




















Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHIIESTER, N.Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 











‘Bonita’ Shoe * Baby 


TURNS and SOFT SOLES 
In Stock 
Send tr Catalog 

AH Maertin@ 


Meher ROCHESTER NY 











Where to Buy 


Ballet Slippers 

















owling 














BALLET SLIPPERS in Stock 
Endorsed by the Worid’s Prominent Dancers 
BLACK KID SORE TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 
I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 














Where to Buy | 





J. R. BEATON CO. 


Inc. 
331 Fourth Ave. New York City 


CHICAGO 

227 West Jackson Bivd. 
ATLANTA 

326 Peachtree Arcade 
BOSTON 

99 Chauncy Street 





‘AS You 
LIKE IT” 




















HOLL Ywoop) 
HOSE 
Reg. U. S. Pat. Off. 
Guaranteed full fashioned 
Let Your Jobber Carry Your Stock 
Harrington Waring 
41 Union Sq. W. New York 











Where to Buy 


Engraving and Printing | 

















Ae HOWARD PRINT Sac, ; 
PRINTIN G 


At. mE 


,SHOE TRADE 


> 








> UNIVERSITY “4 
Ector FOUNDRY 





, 


or, Hoe 


ABELS 


AMPLES — 
ana By 55 yt most of ihe 


ASK FOR < (Grhons 


We Creal 
TOLMAN PRINT, INC. 


PLANT: GR “ N. MASS 
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our Special Printing Service for 
the Boot and Shoe Trade 
201 South Street Boston, Mass. 
Telephone Beach 4960-4961 
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LYNN 


Large Volume of Business Ahead 


Fall Buying Based on Broad Variety of Low Cut Shoes— 
Straps Strong Type 


YNN shops are making a brisk start 

on the fall run, some with a larger 
volume of business than they expected. 
Good orders were booked duringthe Boston 
show, and salesmen who followed up buyers 
sent back more orders. The buying is well 
spread out over a wide variety of types of 
low cut shoes. 

Lasts show no major changes, except 
that of refining the lines of them, to make 
them more graceful. Sides are built up a 
bit more, and that’ may be either last 
making or pattern making, or both. A 
good illustration of this change is to be 
found in some new strap styles. The sides 
have been built up so much that straps 
bave been shortened. 

“Straps look to us like the best type of 
shoes for fall,’’ says one sales manager. 
“They have stood the test of several 
seasons. Yet it was only the other day that 
we realized the ease with which strap 
styles are fitted; by setting over a button 
to lengthen or shorten the strap. It is the 
simplest thing in the world to do.” 


Lattice Work in Oxfords 


Lattice front oxfords are popular. Welts 
such as the college types and sport models 
with heavy soles and the feather types 
with light edges are showing gain in sales 
volume. 

“But,” says a manufacturer of both 
welts and McKays, “it seems to me that 
our gain in fall business is coming more 
largely on McKays than on welts. This 
circumstance is due to wood heels, which 
are wanted by young women of large 
cities. The wood heel is neatly attached to 
the McKay, and the completed shoe is 
dainty in looks, and light in actual weight, 
and such are the shoes that our customers 
are buying these days.” ; 


Factory Full of Styles 


As full of styles as the honeycomb is 
full of cells! That is the way it was at the 
factory of Murphy, Gorman & Water- 
house, when the correspondent went there 
in quest of shoes and styles. And, to carry 
on the simile, the workers in the sbop were 
as busy as worker bees in honey time. 

Styles to the right, styles to the left, 
styles everywhere on the benches, an 
ever changing panorama of new coming 
types of shoes—straps by far the more 
numerous, a few gores, new lattice ox- 
fords, some button fastened, some plain 
oxfords, some sport oxfords—suedes and 
satins, patents and dulls, smooths and 
grains, and so on through the materials. 

The array of shoes was arranged in an 


orderly system, for each pair of shoes is 
numbered and tagged, and Mr. Murphy 
can put his finger on any pair desired, in a 
jiffy. Mr Murphy said: “‘Every girl seems 
to want a different style of footwear these 
days. That is why we have a hundred and 
one different kinds of shoes going through 
the works at one and the same time. 


Styles for All Sections 


“‘Here, for instance, is one shoe for the 
New York trade. It is our new double 
collar, double strap pump, which we have 
yet to name. Now here is another new shoe 
for our friends on the Pacific Coast. We 
sell from Maine to California, and for each 
section we make a different type of shoe. 
The main style theme may correspond, 
section by section. But there are variations 
in fit as well as in style details. This style 
last, with its snug fitting slim heel, sells in 
one city. This style last, with a thicker 
heel, sells in another city. 

“Tt all seems to prove that novelties are 
here to stay. No longer does the Ameri- 
can girl look upon her feet as sometbing to 
be hidden from view, Feet are now adorned 
in gay array. Even in the coming winter 
light and dainty footwear well be popular. 
All of which,”’ concluded Mr. Murpby, 
“shows that the shoe trade of today is just 
one change after another.” 


Good Fall Business 


At the factory of Cruise-Sullivan it 
was another story of activity in shoes, and 
of style after style in shoes going through 
in endless array. Mr. Sullivan, just home 
from a trip among big cities, brought with 
him orders to keep the factory busy until 
October 1. Most of them are on samples 
sbown in the recent Boston market, es- 
pecially at the style show. 


Commenting on Styles 


“Speaking of styles,” said Mr. Cruise, 
“I believe that we are getting a bigger and 
a better business because women know 
more about shoes. Women are thinking 
more about shoes, and thet is why they 
are buying more of them, and better style 
shoes, too.” 


New Wood Heel Co. 


The Cruise Wood Heel Company, in- 
corporated recently with a capital of 
$25,000, has fitted a factory at 7 Willow 
Street tomake 500dozenpairsof wood heel 
shoes daily. Richard J. Cruise and William 
A Sullivan, both of Cruise-Sullivan Shoe 
Company, and Merton E. Ober and 
Henry A. Langlois make up the new firm. 
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FEBRUARY SALE 25% REDUCTION 


and have made threesmall layouts. Wemight havemade 
many more. It is a good idea, when you are planning a 
sign, to make a few sketches and to work up the one 
that looks best. Note that in each of these sketches the 
blocking is done free hand and the letters are merely 
suggested; nevertheless, you get a very accurate idea 
of what the sign will look like. 

Finally, remember that the layout is the design of 
your sign, and just as the design of clothes, furniture 
and every thing determines its appearance irrespective 
of the material and workmanship, so the layout of 


$249 
$2.49 


The second price mark is better because it is 
cleaner and seems a smaller sum 


your sign is the big thing, not the details of the lettering. 
You eannot spend too much time on the layout. 


How to Make Price Cards 


Study the figures in the illustrations. Note that 
there are two series—one for the Gothic lettering, and 
another for the Roman. Practise making these figures 
till you know them: In making a price, it is better to 
make the dollars large, and both the dollar sign and 
-the cents smaller. It makes the price readable at a 
glance, besides making it look like a smaller amount. 
See the difference between the $2.49 lettered both ways 
in the illustration. 

To make large, thick letters and figures with the pen: 
Use the bigger pens. By placing one or more strokes 
alongside of another, as we did in making the Roman 
alphabet, we can make a letter or figure as thick as 
desired. In these heavy letters and figures, remember 
that though the parts are thickened, the shape as a 
whole is not different from the single stroke letter or 
figure. 

Size of Card Stock to Buy 

Let us suppose that you want sixteen price cards for 
interior displays. You ean cut sixteen cards 544x7 
from a sheet of cardboard 22 x 28 which is a standard 
size. This size card is therefore called one-sixteenth. 

First divide your card with a pencil into two parts. 
Now divide these halves into quarters, and the quarters 
into eighths, and the eighths into sixteenths, giving 
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you sixteen cards 544x 7. A good method of ruling so 
that all the cards will be lettered uniformly is to make 
a block layout on a piece of stiff paper the size of the 
price card. Cut out these spaces or blocks with a sharp 
penknife, and you will have a stencil ready for use. You 
then place your cut out on each card, and trace the 
blocks. Now sketch in the words and figures in the 
spaces provided for them. Carefully ink your sketches 
and you will have sixteen uniform cards. 





Fred Coleman, Vice-President of Fenway 
Shoe Mfg. Co. 


Boston.—Fred T. Coleman, who for a number of 
years traveled for the Thomson-Crooker Shoe Co. and 
the Watson Shoe Co., has now become affiliated with 
John Englert in the manufacture of a high-grade line of 


FRED T. COLEMAN 


Vice-President, Secretary and Sales Mana- 
ger of the Fenway Shoe Mfg. Company, 
Roslindale, Mass. 


women’s turn shoes. The name of the concern is the 
Fenway Shoe Mfg. Co., with factory at 41 Poplar 
Street, Rosindale, Mass. Mr. Englert is president and 
treasurer; Mr. Coleman is yice-president, secretary 
and sales manager. 

John Englert has been State Congressman and Sena- 
tor for the past six years. He has had fourteen years of 
factory experience in producing a fine line of women’s 
turns. 





Retail Merchants’ Outing 


New Bedford, July 24. The annual outing of the 
New Bedford Retail Shoe Dealers’ Association was 
held July 18 at Fort Phoenix, Fairhaven. Approxi- 
mately 250 attended the event, 50 retail shoe stores 
being represented. A baseball game and other sporting 
events were held. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 

















BUSINESS CHANGES 


Pell City, Ala.—R. Green, boots and shoes, etc., 
removed to North Birmingham, Ala. 

Peublo, Colo.—Brown Hyde —_" Co., 506 
North Main Street, boots and shoes, E. "Hyde 
retired and style changed to Brown Shoo Co. 

Soperton, Ga.—J. J. Moring, general 
chandise, recently commenced business. 

Rock Island, [li.—Black Hawk § a ly C ron boots 
and shoes, etc., incorporated, capita $135 

Elwood, Ind.—John G. Lewis, boots . ond aoe, 
reported sold or closed out business. 

Bangor, Maine—A. 0. Yates Shoe Co., boots and 
shoes, reported sold or closed out business. 

Worcester, Mass.—Bancroft Shoe Store, 105 
Franklin Street, boots and shoes, Max Grace 
coperted retired. 

Natick, Mass.—Jones & Murray Co., manu- 
facturers of boots and shoes, reported Horace W. 
Murray retired and name to be changed to George 
R. Jones Co., Inc. 

Malden, Mass.—Charles F. Slocum, boots and 
shoes, reported succeeded by Harry and Abraham 
Levinson. 

Danvers, Mass.—Ideal Baby Shoe Co., shoe 
manufacturers, reported recent A increased busi- 
ness, capital $100,000, incorporated 

Elizabeth, J.—H. Richmond & Son, 46-48 
Broad Street, boots and shoes, etc., reported suc- 
ceeded by H. Richmond. 

New York c ~* H. Grace Co., im- 
porters and exporters, incorporated, capital $200,- 


000. 

Mack's Boot Shop, manufacturers of boots 
and shoes, incorporated, capital $5,000. 
Brooklyn, N. ¥.—Artistic Shoe Co., 380 Lamm 4 

Avenue, manufacturers of shoes, incorporat 
capital $100, 000. 

Radio Shoe Manufacturing Co., manufacturers 
of boots and shoes, incorporated, capital $10,000. 
Cohoes, N. Y.—Arthur Lalonde, boots and shoes, 

reported succeeded by Lalonde & Lavoie Co., Inc. 

Frank W. ee A boots and shoes, reported 
succeeded by Lalonde & Lavoie Co., Inc 
Sherburne, N. Y.—-Homer N. Kuhn, este and 

shoes, etc., reported succeeded by Frank G. Adams. 

Walden, N. LC ant ig & Tick, boots and shoes, 

orted . ae by L. M. Silver. 

Yayton, Ohio—Daytonians Shoe Co., boots and 
shoes, reported removed to 224 South Ludlow 
Street, formerly 42 West Fifth Street. 

Delaware, Ohio—Ra-C ae Rubber Co., manu- 
facturers, incorporated, $20, 

Bartlesville, Okla. _ ~ E. Unger, boots 
and shoes, etc., reported succeeded by Harry E. 
Hewitt 

Madill, Okla.—W. J. —- Co., boots and shoes, 
ete., reported succeeded by W. A. Williams. 

Nanticoke, Penn.—Daniel Fisher, boots and 
chow, etc., reported succeeded by G. W. Brod- 
zinski. 

Norristown, Penn.—Samuel Hurwitz, boots and 
shoes, reported su ied by Benjamin Miller. 

Winburne, Penn.—Jacob Brooks, general mer- 
chandise, reported succeeded by Jacob Cohen. 

Woodlawn, Penn.—Hyman Cahen, boots and 
shoes, etc., reported succeeded by Joseph J. Fish. 

Covington, Tenn.—S. L. Atkins, general mer- 
chandise, recently commenced business. 

Dallas, Texas—Thomas Jolesch Shoe Co. 
wholesale boots and shoes, recently commenced 
business. 

Yoakum, Texas—W. G. Vair, general merchan- 
dise, recently commenced business. 

Burlington, Vt.—Boynton & Cram, boots and 
shoes, partnership dissolved. Succeeded by B. J. 
Boynton 

Logan, West Va 
general merchandise, 
Turner 

Waverly, Ind.—Traub & Davee, general mer- 
chandise, reported succeeded by Arthur D. Gray. 

McGregor, lowa—Luce & Parnell, general mer- 
chanidise, reported succeeded b Harry N. Albeck . 

Unionville, lowa—George W. Noland, general 
merchandise, reported sold or closed out business. 

Heisington, Kansas—Shepard & Son, 2014 
Forest aveaue, general merchandise, reported 
recently commenced business. 

Washington, Kansas—Jackson & D. G. Shepard 
Co. general merchandise, reported succeeded by 
Jackson Dry Goods Co. 

verly, Mass.—Beverly Ideal Shoe Co., 

facturers, incorporated, capital $35,000. 


mer- 


—Bowling’s Fashion Shop. 
reported succeeded by W. T 


manu- 


‘shoes, etc., 


Amesbury, Mass.—Irvington Shoe Co., shoe 
manufacturers, reported changed name to Marks- 
Chandler Co. : 

Boston, Mass.—Comins —)— Shoe Co., rubber 
footwear, recently commenced business. 

Boston, Mass.—Spencer Shoe and Leather Co., 
shoe manufacturers, recently inc ated. 

Brockton, Mass.—Franklin Last Co., last manu- 
facturers, incorporated, capital $10,000. 

Georgetown, Mass.—Leicester Shoe Co., shoe 
manufacturers, changed name to Quality Shoe 
Pattern Co. 

Hudson, Mass.—Fuller, Chandler & Patten Co., 
shoe manufacturers, name to Chandler 
& Patten Co., increased capital to $270,000. 

Lowell, Mass.—The Outlet, 392 Middlesex street, 
boots and shoes, reported succeeded by A. G. 
Pollard Co. 

Lynn, Mass.—Porter & Lombard, cut soles, L. B. 
Porter retired. 

Lynn, Mass.—Haskell, Brown & Bradbury, 
manufacturers, in ated, capital $100,000. 

lem, Mass.—F. W. La Croix, counter manu- 
facturer, reported selling or closed out. 

Hagerstown, Md.—Sword & Brewer, oneal 
merchandise, reported succeeded by Howard B 


Sword. 

Huyett, Md.—Emmert E. Cushen, general mer. 
chai , reported su ceeded by Howard B. Sword. 
Lansing, Mich. then ee boots and 
a ~ etc., rted succeeded b; y Sarah Weiner. 

Waseca, nn.—William Hare id, boots and 
shoes, A succeeded by A. . Elke. 


BUSINESS REVERSES 


Owassa, Ala.—J. W. Giddens & Co., general 
—s — reported petitioned or petitioner in 

n ’ 

Yellow “biutr, Ala.—J. P. Shamburger, general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Chandler, Ariz.—J. Friedberg, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Tempe, Ariz.—Woolf Lufkin, general merchan- 
dise, re petitioned or petitioner in bankruptcy. 

Shirley, Ark.—R. W. Quattlebaum, general 
merchandise, reported petitioned or petitioner in 
bankruptcy 

fee Cal. —Joseph Deolshal, Sultana Cash 
Store, general merchandise, reported petitioned or 
petitioner in bankruptcy. 

Milner, Ga.—Butler & Maury, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. ° 

Chicago, Ill.—Brown Leather Co., 1153 Roose- 
velt Road, leather and findings, reported assigned. 

Joseph Fort, 3247 West 26th Street, boots and 
shoes, reported petitioned or petitioner in bank- 
ruptcy. 

Many, La.—C. J. Hubley, general merchandise, 
reported petitioned or petitioner in pe ch 


Bootery, 197 Havemeyer Street, boots and shoes, 
reported petitioned or petitioner in bankruptcy. 

Samuel M. Susskind, 449 Neptune Avenue, 
boots and shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

Breakstone & Malow, general merchandise, 
reported petitioned or petitioner in bankruptcy. 
Hammels, N. Y.—Famous Fanette, 7908 Boule- 

vard, general merchandise, reported petitioned or 
petitioner in 

Troy, N. Y.—Passchen Shoe Co., William H. 

Paaschen, proprietor, boots and shoes, reported 

petitioned or petitioner in bankruptcy and receiver 

appointed. 
a N. C.—L. P. Barbrye a bank general 
petitioned in ruptcy. 

inFayetevile N RC C— "The Fair, boots and shoes, 

tioned or petitioner in bankruptcy. 

N- Co—Cas lina Leather Co., shoe- 

offering to compromise 





ee 
makers’ rome gh ae 
at 50 per cent. 
Mount Oliver, N. C.—F. S. Buie, general mer- 
pape. reported or petitioner in 


Tap Meck, 3. R-Wie ‘Beten, greed 
—— reported assigned. is 

omestead, —— W. Gross, The Nifty Shop, 
boots and shoes, etc. » reported petitioned or 
petitioner in bankruptcy. 

Bancroft, 8S. D.—T. J. Ryan & Co., general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Emery, 8. D.—John C. Raugust, general mer- 
chandise, reported petitioned or petitioner in 


ptcy- 
Weatherford, Texas—R. T. McDade Co., boots 
om, etc., reported offering to compromise at 
per cent. 
Newport Nev News, a] H. Williamson & Co., 
boots and shoes, reported ask ing neral extension. 
Pools Siding, ” Va.—Brooks ymour, general 
merchandise, reported petitioned or petitioner in 


~—o Wash.—J. P. Adams, general mer 
chandien soperted petitiened or pothhicner in bamh- 


"Wes 
est Allis, Wis.—Sam Dressen, general mer- 
chandi reported petitioned or petitioner in 


ported assi: 
New Y. 
chandi 


a City—Meyer Mishkin, general mer- 


ise, or petitioner in 


bankruptcy 
, New. York, City—M. Rosenberg & Son, 396 





Boston, Mass.—Julius Cohen, 580 W. 
Street, reported assigned. 

rank Curiculli, 41 Burrell Street, Roxbury 
district, shoes and repairing, reported "petitioned 
or a qo in bankruptcy. 

. 8. Stearns Shoe Co., 564 Atlantic Avenue 
wholesale boots and shore, reported petitioned 
or petitioner in bankruptcy 
Minneapolis, Minn. —Cohen & Pinck, boots and 

_ reported petitioned or petitioner in 
okru 


picy. 

Clifton, N. J.—Pietro Marzio, boots and shoes, 

ete., reported offering to compromise 

Perth Amboy, J.—Jesse Lubin, 480 Smith 
Street, boots and shoes, reported petitioned or 
petitioner in bankruptcy. 

New York City—Alphen, Inc., 450 Fifth Avenue, 
women’s apparel, reported petitioned or petitioner 
in bankruptcy and receiver appointed. 

Hyman Jacobs, Jacob's Shoe Co., 46 Delancy 

Street, boots and | shoes, reported assigned. 

Edward Fink, 2572 Eighth Avenue, reported 
called meeting I creditors 
Nathan Friedman, 148 Duane Street, boots 
and shoes, etc., reported petitioned or petitioner 
in bankruptcy. 
olhseteder-Butler Co., Inc., 140 West 22d 

Street, leather goods, reported petitioned or 

petitioner in co eeteeeiy 

Brooklyn, N. Y.—F dman & Teitelbaum, Plaza 


my. Seber of leather, reported pet 


ew York City—Frankel Specialties Corp., 442 
West 42d Street, manufacturers of leg ings, etc., 


itioned or petitioner in 
a egies cape 96 Grand Street, 


, 152 Wooster 
, leather 
or petitioner in bank- 

runtcy. 
Oneida, N. Y.—Fred Heiderich, 72 Main street, 
boots and shoes, reported petitioned or petitioner 


itcy. 
Rochester, N. Y- ae D. Meyer, 1044 Clin- 
ton Avenue, boots and shoes, reported petitioned 
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RITZ CARLTON 


The Edwin Clapp Shoe is valued because of "its 
inherent excellence and acquired prestige. Men 
who buy shoes because of known virtues, rather 
than price, are increasing in numbers. 


Edwin Clapp & Son, Inc. 


EAST WEYMOUTH, MASS. 
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When You Get a Letter or Check with a 
Rubber Stamp Signature 


legal subject that could possibly touch the business 

life of a business man, no matter what his line, 
but now comes a New York trade paper with this 
inquiry, on which | have never written before: 

Have you in your files an article covering the 
subject of the “Legality of the use of the Rubber 
Stamp’’—that is, when a rubber stamp signature 
of a firm or person is stamped on the back of a 
check or any other legal document? Perhaps if you 
have not an article exactly along this line, you may 
have one which touches on rubber or steel stamps 
from some angle. 


Intent Main Thing 


To the best of my recollection 1 have never written 
anything on the subject, though itis a live one and of 
much importance. The main thing about a signature, 
or a special form of signature not written by the maker’s 
hand, is the intent. Anything is a signature if the writer 
means it to be. | can make my mark, as many persons 
do, and if there is evidence that | intended it to be my 
signature and to bind me, it will be considered a signa- 
ture. The worst thing about taking any paper bearing 
a rubber stamp signature is that if the question arises 
you will have to prove that it was affixed by the man 
whose signature it purports to be, or by somebody 
with his knowledge or consent, and with the intent 
that it should constitute his signature. This i8 not al- 
ways easy. 

Advantages of Written Signatures 


Trees sa have said that I had written about every 


Many business men use rubber stamps to endorse 
checks. Usually in such cases it is easy to: prove the 
existence of the custom, but in some cases it may not 
be so easy. A written signature proves itself in a way, 
because it is individual—no two persons have the same 
signature. But a rubber stamp, whether it is a facsimile 
signature or just the printed name, proves nothing at 
all. One man can stamp it on paper just as easily as 
another, and you may at any time be confronted with 
the necessity of proving that it was affixed by the right 
man with the right intent. 

lf you can prove that, the signature will be as good 
and as binding as a written one. As a matter of fact, 
the law has upheld printed names, which are even less 


personal than a name stamped with a rubber stamp; 
also lithographed signatures, it being evident in all 
these cases that the signature was used with the intent 
that it should be binding. 


Rubber Stamp Legal in This Case 


I remember one case in which the holder was trying 
to collect a note which was more than six years old, and 
consequently outlawed. He got around the outlawry by 
pleading that the maker of it had made a new promise, 
within the six years, to pay the note, which gave it so 
much longer to run. It seems that the alleged new prom- 
ise was in writing, but was not signed personally by 
the maker of the note. It bore a rubber stamp signature, 
affixed by a stenographer, but it was shown that the 
maker kept the stamp to save himself work and that 
the stenographer used it regularly. The court held that 
the maker of the note had legally signed the new 
promise. That case establishes the legality of a rubber 
stamp signature pretty thoroughly, | think. 


Stamp Signature Thrown Oul 


But in another case the rubber stamp signature was 
thrown out. In that case, a man had bought some 
goods. A bill was sent with them, and the buyer stamped 
it with his name and the date of purchase. Later he 
repudiated the purchase and among other grounds 
said that he hadn’t signed. any complete memorandum 
of the transaction, as required by the Sales Act. The 
seller pointed to the rubber stamped name, but the 
court said that was not sufficient, as there was no evi- 
dence that the name was used as a signature. You see 
it all centers on the question of intent. I can use a rubber 
stamp of my name for many other purposes than as a 
signature. If [I stamp it on my handkerchief, I don’t 
use it as a signature, nor is it a signature if 1 put it on a 
brass plate and tack it over my door. But when I put 
it after “Yours respectfully,” at the bottom of a letter, 
I at least appear to intend to use it as a signature. The 
only trouble about it to the person seeking to hold'me 
responsible on it as a signature, is that he will have to 
prove that I put it there directly or by an authorized 


agent, 


(Copyright, May, 1923, by Elton J. Buckley, Esq., 
643 Land Title Building, Philadelphia, Pa.) 
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HAVERHILL 


Many Buyers Choosing Fall Lines 


Strong Demand for Turns, Flexible McKays and Imitation 
Turns 


PLEASING feature in the Haverhill 

situation the past two weeks has been 
the large number of visiting buyers com- 
ing from all over the country, as far west 
as the Pacific Coast and the important 
points of the South. Manufacturers are 
steadily putting on more cutters and other 
help in anticipation of one of the busiest 
periods which Haverhill has known in a 
long time. Quite a number of firms re- 
port all of the business they can take care 
of to the middle of September and some 
beyond. Another indication of greater pros- 
perity is the wealth of visiting leather and 
supply salesmen who are quick to learn of 
the increased shoe business coming this 
way. 

In the grist of orders there is noticed a 
large call for suede calf, principally in 
black although, also, favoring the fancy 
colors. There is, also, a large demand for 
shoes and slippers with all patent leather 
or combination leathers. The demand pre- 
dominates for turns, the flexible McKays 
and imitation turns. Where welts are 
ordered, it is the close trimmed flexible 
welt, getting as close as possible to the 
turn in lightness and effect. 


Many New Patterns 


The introduction of many new patterns 
has speeded up that end of the irdustry. 
The labor situation is in a very satisfactory 
way at the present time, certainly as com- 
pared with what it was last year. There is 
plenty of help and the outlook is for an 
active and healthy business. 


Industrial Condition 
Discussed 


At a recent dinner meeting of the Haver- 
hill shoe manufacturers at the Pen- 
tucket Club, the members of the depart- 
ment heads were invited to be present. 
The local industrial situation was dis- 


cussed together with the new season’s 
promising business. Secretary Fred L. 
Cooper said that the meeting was one 
more of goodfellowship than for any im- 
portant business matters. Mr. Cooper is 
wearing a spontaneous smile these days 
at the renewed enthusiasm present all 
through Haverhill. More business is on 
the books of manufacturers and more is in 
sight and the outlook is decidedly bright 
for the next six months. 

Practically all the leading firms of 
Haverhill have put on more cutters the 
past week. The matter of cut-outs and 
fancy patterns is not the trouble that it 
was the past season, inasmuch as the man- 
ufacturers and their operatives have both 
become better adjusted to the demands of 
the new styles. 


Jonas Co. Expands 


The J. A. Jonas Shoe Company of 402 
River Street has recently taken the floor 
space below their present factory. In this 
large building the Jonas Company now has 
three floors in one section and two in 
another. This new addition increases their 
output from 2,000 pairs per day to 2,500 
pairs of women’s novelty flexible McKays 
and imitation turns. 


Felstiner Makes Change 


Harry W. Felstiner, who for the past 
few years has been manager of the whole- 
sale shoe house of Chas. Felstiner & Co., of 
Haverhill, has become associated with the 
shoe manufacturing firm of Felstiner- 
O’Connell Shoe Company at 262 Winter 
Street, as general manager. This company 
manufactures a high grade of women’s 
novelty turn footwear. The Felstiner- 
O’Connell Shoe Company has recently 
purchased the interests in the concern of 
James O’Connell. 





ROCHESTER 


Dollar Day Successful Event 


Retail Shoe Merchants Reduce Their Stocks Substantially— 
New Patterns for Fall 


OCHESTER celebrated “Dollar 
Day” on Thursday, July 19, and re- 
tail merchants report that it was the most 
successful sales event held in Rochester. 
Extensive advertising, featuring the event, 
appeared in papers for several weeks pasi 


and, as a result, shoppers from 40 miles 
around took advantage of the special 
offerings. 

Sixty-nine merchants joined in the ob- 
servance of “Dollar Day’’ and their co- 
operative advertising brought out, the 
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Cut from the best 
oak leather for 








Largest Manufacturers 
in the World of 


Latch lca a 
d/ Sunpass LEATHER ©. 








The One 
Waterproof 
Leather That 
Takes and Re- 
ms a Polish. 


CREESE & COOK ¢ 
Tanneries at Danversport 9 95 Somb St. , Mass. 








ELDITE 
ILLER 


THOMPSON-FIELD COMPANY, IN 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 
BROCK TON.MASS. 





COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 


184 Summer St. 
BOSTON 

















T. W. GODSOE, Pres. F, E. JONES, Treas. 
W. G. DONALD, Vice-Pres. 


F. E. JONES Co. 
FANCY COLORS 


MAT KID 


95 SOUTH ST. BOSTON, MASS. 
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| Where to Buy 


Shoe Ornaments 

















D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 


PROVIDENCE - R. I. 








gn 


The ornament illustrated here con- 

verts one and two straps and plain 

poses into latest styles. Obtainable 
nallleathers and color effects. We 

Specialize inleather and fabric cov- 

ered buckles, plain or beadva. Also 
ows. Send for samples. 


EDW. E.KAHN CO. 


291-293 ADAMS STREET BROOKLYN. N.Y. 














Price Deliveries Quality 
Special assortment rhine- 
stone shoe ornaments. 12 
pairs in individual velvet 


ts) 
i) 
C ) 2 
) 
<r | covered boxes. 8 pair but- 


: j on covers. 4 pair pins. 
| 


Price $5.40 per box 
| 291 Adams St., Boooklyn, N.Y. 


Be 


KAHN & BUICK, INC, 











For Good Silk or Cotton Tassels, 
Bows or Ornaments 

Th e Van ity 

Novelty Works 


1261 Atlantic Avenue 
Brooklyn, N. Y. 











‘Just Enough Better To Be Thereaghly Werth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 


Manufacturers in America 
High Class Buckles at Popular Prices 
2927 3RD AVENUE NEW YORK CITY 
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600d shoe buckles 

ever since 1905 
L.ALTERSON & CO. 

PHONE FITZROY O60¢ 
New York ( 
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Where to Buy 


Miscellaneous 











Service Complete Copy to Mailing 
F. 8S. ROOT COMPANY 


poston. mass. MULTIGRAPHING 


When to Employ Us—When you wan! quick 
action as regards multigraphing, filling in, a*- 


dressing seni) SALES LETTERS 


4 yand Ht teed Te!. 3172 Hay 
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shoppers in search of dollar values. In the 
shoe stores, offerings ranged from $1.00 
off on a pair of shoes to shoes for $1.00 each 
and $1.00 a pair. 

William Eastwood & Son Co. inaugurated 
its midsummer clearance sale on “Dollar 
Day,” offering colored sandals at $5.85 
and $4.85; white oxfords at $6.85 and 
black slippers at $5.85 and $8.85; also 
featuring sales prices of $2.85, $3.85, $4.85, 
$5.85, $6.85 and $8.85. 

Shield’s Boot Shop celebrated “Dollar 
Day” by marking $1.00 off on every pair of 
women’s white shoes in the store, making 
their prices $3.35 and $5.35 for dollar 
day only. 

Davis and Friedman reduced prices on 
all shoes in the store $1.00 a pair, with the 
exception of Menihan Arch-Aids, and also 
offered narrow widthodd size shoes at $1.00 
a shoe or $2.00 a pair. 

The Triangle Shoe Store featured its 
July reduction sale which has been in 
progress since July 4, and offered one day 
specials in women’s white oxfords and 
children’s sandals and oxfords at $1.00 a 
pair. 
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The Sterling Boot Shop featured shoes 
and accessories at $1.00. Phelan’s reduced 
their prices on all footwear $1.00 a pair 
and offered women’s pumps, oxfords and 
high shoes at $1.00 per pair, six pairs for 
$5.00. 


Add New Patterns 


The Utz & Dunn Company, makers of 
the Heel Hugger line of women’s footwear, 
added several new one and two-strap 
patterns to the line which have proved to 
be popular numbers and which are selling 
well in all parts of the cotmtry. 


William Pidgeon, Jr., Back 


William Pidgeon, Jr., returned from a 
week’s fishing trip at Dog Lake, Canada, 
where he enjoyed some real sport and fine 
bass fishing. “‘Bill’’ is now working on state 
convention plans and says that the coming 
convention_which will be held in Utica, 
September 4 and 5, will be the biggest 
gathering of retail shoe men since the 
National Convention in Chicago. 





ATLANTA 


White Sales Exceed Those of 1922 


Retail Shoe Business Is Good—Promising Outlook for Fall 


ETAIL shoe business among the At- 
lanta merchants and those in the 
larger cities throughout the Southeastern 
district has been unusually good during 
the past two or three weeks, considering 
the fact that this time of the year is the 
dull season; and, as compared with the 
same period of last year, retail trade in the 
larger industrial centers of the district will 
probabiy show an increase during July of 
around 10 to 15 per cent. f 

The principal volume right now is in 
white goods, and since the opening of the 
present season this trade has been what 
can only be termed as excellent all over 
the Southeastern field. 

In the ladies’ departments, the white 
goods sales are around 20 to 30 per cent 
better than they were up to this period 
last season, and the season as a whole is 
generally expected to maintain this aver- 
age. A majority of the merchants are push- 
ing their white goods strong this year due 
to the unusually good demand, which large- 
ly accounts for the extraordinary volume. 
As to the co'ored footwear, however, there 
has lately been quite a decline in these sales 
and few merchants are looking for anything 
in the way of a real sales volume in this 
type of footwear from now on. 


Men Buying White Shoes 


In the men’s departments the white 
goods sales this season are generally esti- 


mated to be from 40 per cent to 45 per 
cent better than during the same season 
last year, with practically all the mer- 
chants enjoying an excellent volume of 
trade in the men’s departments. The sea- 
son opened with a rush, and is continuing 
in about the same way, with the sales all 
that could be desired. 

The white goods season in the South- 
east this year will be the best the shoe 
trade has ever enjoyed, and probably 
around 25 to 30 per cent better than the 
volume of white goods business last season. 

Agriculturally, the South still is in ex- 
cellent shape, and though there have lately 
been some declines in the cotton and other 
crop estimates, due to inclement weather 
earlier in the season, and to boll weevil 
ravages, fair weather from now on will wit- 
ness an almost normal cotton crop. With 
the price still holding comparatively firm 
around 30 cents per pound, it is virtually 
certain now that cotton will net the South- 
ern growers the largest sum in the history 
of the cotton-growing industry. This will 
serve to still further increase the buying 
power of Southern farmers, and nearly all 
lines of the retail business are thus looking 
forward to an indefinite period of good 
business after this year’s crops are gath- 
ered and sold. 

The outlook for the coming fall in the 
shoe business is the best it has been in 
years, and if conditions continue favor- 
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able, there should be a steady volume of 
trade through the winter and into 1924. 
Retail merchants are beginning to do 
more buying of their fall merchandise. 


Three Coming Events 


Preparations are being made for three 
big merchandising events in the South- 
east—events of more or less interest to 
the retail shoe merchants over the district. 

At Birmingham, Ala., during August 
28, 29 and 30, the Alabama State Retail- 
ers’ Association will hold its annual meet- 
ing, and the wholesalers and manufac- 
turers of that city are preparing, at the 
same time, to hold a special buying period 
during the three days. Birmingham is 
looking for an attendance of approximate- 
ly 3,000. 

At Nashville, Tenn., the merchants, 
jobbers and manufacturers will co-operate 
in staging the First Annual Merchandise 
Exhibition, arranged to be held from July 
31 to August 11. 

The second annual Buyers’ Week, con- 
ducted every year at Mobile, Ala., by the 
wholesalers’ and manufacturers’ division 
of the Mobile Chamber of Commerce, is 
scheduled for August 14, 15 and 16, and 
preparations to entertain several hundred 
visiting merchants are being made. 


Association on Sound Basis 


The Southeastern Shoe Retailers’ Asso- 
ciation now has a membership that is the 
largest it has ever been since the organiza- 
tion was originally formed. The associa- 
tion now includes a big majority of the 
larger retail shoe merchants in Georgia, 
Florida, South Carolina and Alabama. 
Financially, the association is in excellent 
condition. 


Personal Notes 


T. A. Gramling, senior member of the 
wholesale shoe house of Gramling, Spald- 
ing & Collingsworth, of Atlanta, who has 
been ill for several months, is reported to 
be considerably improved and expecting 
to resume his duties at the company 
shortly. 


E. W. Buckley, Southern representative 
of the Wizard-Lightfoot Appliance Com- 
pany, of St. Louis, with Southern head- 
quarters in Atlanta, advises that the com- 
pany’s business in this district during 
June was 25 to 30 per cent better than 
June, 1922, and probably one of the best 
Junes the concern had ever enjoyed in the 
Southern field. 

The M. C. Kiser Shoe Company, manu- 
facturers of Atlanta, will have one of the 
most modern shoe plants in the Southeast, 
when the company’s new building at South 
Pryor Street and Trinity Avenue is com- 
pleted late this summer. They expect to 
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occupy the new home about September 1, 
Mr. Kiser stated. The new building pro- 
vides much larger quarters than the pres- 
ent plant. 





Two Charleston Stores Close 


Charleston, S. C., July 23—Two retail 
shoe stores recently closed their doors. 
They were the Globe Shoe Company and 
the W. J. Brennan Shoe Store. The Globe 
store was organized and commenced 
business in March, 1921. The directors of 
the Globe store decided to consolidate the 
stock with the Ellison shoe stores. 


Moshoco Club a Success 


Employees of the Model Shoe Stores of 
Brockton, Providence and Taunton are 
members of the Mosboco Club, an or- 
ganization formed to promote the spirit 
of the sales staff and other departments. 
Frequent meetings are held, the most re- 
cent occasion being a banquet and dance 
held in Taunton. 

Harry Glickman of the company is well 
satisfied with the results of the club and 
said: “An organizetion of this kind is a 
fine thing for any shoe store and it gets 
everyone together at least once a month 
to compare notes and to talk about mat- 
ters which come up in the course of a 
month’s business.”’ 


Higbee Succeeds Warner 


Youngstown, Ohio, July 24—W. E. 
Warner of the G. M. McKelvey Company 
is now devoting his entire attention to the 
Downstairs Store Shoe Department and 
relinquished the management of the wo- 
men’s and children’s shoe sections. Busi- 
ness expansion resulted the change. G. W. 
Higbee, formerly shoe buyer with the 
W. A. McNaughton Company of Muncie, 
Ind., is the new buyer for the women’s 
and children’s departments. 


Nuss Makes Change 


New Orleans, July 24—Michael J. Nuss, 
prominently known as Mike Nuss, has 
made a change from the W. L. Douglas 
Shoe Company store at 218 St. Charlez 
Street to the company’s branch store at 
162 South Rempert Street. 


Efird Building Cost $700,000 
to Build 


Charlotte, N. C., July 23—The new 
Efird department store building on North 
Tryon Street, estimated to cost about 
$700,000 to build, is nearing completion 
and will be ready for occupancy in early 
fall. The building is five stories high and 
hasa basement. Work on the structure com- 
menced in July, 1922. There are 116,000 
feet of floor space. 
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Very modern facilities are being in- 
stalled in the new building, including rest 
rooms for customers and employees. A 
prominent part of the building has been 
planned for the shoe department. M. O. 
Efird will be store manager. Officers of 
the company include: J. B. Efird, presi- 
dent; Paul H. Efird, vice-president; E. L. 
Efird, secretary, and J. R. Efird, treasurer. 


God provides food for every little bird, 
but He does not throw it into the nest.— 
Indiana Shoe Traveler Live Wire. 
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Shoe Store Supplies 














IN-STOCK 


Bathing Shoes and 
RUBB 90c. PER P. 





Men’s Black Only 


BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N. Y. 
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Shoe Illustrations 
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a — of High Grade 
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Miscellaneous 

























NEVERSLIPS 


Positively prevent lowcuts 
slipping at heel. Black, brown 
& white. Price st .75 dos. pair. 
$19.20 gross pair. 

The H. L. HYMES co. 
52W. 15th St., New York City 























104 


BOOT AND SHOE RECORDER 


MENIHAN’S ARCH-AID SHOES 
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Month after Month we are Showing 
American Women that Style need not 
Sacrificed for Correct Arch Support 


HE picture above is a line cut from our 

Saturday Evening Post page, issue of 
Aug.4th--next in the series of pages that have 
aroused nationwide response. The message 
has been well received because the subject 
is of vital interest to women. They have 
been sold on the desirability of better sup- 
port to the arches. But they want grace -- 
style and up-to-date footwear, too. Every 











merchant who has studied the demands of 
his customers will O. K. that statement. 


If Menihan’s Arch-Aid shoes are not yet 
represented in your locality, we invite you 
to write for our remarkable merchandising 
proposition for exclusive dealers. It contains 
shoe facts you ought to know. Write your 
name and address on the margin, now. 


July 28, 1923 


be 








aaanuaareuiaaa t& DISTRIBUTORS 
Rochester, V.% 


Dealer Influence is secured thrt thru advertising in the Boot and Shoe Recorder. 





;? 


¢ 





;? 


July 28, 1923 





BOOT AND SHOE RECORDER 





oucog 
nog 
auf 





105 


SHOR TRAVELER ® 


This Department is conducted ly Helen M. Haney, Associate Editor 


Speed-Up Sale of Men’s Shoes the Aim of N.S. T. A. 


Ohio Boys Out to Stop “Cancelitis’—Manufacturers Receive Letter from National 


HE big thought in the minds of 

N.S. T. A. executives at the present 

time is the stimulation of the sale of 
men’s shoes through the transmission of 
the message of “Shoes for the Occasion” 
by merchants and their salespeople to the 
wearers of these shoes. It is the purpose of 
National members to work closely with 
the retail merchants to the effect that they 
may instill into the minds of their men cus- 
tomers that they and their sons owe just 
as much of a duty to themselves and the 
community to dress as correctly in foot- 
wear as in clothes, suits or hats—and that 
what is good style in a shoe this year, is 
not good style for next year, whether the 
shoe be a dress shoe or a sport shoe. 


Evil of Cancellation Discussed 


The Ohio Shoe Travelers, at their last 
meeting, discussed the evil of cancella- 
tion. It is their intention to stress the 
point with their accounts, that when a 
merchant places an order, it should be 
considered as inviolate as a contract, and 
that the cancellation of an order hurts, not 
only the manufacturer and the shoe trav- 
eler, but the merchant as well, as it totally 
disrupts the buyer’s stocks, leaving him 
without shoes which his trade is obliged 
to buy from the other merchant, because 
he has the desired goods, and the buyer is 
obliged to jump into the market again, 
perhaps with impaired credit, looking for 
other lines. 

No order should ever be placed until the 
merchant is sure of what he wishes—then 
nothing should be allowed to interfere with 
its execution. The travelers state that the 
great majority of retail merchants are too 
honorable to follow the tactics of unscrupu- 
lous buyers, and with this great majority, 
the shoe traveler faithfully co-operates— 
while the habitual cancellor is “tagged” 
and eventually blacklisted. “Play Fair” 
is the rule of the road. 


Two Important Questions 


The National Secretary, T. A. Delany, 
has sent a letter to manufacturers asking 


Secretary on Pullman Surcharge 


that they answer the two following ques- 
tions in regard to the Pullman surcharge: 
1. Does the surcharge really discourage 
travel, as contended by those who would 
do away with this extra tariff, which is, 








CHARLES E. WILSON 
represenis the by ~ A. Williams Shoe Co. my 4 
headquarters at Indianapolis. Mr, Wilso 
editor of the Indiana “‘Lwe Wire Bulletin,” ‘oa 
Chairman of N. S.T. A. speneateid Campaign 





nominally, levied by the Pullman Com- 
pany but actually collected by the rail- 
roads? 

2. Does the surcharge, which in 1922 
yielded the carriers nearly $33,000,000, 


increase or decrease the revenue of the 
country’s railroads? 


Hearing at Portland, Me., July 31 


Secretary Delany calls attention to the 
fact that an adjourned hearing on this 
Pullman surcharge is to be held before the 
Interstate Commerce Commission in Port- 
land, Me., July 31. 

The N. S. T. A. feels that the repeal of 


this would be beneficial to all employers 
of shoe salesmen as also to all compelled 
to use Pullmans in the operation of their 
lines of business. 


Wilson Says Business Good 
All the Time 


Charles E. Wilson, the live wire editor 
of the Indiana Shoe Travelers’ Live Wire 
Bulletin, was a visitor in Boston during 
Style Show Week. Mr. Wilson called at 
the office of the Bool and Shoe Recorder and 
also at the office of the National Secre- 
tary. He reports trade on the Arthur A. 
Williams Shoe Co.’s line, which he repre- 
sents, as being good all the time. He 
stated: ‘“‘Men are always in the market for 
work shoes and shoes for rough wear. My 
line is truly a staple one and I do not have 
to worry about novelties.” 


Ladies Co-operate in Buyers’ Week 


Mr. Wilson brought with him to the 
Recorder office a copy of the Live Wire for 
April, in which he spoke of the very suc- 
cessful Shoe Buyers’ Week, “pulled off” 
in Indianapolis on March 5-7, and the real 
work done by some of the members of the 
Indiana group and their wives to make this 
Buyers’ Week a success. Ex-President 
Walter Crooke is mentioned as being one 
of the most active co-operators in the 
big event; also “Lambertville Scotty,” J. 
W. Cole of the Cahill Shoe Co. and C. F. 
McNew. Among the ladies, “honorable 
mention” was given to Mrs. Chas. I. 
Slipher, as well as Mrs. Wilbur J. New- 
burg, Mrs. Walter Crooke, Mrs. Chas 
Foreman, Mrs. Harry Springgate and 
Mrs. Chas. E. Wilson. 

The Indiana Association has received 
many letters complimenting it on the fine 
show given in connection with Shoe Buy- 
ers’ Week. Some manufacturersand travel- 
ing men have already offered checks for 
reservations at the next Style Show. 


Wilson Secures 43 N. S. T. A. Members 
Mr. Wilson was appointed Chairman of 
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[N asking for the use of STARBUK in your orders, you 


are assured first of all that the colors are authentic. 


Next that the STARBUK color range provides every 
shade that fashion sanctions. 


Last, and most important, the price permits you to offer 
the newest styles and colors in most reasonable terms to 
women of taste, but moderate means. 


STARBUK COLORS NOW MOST DEMANDED ARE 


(olor 33 BOBOLINK (a perfect LOG CABIN) 
(olor 40 AUTUMN BROWN 
(olor 2 BAMBOO 
(olor 43 HAZEL (Medium Brown) 
(olor 9 SILVER (Light Gray) 
(olor 18 FOQ (Medium Gray) 
(olor 39 MALTESE GRAY (Dark Gray) 


TOLMAN, DOW & CO., Inc. 


174 Lincoln Street Boston, Mass. 
Rochester, N. Y. Cincinnati, Ohio Greater New York St. Louis, Mo. 
Mr. Charles L. Kirk Mohr-Holters Sales Co. New Castle Leather Co. T. M. Fitzgerald & Co. 
22 Andrew St. 202 E. 7th St. 100 Gold St. 1602 Locust St. 


GENERAL REPRESENTATIVES FOR CONTINENTAL EUROPE 
NEW CASTLE LEATHER CO. HEADQUARTERS AT PARIS, FRANCE 
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FRED W. BALLOU 


Who covers New York State above Albany for 
Diamond Shoe Co. 








R. DONEGAN 
Of 2612 Alcatrez Avenue, Berkeley, California, 
is the new representative for Hannahsons Shoe 
Company in California 


SYDNEY C. STANLEY 


who will cover Lynn, Haverhilland North Easton, 
Mass., for the Quabaug Rubber Co. 








the National Membership Committee at 
the N. S. T. A. Convention held in Chi- 
cago in January this year and has good 
reason to be very proud of his record in se- 
curing the following new members for the 
N. &. F. A: 

Edwin J. Sinsheimer, 3340 N. Meridian 
St., Indianapolis; C. C. Horn, care of 
A. G. Walton Co.; Walter Taylor, 1455 
Olin St., Chicago; C. S. Codding, 472 Cen- 
tury Bidg., Indianapolis; F. E. Littlejohn, 
Spencer, Ind.; George Chapman, Clay- 
pool Hotel, Indianapolis; Harry S. Hume, 
Greenfield, Ind.; J. H. Rigelman, 4222-A 
Dewey St., St. Louis; L. S. Klein, 302 
West 38th St., Indianapolis; V. L. Bash, 
Boyd Welsh Shoe Co., St. Louis; Ernest 
C. Smeltzer, 624 West 29th St., Indianapo- 
lis; Lee A. Bergman, 2643 N. Sacramento 
St., Chicago; Late G. Burdin, 605 West 
29th St., Indianapolis; Chas. Grossman, 
2518 N. Alabama St., Indianapolis; J. F. 
Lipscomb, Elkhart, Ind.; E. Johnson, 420 
S. Hamilton Ave., Indianapolis; Clyde O. 
Nease, 422 E. Pearl St., Lebanon, Ind.; 
J. Carl Mitchell, Greensburg, Ind.; H. S. 
Renshaw, 1422 South 6th St., Louisville, 
Ky.; Byrom W. Ackerman, 1315 Washing- 
ton St., St. Louis; V. V. Canning, care of 
Baurer Bros., St. Louis; Isaac Saloshin, 
Denison Hotel, Indianapolis; E. C. Rob- 
bins, 459 Vine St., West Lafayette, Ind.; 
W. E. Whittington, 116 Randall Ave., 
Evansville, Ind.; Alfred J. Apple, Salem, 
Ind.; Orville Roming, care of Aetna 
Hotel, Danville, Ill.; W. E. Osleary, 721 
Blackford St., Evansville, Ind.; H. J. Ho- 
kamp. Harper Kirschner Co., Chicago; 
Alfred P. Jones, Mt. Sterling, Ky.; J. S. 
Clements, Nunn & Bush Co., Milwaukee; 
J. F. Carnaham, London, Ky.; H. C. 
McDaniel, Ideal Shoe Co., Milwaukee; 


D. J. Edwards, Kokomo, Ind.; W. H. 
Lodge, 768 East 23d St., Indianapolis; 
Ralph Hess, Claypool Hotel, Indianapolis; 
G. C. Hicko, 220 Utility Bldg, Ft. Wayne; 
Jack Woblestein, Geo. Berterman Co., 
Chicago; R. F. Coupio, L. H. Van Aschew, 
Tippecanoe City, Ohio; Chas. Ault, Ault 
Williamson Co., Auburn, Me.; Geo. Beckel, 
5345 Carrollton Ave., Indianapolis; Fred 
G. Souder, 163 East Main St., Peru, Ind.; 
and Harry F. Kepner, Vogle Bros., Louis- 
ville, Ky. 


“Tom” Collins Pays Visit to 
Boston 


Among the shoe travelers who visited 
the Boston Shoe Style Show was “Tom” 
Collins of Fort Worth. “Tom” Collins is 
described by T. A. D., the observant Na- 
tional Secretary, as being tall and lanky, 
a typical Southerner, and very fond of 
hard work. “Tom” represents the Saks 
Shoe Co., of Brooklyn, and says that busi- 
ness in his territory has been particularly 
good. Mr. Collins came on to Boston to 


get new ideas and goes home full of re- 


newed “pep” and enthusiasm. 


James Scanlon in Auto Acci- 
dent 


James Scanlon, while motoring from 
Philadelphia to Atlantic City with his 


family, was severely bruised about the 


knees and ribs when his car fell on its side 
and then overturned in a six-foot ditch. 
Mr. Scanion is president of the Philadel- 
phia Shoe Travelers’ Association. Mrs. 
Scanlon suffered a sprained ankle and a 
torn ligament. None of the other occupants 


of the car were hurt. 


Stanley with Quabaug Rubber 
Co. 


Sydney C. Stanley, who for the last year 
has been covering the North Shore and 
Haverhill for the Hanover Rubber Co., 
has joined the sales forces of the Quabaug 
Rubber Co., North Brookfield, Mass. 

“Syd” will cover Lynn, Haverhill and 
North Easton, Mass., selling Armortred 
heels and soles. He has been very success- 
ful in this territory while with the Han- 
over Rubber Co. and has enjoyed a nice 
acquaintance among the shoe manufac- 
turers. 


“Tom” Welsh Visits Boston 


Thomas E. Welsh, shoe buyer for Ef- 
roymson & Wolf, Indianapolis, was a visi- 
tor in Boston during the week of July 16. 
“Tom” was interviewed at the store of the 
Amdur Shoe Co., Boston, where Vice- 
President W. F. Gaffney, whom all the 
trade know as “Bill” was showing him 
some of his new models. The Efroymson & 
Wolf shoe department sells a general line 
of shoes, Mr. Welsh, said and he added 
that women’s novelty shoes are very pop- 
ular. He expressed regret that he could 
not have been in Boston to attend the 
Style Show and the B. S. T. A. Outing 
at Norumbega—he said that he had not 
missed an outing before for 28 years. 


Miller with Joseph Starr Co., 
Inc. > 

Roy L. Miller who formerly traveled for 

Whitman & Keith Co., is now with Joseph 


Starr Co., Inc., selling women’s fine turns 
in the territory east of the Mississippi. 
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IN STOCK 


For Immediate 


Shipment 


No. B 401—Black Ooze a 
Pump, Dull Calf Trimmed, 








| __avendlauaelbesnenbvces SIZES AND WIDTHS 
XE SEAR RATE 
$f .15 Tr ha seicndiiies occna-s « nedeeracncecee 
sata casi akicvion wess.n'sse bucealad ae 
bs bh eh cnbn. eeu eas ke ands ne <a 
Terms: Net 30 Days 











C. P. FORD & CO., Inc. - Rochester, N. Y. 


New York City: 127 Duane Street; E. H. Talbot and “‘Jack’’ Galway. 










FOUR, FINE, MID-SEASON 
NUMBERS 


READY 
TO +... ws 


SHIP Stock No. B864—Belmont Last, Code Hallett, Imported 
Black Calf. Six spaced rows stitching, Single Sole. Rubber Top 










$5.90 


a ten... i 2 9 PR eee epRRE is: $5 
Ovati La 
— Stock No. B 964—Belmont Last. Code Everett. Barnet Van 
Stock No. B 966—Code Dome. Barnet Van Ruba Calf Vamy* Ruba Calf. Same in details as B 864. Widths A to D. Price $5.60 
Top and Tip, Foxing and Eye Stay, Single Sole. Rubber Top Stock No. B 968—Belmont Last. Code George. Sunset Tan 
Lift. Widths A to D. Pee ccvcccccccesetiovcveoeses $5.90 Calf. Other Details as in B 864. Widths A to D. Price. .$5.75 


Send for Stock Style Catalogue B 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 








WOMEN’S STYLES 


—— BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 


1 MEN’S STYLES 
IN STOCK 
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GORDON GOLDSMITH 


representing the Phillips Shoe Co., Inc., Maryland 
Shoe Corporation, A. M. Legg Shoe Co. and John J. 
Kazanjian § Co. 





Gordon Goldsmith and C. 
Howard Phillips Visit “Re- 
corder”’ Office 


Two visitors at the Recorder office last 
week on Saturday were Gordon Goldsmith 
and C. Howard Phillips of the Phillips 
Shoe Co., Inc., of Haverhill, Mass. Mr. 
Goldsmith was just “closing shop”’ at the 
sample rooms at the Hotel Essex, which 
he has occupied during the month of July. 
He states that trade was very satisfactory. 
In the course of conversation it developed 
that Gordon not only attends to the busi- 
nessaffairs of the PhillipsShoe Co., butonce 
in a while he is a “good samaritan,”’ and 
assists Mr. Phillips with his social affairs. 
The story would be too long to relate, but 
if anyone is expecially interested, he can 
ask either of the above-named gentlemen. 

Mr. Goldsmith spoke of the importance 
of salesmen co-operation and cited the case 
of one of his customers, Nathan Schenthal, 
of Holshschilds-Kahn & Co., Baltimore, 
one of their most valued accounts. Mr. 
Schenthal, a very high-grade man and ex- 
pert merchandiser, believes thoroughly in 
taking his store salesmen into his confi- 
dence and together they co-operate in 
making the shoe department of this house 
a very great success. 

Mr. Schenthal also values highly the 
friendship of the traveling salesman, as he 
realizes that the road salesman is in a po- 
sition to be most helpful in giving sug- 
gestions for better merchandising to him 
and to his salespeople. It is his theory 
that no matter how high a man may climb 
in a managerial position, he still needs the 
counsel of the traveling salesman, and 
further he believes that all branches of the 
trade—from manufacturer to the retail 
salesman—should work in closest harmony. 


F. W. STANTON 
who travels the South for Hervey E. Guptill 





Stanton Says Business in 
Southwest Improving 


F. W. Stanton, who travels the South 
for Hervey E. Guptill, states that he finds 
business very good and growing better all 
the time. In many sections. particularly 
in the Southwest and Georgia, conditions 
have improved very materially. Mr. Stan- 
ton says that the Southwest wants the 
French toes. The heel tendency he reports 
is toward the 14-8, 16-8 and 17-8 heels on 
the French vamp shoes and from 12-8 to 
16-8 Spanish heels, on the less “Frenchy” 
models. 

Conditions in his territory depend largely 
upon the cotton crop. Mr. Stanton reports 
that there is every indication now of agood 
crop, with good prices. 

Mr. Stanton was interviewed at the 
Hervey E. Guptill booth at the Boston Shoe 
Style Show and the Recorder representa- 
tive had an opportunity to view at close 
range some of the very beautiful creations 
presented, such as a novelty strap effect 
in Paisley pattern in which mahogany pre- 
dominated, which carried a most elaborate 
mahogany heel enameled with gold and 
blue in a fleur-de-lys pattern. A patent 
leather pump with steel beaded cut outs 
around the vamp was very unusual; also 
a champagne kid trimmed with tomato 
suede and tomato suede heel. 


“Ed” Welch to Make Initial 
Trip South 


Edward C. Welch will soon start on his 


first trip South for the Welch Shoe Co., of 
Lynn. He will carry with him a new line of 
street, sport and dress welts. He is a son of 
Martin Welch, manager of the Welch Shoe 
Co. His elder brother, Thomas, has been 
selling shoes for the Company for some 
time. 


JOE ABELSON 


who travels New York, New England. Baltimore 
and Washington for the A. J. Bates Co. 








‘Joe’ Abelson Says Live Oper- 
ators Get the Business 


Joseph D. Abelson, who Sales Manager 
W. C. Roose of the A. J. Bates Co., says is 
an “all star” salesman, travels New York, 
New England, Baltimore and Washington. 
Mr. Abelson says that he has had the big- 
gest season ever and looks forward to a 
good business to continue right straight 
through the year. “Joe” says that every- 
body in his territory is working now; that 
he does not hear any complaints about 
conditions. “The live operators today,” 
said “Joe,” “‘are doing the business.” One 
of Mr. Abelson’s good sellers is a Scotch 
grain patent, with brass eyelets, which the 
A. J. Bates Co. is carrying in stock. 
George Wilson with Dugan & 

Hudson Co. 


George Wilson, well-known local shoe 
manufacturer of children’s shoes, has 
joined the sales organization of the Dugan 
& Hudson Company and will represent 
them in the Far West. In addition to sales 
work, Mr. Wilson will superintend the 
manufacture of children’s turn shoes. , 

In speaking of Mr. Wilson, John Tut- 
hill, salesmanager of the Dugan & Hudson 
Company, said, “I feel that we have se- 
cured the services of the best turn man in 
the country. I am confident George will 
build a line of children’s turn footwear 
that will place us in a premier position in 
the manufacture of children’s shoes.”’ 
Nease with Charles Meis Shoe 

Co. 

Clyde O. Nease, of the Indiana Shoe 
Travelers’ Association, now represents the 
Chas. Meis Shoe Co. 
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BEN D. SCHWARTZ 


formerly with 
LEVINE-SCHWARTZ SHOE CO., INC. 


BEN BENJAMIN 
formerly with 
SIGMAN & COHEN, INC. 


Wish to present their 


“Turn Shoes of Elegance’’ 


made by 


A wonderful 
organization, 
headed by high- 
ly specialized ex- 
ecutives, now 
prepared to pro- 
“LATTICE” duce fine shoes **BEATRICE”’ 
that will meet 
withthe approv- 


Otter Ooze, Russia Calf trimmed, on al of the most 


Black Satin, Black Ooze trimmed, on 
our 55 Last, with14/8 Spanish Heel. 


95 Las i 6/8 Spanis R : ant ~ 4 ; 
our 95 Last, with 16/8 Spanish Heel discriminating. This pottern may be developed in vari- 


ous other pretty combinations. 


SCHWARTZ & BENJAMIN, INc. 


Turn Shoes of Elegance 


1608 DE KALB AVE. 


Period Patterns 


— jn ————- 


Shoe Fixtures 


in Metal or Wood. Both are ex- 
quisitely finished, the copper 
bronze of the metal fixtures ex- 
actly simulating fine hard woods. 


The} tabouret and duplex shoe 
stand shown 
here are examples 
of an assortment that is com- 
plete in every detail — and 
back of it is our guarantee— 


© Any metal fixture bearing 
the Frankel imprint, whether in 
use one month or twenty years, 
will be replaced gratis, if not up 
to the standard of value received. 


NUFACTURERS 


RANKFT 


[DISPLAY FIXTURE CO. 


1146 BROADWAY NEW YORK 
ESTABLISHED 1888 


BROOKLYN, N. Y. 


July 28, 1923 











ASK YOURSELF 
THESE QUESTIONS! 


If you want the maximum of advertising 
results, ask yourself these questions when 
selecting mediums: 

What is the evidence of READER 
INTEREST? 

Is the paper essential to its field? 

Is reader interest proved by volun- 
tary paid subscriptions? 

Are the paid subscriptions audited 
by the Audit Bureau of Circulation? 

(Twelve Thousand “Boot and 
Shoe Recorder’ paid subscrib- 
ers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper veri- 
fied by the Associated Business 
Papers, Inc.? 

(The character of the “Boot and 
Shoe Recorder’’ is verified by 
the Associated Business Papers, 
Inc., of which it is a member 
publication.) 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Majority of Salesmen Start for Territories 
August 1 


UGUST 1 of this year will find 99 out 

of every]100 salesmen selling the 
wholesale trade in their territories. This is 
an exceptionally early start, but is in con- 
formity with the buying and selling meth- 
ods which prevail with the wholesaler, as 
well as with the retail merchant, for what 
affects one branch of the trade affects all. 
The orders taken by the salesmen selling 
the wholesale trade in August will be for 
October deliveries to the wholesale shoe 
merchant. In some cases, manufacturers 
selling the wholesale trade have been for- 
tunate enough to have taken orders 
to keep their factories running to maxi- 
mum capacity for October delivery, but 
they are in the percentage of 1 to 100 
of those who find that they must get just 
a few more orders. 


Practically No Seasons 


October next will, unless all plans go 
awry, see many wholesale buyers in the 
market who will visit sample rooms and 
factories placing orders for December sell- 
ing, and salesmen will be kept busy re- 
ceiving the visiting trade. And right after 
the visits of the trade, the boys will be off 
again, for the wholesaler is buying now at 
intervals of about two months, and as one 
salesman puts it, there is really no season 
in the wholesale trade, with novelty pat- 
terns and airy effects the rule, and with the 
little folks dressed up as gaily, as to foot- 
wear, as mother. 


MacNaughton Says Straps in 
Dark Nubuck Shades 


A. W. MacNaughton sells the whole- 
sale trade for the Eby Shoe Co., Inc., with 
three factories at Lititz and Ephrata, Pa., 
and a fourth factory which will be com- 
pleted on the first of November, devoted 
entirely to a cheaper line of McKays for 
misses, children and growing girls at Eph- 
rata. Mr. MacNaughton travels from 
Chicago to the Coast. Martin Eby travels 
from Chicago to the East and President 
Harry Eby spends the greater part of his 
time at the factories. Paul Badorf sells the 
jobbing trade of the South. Mr. Mac- 
Naughton reports that the big thought io 
the wholesale trade today is straps in dark 
shades of Nubuck—such as log cabin and 
nutmeg brown; that he is: also selling a 
great many oxfords in these shades. He 


finds that his trade are demanding a great 
many colored kid boots in infants’ turns. 


Fancy Patterns for ‘‘ Kiddies”’ 


“There are so many possibilities with 
the different shades of leather,”’ said Mr. 
MacNaughton, “‘and in the last ten days 
I have sold a great many jobbing accounts 
infants’ turn shoes in combinations of 
colored kid and calf.” Just to prove his 
statement as to color combinations for 
children, Mr. MacNaughton exhibited a 
child’s shoe in champagne calf, with green 
calf vamp, green stitched band at top, 
with green buttons. A combination in red 
and another with blue and champagne 
were noted. “Fancy patterns are now just 
as bad, or just as good, whichever way 
you want to put it,”” added Mr. Mac- 
Naughton, “in children’s novelties, as in 
women’s. But with all that prices of shoes 
have decreased instead of increased.”’ 


C. W. Ross Says “Hello” to 


Boston 


The smiling countenance of C. W. Ross, 
who had occupied the same room every 
season at the Hotel Essex, Boston, for the 
past twenty-two years, showing the Utz & 
Dunn Company’s line, was again seen in 
the Atlantic Avenue section of the Hub 
last week, saying hello to his many friends. 

Mr. Ross has now retired from the shoe 
business, as he has all the worldly goods 
necessary after many long and successful 
selling seasons. Upon leaving Boston he 
said that he would spend the greater part 
of the summer fishing at Owasco Lake, 
near Albany, N. Y. 


L. A. Sherbano Sells White- 
field’s Line 


L. A. Sherbano, who was formerly 
buyer for L. R. Steele and other stores, is 
now selling the little men’s line of the 
Whitefield Shoe Company, Whitefield, 
N. H., to the jobbing trade, to general 
stores, and big department stores. Mr. 
Sherbano says that with his transfer to 
“the other side of the fence,” he is much 
pleased, as he enjoys battling for an order. 
He knows the game from one end to the 
other, as he has for many years mer- 
chandised not only little —— big 
men’s, women’s, and children’s shoes. 





Photo by Waid 
GEORGE W. KARL 


who sells the line of the Norway Shoe Co. to the 
wholesale shoe trade 





Dale Says New York Likes 
French Last 


Ralph I. Dale, well-known factory repre- 
sentative, is “‘one of the gang” at 139 Lin- 
coln Street, with office at Room 204. Mr. 
Dale has been “up to his eyes” in business 
the past few weeks from buyers coming to 
the Boston market. He finds a vacation 
other than Saturday and Sunday trips 
out of the question, as he must be on hand 
every minute to greet his many customers. 
The week-ends, Mr. Dale spends down on 
Cape Cod, Massachusetts, where he says 
the swimming is fine. 

He finds that his customers are now 
buying a multiplicity of styles and buying 
often, but not so many at a time as in 
former days. His lines consist of women’s 
turns and men’s welts. ““Today,”’ said Mr. 
Dale, “it is a question of patterns and 
lasts; one can get along with fewer lasts, 
but he must have many patterns. I am 
selling about fiye to six weeks ahead and 
find my trade like a Spanish Louis, 14-8 
to 16-8. New York City is today using a 
wider and rounder toe and shorter vamp 
than other districts.” He leaves Boston to 
call upon his trade early in September. 


Kenney Says Trade Is Fine 


Arthur L. Kenney, who covers New 
York state and the Middle West with the 
C. A. Grosvenor Shoe Company’s line of 
women’s felt moccasins and felt turns, re- 
ported recently that his business has been 
“simply fine; in fact, the very best we 
have ever had,”’ added Mr. Kenney. Just 
at. this season he is receiving his trade at 
139 Lincoln Street, Boston. 
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ONEST, high- 
‘Honest Hi grade sole lesthes 


ole | | 
isn’t necessarily pretty, or light 
Leather in color. 


a lait Acid bleaching may make a good 
. a eee looking sole, but the “‘wear’’ it 
ey airtel takes out of the leather often comes back to 


dvantage of to *'s } i 
advantage of today plague you in customer complaint. 








American genius that 
ASHLAND OAK can be 


produced in large quan- 


mien ree ASHLAND LEATHER CO. 


BOSTON CHICAGO ST.LOUIS 





























1 
e 
Fine Calf Leathers 
Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 
New England is the great . 
summer playground. Combine Strictly Fine Full-grain Calf Leather 
pleasure with business when you HUNT-RANKIN LEATHER CO 
come this way. A trip down Bos Sines ; 
ton harbor by boat, or inland by prac acme tbh ives 
motor, will be as an elixir of 4 


youth to tired nerves. You will be 
most contented with your hotel 


surroundings if you stop at the APPROVED BY 
om. MEDICAL MEN 


RATES ARE LOWER fin cteaiatnianiaiadls Tektite oiaan 
wing children and as a fully venti- 
ted shoe, the Burkley Ventilated Foot 
The Essex Hotel Co. ———— 
of 

J. 3. McCarthy, Pres. T. A. McCarthy, Treas. seieeseieieeeae your, t. &- 
eatenteo complete by sending 








our order today. 
Phone Brockton 2133 
for immediate action. 





Boston, Mass Ze: 
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Battreall's 
AS KEL | 


Service Boot 
for Wear 
Without Weight 


The “Haskell’”’ is a light boot— 
cool and comfortable. Weighs 
little more than an ordinary shoe. 
High enough to tuck the pants 
in. The most practical boot for 
millions of outdoor and indoo 
’ workers. The right boot to 
“push” all through the year. 


IN STOCK 


No. 1966—Overweight, Single Sole, 8 inch Tan 
Blucher $6.00 


No. 1967—Overweight, Single Sole, 8 inch 
Be CR vocccccesecncnseees $6.00 


No. 1968—Double Sole, Double Stitched, 8 
SRD FR Bre ccccssivescescvceces $6.25 


No. 1969—Double Sole, Double Stitched, 8 
inch Mahogany Blucher............... $6.25 


No. denna any Single Sole, Moccasin 
Toe $6.50 


MANUFACTURERS 


ST.JOSEPH MO. 
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(IN STOCK 


Women’s black cabretta, one strap, 


turn sole, rubber heel | 





No. 600 





Case lots only. No sample pairs. 
Sizes: 3-8; 4-8; 5-8; 4-7. 


F.O.B. Cincinnati. Net 30 days. 








| 


Altman & Minces 


CINCINNATI, OHIO 


—EE SS LS SSS 6 SSS LSE F 





———— 





Boston 
ERNEST JACOBY 
79 Milk Street 


Cable Address 


REDSONDER, NEW YORK 
LIEBER’S A. B. C. 5th Edition £Private Codes 


F. R. HENDERSON & CO., Inc. 


111 BROADWAY, NEW YORK CITY 


(rude Rubber 


IMPORTERS OF PLANTATION SHOE SOLE 


Crepe ‘Rubber 


London 


HENDERSON, FORBES & CO., Ltd. 


Sin 
HEN DERSON BROS., Ltd. 
Batavia 


HENDERSON BROS., Ltd. 

















The button in the 
RED LINE BOX 





APPELBEE & NEUMAN, 


23-25 Greene Street, New York, U. S. A. 


Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes 
PEARL—IVOR Y— AGATE, Etc. 


BOSTON: 113 Lincoln St. 


Inc. 


ST. LOUIS, Star Bldg. 
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Why ‘Grip Sures" sell all 
12 months of the year. 


|: they are great shoes for sport. In summer—outdoors for golf, 
hiking, camping, baseball and other sports. In winter—indoors for basketball, 
handball, squash, boxing, fencing and general gym work. 

Four things make Grip Sures not only sell all the year round, but sell big. 
They are speed—safety—service—and advertising. 

The patent suction cup soles of live rubber give safety with speed. A player 
shod with Grip Sures can leap, turn and twist with panther swiftness and 
accuracy. He is sure-footed on the slipperiest floors. 

Service comes from the sturdy long fibre Top Notch duck uppers and the 
molded soles of live, long wearing rubber. 

And then, after Grip Sures have been made as fine as’ human hands can 
make them, there is clean, straightforward, timely advertising in the Satur- 
day Evening Post, American Boy, Boy’s Magazine, Boy’s Life, Association 
Men and Physical Culture to do the rest. Men and boys the country over 
ask for Grip Sures by name. If you are not already a Top Notch dealer— 
don’t try to give them substitutes—give them Grip Sures. Write now to our 
nearest branch office for details. 


BEACON FALLS RUBBER SHOE COMPANY 
Makers of Top Notch Rubber Footwear 
Beacon Falls, Connecticut, U.S. A. 


Factory Branches in 


NEW YORK CHICAGO KANSAS CITY 
BOSTON MINNEAPOLIS SAN FRANCISCO 


7) TRADE MARK 99 


RIP=U 


REG. U.S. PAT. OFF. 


= or. 
A my 
44.2 


Grip Sure / 


The shoe for 
all year wear 








July 28, 1923 
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Don’t Let Your Business 


Take A Vaeation! 


EEP sales coming in all the time. 

Increase your profits with new busi- 

ness and maintain the volume of 
business. Sell the shoe that men want, 
that they buy regularly in spite of seasons 
—and then your prosperity will be con- 
tinuous. 


The Arch Preserver Shoe brings men 
back and back again for more pairs; it 
pleases them so well that they send their 
friends—building business steadily, hold- 
ing it securely. Everything that can 
be in a shoe is in the Arch Preserver Shoe. 
Style, foot health, comfort, good wear. 


SIXTEEN STYLES OF THE ARCH PRESERVER SHOE 
CARRIED IN STOCK, FOR IMMEDIATE DELIVERY 


Men all over the country are learning about the Arch Preserver Shoe through our advertisements in 
the Saturday Evening Post, Century, Harper’s, Atlantic Monthly, Scribner’s, World’s Work, and Review 


of Reviews. 


They are getting the facts about this better shoe, why it affords a correct walking base, and what 
such a foundation for the foot means. They have been waiting for the comfort and foot health thisshoe 
affords. The shoe with a real “‘chassis” offers you the opportunity of a lifetime; it is me most valuable sell- 


ing franchise in the shoe industry. 


“KEEPS THE FOOT WELL~ 


This Trade-Mark is found on 
the sole and lining of every 
genuine Arch Preserver Shoe. 
There are seven patents em- 
bodied in Arch Preserver Shoe 
construction. These are vested 
solely with E. T. Wright & 
Company, Inc., Rockland, 
Massachusetts, for the making 
of men’s and boys’ shoes, and 
with The Selby Shoe Company, 
Portsmouth, Ohio, for the 
making of women’s and misses’ 
shoes. 


E. T. WRIGHT & CO., INC., 


Makers of the “Just Wright” Men’s Fine Shoes since 1876 


Rockland, Mass. 


THE 


RCH PRESERVER 


SHOE 


(The Talbot Shoe Co., St. Thomas, Ont., are licensed 
by us to make Men’s Arch Preserver Shoes "for Canada.) 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Harry A. Goller and William F. Green 


with 


Allen, Goller Shoe 
Company’s 
Attractive Advance Styles 


will make a trip to their trade 


August 10th 


If New York says: “It’s the latest Style’’ - 
they will have it. Watch this space for a 
showing of these styles. 
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ALLEN, GOLLER SHOE CO. 


60 K STREET, SOUTH BOSTON, MASS. 
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Broader-Toe Styles 
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FALL MODEL with 
TROUSER-CREASE 


$475 
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Style 2112 


Clyde Last. Entirely new Trouser- 
Crease model. Uppers of medium light 
shade of Lawrence’s No. 55 Tan Calf 
with very high finish. Oak outer and 
inner soles. Leather counter. Leather 


quarter lining..... weeree 
Style 2117—Same in Black Calf. 





RSINEQIA\\WRYW/AIWPSSN 


[X these two stunning oxfords on our Clyde Last, Bates dealers 
have already found strong sellers for early Fall. To date, our 
orders for them are significantly numerous. 


We embody in these two styles the accepted tendency toward a 
little broader toe, and by the addition of our perfected Trouser- 
Crease we give the forepart an embellishment and wrinkle-resisting 
feature that add materially to the salability of the shoes. 
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These are merely two of the very interesting and attractive-new 
Fall styles now coming out of the Bates factory. We strongly sug- 
gest early orders, to insure prompt deliveries for the after-vacation 
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WE 


VE. 
VEX 
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A. J. BATES COMPANY 


WEBSTER MASSACHUSETTS 


WINAW DESI 
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o 
Finest Quality 
Fresh Water Pear! 
White 
Black 
and 
Size 14 Colors Size 16 


Shanks guaranteed for machine sewing. If you cannot 
procure our buttons from your jobber, write us and we will 
supply them. 

Prices and samples sent on request. 


HAWKEYE PEARL BUTTON CO. 


New York Office Muscatine 
930 Broadway lowa 





GREELEY 
BOUDOIRS 


Are the big buy in the 

Boudoir line. My 

Boudoirs reveal style 

and workmanship, 

which make them re- 

tail rapidly at better 
te, Black or Colored than ordinary boudoir 
only. prices. 


If Your Jobber Cannot Supply You, Write Us. 
A. W. GREELEY .*. Haverhill, Mass. 








Save Money 


ON THREAD 


$5.00 to $10.00 on each 
case of thread you buy 
counts. 
The best thread that 
ean be produced is 
made by us. The 
longest fibre yarns are 
un and twisted into 
thread that gives supe- 
a results. The trial 
of Meyer's thread in 
factory or repair depart- 
ment will prove it good 
policy to confine your 
purchas’s to the Meyer 
brands. 


JOHN C. MEYER THREAD CO., Lowell, Mass., U. S. A. 

















GROPING IN THE DARK 


Time was when he purchase of advertising space was 
a “bhnd groping in the dark.” Advertisers had no means 
of checking a publisher's statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau Of Circulations has 
solved this p rplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Re- 
corder circulation. Our records are audited by the Audit 
Bureau of Circulations 




















MISCELLANEOUS 





; d Fl 
Bi cy cl e shat 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


Send for cata- No. 141 


log giving full 
description 
and prices. Write 


THE BICYCLE 
STEP LADDER 
COMPANY 


67 Randolph St. 





Metal Shoe Fitting Stools 


uric f° THE CHICAGO 
ent “Pret WIRE CHAIR CO. ol — 


621 N. La Salle Street, Chicago, Ill. Price. . $3.50 each 


MISCELLANEOUS 


July 28, 1923 














Neatest, strongest, lightest and most 
convenient fitting stool on the market. 


Finis hed Golden Oak or 








Chicago, Il. 


Reece’s E. Z. Walking 


Wooden Sole Footwear 


Oil Grain and Wax Veal—Leather uppers 
1 buckle shoes 
$1.42 % to $1.95 


Carried in stock by all wholesale shoe and 
findings hous: s. f your jobber cannot 
supply you, order direct from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St.. St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 








ACCOUNTANT AND AUDITOR 
Auditing. Segeetien, Books Comeet 





REECE WOODEN SOLE Systema, Wiosolutions, Stock, Wecerds and 


SHOE COMPANY 


Nebraska 


High cut Boots—$2.90 to $3.65 


Write for samples Columbus 


Taxes. MARK I. FLEISCHER 
Bank of United States Building 

1767 MADISON AVE., NEW YORK CITY 

Member of National Association « of Certi- 

fied Public Acci Ww « D.C. 
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Space 1 time 
lim........$5.00 $4.00 $3.50 
.. 10.06 8.00 7.00 
J 12.00 10.50 
16.00 14.00 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 
_ ete une Or qn Se Oe eae ee 


7 times 13 times 26 times 52 times 


$3.00 $2.50 
5.00 


10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


ies 
7.50 address must be counted in - FAT... and paid fi 
Answers to ads must be sent under letter postage. 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








bitehed 


Wake Sates | with 
trade apy Ce oem doadiigting line 
enananentaeaal | commission basis our 
— line of Flexible Turn Shoes made in 
izes 1 to 5. Line consists of forty samples all carried 
IN N STOCK for immediate delivery. Small sample 
case. State territory desired and give references. 
R. C. Milow Shoe Co. Inc., Rochester, N. Y. 





WANTED-~Saleemen to sell our line of misses’, 
children’s and infants’ turn shoes and sandals, 
leading styles in stock, can be with non- 
conflict line. Territory, Ohio, Indiana, Michi- 
gan, Sout and some of the Western States, on 
commission basis, a with references. Lock 
Box 186, Orwigsburg, Pa 





LARGE DEPARTMENT store and chain store 
trade. Man for middle west and one for —- 
grade 


Coast. Haverhill novelty turn line with hi 
joe Re- 


reputation. Address E142 care Boot & 
corder, 207 South St., Boston, Mass. 





WANTED: Live salesmen to sell money-making 

side line of soft os and self starters in follow. 
ing territories, New England States, Pennsylvania, 
Western and Central D ew York, and good western 
territory. 10 per cent commission paid. This line 





Men’s Slippers and Comfort Shoes 


Wanted: Reliable salesmen calling on established trade. Quick selling 
lines of Stock Shoes with big commission, only live ones and workers wanted. 
Territories west of Pennsylvania. Replies considered in confidence. Ad- 
dress E-140 care Boot & Shoe Recorder, 207 South Street, Boston, Mass. 








ALESMEN for a real snappy condensed specialty 

line —y-y 4 ladies’ si iery. A. —_ a 

goods, shoes specialt; 

“1. country. Easily oom = 

State territory covering line now handling. 

Address K-525, Boot and Shoe Recorder, 127 
Duane St., New York, N. Y. 


Ween a> f° Brockton manufacturer an ex- 
ew England salesman. An - 
tunity > ie a first-class man experienced in a selling 
shoes to the best retail trade. This ition is 
eo 7% a live man with a following in New 
land who is looking for a strong line of New 
England made shoes to retail at $6.00, $7,00, $8.00. 
To one that can ay a liberal drawing Ts 
will be —_ dress E-127, care Boot and Shoe 
South St., Boston, Mass 








ie 9 pepenter. Carpenter Shoe Co., Inc., R q 





GALESMEN WANTED: A-1 men to sell our soft 
soles, self starters and turns. Good variety car- 
ried in stock. 
and self sorter, 7 
ritory open. C. H. 
N, Y. 


mission 10 percent on soft soles 
‘ cent on turns. Good ter- 
awkes & Son, Inc., Rochester, 





TS side 13 salesmen for Detroit and Iowa for 

ides’’ America's greatest home slippers. 
Few eae but the 
Proposition. Tendick S! 


invariably repeat. In stock 
Mfg.Co., Milwaukee, Wis. 





SALESMEN for Middle West territories for the 
fastest growing Wisconsin made line of Children’s 
Hi-grade stitchdowns made under new process. No 

objections to non-conflicting line. Must finance 
themselves. Replies strictly confidential, but must 
tell us who you are, and what you are doing. Line 
wy about August 15. Address E143 care t & 
Shoe Recorder 207 South Street, Boston, Mass. 





WANTED HIGH grade salesman with established 
trade living in the terri to cover the states of 
Virginia, West Virginia, North and South Carolina, 
Georgia and Florida. Man must of course be 
thoroughly experienced, a real shoe man accustomed 
to dealing with the representative trade of the 
territory. Since he is to —— Baker shoes he must 
necessarily know and be able to present both style 
and quality in women’s footwear. George 

Baker Shoe Co., 325 Classon Ave., Brooklyn, ON. x. 





WANTED—Hicgh-powered salesmen only to sell 
a line worthy of representation of big produo- 
ing road men. 15 styles of men’s 
dress welts to retail at $5.00 with 


~iy = 


el 
Ke - leathers, with workmanship like 
Entire line has been 
rary sive bil ‘built - new ideas of the season. Com- 
Bto E. ee A agg 
Don nless oe bi ie Bi ~ 
"t apply u you are a big ucer. Bradley 
& Metca’ ppl oles Milwaukee, Wis. 





ALESMEN A inted with Jobbers, department 
and big retail stores. To carry a side-line of 
felt and leather soft sole slippers, consisting of six 
= ge in all, aw = Give full details of 
—— Communication confidential. 
Address 144, care Boot ? Shoe Recorder, 127 
Duane St., New Yor York, N 








GALESMEN WANTED: Live-wire men with es- 
tablished trade in New England, Middle West 
and South West to carry our infants soft soles and 
infants and childrens turns in connection with 
present line. Also our new “Easy-Walk” a combina- 
tion soft sole and first-step turn. New and a win- 
ner. Line is old, well known and popular priced. We 
pay! highest commission and want applications only 

ucers. Give full particulars in first letter. 
J. J. MacMaster, Rochester, N. Y. 





SALESMEN WANTED 


GALESMEN WANTED for the following 

states to sell on commission basis to 

the retail trade ahigh grade line of 

stitch down shoes, sandals and play 

oxfords. 

State of Texas 

State of Oklahoma 

States of Arkansas, Tennessee, Missis- 
sippi and Louisiana 

States of New Mexico and Arizona 

States of TGenegia. Florida and Alabama 

States of Virginia, North and South 


Carolina 
States of eee oe and Iowa 
States of —|_ nd Missouri 


New E England Sta 
Give full + and references, 
also territory being covered. S. Rauh 
and Company 310-318 Sixth Avenue, 
New York City. 











Salesman wanted for Southern 
Territory. Popular prices. Turns 
and McKays. Jobbing and De- 
partment Store trade. Commis- 
sion basis only. Full information 
with references apply Jersey 
Shoe Co., Burlington, N. J. 


P. S. The Jersey Shoe Company 
is the combined Donald Shoe 
Co. of Philadelphia and the 
F. E. Donald Co. of Burlington. 








TSS like to hear from A No. 1 
who sell good trade aly. to 
== line “ine of children’s turns. 1-5 first 


ae 5-8, 
amen open: 
sas, Missouri, “Tale. 
a ag oy a Lanny Ne 
‘tes e it commission. 
Shoe ed mg 36 Bt. Pa Paul St., Rochester, N. Y. 





ALESMAN for side line of Western made men's 
dress welts, retailing at $5. Twenty styles are car- 
idths. Fourteen 


ication. Address 
corder, 207 ‘South St., Boston, M 





for fall season 


Aopon eS 


widths. Give ten references 
joe Mfg. Co., 414 Fourth St., 


E have cqvensl sot 


Milwaukee, Wis. 


ANTED: Experienced shoe salesmen for men's 
and women’s high grade departments. State ex- 
perience, reference and salary expected. Address 
x + Colgrove, K. W. Watters Company, Buffalo, 








GALESMEN with established retail trade wanted 
to carry a few samples boys’ McKays and — 
Kay welts in South, Wes! and Middle West. 6 
cent commission. All shoes in stock. Old establi 
manufacturers. Apply E145 care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass 





GALESMAN WANTED; Wholesale shoe house 
selling retail trade desires ys representa- 
tive for Connecticut territory. Address E146, care 
Boot & Shoe Recorder, 207 South St., Boston, 





MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 


Write for our latest cata- 

store fixtures. 4 
Milbradt 

Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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SALESMEN WANTED 


POSITION WANTED 


POSITION WANTED 





ANTED: Experienced high grade salesmen. 

Preferably young men experienced in selling 
men's fine dress shoes. One for territory conasisti 
of greater portion of North Carolina and portion o 
Southern Virginia and one for territory consisting of 
South Carolina, western portion of North Carolina 
and portion of Virginia. Established trade in both 
territories. Reply by letter stating age, experience 
references, etc. In full detail. We pay 6 per cent 
commission. Address E147, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


Salesmen Wanted 


WANTED — EXPERIENCED 
HIGH-GRADE SHOE SALES- 
MEN TO SELL OUR GLASS 
WINDOW DISPLAY FIXTURES 
AS A SIDE LINE. WE HAVE 
TERRITORY OPEN IN VA- 
RIOUS SECTIONS OF THE 
COUNTRY FOR CAPABLE 
MEN. FOR FURTHER DE- 
TAILS OF OUR INTERESTING 
PROPOSITION ADDRESS 


JEANNETTE GLASS COMPANY 
JEANNETTE, PENN. 














GSS Lane SEES UEE Tt pen 2 9 real 
bal an wi lenty of “pep” ising 
ability and established trade, we have one of the 
fastest selling McKay lines (for Children, Misses, 
Growing Girls and Women) in America to offer you 
—only 15 nu ind every one belongs to the 
bread and butter” class. We are allotting territory 
at once. Write today giving full details of your 
experience. Address Her Groenewold, Di- 
rector of Sales, Wobst Shoe C y, Mil kee, 
is. 











WANTED—Live wire commission men who can 

produce results to sell our line of up-to-date 
novelties in children’s turn shoes. Sizes 1/5 and 
5/11. Turns only. Line ready August 1. 6 per cent 
commission. Quality Shoe Company, 110 Clifford 
Ave., Rochester, N. Y. 





Boston, Mass. 


High-Grade Factory Executive 
Open for Position 


The firm with which I am at present connected is being liquidated. I am 
open for a position with a shoe manufacturing or tanning company that 
needs the services of a successful and experienced office manager, Credit 
man, or general Executive. I am well known to the trade and offer a splen- 
did record of successful accomplishment as my best reference. For further 
particulars address E-123, care Boot and Shoe Recorder, 207 South St., 














Experienced Manager and Buyer of 
Men’s, Women’s and Children’s Shoes 
would like to make change, preferably 
in the South, but would a t 

offer anywhere in the country. For full 
information write to E-110, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 














NERGETIC YOUNG MAN, 25, desires posi- 
tion with New York shoe manufacturer or dis- 
tributor where he can learn the iness. Four 
ears’ business experience. Address K-531, care 
t & Shoe Recorder, 127 Duane St., New York. 





BUYER AND MANAGER, desirous of making a 
h , for just r . Fifteen years experience, 
men and women’s, highest grade footwear. Eight 
years Chicago Loop, six at present location. I am no 
experiment, but a producer, as my record will 
rove. Middle West preferred. Address E-148, care 
t and Shoe Recorder, 189 W. Madison St., 


Chicago. 








Live wire salesmen wanted to 
connect with well established 
Brooklyn shoe house to carry 
line exclusively and cover Middle 
West. Men who have held similar 
positions and are thoroughly 
conversant with the trade. Ap- 
plication will be kept strictly 
confidential. Address E 124 care 
Boot & Shoe Recorder 207 South 
St., Boston, Mass. 








' Pattern and Style 
Man Wanted 


A live shoe manufacturing con- 
cern making ladies’ turns and 
MceKays has an opening for cap- 
able young pattern and ‘style 
man with factory experience. 
Good opportunity for the right 
man. Address, with experience 
and references, — 39 care Boot 
and Shoe Recerder, 207 South St., 
Boston, Mass. 








SITION WANTED: Young man who knows 

how to buy and merchandise shoes on big scale 
wishes to make change, now employed by one of the 
largest department stores in the country. Can re- 
port at once. Address E-149 care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





LINE WANTED 


SA LESMAN wants a real live factory line—men’s 
women’s or children’s. 15 years’ experience. 
Good following. Excellent reference. Address K-529 
care Boot & Shoe Recorder, 127 Duane Street, 


New York. 








WiLL SELL FACTORY OUTPUT. Man te- 
sponsible for distribution of nationally known 
line of footwear seeks to be identified with first class 
factory making line of misses, children and growing 
girls’ shoes. Will continue to market his present 
non-conflicting lines and sell your daily output of 
1300 to 4000 pairs, commission basis only, es- 
tablishing accounts which will keep factory going 
full practically all year. Valuable man for some up 
and doing manufacturer. Address all inquiries to 
Box E-150, care Boot & Shoe Recorder Publishing 
Company, 207 South St., Boston, Mass. 


LINE WANTED—Wanted a_ high-grade in- 
stock misses’ and children’s shoe line to carry 
with a complete line of well-known felt slippers. 
Covering Ohio, West Virginia and Kentucky. Ad- 
dress E-132 care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








WANTED A line of women’s cheap medium 
priced or growing girls shoes to travel in the 


LINE WANTED 





WANTED For St. Louis and adjacent territory 

medium priced women’s novelties, children’s, or 

men’s mediym line. Fifteen years selling manufact- 

> a shoe. A. Steiner, 602 Star Building, St. Louis, 
issouri. 





TO LEASE 


HOE for lease in our newly remodeled 

eg Vey in Om, noe to the 10 cent 
stores. ished years. ya = 
ties will be considered. te & Cahen, 8 N. 
High St., Columbus, Ohio. 








BUSINESS OPPORTUNITIES 








Buyer: Men's shoe department. Good 
opportunity for ambitious man, ex- 
perienced in retailing high grade mer- 
chandise. Address M. E. Hecht, The 
Hub, Baltimore, Md. 











OUNS mae wy Savesehity known Saat & 
retail trade seeking Some y experie 
shoe man with money to start jobbing business in 
New York. Address K,-530, care Boot & Shoe Re- 

corder, 127 Duane S. New York. 


ALUABLE SHOE STOCK in a middle western 
manufacturing plant to trade for retail stock of 
moderate size, shoes preferred. Address E155 Boot 
& Shoe Recorder. 207 South St., Boston, Mass. 








FOR RENT 


Fer RENT: In a thriving middle-west city of 
100,000, a department store, enlarging its pre- 
mises wishes to rent space for a shoe department to 
a responsible firm. Address Box E-154, care Boot & 
Shoe Recorder, 207 South St., Boston, Mass. 


T? RENT: Shoe departments in active ladies’ 
wear store, Columbus, Ohio; Muncie, Indiana; 
100 cent iocations; Address Harry Graff, 324 
South Market Street, Chicago 


TS Desirable gene basement Ses sie 
partment in popular priced store in mi 

_a business already established. Apply, 
Arthurs Inc., Aberdeen, S. D. Four other depart- 
ments in basement. 


GPACE FOR RENT: For men’s shoe department 


in New Orleans. New building to be completed 
for October. Best location on Canal Street for 

















South, by one with experience. Can give good refer- 
ence. Address E-156, care Boot & Shoe R 
207 South St., Boston, Mass. 














POSITION WANTED 


IRST-CLASS SHOE MAN desires to make 
change; Philadelphia or vicinity. 14 years’ expe- 
cience; excellent references as manager and buyer 
or other good connection. Address , care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





WANTED A line of medium priced men’s shoes to 
travel south by one who has had euenee, ears 


xperience. C. feraich qood referenses. 7 
Eis? care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED: Factory line of lar-priced ladies’ 
shoes for Chicago. Snaopy Tine and quick de- 
liveries necessary. Robert Twaddle, 6934 Sheridan 
Road, Chicago, Il. 


pop f= me 
manufacturer or dealer operat 
dress E-153, care Boot & Shoe 
St., Boston, Mass. 








Information for Shoe Merchants 


“Where to Buy” constitutes a source of 
knowledge eo that he who runs through these 


pages may 
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FOR SALE 


modern shoe store, everything 
just right, best tion in one of the best cities 
in Illinois. Act . Don’t answer this ad unless 

ae tee Address E-137, care Boot and 
Shoe Reca Recorder, 207 South St., Boston, Mass. 


FoR SALE: Leading shoe stores-@ellege town. 
Prosperous. Stock clean. Owner wi to re- 
tire from business. Address E-158, care Boot & 
Shoe Recorder, 207 South Street, ‘Boston, Mass. 


F< OR SALE: Very modern shoe store, good business 
location, good town to live in. Eight to ten 
thousand dollar stock to be sold for cash. Long lease. 
Best railroad town in state of Kentucky, good 
reason for selling out. Please don’t answer unless 
you mean business. Address E-151, care of Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


LDEST established retail shoe store in booming 

New England city of 150,000 is offered for sale; 
owner retiring. Has fine line of firmly established 
store and splendid stock of 
medium and high class goods in the very best con- 
dition. No better proposition in the country, either 
for individual or chain ownership. For particulars 
address E-152, care Boot & Shoe Recesdee, 207 
South St., Boston »Mass. 





R ae 

















FOR SALE 


For Sale:Best exclusive shoeand hosiery 
stock in city of 6000 in northern In- 
diana. Best location in city. Stock in 
fine condition. reasons for selling. 
Do not write unless interested. Ad- 
dress E-141, care of Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 








FOR SALE 


Shoe “‘breaker-in”’ and waterproofer. 
750 twenty-five cent cans for $12. a 
value $187.50—only $12! Chea 

to give away. SAMPLE CAN AN PREE. Oe 
send $1 now and pay of $11 on 
arrival of 750 cams. A. A. A. Mfg. Co., 
159 Kingston St., Boston, Mass. 














WANTED TO PURCHASE 














660 Broadway, New York Tel. 0095 Spring 








—— CASH PRICES PAID 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW TORK, N.T. 

FOR 


WILL (StOW SELLERS 
BUY (ENTIRE stocks )CASH 


Bargains in shoes al hand fer special sales 
and Gngule besemants 











WHAT TO DO 
When It’s Hot 
COME TO 


The Ambassador 
Atlantic City 
Where It’s Cool 


Guests cee, yal under ae 
er night uly and August 

cae i beach on Atlantic 
Const Guests dress in hotel and 
go direct to surf. 


The Ambassador 
The World's Most Beautiful Re- 
sort Hotel—famed for food, service, 

hospitality 


Reservations by wire or letter 
Write for Illustrated Booklet—Dept. 


Tue Amsassapor Horets System 


The Ambassador, New York 
The Ambassador, Atlantic City 
The Ambassador, Los An 

The A Los A 














Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 


BOOT AND SHOE RECORDER 
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CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
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EVERIT B. TERHUNE, Treas. and Gen'l Mgr. 
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73 Cornhill 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
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WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 
KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N.Y. 
Phone Canal 0679 








"giocks of ny 


y no 


Seas 


BROOKLYN PURCHASING SYNDICATE 
FRANK W Proprietor 


610 Tieeed 
Phone Stags 1757 - 














PUBLISHER'S array 
mee 4) 5 





FOREIGN SUBSCRIPTION—The price 
foreign countries except the - Ay ne $10.00 
including postage. 
subscriptions are payable in advance. 
ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For pdpeweny a Want Page. 


SHOE JOE” RECO RDER’ ay 
statement likely to 

reserve the right ¥* aan 
advertising or reading matter which 
line with this policy. 





OFFICES IN 
BROCKTON OFFICE: 224 Moreine St. Geo. 
CHICAGO OFFICE. 189 Wert Madison St. Tele- 
st iguis'O OFFICE: Leather Trades Blig. H 


NEW WORK RK OFFICE: Roo Reon 101, Ron Tite 
127 Duane St. H. Walter Scott, Manager. T: 


eitinbeipatn OFFICE: Suite nema, Widener 


CINCINNATI Orrick: 416 Gwynne Bldg. H. M. 


Bowen B. C. Bowen, Manager. 
ROCHEST R OFFICE: 623 Powers = Bldg, Ros- 
. Seward, wenn Rew ork Repre- 
wentt 7 ‘elephone . 
pee ive, Telephone A. Comet 
MILWAUKEE OFFICE: Leonard F. Meyer (B.C. 
Bowen, Manager), 405 Broadway. Telephone 
Broadway 1827. 
WASHINGTON OFFICE: William L. Daley, 26 
PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 
LONDON OFFICE: John. C, Curties, Manager, 
11 Hi London, 
AUSTRALIAN” 430" 30" Lit, “Elina St., 
Melbourne. G. OFFICE 
CONTINENTAL OFFICE: 
M 12, Viens 
ARGENTINA | Decne’ Avion “Rivadevia "2721. 
P. Sabazzini, : 
BRAZIL: Gerente, Joh 3. Fitch, 88 Rue General 
CHILE: , Las Rosas 1123-1127. Otte- 
CUBA: Mr mez,” Corrales, 2A Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


SPAIN: Ge Gerente, Lepuate do Miguel, Librere Ed- 
20 Fuencarral, Madrid 
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Fox, Chas. K., Inc., Haverhill, Mass. . 


Gardiner, H. K., & Co., Pittsfield, N. H. 
Greeley, A. W., & Co., Haverhill, Mass..... 118 
Couce, Daniel, Felt Shoe Co., Dolgeville, 
97-98 


Gustin, M., Care New York Cc ity 


Howard & Foster Co., Brockton, Mass . = 


Johnson, Stephens & Shinkle Shoe Co., 
St. Louis, Mo 
Juvenile Shoe Case. Cc ‘arthage, ee 


Kannally-Wick Corp., Highland, Ill : 56 
Karelis Shoe Co., Haverhill, Mass. . 

Kenworth Shoe Co., Cincinnati, O.. we 5 
Kirkendall Shoe Co., Omaha, Neb... .3d Cover 


Lilly, Henry, New York City 


Marston & Tapley Co., Danvers, Mass... .. 
Martin, A. H., Rochester, N. Y..... 
Miller, I., & Sons, Inc., Brooklyn, N.Y... . 
Minor, P. W., & Sons, Inc., Batavia, N. Y. 


Nettleton, A. E., Syracuse, N. Y 

Newcomb-Anderson Shoe Co., Rochester 

Nunn, Bush & Welden Shoe Co., Milwau- 
kee, Wis...... 


Olenick, I., New York City 

Oriental Boudoir Slipper Co., Haverhill, 
Mass.... 

Packard, M. A., Co., Brockton, Mass. . 


Paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, N. Y. ase OO 


Peck, Frederick S , Worcester, Mass. scence 
Phillips Shoe Co., See Haverhill, Mass... 95 
Posner, Dr. A., Shoes, Inc., New York City. 99 


Reece Wooden Sole Shoe Co., Casas, 
Neb...... 118 

Reynolds, Bion F., Brockton, Bese. 

Rice & Hutchins, Inc., Boston. 

Riley Shoe Mfg. Co., Columbus, 0. 

Rogers Bros. Shoe Co., Boston 

Rosenberg, S., & Sons, Boston ‘ 

Russell, W. C., Moccasin Co., Berlin, Wis... 


Sargent, Donn D., Salem, Mass... 
—T & Syapuain, Inc., 


Slater, C. B., Company, So. Brai ,Mass. 9 
Smith-Briscoe Shoe Co., Lynchburg, Va... 97 
Smith, Wm. Sumner, Chicago 99 
Stacy-Adams Co., Brockton, Mass 96 
Stetson Shoe Co., So. Weymouth, Mass.... 97 
Stockbridge Shoe Co., Haverhill, Mass..... 95 





Tessier & Bowdoin, Haverhill, Mass 95 
Thompson Bros. Shoe Co., Brockton, Mass. 98 
Thomson-Crooker Shoe Co., Boston 


United Ladies’ Shoe Corp., Brooklyn, N. Y. 110 


United States Rubber Co., New York City 
Front Cover, 58 


Wall, Doyle, & Davy, Inc., Brockton, Mass. 
Weber Bros. Shoe Co., No. Adams, Mass... . 
Whitman & Keith, Brockton. Mass 

hs E. A. & M. C., Co., Haverhill 


Wright, E. T., Co., Inc., Rock:and, Mess... . 5 


HOSIERY 
Beaton, J. R., Co., Inc., New York City... 100 
Harrington & Waring, New York City 


Peseper Silk ms nid Mills, Inc., Long 
and City, N 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City 
American Seating Co. , Chicago, Il 
American Shoe Polish Co., Chicago, Ill... . 


Baumann, L., & Co., Chicago, Ill 

Bicycle Step Ladder Co., Chicago 

Blog Shoe Findings Co., New York City... 
Bongiovanni Bros., New York City... .. 


Chicago Wire Chair Co., Chicago.......... 
Coultas Co., D. W., Providence, R. I....... 


Ellis, W. E., Co., Haverhill, Mass 
Frankel Display Fixture Co., New York City 110 


Glencairn Mfg. Co., Pawtucket, R. I 


Hecht Fixture Co., Chicago, Ill 
Hymes, H. L., Co., New York City 


Kahn, Edw. E., & Co., Brooklyn, N. Y 
Kahn & Buick, Inc., Brooklyn, N. Y 


Milbradt Mfg. Co., St. Louis, Mo.... ... 118-119 


Onken, Oscar, Co., Cincinnati, O 


Palmenberg, J. R., Sons, New York City.. 

Pittsburgh Refi i 
Pittsburgh, Pa 

Roth, Karl L. B., Findlay, O 

Rublack, Emil, New York City 





Scholl Mfg. Co., Chicago 
Standard Shoe Card Co., Chicago, Ill 
Strootman, John, Buffalo, N. Y 


Vanity Novelty Works, Brooklyn, N. Y..... 


LEATHER AND OTHER MATERIALS 


American Hide & Leather Co., Boston... . 
Armstrong Cork Co., Lancaster, Pa 
Ashland Leather Co., Boston 


Barnet, J. S., & Sons, Inc., Boston 
Beggs & Cobb Co., Inc., Boston 


Chamberlain, B. F., Boston 


Hale, Alfred, Rubber Co., Atlantic, Mass. . 
Henderson, F. R., & Co., Inc., New York 

City ll 
Hunt, Rankin Leather Co., Boston 


Jones, F. E., Co., Boston 


Kallman-Newcomb Co., Boston........... 
Kenworthy Bros., Stoughton, Mass 


Lawrence, A. C., Leather Co., Boston... . 
Levor, G., & Co., Inc., New York City 


New Castle Leather Co., Boston 


rine & Vogel Leather Co., Milwaukee, 


Republic Rubber Co., Youngstown, O 
Rousmaniere, Williams & Co., 


Seiberling Rubber Co., Akron, O......... 
Standard Kid Co., Boston 
Surpass Leather Co., Boston 


Thomson-Field Co., Inc., Brockton, Mass. 101 
Tolman, Dow & Co., Boston 


Vaughan, Geo. C., Peabody, Mass. 


MACHINERY, LASTS, MFRS’. SUPPLIES, 
DRESSINGS, ETC. 
Applebee & N: »Inc., New York City 113 


Beckwith Mfg. Co., Boston 





Hawkeye Pearl Button Co., Muscatine, Ia.. 118 
Laing, Harrar & Chamberlin, Philadelphia. 90 
Meyer, John C., Thread Co., Lowell, Mass. 118 
Tubular Rivet & Stud Co., Boston 


United Fast Color Eyelet Co., Boston 
United Last Co., Boston 


United Shoe Machinery Corp., Boston. . . 12,26 


Whittemore Bros., Cambridge, Mass , 
Wiss | Insole & Counter Co., Campello, 


MISCELLANEOUS 
Atlantic Printing Co., Boston 





Brooklyn Purchasing Syndi 
Calderwood & Preg, Inc., Boston...... coce BB 
Fleischer, Mark I., New York City 

Glauberg, Max, New York City 


Hotel Essex, Boston 
Howard Print, Inc., Brockton, Mass 


Kalter Cerf. Co., Max, New York City 
Kirsch-Blacher Co., Inc., New York City.. 121 


Livermore & Knight, Providence, R.1..... 33-34 


New York Ex 
New York 


Root, F. S., Company, Boston 


The Ambassador, Atlantic. N. J 
Tolman Print, Brockton, Mass 


University Electrotype Foundry 


War Dept., Surplus Property Div......... 
Waskow Co., Inc., Chicago 
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A Feature That Is Selling Shoes 


The return of lacing hooks is the 
revival of a popular feature on 
footwear for men. 


With the new demand for both 
style and practical convenience in - 
shoes the lacing hook becomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales. 





Sell shoes that combine the 
features which men demand-- 
comfort, convenience, fit-- 
shoes with lacing hooks! 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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‘COMFORT SEE 
A.SHOEWISE ETave ao ae 


“August is a month for rest. The blazing sun and hot pavements are 
driving cramped feet into my store. They are going out clad in 
FISHER Comforts. 


“Great Scott, how relieved they look! Trim and dainty, comfortable 
and soft, with a quality tHiat’ll give them many months of wear. 


“You only have to sell FISHER’S the first time, customers come 
after them the second. They’re in stock right at my elbow when I 
need;them and the profit per pair will put a new front on my store 


this fall.” 
FISHER COMFORT 
ARCH-SUPPORTING PUMP 


Style No. 018 


yt 


IN STOCK 


Construction 


Built on principles that make for Foot Health—Rare Comfort and Graceful Lines, FISHER’S 
Arch-Supporting Pumps are proving money-makers for dealers carrying them. Made of Genuine 
Vici, with a 3 rivet Reinforced Spring-Steel Shank and an Extra Long Instep and Arch-Supporting 
Counter. Soft Leather Covered Cushion Insole. Flexible McKay, Triple E wide. High Quality 
Outer Sole and Wingfoot Rubber Heel. 


Style No. 018—One Strap. Pap 6 No. 019—Two er: 
Genuine Black or Brown Vici. . .Price $2.75 


FISH OMEORTS 


tsHER SF 


LYNN,MASSACHUSETTS 


Boston Office : 216 Lincoln Street i Chicago Office: 189 W. Madison Street 





ol. 83, Ne. 20. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. Entered as second class mat- 
‘x April 15, 1922, at the Post Office at ton, Mass., under the act of Congress of Marel 3, 1879. Subscription price, $5.00 a year. Printed in U. S. A. 
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\ De Lipp Shoes \ 








AS A FIRST EXAMPLE 


“The Chevy Chase” 


APRS AAAS 
Se SH: Foie s 


Rear view showing 
delicate lines of 
square side heel. 


< / 
©, 


m4 
> 


S 
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A Dress Sport Model worked up in Color ‘‘D”’ 
Suede, Patent Leather Trimmed. Note the 
square side Heel— 


Frome 


vA 
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A Distinctive Touch. It may be made in various 
combinations. 





Just one feature of a line of Women’s Fine Turn 
Footwear that is replete with features. 


Look for some of them here on this page every 
fortnight. 


DEGEN-LIPP, Ine. 
Makers of. ~ 
WOMEN’S BEST TURN FOOTWEAR 


~- 


FACTORY / SHOWROOM 
133-143 FLOYD STREET / DEMPLAY 607 MARBRIDGE BLDG. 


BROOKLYN, N. Y. NEW YORK CITY 
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A WINNER ! 


BEAVER BROWN 
coror “8 









































GOOD BREEDS DONT JUST GRow 


GOOD LEATHERS DONT JUST HAPPEN- 
ITS “MADE” BY YEARS OF ACCUMULATED 
INTELLIGENT ATTENTIONS TO SMALL 
DETAILS. 


S Quc. 


Tanners 
Levor Grain Kid 


. abrettas 
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THE END BOX — IDEAL FOR SOFT TOE SPORT SHOES 


The Vulco-Unit End Box assures comfort and style in soft toe sport 
shoes by providing just enough support to prevent wrinkling at the toe 
THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BRYCKWITH MFG. CO. 


argest Manufacturers of Box Toes in the World 
lll SUMMER STREET. BOSTON. 


Chicago GW. KIBBY & CO. j GEO.A.SPRINGMEIER CO. Cincinnati 
OSCAR E WRIGHT CO. St Louis 


JL, Ze Ze he ht hide Ze, fee, oa, oe ee 
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EXTRA SPACE 
across the ball for enlarged joints 
~shillfully concealed in graceful 
stylish lines 
The 


ELIEF 
(COMBINA TION DISTINCTIVE 


RELIEF FEATURES 


Play Safe on Style 


A fashionable toe—scien- 


P - ifically sha; ith 
AMOUS Walk-Overs are daily taking the gamble out of the style game. fe ich aie ae 


For they are the kind of shoes that are always in season for they’re flip contested beneath 
always in style. stylish lines. 
The RELIEF is a Famous Walk-Over that is sale insurance for shoe merhcants A natrow, snug fitting 
—bringing full profit from every pair. Fitting more feet of the harder kind to heel. 
fit—with special features that combine rare comfort with elegant style. Add to A depression in the sole 
these the Walk-Over prestige for High Quality and you have a value that acts as a bed for the big 
defies duplication. ball joint. 


Carried In Stock - Dept. 6 - Campello and St. Louis 


Our Booklet of Famous Walk-Overs In Stock is being sent to enterprising 
shoe merchants who want to stock steadier merchandise. SEND FOR IT. 


GEO. E. KEITH COMPANY +1] 
“Makers of Wax-Over Shoes for Men and Women ae 
EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES OF U.S. AND THE WORLD ‘OVER. 


CAMPELLO-BROCKTON, Massachusetts 
St. Louis, Missouri 
U.S.A. 
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VELOURS CALF 








NEW LEATHER IN A 
MEDIUM TAN SHADE 
WITH A FAINT HUE OF 
NUTMEG. A SOFT, 
RESTFUL COLOR VOID 
OF THE HARSHNESS FOUND 
IN SOME TAN LEATHERS. ITS 
SMOOTH BEAUTIFUL FINISH AND 
ITS FINE GRAIN IMMEDIATELY 
WINS THE HEARTS OF THOSE 
WHO SEEK BEAUTY IN FOOT- 
WEAR. AND IN THIS LEATHER, 
AS IN ALL OTHERS BEARING 
THE P & V TRADEMARK, ARE 
THE QUALITIES TRADITICNAL 
OF THIS ORGANIZATION. 























CLEATHERS 
ray 


Made in Milwaukee Sold all over the World : 


PFISTER & VOGEL | EATHER Go. 


MILWAUKEE,wis. ST.LOUIS, MO LONDON, ENG. 
BOSTON, MASS CINCINNATI, O NORTHAMPTON, ENG 
NEW YORK, N.Y. ST. PAUL, MINN. KETTERING. ENG. 
CHICAGO, ILL SAN FRANCISCO, CAL. LEICESTER. ENG. 
PHILADELPHIA, PA NEW ORLEANS, LA. FRANKFURT, GERMANY. 
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To-day STYLE is a 
necessary feature in 
corrective footwear. 


Not grotesque, but 
attraclive orthopedics — 
shoes and oxfords—of 
calf and kid leathers 
will widen your field of 
prospective customers. 


Proven profitable foot- 
wear. 


‘Phone your jobber 


In Stock. with a 


wi despread number 
of leadin 


WHOLESALERS 
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ECLIPSE 


130—Satin and Suede, as above. Nu 

Flex Process, 16-8 Spanish Louis Wood 

Heel ... $4.75 
Coming through Aug. 7th 


MAJESTIC 


325—Gray Buck, as above. Light 
Welt. 13-8 Cuban Wood Heel... . $4.85 


Coming through Aug. 7th 
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Reg. U. S. Pat. Off. 
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The best way to get 
volume out of your 
business is to follow 
the volume buyer. 


Rialto shoes uphold 


the opinions of 


“WORTH 
WHILE 
STYLES” 


Style by the mile— 
Delivered as prom- 


ised. 





Ooood 
Ooogd 


Minimum Order 12 pair to a width 


August 4, 1923 


324—Pat. Colt, as above. Light Welt. 
13-8 Cuban Heel, Rubber Top. . $4.50 
Coming through Aug. 7th 
127—Blue Kid, as above. Nu Flex 
Process, 132-8 Cuban Wood Heel $4.00 


LIKELY 
328—Brown Suede, as above. Light 
Welt, 13-8 Cuban Leather Heel. . $5.00 

Coming through Aug. 10th 
Can also be made in any desired com- 
bination. 


RIALTO SHOE COMPANY- 


MANUFACTURERS OF WOMEN’S FINE WELTS AND McKAYS 


110 K STREET 


The Women’s Gilt Edge Line 


BOSTON 27, MASS. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Mrs. A. R. King, Inc., 


have founo that Rueping’s Rue- 
Suede gives « ti i 
satisfaction to their most exacting 
trade. They are among the many 
makers of good footwear who feature 
Rue-Suede. 





RuUEPINGS 
Rue-Suepe CALF 


is widely specified by particu- 
lar buyers ordering ooze shoes 
because of its long, velvety 
nap, mellow feel and even 
color. 


You can bank on Rue-Suede 

to brush up like new and to isa Pee nuts Cay ih oe on 
give long service without Made Miaiadelphis, Pas 
wearing shiny. 


TWENTY-TWO SHADES 


Color cards cheerfully furnished to 
dealers and to shoe travelers. 


FRED RUEPING LEATHER Co. 


FOND DU LAC, WISCONSIN Sahara Pattern—Beige Rue-Suede with trimmings in dark 


brown smooth calf. 


Branehes: Cincinnati Milwaukee St.Louis New York _R. 
4 Montreal Northampton, England Made Mrs. A. R. King, Inc., 


: Boston 
Chicago San hiladelphia, Pa. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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A Quarter 
Of A Century 


Is a long period of time in the life of man or in the life of 
a leather. A line of leather that has stood the test of time 
for over twenty-five years must possess unusual merits of 
appearance, appropriateness and service. 
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Norwegian Veals and Calf 


was originated and named by the firm of A. F. Gallun & Sons, Milwau- 
kee, over a quarter of a century ago. This famous line of hand-boarded 
finish leather is a store-hold favorite wherever good shoes are bought 


and sold. 





A smooth finished leather that is pliable, 


Aztec Calf strong and pleasing to the eye. Offered in the 
Fashionable shades. 
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Viking Calf Available in black and five colors. A smooth 


finished leather of superior merit. ” 


All the above are recognized as “Gallun Quality Leathers’ 
and find ready acceptance with manufacturers and 
retailers of better-grade footwear. 
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A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 





i 3c 


5 am 
oce 
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Early Fall Styles 


Two original patterns distinguished for grace, lightness, 
and good fitting. The materials used are made in the 
most popular fall shades, and blend splendidly. — 


MADE OVER 

A MODIFIED 

FRENCH TOE 
LAST 


B 587M B 587R 
Women’s Log Cabin Ooze calf quarter and vamp, Women’s Log Cabin Ooze quarter and vamp, one- 
one-strap HELIE sandal, Otter brown kid vamp, strap side gore Colleen sandal, Field Mouse kid 
collar and center strap, Navarre last, turn, 2-inch collar and strap, Navarre last, turn, 2-inch wood 
wood covered Spanish Louis heel. covered Spanish Louis heel. 


Price $7.00 Price $7.25 





Not In Stock—Can Be Made In Three Weeks 
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Tony Tan 


CRESCO 


The only waterproof leather that takes 
and retains a polish—made in our very 
popular Tony Tan Shade. 














Year by year we sell more CRESCO as 
more and more men who hate to wear rub- 
bers learn of this waterproof and “shine- 
able” leather. 


So it’s no wonder that so much CRESCO 
is used by makers of the best grade shoes 
for gentlemen. 


Big City Boot Shops Are 
Ordering Heavy Winter Oxfords 
of TONY TAN CRESCO 


They all say that the new color in this old-time 
favorite winter leather will make the shoes sell like 


hot cakes. 


CREESE & COOK COMPANY 


SALESROOMS C7; ESOS TANNERIES 
95 SOUTH ST., BOSTON (a Ya DANVERSPORT, MASS. 
ihe a 2 N \ 


P.A.HENRY& CO. Ye, SAMUEL WOLFENSTEIN 
”.706 Broadway, Cincinnati, O. 39 SPRUCE STREET 
Leather Trades Bidg., St. Louis, Mo. 4 >, NEW YORK CITY 





QUO OOOO OU OU EE OORT OU OU OU UHOMHOMMMMOMNN 


LL MUM MMM Menem nnmenmnmmen mmm mmm seimmirmnire mints 





Dealer Influence is secured thru advertising in the Poot and Shoe Recorder. 











August 4, 1923 BOOT AND SHOE RECORDER 





Flexible 





Arch-Corrective Footwear 


We carry in stock at.all times a long and varied line of these corrective shoes, 
making it possible for a dealer to size up his stock at a moment's notice, 
making it 100 per cent efficient. Widths AAA to E. Sizes up to 10. 


Our salesman 
will call 


on request 


This picture shows the extreme flexibility of 
our Flexible Arch Shoes.—This feature is in- 
corporated into all our Flexible Arch Brand. 


Send for 
Catalog showing 
our complete 
line of 
Corrective 


No. 475. Price $4.25 Footwear 
Black Kid Melba One Strap, Imitation 
Tip, Welt, 13/8 Rubber Heel. Newport 
Last. AA to D. 
No. 476. Same in Brown Kid. 
Price $4.75. 


If not sold in 
your city — get 
the agency 


No. 479. Price $4.00 
Black Kid Oxford, Kid 
Tip, 8/8 Rubber Heel, 
— Imont Last. AA 
to E. 


No. 480. Same in Brown 
Kid. Price $4.50. 


é 
THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET 
BOSTON, MASS. 
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$5000.00 


PRIZES 


HE sensational “Letter about 

Leather Contest” is now in full 
swing. 118 cash prizes—totaling 
$5000 in all, will be given to the 
men, women and children who write 
the best letters telling why nothing 
takes the place of leather. 


The contest is open to everyone. 
The easy rules are given on the right. 
Try for the big prize yourself. It 
stands to reason that some man 
whose business is leather—who lives 
leather, day in and day out—has 
a wonderful chance of winning that 
first prize of $2000 in cash. 


There are no limitations as to 
the subject, so long as you write 
about sole and belting leather—the 
kind from which comfortable soles 
and heels are fashioned—that makes 
dainty dancing slippers and light, 
sturdy work shoes. 


for Letters about Leather 


Manufacturers and jobbers are 
interesting their salesmen in the 
contest. Retailers are telling their 
clerks about it—arousing interest 
in leather that they have never had 
before, making more enthusiastic, 
and better salesmen of them. 


And repairmen—who knows more 
about the real value of honest 


leather? 


Think how kind leather is to the 
feet—how it lets them breathe, how 
cool and comfortable it is in 
summer; water and weather proof 
in winter. Think of its economy— 
how long good honest leather wears. 
Nothing can possibly take its place. 

Men who know that nothing takes 
the place of leather for footwear! 
Some of them will win big cash 
prizes writing about their own ex- 
Why not you? 


periences. 


Address your letter to Contest Judges 


AMERICAN SOLE and BELTING LEATHER TANNERS 
17 Battery Place, New York City 


August 4, 1923 


Rules of 
the Contest 


1—Letters must be written - 


in the = language, 
and on only one side of 
the paper. 

2—The competitor’s name 
and address must be writ- 
ten at the y of the first 
page of the letter. 

3—The letter must be mailed 
in a sealed, stamped 
envelope. No post cards 
will be considered. 

4—There shall be no limits 
to the length a letter may 
be; and any competitor 
may send in as many 
letters as desired. 

5—This Contest shall be 
freely open to anyone, 
anywhere. 

6—The first prize will be 
awarded to the contestant 
whose letter on the sub- 
ject, “Nothing Takes the 
Place of Leather,”’ is the 
best in the cpinion of 
the judges. 

7—The contest cpens offi- 
cially June 30, 1923, and 
closes October 31, 1923. 

8—In case of tie, both or 
all tying contestants will 
receive the full amount 
of the prize tied for. 


2 
JUDGES 
Martha E. Dodson 


Associate Editor 
The Ladies’ Home Journal 


President 
Frederick C. Hicks 
of the 
University of Cincinnaté 
President 
Fraser M. Moffat 
of the Tanners’ Council 
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much in hard cash. 
dont you write that Letter? 


The best Letter about Leather will 
earn 

The next best letter, $500.00. 

Third best letter, $200.00. 

Five prizes of $100.00. 

Ten prizes of $50.00. 

Twenty prizes of $25.00. 

Eighty consolation prizes of $10.00. 

One hundred and. eighteen cash 
prizes, amounting to $5000.00, for 
Letters about Leather. 


traits of leather to win a prize 
with a letter on how well it suits 
her children’s foot-needs. 

Any business girl, whose limited means must 
keep her trimly shod, soon learns how only 
good leather soles keep shoes style-fresh. 

Many another merit of leather will furnish 


HAT a Letter about 
Leather you can write, 
out of your own experience! 
Those shoes with soles that it seemed would 
never wear out there is a practical 
reason back of that wear. 
Leather i is so tough because the living hide 


is made of millions on millions of springy 
fibres,’ bundled tight together, and tunneled 
with tiny pores. Tanning makes these fibres 


themes for cash-winning letters. Leather belts 
that have driven machinery year after year; 
old sole-leather trunks, banged around the 


travel-routes of the world for years. 
Leather stands the weather! How many 

know that—and will write letters to prove it! 

What is to keep you from winning the $2000 

first prize? 

Some mother will be sure to seize on such Write your Letter about Leather—to-day ! 


Rules of the Contest 


1—Letters must be written in the English language, and on only one side of the paper. 

2—The competitor’s name and address must be written at the top of the first page of the letter. 

3—The letter must be mailed in a sealed, stamped envelope. No post cards will be considered. 

4—There shall be no limits to the length a letter may be; and any competitor may send in as many 
letters as desired. 

5—This Contest shall be freely open to anyone, anywhere. 

6—The first prize will be awarded to the contestant whose letter on the subject, “Nothing Takes 
the Place of Leather,” is the best in the opinion of the judges. 

7—The Contest opens officially June 30, 1923, and closes Oessber 31, 1923. 

8—In case of tie, both or all tying contestants will receive the full amount of the prize tied for. 


JUDGES 
MARTHA E. DODSON, Associate Editor, The Ladies’ Home Journal 


PRESIDENT FREDERICK C. HICKS of the University of Cincinnati 
PRESIDENT FRASER M. MOFFAT of the Tanners’ Council 


Address your letter to Contest Judges 


AMERICAN SOLE and BELTING LEATHER TANNERS 
17 Battery Place, New York City 


Tanning is one of the nation’s great industries which touches the life of every citizen. It is unprotected by 
tariff of any kind. The return upon capit ted in the b g sole and belting leather is less 
than that of almost any other major industry. In order to place the facts about the industry before the public 

and ken a co of the value of good leather, this advertising campaign is undertaken by a group of 
the principal sole ‘ead belting leather tanners. 


even tougher than nature made them. 
A Yeather sole “gives” just enough to make 
Through the pores, the foot’s 
Your skin breathes, your feet 











This is a specimen of the advertisements that will appear in The 
Saturday Evening Post, The Literary Digest and many other widely 
read publications during August, September and October. As you 
doubtless have found—the demand is for the all-leather shoe, and this 
will be an all-leather year. Everyone, everywhere, is going to be 
thinking about leather in shoes, l¢ather belting for machinery—the 
thousand and one places where “nothing takes the place of leather.” 
Think what this is going to mean to you when you tell your customer 
that he is getting shoes with soles and heels of honest leather. Write 
your Letter about Leather NOW!! Why shouldn’t the prize be yours? 
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You'll find Pigskin fittings in those ultra 
luxurious custom built cars, that mark 
the taste and class of their owners. 


Like the cars, these Pigskin fittings are 
made to last for years without showing 
their age. 


Reg. U. &. Pat. OF. 


PIGSKIN 
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Perfect and Permanent 
Grace of Line—and 
Lighter by Half. 








Beauty in shoe style is more than ever de- 
pendent upon grace of line. 


Along with grace is demanded an airy light- 
ness and delicacy. 


No hard, heavy, rigid counters will do for such 
shoes, and that is the reason for the pro- 
nounced demand for HUB PIGSKIN 
COUNTERS. 


Manufacturers have found them the most 
elastic and, therefore, the most readily con- 
forming to the modern graceful lasts. 


And that—they “stand up’’ and hold their 
shape with fifty per cent less weight than sole 
leather counters of equal strength. 


The elastic strength of 

HUB PIGSKIN 

A. C. Lawrence Leather Company COUNTERS retains 
210 South Street, Boston, Mass. their original shaping, 


Branches: and therefore the orig- 


New York Philadelphia Chicago Se. Louis ; 
Rochester Cincinnati ro snug fit at the 
él. 





Ne 











ffl 
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No. 995. Boarded Brown Calf 


No. 93. Lace Oxford, Drake Last, Single 
Sole, full Scotch edge with two rows stitch- 
ing to heel, natural ribbon inside andgray 
ribbon outside. Half Wingfoot heel. 


The service’and appearance of 
WEBER Union Made SHOES 
are bound to bring the customers 
back for their future footwear 
needs. Weber value is traditional. 


TO RETAIL AT 
$5.00---$8.00 
New York Office,'H! Harris ~ 
1328 Broadway 
Marbridge Building 
[. F. Staps,735 Boston Block, Minneapolis, 
Minn. 


C. E. Quigley, Maryland Hotel, 
St. Louis, Mo. 





























































































































































































































































































































Foot Comfort 


Ciitepueni ica sel 


to Your Trade, at 


50% or"J22 a foot 


without the use of arch supports 


DEP-STEP 
METATARSAL PAD 


Retail 50% a foot 


Showing Comective Wedge lp) Teta 0 Mela 
Retail 50* a foot 


Pep-sTEP COMBINED 
Retail $12° a foot 


“Foot Comfort at 50c or $1.00 per foot’ without 
the use of arch supports. 


Live dealers will find a large increase in their shoe 
business by featuring an ad like that. 

Your own and your competitors’ customers will 
appreciate such a service. 

It will bring foot sufferers to your store. You can’t 
sell shoes on the street. 

Pep-Steps give you a nice profit with practically 
no’selling cost. 

They are—almost—air-light—no metal. They fit any shoe, 
oxford, pump, or san lal and while relieving or correcting foot 


ailments. They keep shoes shapsly, good looking and com- 
fortable. 


Pep-Steps are worn and praised by thousands of former suf- 
ferers of weak or flat feet: by thousands who have had cal- 
louses —corns—bunioas, tired, aching limbs. etc. 


A thirty-day money back guarantee with each pair. Could any 
offer be fairer 


Orthopedic Authorities endorse our method. 

A trial order of 44 dog. each style, men’s and women’s best 
selling sizes will be sent on request. 

Pep-Step combination costs $1.25 por pair, Retail $2.00. 
Pep-Step metatarsal pad, $.60 per pair. Retail, $1.00. 
Pep-Step heel pad, $.60 per pair, Retail, $1.00. 


PEP-STEP 


318 W. Division St., Chicago, III. 


Pep-Step. 318 W. Division Street, Chicago, FE . 
Please send Trial Order to ” 
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wear silk hosiery. They consider it a necessity because pride 
and custom demand it. This hosiery is very expensive — a 
heavy drain on thousands of purses. 

So when Dr. Scholl introduced his Nu-Grip Heel Liners their 
success was almost instantaneous, for they filled a real need and 
a long-felt want. 

Today the demand for “Nu-Grips” is tremendous. In fact, it is 
difficult to manufacture them fast enough to fill the rapidly expand- 
ing demand. 

Dr. Scholl’s Nu-Grip Heel Liners (patented 1916) prevent shoes, 
slippers or pumps from slipping at the heels by holding the shoes or 
slippers firmly in position. They are successfully applied in ox- 
fords, dancing slippers, tennis slippers, golf shoes, walking boots, 
etc. Made of fine velvety rubber, cup shape, suction feature holds 
the heel firmly. Sizes for men and women, in black, tan and 
white to match color of shoes. Simple to attach by moistening 
adhesive on back of Heel Liner. 


Mail This Coupon Today 


Dr. Scholl’s Nu-Grip Heel Liners retail at 25 cents per pair, or $3.00 per 
dozen. The wholesale price is $2.00 per dozen, giving you a profit of 50% on 
every dollar invested. 

Send in your order today for at least half a gross (one dozen of each color 
in both men’s and women’s sizes) and see how quickly they go. 


A GREAT number of the men and women in this country 



































THE SCHPHE EOACR, 
1 . iller St., icago - 
62 W. 14th St., New York City } cect aang 


Gentlemen: Please ship at once the following order of Dr. Scholl’s Nu-Grip Heel Liners: 
Dozen black Men’s Size Dozen Black Women’s Size 


tan Men’s Size “tan Women’s Size 


white Men’s Size “white Women’s Size 
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will give _you an entirely new 


va 





After all, our success depends on how well Evans’ 
Leathers profit all sides of this triangle. 








Therefore, we invite constructive suggestions 
from the men who, with us, serve the public with 
shoes. 


We invite our customers, the shoe manufacturers, 
and their customers, the shoe retailers, to an in- 
spection of our plant, when in our neighborhood. 


For the more closely we can become associated, 
the better WE shall be able to maintain our part 
of the triangle; and that you may find it better 
and better judgment to 


on Evans Brands. 
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Mis 


viewpoint on Patent Leather 


You can appreciate Maximus only in 
part when you inspect it “on the table.” 


The final and all-revealing proof comes 
only to those who wear MAXIMUS on 
their feet. 


There you will have an actual demon- 
stration of what that fine and elastic 
finish, which is our greatest accomplish- 


ment in MAXIMUS, really brings to fine 


patent leather shoes. 


We think you will say, as most people do 
who try MAXIMUS—“This is a new 
experience to me in what constitutes real 
patent leather.”’ 


John R. Evans & Company 


CAMDEN, NEW JERSEY 
(Branches in All Principal Shoe Centers) 
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Sport Shoe Comfort Is Vital 


immediately to the foot as soon as the shoe is worn 


The only leather that has substance and comfort at 
the same time, because it is both plump and soft 


12 colors—more as fashion prescribes 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 
10 Spruce Street, New York 
308 Leather Trades Bidg., St. Louis, Mo. 




















‘FIT THE HARD TO FIT WITH 


604— Blac 
Oxford, 
bination 








Stylo -Full 
Deni 


"Rape maruX 


= Carried In-Stock 24 — Patent 


Strap Combina- 


Last 
$4.25 tion Last..$4.75 


Sizes 3% to staat eit to 


10 C-EEE 


These shoes are built over special measurement lasts. They feature an undersize 
heel seat and an oversize forepart. Made as good as can be, of the best materials, they 
are proving a profitable addition to many merchants’ stocks. Send for a few pairs 


dn approval, or for a catalog which also illustrates our STY_LE-FULL OVER-SIZES 


ANDERSON-OWENS SHOE CO. 


Factory 
373 Washington St. Boston Office 
Lynn, Mass. 186 Lincoln St. 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Skinner's. 
Shoe Satin 


We have letters from shoe dealers 
throughout the United States and Can- 
ada asking the names of shoe manufac- 
turers who use Skinner’s Shoe Satin. 


Manufacturers and merchants who want 
their slippers and shoes to have greatest 
possible sales value as well as wearing 
quality, specify Skinner’s Shoe Satin and 
tell their customers about it. 


Skinner’s Shoe Satins are 35 inches wide and made in four 
different qualities to meet all the requirements of the trade. 


WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 


Mills: Holyoke 
Mass. 


Established 1848 


“Look for the Name in the Selwage’? 
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Do You Baas Why 


Tread easy 
shoes give real 
service? 

They are built 
up to a stand- 
ard—not down 


to a price. 


El Last Widths AA to D 
Stock No. 401X Price $4.00 <== Heel 1336-8 Rubr. Lift Silk Braided 


Black Kid Turn, Full Breasted Louis Black Suede Calf Skin 
Heel, Last 76, Widths AAC. Terms 3% 10 


Net 30 days 


- §$tock No. 131 
Same as abo 





- — 
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Stock. Ne. 130-Light Welt-Price $4.75. , 


PE Batavia. NYS Se 
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= Those Fall Orders 


Specify BROWN’S OOZE CALF in 
popular shades 


— Brown 6] No. 14 (Medium Brown) 


T+ Red 71 No. 21 (Dark Brown) 


” No. 31 (Light Tan) 
A Tan 91 Seneca Dull Calf 


Insist upon the genuine BROWN’S QUALITY CALFSKINS 
Write Today for Samples 


- D_ BROWN & CO. INC. 


EXECUTIVE OFFICE AND FACTORY 


ROCHESTER, N.Y 


BOSTON STORE, 50 SOUTH ST. 
CHICAGO OFFICE, 130 NORTH WELLS ST. 





ims Ta cmt i 





~_, on ~_— 
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For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher 


SHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 
No. 000 down to No. 6. 
Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher. 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston _ 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York i 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Cabrettas of Gharaces#: 


COLORS. 
Choice Raw Stock FIELD MOUSE 
LOG CABIN 
SILVER GRAY 
Careful Manufacture peal Gnay 
RED 
Standard Selection BLUE 
GREEN 
HAVANA BROWN 
PRICES NO HIGHER THAN FOR IVORY 


INFERIOR LEATHER. We can also match 


any color at short 
no ice. 


ST. cincinnati BOSTON, MASS. 








ST.LOUIS 

















De Luxe 


IN 
Gold, Light Blue, Red and Rose 
Packed in Individual Pair Cartons 
Price $4.50 per Dozen Pairs 
Sold by Authorized Jobbers only 


Send us your order for nearest distributing point 





FREE < 


Window and Counter 
Display Racks prepared 
in fourcolors withevery 
order. Manufactured by 
JAMES N. MAYHEW COMPANY, Inc. 


Minneapolis, Minn., U. S. A. 
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GOOD 


ake 
Ne - 


YEAR 


OODYEAR Wingfoot Heels are popular— 
tremendously popular. There are many reasons 
why they should be in such great favor, but they all 
come down finally to the one good reason—guality. 


We make them, first, to be a better wearig heel. 
And with that longer wear we combine the advan- 
tages of style and fit. There is no substitute for 
Goodyear Wingfoot Heels. More people walk on 
Goodyear Rubber Heels than on any other kind. 


Goodyear Means Good Wear 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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“Sheyll Soon Come 
a Driftin g Da cK 


Capitalize the “Summer Girl”—exploit her for the 
betterment of your summer trade! 


Dress your windows with a July and August air—to 
catch her shopping glance as she prepares for her outing. 


And when she comes back, brown, full of pep and partic- 
ularly full of new style ideas regarding shoes and hosiery 
which she has absorbed from other women and other places— 
be ready for her. 


Don’t forget also that the “Summer Girl” may own a 
husband and some children. She will influence their shoe and 
hosiery purchases. 


This “Summer Lady” is your one best bet to iron out 
the valley of decreased business in your sales. 


Play her hard—and press your luck! 


Boot and Shoe Recorder Publishing (0. 
Boston, Mass. 
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“This Summer ~put A@7e 
the jump in slump! 


7 buy! é 





Fax 
oe. 2 
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‘BEEBE: 


FIFTY YEARS PRODUCING HONEST LEATHERS 























(CHERE IS 
| ONLY ONE 


Al 























| TANNING 
| COMPANY 


| | SHEEPSKINS--CHROME SOLE--SPLITS--COTTON FINDINGS | | 
129 SOUTH STREET, BOSTON, MASS. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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, We Invite You to Inspect 
The LAST WORD in LAST FACTORIES 


Below pictured we present the latest May we have the pleasure of showing 
addition to our service résources — the you through this most modern of last 
Stewart and Potter branch factory, : 2 

which has just been completed at factories when you are next in New 


Brooklyn, N. Y. York? 


Follow these directions— From Grand Central Station take downtown 
subway express — get off at Brooktyn Bridge, and take Lexington Ave. elevated 
to Greene Ave. Walk one block East; then turn one block North to United 
Last Factory. 


UNITED Last COMPANY 


HEADQUARTERS, BOSTON, MASS. 
TEN FACTORIES SIX SHOW ROOMS 
BOSTON 


BROCKTON ROCHESTER 212 Essex St. 
CINCINNATI 


NEWARK HAVERHILL 

. 803 Syracuse St. 
LYNN AUBURN ST. LOUIS 
CHICAGO ST. LOUIS Adv. Bidg., Rm. 303 
NEW YORK MILWAUKEE Welle Bldg Re. om 


PHILADELPHIA 
331 Arch St. 


Affiliated Compeng 
United t Company, Ltd. 
ontreal 10 Metropolitan Bldg. 


with Branch Office at Toronto 


MILWAUKEE 
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fee Hew 
ARMORIRED CUSTOM Heel 


ee <p Ee 


Allows the Shoe 
to Set Flat and 
Tread Flat 











Another evidence of the 
Quabaug purpose to set 
the pace in rubber heel 
development. 


As rubber heels progress 
in popularity ARMOR- 
TRED Heels will play 
their part in that progress. 


ARMORTRED _ rubber 
heels on your shoes will 
help in increasing cus- 
tomer good will. 


Jc ee oe To Te To i — Te Fo 


— J 


‘ 
‘ 
f 


—- 


- 


== >> Se Se - >  Se- Se: Se - - -  - - e- e Quabaug Rubber 


‘Company 
By graduating the heel from back y North Brookfield Mass. 


to breast (% inch thick at back 
@) 





face is afforded. 


and ye inch at breast, as shown 

above) a perfectly flat striking sur- 
This illustration shows how Armor This illustration shows how the or- 
tred CUSTOM Heel helps to give dinary heel tends to rise and strike 
the whole shoe a perfectly flat tread at the breast, but not at the top. 


> 2>->->- > > - > 2 - S->- = - SS C8 Ce -E-E - EE  EE SE-E-E 


ARMORTRED 


RUBBER HEELS 


- 
SS oS =D oP oP =D 1 [Ds —D — Te a ro AY St a a a a a a at a 4 
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NATIONAL PARK 


HIKING BOOTS~»°OXFORDS 
YEAR ROUND WEAR 


te aS a EE en 


NATIONAL PARK OUTING 
FOOTWEAR is a necessary part 
of every girl’s sport outfit— 


The girls know this, and buy 
them, so— 


DO NOT OVERLOOK THIS 
WONDERFUL “EXTRA PAIR” 
PROPOSITION! 


Advertising co-operation that brings 
results. 


—SS= 


IN STOCK 


= 


a 


No. 31504—A-D—2/8- $4.00 


MAHOGANY ERIC CALF Blucher Oxford, Ful) 
Gusset Tongue, Soft Toe, 8/8 Heel, Rubber Top_ Lift, 


STOCK DEPARTMENT 


THE JUVENILE SHOE CORPORATION 


CARTHAGE MISSOURI 
South Coast: Stocked for the North Coast: 
WILLIAMS-MARVIN CO., Pacific trade by FITHIAN BARKER SHOE CO., 
San Francisco Los Angeles Portland, Ore. 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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A OG) _ 
CHAMPIONS 


* Over twenty years on the 
market! 


* Sold by more than 15,000 
retailers all over the 


country! 


Quick size-in service allover 
the country! 


The reputation of being the 
fastest selling shoe stock in 
' the world! 


* Nationally Advertised! 























REASONS WHY EDUCATOR SHOES for 
the whole family should be included : in 


your next order! 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S. A. 


DISTRIBUTING BRANCHES 


ATLANTA CLEVELAND 
BALTIMORE NEW YORK 
BOS TON PHILADELPHIA 
CHICAGO ST. LOUIS 


ee at 
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August Clearances Make Low Inventories 


When You Clean Up Odds and Ends You Are Prepared for a Brisk and Courageous 
Fall Selling Season 


Every merchant should look to his stock to see 

what he can clean out this month. The low in- 
ventory strengthens and solidifies the position of the 
store, particularly at a time when merchants are ex- 
ercising caution in their business plans. 

To reduce your stock is good business because you 
look with a clear eye at the end sizes and the un- 
salable merchandise. Many of the lines that you have 
had on your shelves for six months have not had the 
proper rate of daily sale. It is these shoes that have to 
be looked at, not from the viewpoint as to the cost but 
what they will bring en the present market. 

Clearances of very low-cut strap sandals are healthy, 
particularly in view of the fact that you can get a good 
price for them now. A merchant has two things on his 
mind in the first days of August—a clean-up of old 
numbers and a placing of orders so that he will have 
smart shoes for sale in the middle of September and 
early October. No merchant should consider that auto- 
matically with the first of September all of his style 
footwear is “out of style.’”” The style seasons melt into 
one another and there is no automatic date of style 
expiration. Styles that have sold well during the past 
season in the more conservative numbers have a place 
in your stock in September and October. The things to 
watch are the perishable goods and not the whites and 
the typically summerish footwear. 

On the general run of shoes carried in stores today 
the merchant can realize a profit. It resolves itself into 
a question of sizes. On short runs, clean up and do it 
quick. 

Every store should have a basic stock of shoes that 
hold to certain shapes of lasts, good patterns and good 
selling features. It is no longer necessary to make a 
general clearance, to throw away all the good shoes that 
have built up a business during the past season and to 


N | OW is a good time for low inventories all around. 


start off new again. To follow such a policy is to build a 
new business twice every year. To build up a real 
business in shoes today is to consider the year week by 
week instead of by seasons—in August, to plan for 
October and to clean up the shoes of June. 

We look two months ahead and have a cautious look 
two months behind. All of your errors in buying are 
clearly apparent to you on the bargain counters. It is 
pretty much a question of sizes. It is not only apparent 
in wholesale houses, but in retail stores and stock de- 
partments. Many a merchant who bought a bargain 
run of shoes, taking the sizes as they came, now sees 
that he made no profit on the lot. He has on hand 
dozens of pairs in the wrong sizes, all of which are profit 
eaters. 

There is no question but that there is a big waste in 
the shoe business, and the entire trade is paying for the 
economic waste of time and materials put into the 
wrong sizes. It is in August that the merchant realizes 
that many of his shoes bought in April and May should 
never have been made. The great advantage of a 
thorough study of every pair of shoes in your store is 
in the lesson that it ought to teach—that there are no 
combinations of materials and freakish patterns and 
types of footwear that have any place in the dress of 
women. 

The question of depreciation through stylé change is 
not so apparent in men’s shoes, but the question of sizes 
is a big factor there, too. In misses’, children’s and 
growing girls’ shoes, look to both angles—that of pass- 
ing style and of wrong sizes. Particularly note the errors 
that you have made on lasts termed fashionable, that 
are not adapted to growing feet. 

In August the merchant finds his study of his own 
store a valuable help to his buying for next spring. The 
success that he has made on sport footwear will have a 
bearing on the footwear that he needs next spring. 
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Above all, August is a great month for reducing in- 
ventories. It is so easy to expand in the fall and winter 
if your store is down to a lean stock and your staff is in 
good training for an energetic sales season ahead. You 
can be as bearish as you like on your old goods, for you 
know full well that October, November and December 
are hopeful and courageous business months, and the 
predominating sentiment in America is optimism. 
People will buy and it is for you to be cautiously opti- 
mistic as well as fully prepared for a good brisk business 
this fall. Part of that preparation comes in what you do 
now. 





Assurance of Colors 


OLOR is playing such an important part in the 

‘A shoe industry today that the Recorder feels that it 
can speak with authority on the subject. We have at our 
command the foremost color experts of the country. 
We trace out the trend of colors in Paris and in New 
York and try to reconcile it with the footwear that will 
be needed several months in advance. We were partic- 
ularly fortunate in being able to predict the vogue for 
brown and to classify it in its various monotones going 
all the way from beige to the deep fawn shades and to 
give it to the merchant far ahead of the call of the 
customer. 

We have endeavored to condense for the merchant’s 
use a color chart so that every retail salesman can have 
something in the store to point to as authority for the 
matching or contrasting of footwear with garments. 
Particularly pleasing tousis thescore of letters that have 
come to hand, one of which we feel like quoting. 

Ben E. Weber of The Wolff & Marx Company, San 
Antonio, Texas, writesus, “Through the information re- 
ceived in your issue of last November, we were able to 
anticipate our competitors five orsix weekson thecolored 
kid shoes which have had such a successful run the 
early part of the season. We, however, are still con- 
tinuing to sell quite a few pairs and I think at the 
present time, they are more dead in the eyes of the 
merchant than they are in the eyes of the consumer.” 

When Mr. Weber says, “they 
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in 1923. Who can say but that sandals may have a place 
in the summer of 1924, and a prominent one at that? 

In the matter of colors, the reds, greens, blues and 
more vivid shades, are bound to be good in 1924, pos- 
sibly with trimmings to modify their vividness or in 
shades to harmonize with the lighter colors that al- 
ways appear in the springtime. The place of coloration 
in footwear is not temporary, it is here to stay. The 
ability to create original and distinctive color com- 
binations is increasingly necessary for the successful 
merchandising of footwear. What has happened in the 
millinery business is bound to occur in shoes. 

Black is always a safe color and will for years to come 
be the predominating thing in women’s footwear. A 
woman buys three pairs of colors be they brown or com- 
binations or dark blue or white to every pair of straight 
black. It is inevitable that color, therefore, means more 
sales and more profits to the merchant. 

In our early issues in September, we will have more to 
say on colors to carry the swing of style selection right 
up to next March. One of the biggest services that we 
can render the industry from tanner to merchant is to 
speak with authority on colors so that there will be 
national confidence on the very fundamentals of a 
profitable shoe business. 





More Styles Increase 


‘Approval’ Problems 


O you have trouble with approvals? Of course 
you do; and the big problem is to minimize the 
evil if you cannot eliminate it altogether. 

Down in Mobile, approvals, returns and exchanges 
became so expensive that the merchants worked out a 
plan to curb the evil. They did not make an iron-clad 
agreement, nor subscribe to an oath to do or not to do 
certain things, but by common consent instituted a 
practice that has proved both successful and beneficial. 
Here’s the plan in a nutshell: 

(a) Noapprovals except in cases of death or sickness 

or out-of-town customers. 

(b) No refunds on shoes that have been tried on in 

the store unless it is clearly 





are more dead in the eyes of the 


proved that the shoes were 


An Omission and a Warning 


Due to unforeseen developments, we 
are forced to issue this number of the 
“Boot and Shoe Recorder” without (c) 
our weekly installment of sales and 
advertising aids under the heading of 
“This Summer—Put the Jump in 
Slump.” 

In the installment published in 
our July 21 issue, we inadvertently 
gave some dangerous advice, when on 
page 42, we advocated that the mer- 
chant might well use the expression 
“Blue Ribbon Shoes.’’ This expres- 
sion we now find is a registered trade- 
mark owned by the Brown Shoe Com- 
pany of St. Louis and naturally, there- 
fore, cannot legally be used by any 
other than merchants who sell that 
line. 


misfitted, in which event the 
salesman is held responsible. 
No shoes are accepted for 
credit after they have been 
out more than three days, 
unless some unusual condi- 
tions made an earlier return 
impossible. 

No shoes are delivered un- 
less it is shown that delivery 
is necessary, but whenever 
possible customers are re- 
quested to take their pack- 
ages with them. 


merchant than they are in the 
eyes of the consumer,” he teaches 
us the biggest lesson in mer- 
chandising. We do not carry our 
colors nor patterns for that mat- 
ter, through to their ultimate 
possibilities.‘ Two years ago, be- 
cause sandals and patent leather 
fell off in demand, the feeling 
was that all sandals were dead, 
whereas, passing events, King 
Tut and a few others, made 
sandals a strong feature in 1922 
and the predominating patterns 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only ‘“‘more™ but “‘right™’; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution 
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If you don’t believe that the trend .is towards 
style variety for men, just take a peep through 
these eight pages of styles shown at the re- 
cent Boston style show. 
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Strikers return to work and deliveries are 
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How Does It Look to You? 


PROMINENT banker recently asked 
me what I thought of general business 
conditions. 

“The only safe guide, it seems to me,” I 
replied, “is the employment situation. lf 
people are working, they are earning money. 
if they are earning money, they are spending 
money. If they are spending money, the 
merchants are re-ordering. If the merchants 
are re-ordering, factories are running. It’s a 
perfect circle.” 


And people ARE working. There 

seems to be scarcely any unem- 

ployment. Wages are high and 

show little indication of going 
’ lower. 


That’s what I think of the business situa- 
tion for this fall and early winter. 


the 




















BOOT AND SHOE RECORDER 


What Would You 
Do with a Pair 
of Feet Like 
These? 


. 

HE illustration for this paper shows the feet of a 
man who is between fifty and sixty years of age, 
who is short and stout, weighing 174 lbs., and 

whowears 614C shoes. He complains of painful callouses, 
and aching pains in calves of legs and in feet after he has 
stood or walked for a short time. 

He has an indoor occupation that affords an oppor- 
tunity for him to sit at frequent intervals, although dur- 
ing a considerable portion of his working hours he must 
stand and move around. After the day’s work is over 
he is obliged to remain inactive at home a great deal be- 
cause of continued foot discomfort of pronounced 
severity, whenever he tries to walk considerable dis- 
tances. 

What an Examination Showed 

Examination reveals the fact that his feet are very 
flexible and relaxed. When weight is sustained on them 
the longitudinal arches are low, and anterior parts of the 
feet stretch out into completely flattened form. 

Skin of the heels is thickened uniformly on under 
surfaces to a degree that is definitely more than normal. 
There has been an extremely sore spot at times under 
one heel at its inner edge. At this point now there is a 
small infected blister which formerly was an open sore 
until the thick skin healed over to form a small closed 
sac which contains at this stage a drop or so of in- 
fected fluid. He says that the heel does not bother him, 
that it is improving; and he wants relief mainly now for 
the tender callous on the outer edge at the front part of 
the right foot. 

Calf muscles are of fair size but are soft. Short muscles 
in the fleshy part of the soles are small and weakened. 


Muscles of Foot in Bad Shape 

There has*been a rhythmical muscular twitching 
among a small bundle of muscle fibers which run from 
heel to ball of great toe in the right foot. These involun- 
tary contractions have been felt by the patient, and 
they were observed directly as slight visible twitchings 
when examinations have been made. It has been pos- 
sible to relieve them temporarily and immediately by 
properly fitted pads and straps. Twitchings had ceased 
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entirely at the last examination. They were produced 
presumably in part at least by severe strains on this 
special group of fibers. 

Skin on soles of the feet under longitudinal arches 
where pressures are not sustained is soft and thin and 
also tender from excessively sensitive nerves in the skin. 

Balls of the feet are considerably calloused in a diffuse 
manner. Skin of the toes and front parts of the feet 
is slightly reddened and mildly irritated. 


Little Protective Fat 


The layer of fat beneath the skin which ordinarily 
makes some feet plump and helps to obliterate bony 
outlines, in this instance has largely disappeared and 
helps to make great toe joints prominent. Motions of 
toes are free and painless. 

Shoes that are being worn are of good shape. They 
are long enough, and they were made on straight or- 
thopedic lasts. They are provided with rubber heels and 
have medium flexible shanks. They are snug across 
balls of the feet so as to produce areas of increased red- 
ness from slight irritation and pressure about prominent 
great toe joints. Heels are more loosely fitted without 
being too loose. 

What should be done’to relieve this man? He has 
been told, so he states, that all he is suffering from are 
tender callouses and muscles that have become weakened 
from too much support. On this understanding he has 
been fitted with padded insoles in medium flexible 
shoes, and he has been advised to become accustomed 
to steady use of a single type of shoes. Will this treat- 
ment be successful? Let the reader reach a decision if 
possible from the data and the appearance of the feet 
before reading the story of the way he arrived at hispres- 


ent condition. How the Trouble Started 


Four years ago he was walking along on one of the 
streets of Boston, when sudden'y without apparent 
cause he felt a pain in the calf of one leg. It persisted, 
and someone told him that he had fallen arches, for 
which he ought to get a pair of arch supports. 

Accordingly he went to a reliable dealer and pur- 

(Continued on page 47) 
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ORE STYLE in MENS SHOES 
































TYLEFUL features in men’s footwear, strikingly impressed by New England manufacturers 
at the Boston Style Show, resound the note that style for men is just as vital to the retail 
merchant as the latest creations for women. 


Progress in men’s shoe styles is very pronounced and measures favorably with the standard 
attained in women’s beautiful patterns. Merchants now must exercise care and taste in choosing 
their men’s lines from a style point of view, more than ever before. Everything is in the merchant’s 
favor to aid him in influencing men to buy more shoes. Surely, men’s patterns today are beautiful 
and were never more appealing to the person with an eye for good-looking, sturdy footwear, built 
along harmonious lines. This is one method in a merchandising way in trying to persuade the man 
to buy more shoes. 


Snappier Patterns as Stimulus for More Sales 


Smarter shoes for men! That’s the theme of the men’s footwear situation today. The key- 
note of this section is winning hands in men’s footwear, particularly stressing threes are better 
than two pairs—meaning, of course, three pairs of shoes. 


Heavy, plain, harness, spaced and zig-zag stitchings; rolled, wheeled and gabled edges; 
many types of eyelets; pinking on vamps, tips and quarters are used generously in stressing 
style. Perforations are overshadowed by fancy stitchings. Stitchings te contrast with the tone 
of the leather are freely applied. Saddles and creased vamps are conspicuous. 


Marked Progress in Blucher Models 


Only a few high shoe numbers are featured. Blucher oxfords are strongly stressed. Tan 
shades predominate, although black oxfords promise to be more popular than a year ago. Spaced 
stitchings, some wing tips on Scotch grain patterns are features conspicuous in the latest numbers. 
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Scotch grain leather is used freely in many new numbers. Brown and black calf are leaders. 
Some of the makers of high grade shoes are showing pigskin, mostly in modified brogue patterns. 
A new shade of pigskin, slightly darker, is being used to some extent. 
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Alligator in lace oxfords makes a substantial appearing shoe, giving the impression of long 
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wearing qualities. Its styleful atmosphere is also pronounced. Alligator, as a trimming on white 
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calf sport shoes, is pretty, blending harmoniously with the white. 





Crepe soles go well together with sport shoes, preferably on golf numbers. Skilful work in 
finishing the sole adds much to the neatness of the footwear. 





Senmeeaes 


The unlimited field in men’s styles opens the way for the merchant, regardless of his location, 





to accomplish greater things by satisfying the men, making greater profits, and stimulating more 
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sales of styleful shoes. 
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Winning Be nly Jootwear 
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Left to right—I mported Scotch grain oxford; Southern tie pattern; Russia calf blucher ozford—Frederick S. Peck, Worcester, 
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Left to right — Norwegian calf oxford, creased vamp; black calf oxford, shield tip, gable edge, five rows of b Slitching; 
while calf sport orford with royal blue trimmings, gold leaf inlay and gold stitchings—C ill “Alden Co. kion, Mass. 
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Left to right—Alligator oxford with plain toe; Gripsem Arch oxford; white calf sport oxford with apron, tip and back o 
= ™ alligator— Hurley Shoe Co., Rockland, Mass. - —_e 
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C Winning Tennis in n Footwear 
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Left to right—Tan ozford of calf with insert panel of Scotch grain: tan calf oxford, invisible welt, large diamond 
eyelets; tan oxford, trouser crease and cord crimp on quarlter—A. J. Bales Co., Worcester, Mass. 
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Left to right—Russia calf blucher oxford, two rows of double stitching; imported Norwegian calf sport oxford, crepe sole; 
Russia calf blucher ozjord, harness stitched—French, Shriner § Urner, Boston, Mass. 
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7a to righi—Black Russia calf Packard tie, only three eyelets; tan calf blucher oxford, pinked vamp, quarter and lip; black 
gun metal calf oxford, siz rows of spaced stitching—M. A. Packard Co., Brockton, Mass. 
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CWinnin g a Jootwear 


























L v) 











——— 


Left to right—Scotch grain blucher oxford, perforations; Russia calf blucher oxford on new last; imported black Russia calf 
ozford—Stacy Adams Co., Brockton, Mass. 
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Left to right—Scotch grain college oxford, sharkskin top; Arch Preserver golf shoe, ngard sole, leather lined; black calf oxford, 
triple-fold tip—E. T. setae Co., Rockland, M: 
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Left lo right—Glove Grip brogue ca if on oxford, cordovan lip, saddle and backstay; Glove Grip golf oxford in dark pigskin; Glove 
Grip oxford, square t , orange slilching—M. N. Arnold Shoe Co.,‘ North Abington, Mass. 





C Winning Hands’in Footwear 
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Left to right— Russia calf oxford, perforated and pinked vamp and lip; imported boz calf oxford, perforated and pinked vamp 
and lip; willow calf oxford, four rows of spaced stitching on vamp and tip—Commonwealth Shoe § Leather Co., Whitman, 
ass. 
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t to right— Russia calf blucher plug oxford; tan Scotch grain oxford, zig-zag stitching; Scotch grain oxford, half wing tiz— 
id Conrad Shoe Co., Brockton, Mass. . . a 
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Left to right—Light Russia calf oxford, creased vamp, beveled edges; calf oxford, facings and invisible eyelets; mahogany c: 
ford wl fice G Hutchine, Ine, Boston ed 
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oxford, light tan upper, two rows of double 
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Left to right—Light tan blucher, siz rows of stitching; light tan bal oxford, seam!ess bal; calf 02 ford on narrow toe last—Alden, 
Walker §\ Wilde, Inc., East Weymouth, Mass. 
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Left to right—Tony Red fored orford; gun metal bal on L’ Etoile last; light tan calf oxford on Frat last—The Stetson Shoe Co., 
So Wevmouth, Mass = 
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7 Left to right—Blucher calf oxford, overweight sole; imported Scotch grain blucher oxford, collar; t'ack imported boarded calf 
orford— Richards § Brennan Co., Randolph, Mass. 
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C Winning Hands’in Footwear 
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Left to right—Light tan oxford, brass eyelets; calf bal high shoe, heavy erations erecta sole, wedge welt; calf cxford, 
heavy perforations, waterproof welt— Wall, Streeter FF yyle Co., North}Adams, Mass. 




















J 





Left to right— Norwegian chestnut brown oxford, creased vamp, spiral edge; two-tone oxford, nut brown under apron and 
cherry red vamp; medium Russia calf oxford, maltese cross perforations—F 4M. Hoyt Shoe Co., Manchester, N. H. 
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Left to right—Brown blucher oxford, red and while stitching; black calf oxford, creased vamp, plain toe; Alsatian red oxford, 
fancy stitching—L. A. Crossett Co., North Abington, Mass. 
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Left to right—Imported Scotch grain blucher oxford, rawhide in middle of sole; brown calf oxford on new French last; patent 
calf grain, while piping on vamp and top—Knoz Shoe Co., Miljord, Mass. 
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Left to right—Alligator lace oxford, plain stitching, turn top, wheeted ; pigskin ue oxford, soft toe, four rows-of stitch- 





ing; Russia calf brogue oxford, pigskin lop, harness stilching—. in Clapp , Inc., East Weymouth, Mass. 
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Left lo right—Scotch grain oxford, fancy stitchings on tip; brogue blucher oxford, under apron; mudguard sport oxford of elk, 
Norwegian calf trimmings—Preston B. Keith Co., Brockton, Mass. 





August 4, 1923 


What Would You Do with a Pair 
of Feet Like These? 


(Continued from page 38) 


chased a pair of strong, serviceable steel plates; but they 
soon crippled him seriously, although he tried the sup- 
ports faithfully, and finally he was obliged to discard 
these appliances entirely. From that time to the pres- 
ent he has been bothered continuously with his feet. 


Various Shoes and How They Worked 


He has tried cushion soled shoes and he believes that 
they made front parts of the feet worse. He had a pair 
of shoes made for him with heavy steel shanks and he 
was not able to wear them at all. He has worn loose 
shoes, tight shoes, flexible shoes, felt pads, elastic cuffs, 
arch supports made of rubber, and contrivances of his 
own manufacture. He has bathed and massaged his feet. 
Nothing has given relief for very long. He has managed 
to keep at work despite the circumstance that after 
walking a distance of several city blocks he has to stop 
to rest. Naturally at times he has become greatly dis- 
couraged. Now he carries a couple of pairs of extra in- 
soles of his own make in his pocket in order that he may 
make frequent changes, and obtain as much relief as 
possible from the continuous discomfort through the 
slight shifting of pressures which different insoles pro- 
duce. 

He came to the writer for treatment after he had 
suffered more than three years, and he received very 
considerable relief immediately for a short time. He 
felt encouraged and happy for a few days when partic- 
ularly careful local adjustments were made to relieve 
the painful callouses and weakened muscles. He drifted 
on to the next person who promised him relief before 
the underlying causes for muscle weakness, easily irri- 
tated skin, and excessively sensitive nerves of the feet 
were discovered. 


Permanent Relief Needed—But How? 


No local support, exercise or special shoes seem 
sufficient to control the situation for him satisfactorily. 
Permanent relief must be sought for his feet by regula- 
tions that improve the constant influence which is 
exerted through blood and nerves on feet. Treatment 
must be directed toward improving his general physical 
condition. 

When his constitutional tendencies and personal 
habits are revised in various ways there may be steady 
improvement in his general physical condition,—blood 
and nerves will be influenced indirectly and through 
them secondarily the muscles and skin of the feet will 
become stronger and more resistant. The continued use 
of good fitting shoes will be an aid that will accelerate 
recovery, while improper local care of the feet may be 
sufficient to delay a return to normalcy. The best pos- 
sible procedure, taking the man off of his feet entirely 
and keeping him off of them entirely for a long while, is 
not feasible at present. 
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Maybe You Will Have Just Such a Case 


This aggravated instance of muscular weakness, over- 
sensitiveness of nerves in skin of feet, and abnormally 
active tendency toward thickening of the skin with 
callous formation, has been selected deliberately for 
presentation to retail shoe merchants and shoe sales- 
men because it illustrates points that have been ob- 
served recently by the writer. 

Numerous good shoe stores have been visited by him 
in an endeavor to get at shoe salesmen’s points of view 
a little better from actually watching them deal with 
customers, also to learn a little more accurately about 
some of the problems of shoe stores with the idea of se- 
curing closer coéperation if possible between shoe mer- 
chants and doctors. 

There are stores in which the aim appears to be to 
make them simply the best stores possible, not combined 
store and medical clinics. Clerks are discouraged from 
using medical terms or names. They are told to carry 
out faithfully directions which doctors send with re- 
ferred patients. Such a policy seems a sound one cal- 
culated to hold the medical trade. 


What Proper Fitting Can Do 


The majority of customers in many excellent stores, 
however, come for footwear without having consulted 
physicians beforehand. Friends have suggested to them 
possibly that they should try some particular make of 
shoes which such friends have found to be very satis- 
factory for their own personal wear; or customers go to 
stores in response to publicly advertised merits of shoes 
which these stores carry. 

Under these conditions shoe salesmen must use their 
own discretion and whatever medical ideas they possess. 
They succeed in handling customers to the apparent 
satisfaction of the latter without medical assistance in 
the very large proportion of cases. 

Shoe salesmen whom the writer met could fit shoes 
extremely well, and the familiarity with medical notions 
which some of them possess would astonish those 
physicians who have restricted ideas about the shoe 
trade. 

And What It Cannot Do 

One important peculiarity of the shoe store situation 
is the innumerable number of customers who are sitting 
in stores daily throughout the entire country, uncon- 
scious of remote underlying causes for their foot con- 
ditions, similarly as was the person whose story has 
been related, while shoe clerks fit them skilfully from a 
mechanical point of view to shoes without realizing 
themselves what important physiological factors are 
acting in each instance. 

Feet of every individual are being acted on favorably 
or unfavorably continuously from time of birth to old 
age through blood and nerves. Local measures, fitting of 
shoes, and appliances can never be more than a part of 
the whole problem of most effective treatment for 


broken-down feet. In a few instances, as in the illustra- 
(Continued on page 49) 
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Problem No. 8 in the 
Fitting Contest for 
Shoe Salesmen 


Mr. Sorefoot was so pleased with the shoes Dale J. 
McCreary sold him, that he insisted on Mrs. Sorefoot com- 
ing to the store, to see what he could do to relieve her foot 
troubles. She had tried several types of shoes, in fact has ten 
pairs of uncomfortable, partly worn shoes, in her closet now. 


If you are a real good salesman, you have an opportunity 
of fattening your batting average, as Mrs. Sorefoot goes 
away for the month of August, so will need several pairs. 


Your letter will be judged by your sales talk in convincing 
her what styles, what size and why she should wear them. 
Stress the why. The sitting measures are length 9 1-4, ball 8, waist 7 7-8, instep 8 5-8. Send a snap- 
shot of yourself with your answers. 


The winning answer to Case No. 5 was received from Nate Shapiro, of the Cantilever Shoe Shop’ 
Brooklyn, N . Y. 


A customer complaining of condition described should be fitted to a standard make of 
correclive shoe. This shoe should provide support for the arch, as his is a case of fallen arches, 
This is indicated by the fact that his shoes run over to the outside, due to the arches refusing 
to carry the weight of his body and throwing the weight on the outside of his feet. The heels 
should be correctly placed to induce correct walking and tend to distribute his weight evenly 
on the three bearing points of the foot. A boot is preferable to give support to the ankles. 

I would recommend a kidskin shoe with a self-supporting arch and flexible sole. The 
flexible arch will permit his feet to exercise and gain in strength. A snug filling heel to keep 
the feet from slipping is essential. 7 

I would fit him to 10%, on combination last, C ball and A heel. 


7 


E. M. Welling of Crawford, Neb., wrote a good convincing letter that entitled him to second place. 


Here is a shoe, My Friend, that will not only take the pressure from that sore spot but 
will also hold your heel in place. By holding the heel, it will keep the sore spot from being 
irritated by a sliding back and forth motion of the foot which always takes place in a shoe 
with a loose heel although you may not notice it. 

When wearing a pair of these shoes, you do not have to worry about the pains of tired 
feet. You can hunt, fish and enjoy all'the sports. 

You will notice that one does not have to wear real broad-toed shoes to be properly fitted. 
The style good and attractive, proving that one doesn’t have to wear odd shaped shoes to 
have real comfort. Comfort is nine points of the law in favor of a good fitting shoe. 

I would fit a high rigid arch shoe on the combination last. Size 10 D width. If slightly 

‘ light across ball, I would use the stretcher. Also medium toe. 








Mention must be made of the answers of J. Eugene Bloomberg, Flint, Mich., Richard M. Garfield, 
Syracuse, N. Y., Lawrence L. Kay, Geneseo, IIl., D. J. McCreary and R. M. Smith. 
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What Would You Do with a Pair 
of Feet Like These? 


(Continued from page 47) 


tive case which has been cited, all local measures prove 
unavailing and the vital importance of obscure in- 
fluences acting through the blood and nerves on the 
feet becomes more apparent. 


A Possible Solution 


Can such customers who are unconscious of their 
conditions be treated any better; and is there any prac- 
tical way of reaching them that will prove of profit to 
shoe stores? 

Store physicians are employed at some places with 
some benefit. There are always some fussy customers 
who are anxious to discuss their troubles with anybody 
at any time, and a doctor in a store at least may relieve 
and save time for salesmen. ; 

The average customer, however, goes to a store to buy 
shoes, not to have inquiries made into his bad habits, 
how his kidneys are working, what kind of a pump his 
heart is, whether his teeth or tonsils are all right, what 
various peculiarities of health he has exhibited through- 
out life, or to be asked numerous questions that are 
pertinent at times in forming medical opinions. 


When a Doctor Is Necessary 


Successful medical management of foot ailments not 
infrequently is as complicated and difficult as manage- 
ment of serious surgical operations; and the proper 
place for medical care the writer believes is in a physi- 
cian’s office, not in a busy shoe store. All customers are 
likely to have much more confidence in professional 
medical opinions that are arrived at in deliberate 
thoughtful manner in a professional office rather than a 
store. : 

There are many intelligent customers who would ap- 
preciate having their troubles discussed leisurely and 
thoroughly in early stages of such troubles so that they 
may understand their own problems better, possibly 
avoiding continuance of the difficulties. 

Some customers even would like such discussions be- 
fore actual troubles develop; while all others who have 
blundered along rather aimlessly, accepting advice from 
whoever has cared to give it, should have additional 
opinions after a certain length of time—opinions which 
are not usually available in stores. 


Information the Doctor Must Have 


There are objections to sending store customers to 
doctors’ offices which include the view that doctors 
disagree so widely that such a procedure in the past has 
not proved to be very satisfactory. Furthermore, the 
fact is pointed out that there are some extremists and 
faddists among physicians as in all other classes of 
society; and that a shoe store does not want to recom- 
mend customers to doctors who may use expensive and 
rather unnecessary methods which may be justifiable 
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under other conditions when patients insist on elaborate 
treatments. 

As a matter of fact, doctors do not disagree very 
much upon important principles when an actual vote is 
taken. This was shown by 88 per cent of agreement in a 
questionnaire on feet which the writer distributed 
through the courtesy of the Boot and Shoe Recorder. 
Instead, it should be realized that doctors, like shoe 
men, love to argue merits of special small details, and to 
differ among themselves about their favorite individual 
notions which generally are of restricted applicability. 

Doctors to be of greatest service to stores should 
possess broad, well balanced viewpoints of general 
practitioners and skill of specialists. They must be more 


‘than mechanicians, and much more than those so- 


called foot specialists who have no solid foundations of 
medical knowledge. They should be familiar with store 
viewpoints, and they should treat patients simply, 
effectively, in up-to-date dignified manner at their 
offices as a rule. 


Where Store and Doctor Can Work Together 

There seem to be undeveloped possibilities for closer 
coéperation between stores and the medical profession 
after the problem has been studied and difficulties have 
been cleared away. The writer is studying over and ex- 
perimenting on them at the present time. Stores may 
have fewer dissatisfied customers, more “‘repeat”’ sales, 
and volume of business may be increased if satisfactory 
plans can be made for effective orthopedic service for 
stores. More satisfied customers mean more business. 
There may be fewer instances like the case used for il- 
lustration, also there may be many instances in which 
satisfaction rises to higher levels than now. 

It would be interesting to know what would have 
happened to this man if he had learned rm re about foot 
supports before testing them so disastrously, or if the 
salesman had told him more fully concerning them, 
their. limitations and dangers as well as their advantages. 
He should not attribute his long period of partial disa- 
bility, however, wholly to any single factor when several 
are always present and actively at work. The unsatis- 
factory foot supports were all right if used in an appro- 
priate case. 

He appears to be improving slowly now. Muscular 
twitchings in the foot have ceased and he is in better 
health. He has lost some of his excessive weight and he 
has abandoned habits that probably have contributed to 
the maintenance of his disability. There are no obvious 
reasons at present why he should not recover completely, 
if he perseveres in the direction he is taking; namely, 
taking better care of his health and habits of living. 





British Shoe Exports Increase 
Washington, July 31.—Exports of boots and shoes 
from the United Kingdom during the six months ending 
June 30, 1923, totaled 313,005 dozen pairs, or an in- 
crease of-approximately 105,000 dozen pairs over the 
quantity exported the corresponding six months of 1922. 
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WHAT LEADING MERCHANTS BELIEVE 
WILL SELLA* CHILDREN 


T has become almost a truism to say that juvenile styles follow the trend of style as 
I adopted by the women of the country. Yel even truisms are frequently overlooked and 
it will do no harm to emphasize this once again. 
The Joint Styles Committee, consisting of manufacturers, retail merchanis, tanners 
and travelers, has met once more and what they reported has been covered fully in the 
“Boot and Shoe Recorder.” The sources from which they obtained their material, how- 
ever, contain much interesting reading and show clearly how styles vary in different 
parts of the country. Here’s what leading merchants from all parts of the country have 
to say aboud juvenile styles for sale in October, November and December. 


Patterns 
Leathers 


Patterns 


Patterns 
Leathers 
Growing 
girls 
Boys and 
youths 


OTTUMWA, IOWA 
Growing Girls, Misses and Children for School 


Some combinations—rest plain. 
Calfskins. 


Sport Effects for Play Shoes 
None in this section. 


For Dress Occasions 


Few slippers—rest shoes. 
Patent and brown calf combinations. 
Flat heel straps, stains and patents. 


None in this section. 


Roy E. Stevens. 


DES MOINES, IOWA 


Growing Girls, Misses and Children for School 


Patterns 


Leathers 


Patterns 
Leathers 


Patterns 
Leathers 
Growing 
girls 
Boys and 
youths 


Pony cuts, lace shoes. 
Brown and tan Russia calfskins. 


Sport Effects for Play Shoes 
Two tone combinations. 
Elk and brown in leading colors. 
For Dress Occasions 


Colored top shoes, patent and satin strap pumps. 
Patent, gray and beige kid. 
Fancy pumps in patent and satin. 


Black and brown calfskins. 


B. W. Sturgeon. 


Patterns 
Leathers 


Patterns 
Leathers 


Patterns 


DANVILLE, ILL. 


Growing Girls, Misses and Children for School 


Standard; little change. 
Standard; little change. 
Sport Effects for Play Shoes 
Few changes; sport effects growing. 
Few changes. 
For Dress Occasions 
Standard; few changes. F. P. Meyer. 


WASHINGTON, D. C. 


Growing Girls, Misses and Children for School 


Patterns 


Leathers 


Patterns 
Leathers 


Patterns 
Leathers 
Growing 
girls 
Boys. and 
youths 


Patterns 
Leathers 


Boots and some oxfords. 
Tan calf, patent and patent with colored tops. 


Sport Effects for Play Shoes 
Oxfords in large runs. Boots ia smaller runs. 
Tan calf and suedes. 
For Dress Occasions 


Strap pumps. 
Patent and suede. 
As women’s. 


As men’s. 


BOSTON, MASS. 


Growing Girls, Misses and Children for School 


Some oxfords and straps, but boots will predominate. 
Patent or tan; few black. 
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Sport Effects for Play Shoes 
Pear! elk, tan calf two tone. 
For Dress Occasions 
One straps in few shoes, also patent colt boots with 
calf and cloth tops. 


Patent, also gray suedes. 
Center straps or suitable combinations. 


Patterns 


Patterns 


Leathers 
Growing 
girls 
Boys and 
youths 
(To extend through the season until the first of the year.) 
W. W. Willson. 


Oxfords in patent and dull. 


PHILADELPHIA, PA. 
Growing Girls, Misses and Children for School 


Oxfords and boots; about an even thing. 

Brogue oxfords and brogue boots will lead and brogue 
straps second. 

Calfskins and patent. 


Patterns 


Leathers 


Sport Effects for Play Shoes 


Oxfords and boots in slight changes. 
Grain. 


Patterns 

Leathers 
For Dress Occasions 

Pumps and tan combinations. 

Patent, tan calfskins, colored suede and ooze. 

Pumps in patents and tan combinations. 


Patterns 
Leathers 
Growing 
girls 
Boys and 
youths 


Patent oxfords. 


M. J. Yoskin. 


LITTLE ROCK, ARK. 
Growing Girls, Misses and Children for School 


Oxfords and straps. 
First, tan combinations; second tan, Russia; third, 


patent leathers. 


Sport Effects for Play Shoes 


Oxfords and straps. 
Smoked elk, brown elk, with combinations. 


Patterns 
Leathers 


For Dress Occasions 
Fancy straps. Some sandals. 
Satins in growing girls, first; patent leathers, second. 
Brown Russia bals, first; combinations in tan bals, 
second. 
A. K. Cohen, 
The Gus Blass Co. 


COLUMBUS, OHIO 
Growing Girls, Misses and Children for School 
Patterns Eighty-five per cent boots, 15 per cent oxfords. 


Leathers Tan calf, brown elk, gun metal calf. 
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Sport Effects for Play Shoes 
Same as school. 
Same as school. 


For Dress Occasions 


Boot. 
Patents with black and colored tops, wood shades and 


gray. 
Patent and satin and colored suedes; straps and 


oxfords. 
Brown and black calf boots. 


A. E. Pitts Shoe Co. 


NEW YORK CITY 
Growing Girls, Misses and Children for School 


No change. 
No change. 


Sport Effects for Play Shoes 


No change. 
No change. 


For Dress Occasions 


No change. 
No change. 


Patterns 
Leathers 


Patterns 
Leathers 


Patterns 


Leathers 
Percy E. Hart. 


FORT SMITH, ARK. 


Growing Girls, Misses and Children for School 


Two tone oxfords, lace shoes and fancy tops. 
Brown calf, some kid. 


Sport Effects for Play Shoes 


Lace oxfords, aprons, saddles, etc. 
Smoked elk with brown trimmings. 


For Dress Occasions 
Straps, slippers in satins and patent; covered low 
heels, 6-8 to 8-8. 
Lace shoes in brown calf with perforations, first; 
black calf with perforations, second. 
A. F. Herden, 
Poe-Herden Shoe Co. 


Palterns 
Leathers 


Patterns 
Leathers 


Growing 
girls 

Boys and 
youths 


HELENA, ARK. 


Growing Girls, Misses and Children for School 
Patterns Oxfords, one and two-straps, lace shoes. 
Leathers Tan and black calf and elk. 
Sport Effects for Play Shoes 
Patterns Sandals, oxfords, two tone blucher elk shoes with no 


heels. 
J. J. HART. 
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Brockton’s Shoe Production Back 
to Normal 


HE formal ending of the shoe strike in Brockton 

on July 31, which was in progress 11 weeks, 

marked the resumption of shoe production on 
a normal basis. Strikers at a four-hour meeting voted to 
discontinue the movement. 

At no time during the labor controversy, which com- 
menced on May 15, was production at a standstill. 
Steady progress was made in production until the manu- 
facturers succeeded in turning out between 50 and 75 
per cent of their normal outputs in spite of many shoe- 
workers refusing to return to work. Many workers grad- 
ually drifted back to work at intervals. 

With the return of the last of the striking shoe- 
workers, manufacturers immediately commenced to 
speed up on deliveries. Fall and winter orders for retail 
merchants will be delivered in ample time, manufac- 
turers report. 


Started over Wage Decision 


Resentment against a decision returned by the State 
Board of Arbitration and Conciliation in refusing to 
grant dressers and packers a 20 per cent advance in 
wages was the direct cause of the strike. Subsequently 
shoeworkers voted to secede from the Boot & Shoe 
Worker’s Union. 

John S. Kent, Sr., treasurer of the M. A. Packard Co., 
and president of the Brockton Shoe Manufacturers’ 
Association, interprets the termination of the strike 
as the beginning of a long period of harmonious relations 
between manufacturers and employees. “Orders have 
been slightly behind during the period of the strike 
although production has been on a 50 to 75 per cent 
basis. Return to a 100 per cent basis will be immediate 
and we are now in a position to deliver fall and winter 
orders with promptness. Orders have been slightly be- 
hind, but no serious delays will result,’’ Mr. Kent said. 


Radical Labor Leaders Beaten 


“The fight has been with the most radical of the 
labor element and now that they have seen the folly of 
their ways its effect is bound to mean the establish- 
ment of stronger ties between manufacturers and 
workers. There were no disturbances or serious labor 
troubles for a great many years and we look for another 
long period of the same thing,” he said. 

The strike developed into a battle with the Boot and 
Shoe Workers’ Union and the only grievance that the 
strikers had with the manufacturers was that the latter 
insisted that shoeworkers must be members of that 
union in order to work in the respective plants. The 
strikers, seceding from the B. & S. W. U., formed a 
union of their own which was not recognized by the 


manufacturers and will now probably die out completely 
as its cause is lost. It was named the Brockton District 
Shoe Workers’ Union. 


No Labor Troubles in Years 


Shoe manufacturers, in standing by their contractual 
relations with the B. &. S. W. U., in refusing to employ 
only members of that body, point to the satisfactory 
labor conditions that existed for years prior to this con- 
troversy as one of the accomplishments of the un‘on. 
Keeping labor troubles out of Brockton for years was 
attributed to the fact that almost every company em- 
ployed members of the B. & S. W. U. 





Bernard H. Cogan Is Dead 


Stoneham, Mass.—Bernard H. Cogan, head of the 
shoe manufacturing firm of P. Cogan & Son, died July 
27, at his home on Flint Avenue, in this town. Mr. 


THE LATE BERNARD H. COGAN 
Head of the firm of P. Cogan § Son 


Cogan _thad been in failing health for the past three 
years. One of his sons, J. Francis Cogan, died July 11 
at the Faulkner Hospital in Boston. 

Mr. Cogan was a director of the Stoneham Trust 
Company, former President of the Stoneham Board of 
Trade, and was for many years a member of the town’s 
finance committee. He was a member of the Irish 
Charitable Society; the New England Shoe and Leather 
Association: the National Shoe Travelers’ Association; 
charter member of the Boston Shoe Travelers’ Asso- 
ciation; charter member of the Boston Shoe Trades 
C'ub; also an honorary member of Post 75, G. A. R. 
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Did You See Our 


ROBIN HOOD? 


In the Following Combinations 





All Over Beige Ooze Field Al) Over Black Ooze Black 
Mouse Kid Cellar and _ Calf Collar and Straps 


Straps $7.00 


$77.50 
.) All Over Color D Grey Ooze 
All Over Black Satin Matt Grey Kid Collar and Straps 


Kid Collar and Straps to Match 


IN-STOCK 
$6.75 $7.50 
for 


All on a, ee 16/8 Delivery pete, fe a =f You 
panish Hee Any Combination You Desire 
August 15th 














SOLD IN CASE LOTS IN THE FOLLOWING SIZE 
SCHEDULE 


3% 4 4% 5 5% 6 6% 
- 1 1 
1 1 2 

1 


7 
1 
1 
1 
1 . 


1 
1 
2 
2 
1 











TERMS 3% -- 10 DAYS 


PHOTO—OF --- THIS---SHOE---IN 
NEXT---W EEK---ISSUE 


mm 


"TRIANGLE SHOE MFG. Co. INC. 


11 EMERSON PLACE - - BROOKLYN, N. Y. 
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IN STYLE 
IN STOCK 
Ba IN DEMAND 


Order from Boston, New York or Chicago 
Style 14882 Price $5.50 
THRUSH (Light Tan) PRO-BUCK “Claridge” TWO STRAP 
Cut-out Quarter 
15-8 Rubber Top Heel 

Welt Sole Pasadena Toe 

AA 414-8 A 4-8 B 3-8 C 2%-8 D 3-8 

STYLE 14883 (Price $5.50) The Same in 

BLACK OOZE “Claridge” TWO_STRAP 
Cut-out with Patent Underlay 

ELLING shoes on a service basis -- service in Style, in Fit, in 
Quality, in Salability, giving you the right merchandise at the 
right time, backed up with the right name and reputation with 
consumers, made right and sold right, to the right wearers, for the 


right purpose --this is the Queen Quality policy that affords to 
retailers the exceptional advantages associated with America’s best 


known brand, the leading name in women’s shoes. 


THOMAS G. PLANT COMPANY 
101 Bickford Street - - BOSTON, MASS. 
NEW YORK: 125 Duane Street - - CHICAGO: 207 West Munroe Street 
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( Tackless 
pti 





WILCON rk 
TRADE QEWED 


Stampt on the Sole 


HE FIRST retailer in your 

town who tells the women he 
has tackless shoes—light, airy, flex- 
ible footwear at moderate prices and 
free from tacks—is going to get 
more business and new business, 
don’t you think? 





Wilson Sewed shoes, stampt on the 
sole, have features which satisfy 
the modern woman’s style-desire 
and help the salesmen sell. Tackless 
and dainty, they have the strength 
to retain their daintiness. 


Economical—because any licensed 
manufacturer can make them with 
his regular lasts and standard 
USMC machinery plus one or two 
To All Wilson machines—giving you and 
Manufacturers your customers greater shoemaking 
values, dollar for dollar, without 
tacks. 


You, too, can make 
Wilson Sewed with welt 
or McKay equipment on 
regular welt, turn, or 
McKay lasts—USMC 
machines and_ service 

assured. The trend of the times is 


toward Wilson Sewed ! 
Let us mail you Booklet B 








Address all Inquiries 
Wilson Process Incorporated 
Canadian Pacific Building 
City of New York 

















For the return of a lost dog, a man 
in Boston recently offered a reward 
of two weeks’ vacation with a motor- 
car and chauffeur—all expenses 
paid. From more than 200 canine 
candidates he picked his long- 
sought dog—because he knew just 
how the right dog was marked. 
+ 

The public is practically offering a 
reward for light, flexible, ostylish 
footwear free from tacks! Many manu- 
facturers make the right kind—and 
you'll recognize them by the mark— 
the Wilson Sewed mark, stampt on 
the sole. 


Note these photographs—two steps 
in making Wilson Sewed shoes 
tackless, flexible, fashionable, and 
durable—all the way from feather- 
edge slippers to skating boots! 


+ 


All lasting-tacks have been pulled, 
uppers and linings drawn close to 
the wood and fastened by the same 
method and machine used in regular 
welts, filler and shank laid ready for 
the outsole, yet the simplified type of 
Wilson Sewed shoes may be made 
with McKay-speed and economy— 
without tacks, with turn-daintiness 
and welt-strength—-without the added 
cost, 


+ 


Both McKay-stitched and higher 
grade Wilson Sewed shoes with 
insoles free from stitches are tack- 
less—better to sell and better to 
wear because they win the reward 
of public approval by giving better 
style-and-service values. i, 
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No. 544—Tony Red Calf 


No. 431—S t Tan Calf 
oO l unse an al Turf (146) Last . 75 
Turf (146) Last Rolled Sole to Heel 
Goodyear Rubber Heels Rubber Heels 


B, C, D; 5% to ll B, C, D; 5% to 1 


No. 534 (as above) Black Calf $4.75 


WHO HAS A BETTER RIGHT 
TO ASSURE YOU PROFITS 


Wouldn't you rather go to a specialist for better business. So many timely 
with a reputation, in a matter of law or styles, such standard of quality, such‘low 
medicine? Why not get a specialist’s help prices, were once thought impossible in a 
in boosting sales this fall) ‘stock proposition. 


When it comes to making more money, We'll show you the whole works through 


everybody suggests less stock and more 
turnover. For twelve years we have 
practiced and perfected a system of solv- 
ing selling problems on that basis. 


our special fall “Advance Sheet,” or 
samples if you prefer. All we ask is a 
chance to work with you. Buy or state 
- your needs, and we'll bring you real 
Our “Fall Stock Service” is again lined up results. ASK NOW. 


Diamond Shee TH 


196 CHURCH ST., NEW YORK CITY 


Two Factories: Brockton, Mass. 
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To see the range of SCHERER 
colors is a fascinating and con- 
vincing experience. 


ashtons 
avorite 
eather 


Fascinating in the variety, 
warmth, and softly glowing sheen 
of the colors. 


Convincing in their exquisitely 
soft texture and inimitably beau- 
tiful shades produced by ‘master 
hands.” 


SAHARA 


BELGIAN BLUE BRONZE 
No. 21 No. 34 


MAPLE BROWN 
No. 12 


HAVANA BROWN 
No. 10 


BOOZIE BLUE 
No. 38 

JADE GREEN 
No. 13 

ROYAL PURPLE 
No. 15 


CARDINAL aap 
N 


oO. 


CANARY 
No, 30 


CHANTICLER 


No. 3 


IVORY 
No. 41 


LIGHT BROWN 
No. 8 
BEAUTY BROWN 
No, 5 
CHAMPAGNE 
No. 18 


TERRA COTTA 


0. 


WINE 
No. 6 


SEA-GULL GREY 


No. 23 


MIDNIGHT BLUE 
jo. 1 


oO. 


OSCAR SCHERER & BRO. Inc. 


ORIGINATORS OF AND LEADERS IN FANCY COLORED KID 
29 SPRUCE ST., NEW YORK 


FACTORY AT NEWARK, U7. U- 


~ 
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If New York Says 
«lt’sThe Latest Style” 


Weve Got It! 


Attractive Advance Styles 


The Allen-Goller line of novelty footwear 1s of 
the style that is always ready when demand calls 
fcr it, and that enables a quick and profitable 


turn of stock. 


Volume buyers have found it to be the best mer- 
chanaising line of footwear on the market. Mod- 
erate prices and excellent workmanship are the 


recsons for its remarkable success. 














ALLEN, GOLLER SHOE CoO. 


60 K STKELT, SOUTH BOSTON, MASS. 








THU svTATOATAATTTTTNTTATTTATT | TATTTANITTTTTTTTAATATTTATTATTANTAETTTTTATT 
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ralacing the, Nile Hazara 


JLAST YEAR LESS THAN FIVE HUNDRED PAIRS OF 
WALK-CROFT SHOES WERE RETURNED TO US. THUS 
FAR THIS YEAR LESS THAN FOUR HUNDRED PAIRS 
HAVE BEEN RETURNED TO US. BOTH YEARS OF 
QUICK CHANGING STYLES. 


IE-VIDENTLY THE STYLE HAZARD IN WALK-CROFT 
SHOES IS WELL BELOW THE AVERAGE. 


Ri 
BANCROFT WALKER COMPANY 


AT THEIR FACTORY IN BOSTON. 
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How to keep your customers 


Educate them to the use of Miller Shoe Trees so that their shoes will 
give the maximum service. 

Miller Shoe Trees are a positive necessity in preserving the fit and 
appearance of shoes as well as a sure means of increasing their 


wear and comfort. 
Catalog for the Asking Shoe Tree Division 


0. A. Miller Treeing Machine Co. Brockton, Mass. 

















BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to take 
for granted the things the owner said, and then wait for experience to show 
if he had spoken the truth. 






But if you bought a hors: of blooded-stock that. had a pedigree, you 
would not need to take the man’s word for it. The pedigree would show his 
ancestry and race and give you an idea of the animal's capacity for speed and 
endurance. 







It's the same in buying advertising space. Some publications sell “just a horse” 
and you have to take their circulation statement with a pinch of salt. 










The Boot & SHoE RecorDeR is blooded-stock. An 
A BC statement is the pedigree that tells you 
what toexpect in the way of speed and endurance. 
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Selby Purchases Columbus, Ohio, 
Factory 


The shoe industry will find of interest the further ex- 
pansion of The Selby Shoe Company, of Portsmouth, 
Ohio, as evidenced by the purchase of The John Fenton 
Shoe Mfg. Co., whose plant is located at Columbus, 
Ohio. During recent years the Fenton Company has 
built up an excellent reputation for making a fine quality 
of women’s high style McKay footwear. Mr. Fenton, 
the president, in addition to the administrative work, 
has looked after the sales and designing in which he is a 
specialist. Tom Butler, the superintendent, is an old 
shoemaker of long and varied experience. These two 
men are the patentees of the “Litewelt” process, whichis 
a very successful means of giving to welt shoes a light 
shank and close edge appearance introduced to the 
trade a couple of years ago. The Selby Company has 
been largely sampling the “‘Litewelt’’ process as licen- 
sees, both in their regular line and in the Arch Preserver 
line, and find that this process of manufacture is meet- 
ing with such hearty acceptance by the trade that they 
feel warranted in developing its sale along broader lines 
under the co-operation of its originators. 

Roger Selby, general manager of the Selby Shoe Co., 
in announcing the taking over of the business and in- 
terests of the Fenton Company, indicated that under 
the management of the Selby organization the same 
grade of shoes will be continued under the Fenton name, 
while the output will be materially increased to meet the 
demand for this type of footwear. Heretofore the capa- 
city of the plant has been readily sold in the larger style 
centers but the expansion of the plant was handicapped 
by lack of finance. In addition to their continued service 
at the Fenton plant Mr. Fenton will have charge of the 
designing of the styles for the several Sélby lines and 
Mr. Butler will act as quality man for the main plant 
at Portsmouth, Ohio, and the branch plants at Ironton, 
Ohio and Ashland, Ky. 





Missouri Merchants’ Convention 
at St. Louis Aug. 13, 14 and 15 


St. Louis, July 31—Plans are complete for the con- 
vention of the Missouri Retail Shoe Dealers’ Associa- 
tion, which is to be held in this city August 13, 14 and 
15. Reports from Secretary Paul Ebbs, indicate that- 
attendance records will be broken. 

President Joe Mullen of Moberly, Missouri, has put 
his stamp of approval on the details. The convention 
was held at this particular time to give the delegates an 
opportunity to view the St. Louis Pageant of Fashion, 
one of the most spectacular performances of its kind 
held in the United States. The entire shoe manufactur- 
ing industry displays their best styles in this show. 
Retail shoe merchants attending will get the most 
recent information on the style situation as it affects 
the shoe world. 
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Many Good Speakers 


The delegates will register Monday, Aug. 13, and the 
opening meeting will be held at 2 P.M. with M. M. 
McCain, president of the St. Louis Retailers’ Associa- 
tion, presiding. The opening address will be delivered 
by Joe Mullen. 

Among the prominent speakers will be: John Slater, 
president of the National Shoe Retailers’ Association, 
“Value of the N.S. R. A. to the Dealer.” Sam Davis, 
field secretary N.S. R. A., John H. DeWild, manager 
Ely & Walker Dry Goods Co., “Making Advertising 
Pay,” J. A. Hubbard, Chappelow Advertising Co., 
“How to Build a Better Advertisement.” 

The St. Louis manufacturers and wholesale mer- 
chants, through the Manufacturers’ and Wholesalers’ 
Association, will entertain the delegates with a boat 
ride on the Mississippi. 

J. J. Sensenbrenner will review the Fall style situa- 
tion in footwear and hosiery. He will be aided by 
J. H. Schrader, hosiery buyer for the Senac Stores, 
Walter, Huette and William Reid, St. Louis; J. M. 
Wood Hannibal; Otto Schulz, Jefferson City; E. J. 
Bloom, St. Joseph; N. Rosenberg, Joplin; Brooks 
Wigley, Chillicothe; C. B. Miller, Columbia; J. V. Byrn 
and Hamp Robinson, Kansas City, and Louis Segal, 
Cape Cirardeau. 





Director of M. N. Arnold Shoe Co. 
Is Dead 


North Abington, Mass.—Thomas Arnold, a director 
of the firm of M. N. Arnold Shoe Co., died on July 27, 
while traveling from Boston to his home in North 
Abington. Mr. Arnold was a native of Abington. 
He was sixty-seven years old and a son of the late 
Jonathan Arnold, one of the oldest settlers in this 
town. 

Mr. Arnold had spent all of his business life in the 
interests of the M. N. Arnold Shoe Co. With his three 
brothers, Moses N. Arnold, founder of the company, 
the late William B. Arnold, a prominent member of 
the shoe industry for many years, and Wallace E. W. 
Arnold, the beginning of the large Arnold Glove Grip 
business was made. 

He leaves a wife, two sons, Eugene of North Abington 
and Harold of Bayonne, N. J., a daughter, Miss Alice 
of North Abington; two brothers, John P. superinten- 
dent of the Howard school district in Brockton and 
Wallace E. W. of Wollaston, Mass., also a director of 
the M. N. Arnold Shoe Co., two sisters, Miss Emily of 
Southbridge, Mass. and Miss Sarah Louise of Boston, 
former dean of Simmons College. 

Mr. Arnold was a member of the John Cutler Lodge 
of Masons of Abington, the Ancient and Honorable 
Artillery Co. of Boston, and a number of Masonic 
bodies. 
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Revised Prices 


Our revised prices on Keds for 1923-24 
became effective on August the first. 


A broadside with complete description and 
illustrations of the new Keds line has been 
mailed to every shoe dealer in the country. 
If you have not received your copy, please 
notify the jobber or branch store from which — 
you buy your Keds. 


Salesmen are on their way to you with sam- 
ples for advance orders. 


United States Rubber Company 
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Few Changes in Keds Price List 


T about this time each year, the Recorder publishes the Re- 
ent Keds and Keds price list of the United States Rubber 
ompany as a measuring stick of the industry. The broad- 

side listing of new styles and prices as given below and a com- 
parison with the broadside listing given in our issue of August 5, 
1922, will show that 1923-1924 prices are practically the same as 
those of 1922-1923. The advance, if any, is less than one per cent. 


Regent Keds for Men 
Men’s White Canvas Oxford, Corded Tip. Recede Last—$2.25. 


Regent Keds for Women 


Women’s White Canvas Oxford, White Buck Tip Strap and 
Trim, One Inch Heel. Medium Last—$2.00. 

Women’s White Canvas Oxford, White Buck Tip Strap and 
Trim, Bevel Breasted Heel. Growing Girl’s Last—$2.00. 

Women’s White Canvas Oxford, Imitation Stitched Tip, 
Black Calf Saddle, Black Sole and Heel, White Welt, Bevel 
Breasted Heel. Recede Last—$2.10. 

Women’s White Canvas Oxford, Corded Tip, Bevel Breasted 
Heel. Recede Last—$1.85. 

Women’s White Canvas Oxford, Corded Tip, Bevel Breasted 
Heel. Growing Girl’s Last—$1.85. 

Women’s White Canvas Oxford, Black Calf Tip Strap and 
Trim, Bevel Breasted Heel. Recede Last—$2.00. 

Women’s White Canvas Sandal, Corded Tip, Two Button 
Medium Strap, One-Inch Heel. Growing Girl’s Last—$1.85. 

Women’s White Canvas Sandal, White Buck Tip Strap and 
Heel Foxing Strap, One Button Narrow Strap, One Inch Heel. 
Brogue Last—$2.00. 

Women’s White Canvas Sandal, Black Calf Tip Strap and Heel 
Foxing Strap, Black Sole and Heel, White Welt, One Button 
Narrow Strap, One Inch Heel. Brogue Last—$2.00. 

Women’s White Canvas Sandal, Corded Tip, One Inch Heel, 
One Button Narrow Strap. Brogue Last—$1.85. 


Prices on Keds ~ 


“COMET’’—A basketball shce with laminated sole 1-2 inch 
thick from toe to heel. Extra black ebony foxing extended around 
the tow and reeching to the shank. Brown athletic trimmings 
with ankle patch, double foxing. Nickel eyelets. Back stay. Red 
tee cap. Strongly reinforced. ‘‘Feltex’’ Insole. Loose Lining. 
Men’s, $3.00; Boys’ $2.75. 

“METEOR’’—A lower-priced lace-to-tce shoe. Bleck athletic 
trim. Extra black ebony tce strip, double foxing, nickel eyelets. 
Toe cap. Same non-slipping features as ‘‘Comet”’ but carries 
lighter gauge sole. ‘“‘Feltex’’ Insole. Loose Lining. Men’s, $2.50; 
Boys’, $2.25; Youths’, $2.10; Women’s, $2.25. 

“DRIVER” and “ALL SPORT’’—“Driver” made bal pat- 
tern. “All Sport’’ lace-to-toe. Heavy corrugated sole of extra 
quality gum compound. M ade in white or brown duck with black 
cowhide trimming, double foxing of gum and frictioned fabric, 
ankle patch. Special web tread soling, toe cap. “Feltex’’ Insole— 
Loose Lining—Men’s, $2.25; Boys’, $2.05; Youths’, $1.90; Little 
Gent’s, $1.75. 

“FIELDAY” and “PENNAN T’’—Lace-to-toe pattern. 
“Fielday’”’ made with smooth gray suction soles. “Pennant,” 
with gray corrugated soles. Extra flexible strong duck and black 
athletic trimming, toe cap, back stay and ankle patch. Double 
foxing of gum and frictioned fabric. Nickel eyelets. Made in 
white or brown duck.—‘Feltex”’ Insole—Loose Lining—Men’s, 
$2.10; Boys’, $1.90; Youths’, $1.75 and Little Gent’s, $1.60. 

“HOLDFAST’’—Heavy tough, gray suction sole. Heavy 
white or brown duck. Brown cowhide trimmings and ankle patch. 
Double foxing of gum and frictioned fabric. Red rubber toe cap. 
“Feltex’’ Insole—Loose Lining—Men’s, $2.10; Boys’, $1.90; 
Youth’s, $1.75 and Little Gent’s, $1.60. 

“STRIDE’’—Lace-to-toe pattern. Black athletic trimming. 
Black ankle patch and toe cap. White or brown duck. Double 
foxing of gum and frictioned fabric. Fabric foxing extends to 
bottom of sole. Extra heavy black suction soles. Nickel eyelets. 
‘Feltex’’ Insole—Loose Lining—Men’s, $1.95; Boys’, $1.75; 
Youths’, $1.60 and Little Gent’s, $1.45. 

“MERIT’’—Made of extra flexible, strong white or Lrown 
duck; sturdy, long-wearing athletic trimmings; ankle patch; 
double foxing of gum and frictioned fabric; red rubber toe cap; 
tough, resilient red suction soles with heel lift. ‘“‘Feltex’’ Insole— 
Loose Lining—Men’s, $1.75; Boys’, $1.60; Youths’, $1.50 and 
Little Gent’s, $1.40. 

“SPURT’’—A new style with the lace-to-toe pattern. Heavy 
white or brown duck. Black athletic trimming, ankle patch and 


toe cap. Double foxing. Thick red suction soles. Nickel eyelets. 
“‘Feltex’’ Insole—Loose Lining—Men’s, $1.65; Boys’, $1.50; 
Youths’, $1.40 and Little Gent’s, $1.25. 

“NUGGET” and “FLYER’—Nugget made _lace-to-toe; 
Flyer made “Bal” pattern. White or Brown duck. Brown athletic 
trimming and ankle patch. Red corrugated soles with or without 
suction holes. Nugget is made with suction holes; Flyer is made 
without suction holes unless otherwise ordered. Red rubber toe 
cap. Double foxing. Nickel eyelets. ‘‘Feltex’’ Insole. 


Flyer 
hs teas 5 aly Valeminlins 3 eu eT’ e 
Boys’ 
Youths’ 
RP ae dee Kk ow lasses ccka nae eat. 


cnn dox bo tn dne br oc eee eh 06 606%.c0nde 
Children’s 


“COMBAT’’—Steel and fibre shank arch support. Made of 
heavy brown duck. Loose lined with heavy drill. High red rubber 
foxing and toe cap, heavy red sole and heel. Men’s made Blucher 
—Boys’, Youths’ and Little Gent’s bal pattern. ‘‘Feltex’’ Insole— 
Loose Lining. : 

Men’s British, $1.95; Boys’ British, $1.80; Youths’ British, 
$1.65; Little Gent’s (Heel Lift), $1.40. 

“UNIVERSAL” —White or brown duck with white corrugated 
soles. Made in both bal and oxford. Combination steel and fibre 
shank which firmly supports the arch of the foot. 

Ozford 
$1.35 

1.25 

1.15. 


NS os now a aidaninead ra alems 
Boys’ Regular 
Youths’ Regular 
Women’s Regular 1.25 
Misses’ Nature 1.15 

“PASTIME”’—Made of high quality special mercerized white 
flexible fabric, trimmed with black leather; also brown, trimmed 
with black leather. Ankle patch. Extra quality red corrugated 
so'e. Double foxing of gum and frictioned fabric. Black rubber 
toe cap. “Feltex’’ Insole—Loose Lining. 

Net Price 


Bal Oxford 
$1.75 
Children’s 1.55 ak 

“MINERVA” —Made of heavy bleached white duck with 
jae gray trimming. Gray suction sole, gray foxing of gum and 

rictioned fabric and gray rubber tce cap—Women’s $1.90. 

“DIANA’’—A lace-to-tce shce for girls and women. Made in 
white duck with sole or black duck with black sole. Outside white: 
tee cap. White corrugated sole. “‘Feltex’’ Insole—Loose lining— 
Women’s, $1.15. 

“YACHTING”’’—Flat keeled. Special mercerized white or 
brown army duck. White corrugated rubber sole. Foxing goes up 
well over the toe. “‘Feltex’’ Insole—Loose Lining. 

Oxford 

$1.50 

1.35 

1.20 
1.10 
1.35 
1.20 


Children’s 1.05 


“CHAMPION”’’—Flat-heeled Keds. White, black or brown 
duck. White and brown made with white corrugated sole. Black 
made with black sole. Made in both bal and oxford. 

Bal Oxford 
ee eae ae SEINE. k's os Che we aleasig es $1.15 $1.00 
Boys’ 1.05 .90 
TE ET e . o's u ode us. abvees einen .95 
I SEAL", os 5 » 6 Sinn a.0.0 60:0 oko 6: © .90 
EO oa 5 wh on Sats 6 ae ae ony KO .95 
Children’s 85 

““HOME-SLIPPER’’—Made of bleck duck lined with white 
drill. Carries instep strap. Bleck rubber fecing with a light weight 
bleck rubber sole and hee]. Combination steel] and fibre shank. 
“*Feltex”’ Insole. Women’s, $1.25. 
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Here the varying widths of the window, with the disadvantages they entail, have been handled admir- 
ably by focusing the eye on the narrowest part near the rear, allowing the shes in the front to attain 
prominence by thew nearness to the window shopper. 


“PARADE” PUMP—Of specially woven duck. Smooth white 
rubber sole. Flush heel. Low foxing. Special combination steel 
and fibre shank. Made with or without instep strap. White 
enamel ornament. Furnished Pelham last (pointed toe) or Dorset 
last (round toe). “‘Feltex’’ Insole—Loose Lining—W omen’s, $1.75; 
Women’s Strap, $1.85. 

“LOTUS” PUMP—An attractive heeled pump. Made from 
white duck with or without strap. White corrugated rubber sole, 
White bow. Flush heel. Combination steel and fibre shank. 
Furnished only in the Dorset last (round toe). Women’s, $1.20; 
Women’s Strap, $1.25; Misses’, $1.10; Misses’ Strap, $1.15. 

“MAYFIELD” SANDAL—Cross strap bathing sandal. Made 
in white, black, blue and red tico sateen with white trimming and 
white sole. Women’s, $0.95. 

_ “BATHING” BAL—A neat high cut bathing shoe. New upper 
design. Made on new last, one style only. White Duck with black 
trimmings. Women’s $1.00. 





“EMMY LOU’’—Made on Nature last. White duck with 
smooth white rubber sole and special white “‘Feltex’’ Insole per- 
forated for ventilation. New instep strap. White ornament. 
Women’s, $1.60; Misses’, $1.45; Children’s, $1.30. 

“PINAFORE”—A cross-strap pump. Made in white or brown 
duck with white trimming. White corrugated sole. “Feltex’”’ 
Insole—W omen’s, $1.00; Misses’, $0.90; Children’s, $0.80. 

“POLLY ANN’’—White or brown duck with white trimming. 
Women’s made with or without instep strap. Misses’and children’s 
made with instep strap. White corrugated sole. Women’s made 
on Dorset or Nature last. Misses’ and Children’s made on Nature 
last only. Women’s, $0.95; Women’s Strap, $1.00; Misses’ Strap, 
$0.90; Children’s Strap, $0.80. 

“SISTER SUE”"—White duck pump with ankle strap. White 
bow and white corrugated rubber sole. Same material as Cham- 
pion line with Champion trade-mark. Women’s, $0.95; Misses’, 
$0.85; Children’s; $0.75. 








Clico Reinforced Crepe Welt 


The Clifford Company of 185 Summer St., Boston, 
has just put on the market the Clico reinforced crepe 
rubber welt. This welt has been perfected to go with 
the Clico crepe rubber sole. 

Many sport shoes for next spring, this company 


believes, will be made with this type of welt. Some 
manufacturers experienced some difficulty last season 
on sport shoes in getting a good adhesion with the 
leather welting or slip sole at the tip of the toe. The 
Clico crepe welt is designed to overcome any possi- 
bility of this trouble. 

The crepe welt is stitched to the upper the same as 
the leather welt. The reinforced Clico welt has a nar- 
row strip of duck running along the inside edge. This 
duck holds the stitches and prevents them from cut- 
ting through the rubber. After the crepe welt is 
stitched the entire bottom of the shoe is ey 
cemented with a high grade pure gum cement. The 


crepe sole is then laid on and rolled thoroughly. 





The new Clico reinforced crepe welt 


introduction of this crepe welt eliminates 
stitching crepe sole and saves on material and labor. 
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Shoes and Stockings Go Together 


When your customers buy new shoes, one of their first 
thoughts is, ““What stockings shall I wear with them?” 
They are just in the mood to buy hosiery and a counter 
of Van Raalte Silk Stockings will mean an extra sale 
every time you sell a pair of shoes. 


The quality of Van Raalte Stockings is already known to your 
customers through our national advertising. They want Van Raalte 
stvles and they are glad of the opportunity to buy them at the 
time they can most easily choose the shade that harmonizes with 
their shoes. 


The Van Raalte line includes full fashioned silk stockings in both 
staple and novelty styles. We shall be glad to advise you just what 
numbers to stock for a quick turnover and a steadily increasing 
volume. 


Van Raalte Company, 295 Fifth Avenue, New York 


VAN RAALTE 
Silk Stockings 


Makers of Van Raalte Veils, Glov: Silk Underwear, 
Silk and Suede Fabric Gleves 





—Today an 
Acknowledged 
Leader! 
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CAMEL 
CARDINAL RED 
CEDAR 
CHAMPAGNE 
CHANGRE 
CINNAMON 
= DOVAN 
CORNFLOWER 


DUNE 
EMERALD GREEN™ 
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All Over the Country 


Growing Repeat Orders Show Satisfied Dealers 


NORTH: The hosiery buyer for a large department store says: 
“Rosaine has proved a good seller. Our customers are pleased 
with its quality, and I recommend it to them with confidence.” 

SOUTH: One of thé largest stores in Texas reports an increase of 
116% in hosiery sales, mainly on Rosaine. 


New York department stores, and many important Fifth 
Avenue specialty shops, find Rosaine Hosiery sells rapidly 
on its quality value. 


From a western dealer: “Business has been very good. We 
made a 60% increase in June and show a 50% increase 
every month since January. Much credit is due to Rosaine.” 


The Rosaine Line 


1209—The first popular 1212—Full fashioned 5017—Pure dipped dyed 

priced Chiffon made in Chiffon, 8 in. lisle top, silk hose, with 8 in. lisle 

America, per doz., $21.00 silk foot, per doz., $16.50 top, per doz. ....$16.59 

1210—A 12-strand, pure 1213—Full fashioned, all 550—New Paris clox, 

dipped dyed, all silk hose, silk Chiffon, sheer, clear, dipped silk, full fash- 

per doz. ...... $24.00 durable, per doz., $21.00 ioned, per doz., $22.50 
5017—Out size, per doz. 


ROSENHAIN CO., Inc. 220 Fifth Ave., New York 
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Offers You An Exceptional Plan 3 
For Starting A Hosiery Department 


eee or eee 


Stimulating Your Present One 
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THE OFFER 


consists of a stock of silk stockings sufficient to 
start a hosiery department in an average size 
shoe store with an investment of only $346.50. 


a a ee le 


Olona) 


On such an initial stock investment a sizable 
hosiery business can quickly be built up. 





Full Run of Sizes and Colors 


This unusual offer consists of a well balanced 
assortment of one staple and rapid selling ROL- 
LINS full fashioned pure silk stocking in all sizes 
and colors. 
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A Stocking with a Reputation 


ROLLINS Hosiery is backed by thirty years of eee a SS 
reputable service. The name ROLLINS has long 4 7) Hit! Hijo) Rasa 
stood for consumer confidence and satisfaction. / da PHA Te hat hi 

In addition, a consistent policy of national , ae ™ 
advertising is being pursued. oat ; ‘a 5 — 
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A Sound Plan The Special Rollins Assortment 


is made up in fifteen popular shades of ROLLINS 
style No. 2501. To say merely that this stocking is 


simple, sound and safe, yet offering big profit- pure silk and full fashioned doesn’t do it justice. 
: i It is unusual in quality and distinctive in ap- 
q P 


building possibilities. The plan is yours for the : , 
pearance. An unsurpassed number to retail at 


asking. $2.00. 


Just send a postal for full de- 
tails of this exceptional offer 


ROLLINS HOSIERY MILLS 
DES MOINES, IOWA 


Factories: Des Moines and Boone, Iowa 


Salesrooms and Warehouses: 
Chicago, 902 Medinah Building Denver, 1751 Lawrence Street 


Sales Offices: St. Lou’s San Francisco Cleveland Detroit Baltimore 
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The plan that we offer you is different—yet one 
that has been proved out in practice—one that is 
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To the Corticelli Silk Company : 

Your new silk stockings are so beau- 
tifully sheer that I have enjoyed them 
more than any others | have ever worn. 

Never have I seen silk hosiery that 
is so clear and perfect in texture. 

Yours most sincerely, 


Martha Mansfield 





Posed by Martha Mansfield 
Copyright 1923 by the 
Corticelli Silk Company 


Miss Martha Mansfield, well-known motion picture 
actress, is another star who is enthusiastic about Corticelli 
Silk Hosiery. Last month we reproduced an equally 
enthusiastic letter from Nita Naldi, Paramount's beautiful 
Spanish star 

This splendid silk hosiery made by the famous Corticelli 
Silk Mills has gained new laurels for a company already 
renowned for the high quality and beauty of its silks. 

There is a style for every customer, the line is complete, 
starting with a leader for you to feature at two dollars. 
Backed by Corticelli quality, Corticelli reputation, Corti- 
celli advertising 

Our office nearest to you will be glad to give you details. 
The Corticelli Silk Company, 136 Madison Ave., New York; 
373 W. Adams St., Chicago: 1314 Washington Ave., St. 
Louis; 6th & Sycamore Streets, Cincinnati. 


Corticelli 


SILK HOSIERY 
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A DEPARTMENT OF THE Boot AND SHOE RecorDER 
207 South Street, Boston 


Blacks, Dark Browns and Grays Seem 
Best Bets for Winter 


HE attention of hosiery buyers is center- 

ing more and more on the trend of styles 

for fall, and many buyers say they would 
be willing to operate more freely than they are 
now doing if they could be more sure of the style 
trend. It would seem that this might be a suf- 
ficiently easy matter to determine in hosiery, 
since the variety of styles is comparatively re- 
stricted. Yet within the narrow limits of existing 
hosiery styles there are so many and such frequent 
changes in the nature of consumer demand that 
the ability of a buyer to sense the style trend may 
make all the difference to him between a successful 
and an unsuccessful season. 


Use of Various Mixtures 
Is Increasing 


As far as materials are concerned there isn’t 
much choice, of course. And yet, even here, the 
increasing use of mixtures, such as silk and 
artificial silk, silk and cotton, silk and wool, wool 
and cotton, and so forth, is making the buyer’s 
choice more and more difficult. However, the main 
factors of uncertainty at present concern the prob- 
able continuance of the vogue for chiffons and 
the color trend. The Recorder has already gone on 
record with the opinion that the vogue of chiffons 
will continue, and it sees no reason to change this 
opinion. It is natural enough to imagine that with 
the advent of cold weather the wearing of sheer 
hose will become less popular. This would be 
the case if there was any logic to fashion. But 
there isn’t. 


Sheer Hosiery Still Good 


It was no uncommon sight on Fifth Avenue last 
winter to see sheer hose in combination with fur 
coats and arctics on days when the temperature 
was flirting with zero. It induced many flippant 
comments on the perversity of fashionable women. 
But perhaps these women are not so perverse nor 
so illogical as one might suppose. Many modern 
hygienists are of the opinion that our bodies do 
not come nearly enough into contact with the air, 
and that the fewer clothes we wear the better, so 
long as we don’t actually get chilled. And suscept- 
ibility to chill is a good deal a matter of habit. 
We all go around habitually with our faces un- 
covered, even in the coldest weather, and every- 
body knows the classic remark of the almost nude 
Indian to the traveller in snow-covered northern 
Canada: “Me all face.” The great Russian doctor, 
Voronoff, used to sit at his desk completely nude 
for hours in the dead of winter, and insisted that 
it did him good. 

And Why It Will Stay Good 


So there is a lot to be said on behalf of women 
who wear sheer hose in cold weather. Indeed, one 
of our prominent public health officials encouraged 
them to do it last winter by telling them that it 
was good for their health. But whether it is good 
for their health or not they are pretty well bound 
to keep doing it so long as sheer hosiery is fashion- 
able, and sheer hosiery has qualities whicharelikely 
to keep it fashionable for a long time, if not per- 

(Continued on page 74) 
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: Mrs. Hafford fits a stocking. 
"a First, the stocking is turned inside out ard the toe is re-turned. 


Second, it is slipped cver the foot Third, it is adjusted over the calf of the leg. RW, 
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Here’s the Way One Store Has of Keeping 
Returns to a Minimum 


By HELEN M. PANEY 


NEWrcteinketterhosiery the hosiery is perfect before she takes her purchase 
merchandising in shoe from the store. And there is no temptation on her 
stores has been sounded part to return it. For human nature is so consti- 

by Mae Dion Hafford (Mrs. tuted that however plainly a sign placed on the 

Clinton M.Hafford)hosiery buyer counter may read that “Silk Hosiery Once Worn 

at Baker Bros. Shoe Store, Brock- or Tried on by the Customer Will Not Be Ex- 

ton, Mass. This novel feature is changed,” there is always some one who refuses 
7 the fitting of hosiery. It is al- to take heed; a disagreeable scene is apt to result; 
es Miata ready in force and with excellent and one more unpleasant incident is added to the 
Mrs. Hafford y . ‘ ‘ , 

. results. When a woman customer life of the retail shoe store and to its hosiery de- 
buys a pairof silk hosiery, partment in particular. 
Mrs. Hafford suggests 
that the lady should have 
at least oneof these stock- 
ings fitted. 

While every exper- 


Eight Minutes the Longest 
Fitting 

An annoying circum. 

stance of this kind never 

occurs at Baker Bros., for 


ienced hosiery buyer 
knows that the length of 
the stocking foot is the 
circumference of the 
hand; while the customer 
is supposed to know the 
size of stocking which she 
wears; yet, if thecustomer 
has had this stocking fit- 
ted, she knows, and she 
knows full well, that the 
sales person knows, that 
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Showing the stocking after it has been fitted. It 
is obvious to the customer that there 
are no imperfections. 


Mrs. Hafford believes in 
scientific hosiery fitting, 
which at the longest does 
not take more than eight 
minutes; the customer is 
satisfied and comes again 
and again to be fitted, and 
the wearand tear on stock 
is reduced to a minimum. 
The fairness of the fitting 
proposition in connection 
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with silk hosiery is very evident to the customer 
and is a big factor in increased business for Baker 
Bros. hosiery department. 

The fitting of children’s hosiery has also been 
put into operation with good effect by Mrs. Haf- 
ford. Mother is very particular about her children’s 
party stockings, but Mrs. Hafford believes that 
the child’s ordinary school-day stockings should 
also be fitted, as the old idea of “Anything is good 
enough for the child’s foot” is just as out-of-date 
now for stockings as it is for shoes. 


Only an Expert Should Fit 


The price of a pair of hose makes no difference 
when it comes to a question of fit- 
ting, for hosiery is tried on at 
Baker Bros., from $1.00 the pair 
up to dollars in two figures. Mrs. 
Hafford does the fitting herself, 
leaving her two assistants at the 
hosiery counter to wait upon other 
customers, as it is her theory that 
no one but aqexperienced hosiery 
woman should undertake so im- 
portant a service. 

When a woman customer has 
purchased a pair of silk stockings 
at Baker Bros. shoe store, after 
she has been duly measured by 
the hand circumference method, 
she is escorted to one of the regu- 
lation chairs of the store; Mrs. 
Hafford takes her seat at the fit- 
ting stool, the customer’s shoe is 
removed, and the fitting is “on.” 
But first, Mrs. Hafford gives a 
little demonstration. Taking one 
of the stockings in her hands, she 
says to the customer, “I am going 
to show you the correct manner of 
putting on your stockings, one 
which will insure the longest pos- 
sible wear.” 

She then turns the stocking inside out—its 
entire length, and re-turns the toe to a distance of 
two or three inches along the foot. 


No Need to Remove Stocking 


She has not taken off the stocking which the 
customer has worn into the store, as the extra 
thickness of the older stocking allows for the 
shrinkage in washing of the new, and with a chiffon 
or lace hose, Mrs. Hafford explained that the 
majority of women wear another stocking under it 
and thus it is really better in practically every case 
to fit the new stocking over the old. 

After demonstrating how the customer should 
put on her hosiery, Mrs. Hafford fits the stocking 
over the toes of the foot and along the foot to the 
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Mrs. Hafford plans to install a little fitting 
room where hosiery customers can 
be taken 
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turning point of the ankle; with particular atten- 
tion given to the ankle fit. The stocking is then 
adjusted carefully over the calf of the leg and up 
over the knee, with special attention to the fit at 
the top of the foot. It is then given a few quick 
strokes of the deft fingers of the fitter, and behold 
a completed task of exquisite smoothness. A mir- 
ror is so placed that the customer can see just how 
well her foot looks with the new stocking thereon. 


A Stocking Should Be “Pulled” Off 


The removal of the stocking is next demon- 
strated by Mrs. Hafford. She grasps the stocking 
at the top and instead of pushing it down the leg 
and then pulling it off from the 
toe or heel, right side to, she rolls 
it down from the top and pulls it 
off, wrong side out, so that the 
stccking is all ready for the cus- 
tomer to put on after she has 
turned the tce, as Mrs. Hafford 
has demonstrated. 

Mrs. Hafford tells the customer 
that before wearing a stocking, it 
should always be soaked in cold 
water, particularly the dark ones, 
and that the wholestockingshould 
be first soaked, after which it 
should be shaken out and dried; 
that colored stockings should not 
be hung to dry in the open, but 
should be dried in the house. 


Exclusive Shop a Good 
Money Maker 


But the idea de luxe, one which 
Mrs. Hafford has had in the back 
of her head for a long time, is a 
little hosiery fitting room, located 
within the shoe store and near 
the hosiery department, one with 
an exclusive “atmosphere.” This 
little fitting shop idea, she stated, 
really had its origin in Paris and was started as 
a feature of the finest Parisian shops some few 
years ago, with the result that more pairs of 
hosiery and higher priced hosiery have been sold. 

It is the opinion of Mrs. Hafford that this new 
feature for America is one which is bound to prove 
interesting, particularly to the shoe store making 
a specialty of hosiery shades to match the new 
colors in shoes and gowns. There are many cases 
where the customer wishes her silk hosiery fitted 
over the flesh instead of an intervening pair of 
hosiery, and for these cases, the exclusive fitting 
shop is a necessity. In fitting over the bare flesh 
on a warm day, foot powder should be dusted on 
the customer’s foot. 

(Continued on page 79) 
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Blacks, Dark Browns and Grays Seem Best 
Bets for Winter 


(Continued from page 71) 


manently. It is the appearance of it that counts 
with women. It looks dainty, it looks delicate, it 
looks very feminine, and it looks just a littl— 
well, just a little piquant. And once women find 
these qualities embodied in any article of apparel 
they adopt it for their own and will not let it go. 
Where, for instance, is the old-fashioned under- 
wear that was underwear? How many of our 
modern young women could be induced to put on 
underwear that has either warmth or comfort, 
even on the coldest day? What they do put on is an 
abbreviated garment that is simply dainty and 
decorative, and nothing else. 


Medium Weight Silks Lead in Volume 


One may safely hazard a guess that once they 
have adopted sheer hosiery they will continue to 
patronize it in the same way. And for this reason 
the Recorder is inclined to believe that sheer 
hosiery will be worn almost if not quite as much 
during the coming fall and winter as it has been 
worn this summer. It must always be remembered 
that a considerable proportion of our women— 
in cities at least—spend practically all their time 
indoors during the winter. Winter is the time for 
dances, parties, theatres, concerts and indoor 
amusements of all kinds. The comparatively brief 
periods during which these women are exposed to 
the rigors of the climate do not count very heavily, 
and consequently there is no real reason why they 
should change from the type of hosiery worn dur- 
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A smart drop-stitch half hose for men of 
fibre silk over mercerized yarn from the 
line of the Ipswich Mills, Ipswich, Mass. 


ing warm weather, except for occasions on which 
they are to be out of doors a good deal. 

Of course, in thinking and talking about 
chiffons one must not lose sight of the fact that 
they are not by any means the leading volume 
sellers in silk hose. This leadership is still held, and 
will probably continue to be held, by medium- 
weight silks, particularly with cotton tops or 
cotton tops and feet. These types, with pure silk 
boot, may pretty safely be counted upon to lead 
the demand. Where price is a factor they are apt 
to meet increasingly severe competition from 
artificial silk mixtures. These, as frequently 
mentioned, have been growing rapidly in favor 
and they are looked upon as promising big for fall. 
Naturally they compete more with low-end 
seamless goods than with full-fashioned goods, 
although it is always difficult to tell how far any 
particular type of hosiery may be affected by the 
growth in demand for some other type. It is quite 
possible that artificial silk mixtures may not hurt 
any type of pure silk hosiery at all, but may affect 
chiefly the demand for lisle, mercerized and other 
cotton lines. 


How about Ribbed Mercerized Cotton? 


There isn’t much prospect that any substantial 
demand for women’s cotton hosiery will develop 
in the near future, except, of course, the regular 
demand for staple lines which is always with us 
and which is of little interest to the hosiery de- 
partment of a shoe store. There are people in the 
market who believe that they see signs of a coming 
vogue for women’s ribbed mercerized goods, and 
this will bear watching, although the signs are 
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vague as yet. As to heathers there is still con- 
siderable difference of opinion. Some buying of 
cotton and wool mixtures and artificial silk and 
wool mixtures has been done for fall, but there 
has been very little buying of silk and wool lines 
so far. This is attributed by some people to the 
fact that wholesalers and the larger retail mer- 
chants have considerable stocks of such goods 
held over from last season. Others say that stocks 
were pretty thoroughly liquidated during the 
prolonged cold spring, and that buyers are simply 
waiting until they can get a more definite idea of 
how big such hosiery is going to be, as well as a 
more definite idea of the price trend in raw silk 
and raw wool. The opinion seems to be general, 
however, that there will be a very good season for 
silk and wool heathers, especially in qualities to 
retail at about $2. 


Black and Dark Browns 


The color question for fall is another very 
important matter which is not yet clear in the 
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minds of the trade, and which has come to be of 
especial importance owing to the sudden shifts 
in the color vogue which have become familiar of 
late. It seems fairly clear, however, that the leader- 
ship in colors will go to black and the darker 
browns. This is in line with the trend in fall 
fabrics. It is probable also that there will be a con- 
siderable demand for gray. The lighter shades, 
such as, for instance, beige and the nude shades, 
are doubtful. Some market authorities believe 
that they will be good through the fall season, but 
they have shown a considerable falling off of late, 
at least in the larger communities, and it seems 
likely that they will have little representation in 
fall selling. Of course, their recent falling off may 
have been due merely to the wide use of white 
during the warm weather. However, black and 
the more subdued browns seem to be the only really 
safe bets for fall so far. Something more definite 
will be known within the next few weeks when 
some of the leading manufacturers make public 
their views on the subject, as they ought to do 
any day now. 





He Tripled His Sales of Hosiery in 


Six Months 





OT long ago a 

women’s spe- 
cialty shoe store in 
Detroit, that now spe- 
cializes in hosiery, con- 
ducted a hosiery de- 
partment much after 
the manner of the av- 
erage shoe merchant. 
Hosiery stocks were 
fairly large and the 
styles,types andcolors 
were kept as nearly 
complete as any cus- 
tomer could desire. 
The general mark-up 


HIS story, among other things, tells how a 
hosiery department inashoe storecan be made 
to pay. The following are the outstanding facts: 

1. Hosiery department must be a dis- 
tinct business in itself. 

2. Advertising and window displays 
build business for the department. 

3. Concentration on few lines is better 
than scattering attention to many. 

4. Reduction of prices induces larger 
turnover and greater net profits. 

5. Space devoted to hosiery department 
is of little value to the shoe business. 

6. Making hosiery department a dis- 
tinct business triples sales in six months. 


How Hosiery Sales 
Were Boosted 
It appears that 
everyone was satisfied 
but the manager of 
the store, who by the 
way, is not the owner. 
He had an idea that 
hosiery should notonly 
make money for the 
owner, but that it 
should bring custom- 
ers to the store for the 
shoes sold there. 
“If you can get a 
person to visit the 











on hosiery was in the 
neighborhood of 35 per cent. With this 
stock on hand, the management hoped that busi- 
ness would develop, because the profits would be 
all velvet. A survey of the business done at the 
time would have given a satisfactory impression. 
Sales were fairly large, due largely to shoe sales- 
men pushing the line for the P.M.’s there were to 
be earned. The average price of the hosiery sold ran 
high, being approximately $2.75 per pair. What 
more could be desired? 


store once, the ice is 
broken, and it will be an easy matter for her 
to come back again. If I can get women to 
come inside the store for hosiery I will have a good 
chance to sell them shoes, either then or at a later 
time,” reasoned the manager. 


Hosiery Is Departmentized 


While the reasoning was sound, the question of 
how to do it was still to be answered. And it was 
answered by a complete change of policy that 
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A mixture of wool and artificial silk from the line of Kramer Bros., New York City 


made the hesiery department a distinct unit in 
the business. It was no longer classed as findings. 
It was not to be considered as a side line. It was 
made a unit that would stand on its own legs. A 
competent girl was placed in charge and told to 
make it a success by demanding a maximum of ad- 
vertising appropriations of both money and space, 
and a similar maximum of window display. 

Through the operation of this new policy the 
department was made a success. The gross profit 
on the business done in hosiery pays the rent of 
the store. The business is done in a space of about 
18 feet along one wall, just inside of the door, 
where it is most appropriate for a hosiery depart- 
ment, but of little value to the shoe store, because 
it is not usable for fitting space. As a space for 
storing stock it is obvious that it is equally valu- 
able for shoes or any other line the store wishes 
to handle. Hence, the rental value of the space 
occupied by this hosiery department must be 
considered as of little actual worth. 


Publicity Paid for by Direct Sales 


The additional cost of advertising and for win- 
dow space has more than paid for itself in actual 
sales of hosiery, which have risen to an average of 
15 per cent of the total sales of the store. But it has 
done more than that. It has turned this waste spot 
in the store into an oasis of busy salesmanship. 

The number of lines carried were curtailed. As 
many lines as possible were purchased from manu- 
facturers, although purchases are also made 
through a few large wholesalers. The line ranges 
from $1.50 per pair to $5 at the present time. The 
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average sale is approximately $2 per pair, where 
formerly it was $2.75. This reduction is not due to 
any large extent to the lower prices for hosiery 
that are now prevailing, but to the fact that two 
lines were selected for specialization, lines that are 
not sold under a trade name, but as the private 
brand of the store. One of these lines is a lisle-top, 
full-fashioned si!k hose, that is priced at $1.95 for 
this season. The other line is an all silk of similar 
type, priced at $2.50 per pair. For the moment 
chiffon si'k lines are selling in increasingly large 
quantities. Colors are handled, of course, and vary 
with the needs of the season, and indeed for the 
month in which they are sold. _ 


Volume Triples in Six Months 


“The hosiery business and the shoe business are 
dove-tailed together,” stated the manager. “As 
footwear the two lines should be sold together. The 
one line is as important to the customer as the 
other and when treated as separate departments 
will produce a satisfactory profit for the mer- 
chant. In the first six months after the change in 
managing the-hostery- department it tripled in 
volume, and when I tell you that the business done 
in that little 18-foot department amounts to over 
$75,000 per annum; you will see that it is an im- 
portant business to the shoe merchant.” 

Asked as to his advice to others who would like 
to duplicate his success, he said: 

“Treat the hosiery business as a business. Con- 
centrate on few lines. Concentrate on fewer prices. 
Advertise the lines as hosiery, not as an adjunct 

(Continued on page 79) 
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A New Gotham Product 
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New comfort for women! 
A new, volume selling article for merchants! 


Beautiful silk stockings, beautiful always, yet 
they give little warmth to the legs in chill 
weather. And now this final obstacle has been 
overcome by Gotham Invisibles. 


Gotham Invisibles are new, they’re patented, 
they’re perfect. 


Made of soft fleecy wool, downy to the touch, 
and cunningly shaped to the leg so they cling 
without a wrinkle. They are flesh colored, too, 
so as to live up to their ‘‘Invisible’”’ name. 


When worn beneath silk stockings, Gotham 
Invisibles cannot be seen but, oh, the warmth 
they give. They protect, they enable customers 
to wear trim silk stockings in the severest of 
weather and—they sell. 


We first placed Gotham Invisibles experi- 
mentally on sale in our New York retail 
shops. They were advertised only by the 
women who bought them. We were swamped, 
deluged, with orders. 


Now Gotham Invisibles are going to be 
advertised nationally. Now is the time for 
you to write for terms and prices. 


Gotham Invisibles retail at $1.00 the pair. 
They are packed six to a gold and black box 
that can go right on the hosiery shelves. 


| 











GOTHAM 


GOLD STRIPE 


REG.U.S. PAT OFF. 








Gotham Silk Hosiery @ 


SOLE DISTRIBUTORS 


516-Fifth Ave. 


New York 
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ji _ all 


Patented 
November 7, 1922 
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MERRILL SECURITY 


| Dew you ever stop to consider 

the security that it means to you 
if your source of supply stands for 
hosiery uniformity and perfection of 
manufacture? 


We want to work with you and will 
be glad to submit samples by repre- 
sentative or by mail. 


There’s REAL co-operation awaiting 
you in this mill. 


MERRILL HOSIERY CO. 


MAIN FACTORY NEW YORK OFFICE 
HORNELL, N. Y. 229 FOURTH AVE. 


MERRILL SILK STOCKINGS 


FULL FASHIONED 











Boot and Shoe Recorder 


He Tripled His Sales of Hosiery in 
Six Months 


(Continued from page 76) 


of the shoe business. Use window displays to get 
people into the store. We never install a display 
without giving hosiery a part of the space. We 
make a unit of display in which our special offer- 
ing for the time being is shown with the price 
given prominence. This is our drawing card. It 
says to every woman who sees it, “Here’s special 
value for you; better get in on it now!’ ” 

There is always some special offering as an in- 
ducement for new customers to enter the store. 
Sometimes it is a price concession and sometimes 
it is a very special style or color that draws the 
trade. The fact that there is a very much larger 
profit in dollars today with a mark-up that 
averages, with all mark-downs and reductions, 
from 5 to 7 per cent less than formerly, proves 
conclusively that reduced prices bring about a 
larger turnover, which increases profits. 


Over Twenty Stock Turns 


The fact that a $75,000 annual business can be 
done on an average stock of $2,300 shows the value 
of frequent stock turns, which in this store run 
about 22 for the year. 

The practice of paying P.M.’s to salespeople has 
been abandoned in this store as inefficient. A 
bonus system has been established which is work- 
ing out to much better advantage. A bonus of $1 
is paid for weekly sales of hosiery of at least 18 
pairs. The same rate of bonus is also paid for 
larger sales, the basis of which is 18. Thus: If a 
salesman sells 18 pairs he gets $1. If he sells 36 
pairs he gets $2, but if he sells only 35 he gets a 
bonus on the first 18 pairs only. 

By going into the hosiery business on a com- 
petitive basis this manager has succeeded in build- 
ing up a business that will continue to grow and bea 
very important part of the business. No “seconds” 
of any character are carried in stock. Hosiery 
must be of standard values, but the prices must 
be close to meet those of department stores, as 
well as to prove an inducement to purchasers to 
“buy them now.” 





Here’s the Way One Store Has of Keeping 
Returns to a Minimum 
(Continued from page 73) 


Don’t Fear the Exquisite Creations 


Mrs. Hafford is a firm believer in the great pos- 
sibilities of dainty and rich creations in hosiery, 
such as the lace clocked chiffon, the texture of 
which is like a cobweb, and which must be handled 
in the daintiest possible way to avoid injuring the 
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hosiery; or, the fine rose point hosiery, which 
retails at $100 to $150 a pair; or, the finest hand- 
made filet laces, with a head of iridescent hue, 
sparkling from the corners of each filet point. 
These are often worn over flesh colored chiffon 
hosiery and are sold in large quantities to retail at 
from $35 to $50 the pair. The time was never more 
ripe for exquisite creations than the present. And 
it is Mrs. Hafford’s opinion that these lovely 
effects should have a rich home, where the Ameri- 
can woman, who is admittedly the best dressed 
woman in the world, may admire them and have 
them fitted, undisturbed. 


Many Women Buy $100 Hose 


While a store in a small town would not wish to 
put in a line of extremely high-priced hosiery, yet 
it is most desirable that a big city store should find 
a ready sale for hosiery at $25 up to $100 the pair, 
especially if this big city store surrounds this 
hosiery with the right setting. The large depart- 
ment stores handle successfully these high-priced 
hosiery lines. And it should always be borne in 
mind that the American people are not a poor 
people. Our women frequently pay many hundreds 
of dollars for an exquisite gown, and why not $100 
for an exquisite hosiery creation? A woman who 
can afford to spend from $10,000 to $15,000 a year 
on her clothes can well afford to wear stockings 
ranging from $50 to $100 a pair. Sometimes sales 
are lost because a merchant has not the courage to 
buy the higher-priced creations in footwear that 
his competitor buys and readily sells, simply 
because that competitor has confidence in his 
ability to put across the right style message. 


Fit Your $2.00 Grades 


But, if a shoe store does not wish to carry the 
higher-priced stockings, the retail shoe merchant 
should remember that even with lower-priced 
stockings, the customer is particular and desires 
a good fit. It is Mrs. Hafford’s theory that the 
woman who pays $2.00 for a pair of silk stockings 
wants to be as well fitted as the woman who buys 
the very expensive hose. The $2.00 grades are 
doubtless in the stock of even the smallest hosiery 
department of the smallest shoe store. And not 
only the $2.00 grade, but the majority of shoe 
store hosiery departments carry the chiffons in 
gun metals, blacks, browns, pearl grays and whites, 
retailing at from $4.00 to $10.00, all of which 
require very dainty and delicate handling and good 


fitting. The Rule of Correct Fitting 

Mrs. Hafford’s inflexible rule for the fitting of 
all stockings is—consider carefully the length of the 
foot and the width and size of the ankle of the customer 
for both of these measurements have an important 
bearing on the size of the stocking the woman 
should wear. 
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ORDON HOSIERY builds confi- 

(; dence for your hosiery department 

because every user becomes more 

and more satisfied with them as they wear 
and wear. 


Satisfied customers come back to your 
store and bring their friends. 


Gordon Service is every day more and 
more an asset to your hosiery department. 
Established lines of Gordon Hosiery filled 











HOSIERY 


in as you need them assure quick turn- 
over and clean stocks, avoiding mark- 
downs. 


The Gordon H-300 mill has been trebled 
in size. It is now the largest mill in the 
country exclusively devoted to the mak- 
ing of one stocking. Nothing but Gordon 
H-300 is made in our Gordon H-300 mill. 
One high standard throughout. Good all 
through, living up to the good Gordon 
name. 
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BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 


New York Boston 
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Smart ankle muffs, beige in color, 
to contrast with black chiffon ho- 
siery. They come also in other col- 
ors and are the creation of the 
Krueger-Tobin Co. 


Hosiery Price Trend Uncertain Although 
Raw Silk Prices Are Lower 


FEW months ago prices in the silk hosiery 
A market seemed definitely set toward higher 
- levels. Upward revisions of varying propor- 
tions were made on a number of lines, and the chief 
question in the mind of the trade was how long it 
would be before substantial general advances 
would go into effect. Since then, however, the mar- 
ket has undergone considerable change, and the 
tendency at the present moment seems to be the 
other way. The question now is whether any gen- 
eral reductions in silk hosiery are in sight, and if 
so, how soon they may be expected to make their 
appearance. This question has been precipitated 
by the action of one of the well-known direct-to- 
retailer sellers a few weeks ago, in reducing prices 
10 per cent on some of its silk and lisle lines. 


Decline in Raw Silk Market 


Leaving aside for a moment the possible signifi- 
cance of these and other minor concessions made 
recently by various sellers, it may be observed 
that the apparent change in the market trend is 
due fundamentally to the substantial decline which 
has taken place during the last month or so in the 
raw silk market. The Recorder has already pointed 
out on various occasions that hosiery prices have 
never come nearer being on a parity with the price 
of raw silk. 

The more important mills, which set the market 
to a large extent, entered the spring season with 


large stocks of raw silk bought at around the level 
of $7 a pound for double extra cracks. Subsequently 
the market went up steadily until it reached a 
level of $10 a pound. During the course of the rise 
these manufacturers were forced to go into the 
market for additional supplies at the ruling level, 
but they never pushed their prices upto the replace- 
ment basis. What they did was to average up the 
cost of the silk bought on a high market with the 
silk owned at the low price mentioned, so that on 
the average, silk hosiery prices during the last six 
months have been priced about on the basis of raw 
silk at $7.50 a pound. Some lines reached a rather 
higher level, but few have been based on raw silk 
at more than $8 a pound. 


Prices Out of Line with Replacement Costs 


It has been contended all along by hosiery 
manufacturers that if the raw silk market got 
down to around $8 a pound they would be able to 
keep their prices unchanged. Otherwise, they in- 
sisted, it would be necessary for them to make 
advances, because their stocks of silk bought be- 
low that level were being exhausted and existing 
prices were away out of line with replacement cost. 
How far prices have been out of line with the re- 
placement cost of raw material may be illustrated 
by the fact that some well-established lines are 
still held at the price named when raw silk was 
about $6.50 a pound, and the price was generally 
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Hosiery Department 
Thomas F. Pierce & Son 
Shoes and Hosiery 
Providence, R. I. 


“We appreciate the value of McCallum Hosiery, and 
the name McCallum linked with our own in promoting 
the sale of good hosiery. We have found that customers 
buying shoes appreciate the convenience of being able to 
select their hosiery at the same time.” 


(Signed) GEO. E. PIERCE 


Mk. PIERCE is right. People do like to buy shoes and stockings 
together, and they appreciate the beauty, variety, and quality of 
McCallum Silk Stockings. 

McCallum presents a full line of silk stockings, commencing at 
two dollars. Shoe stores that push the $3 to $5 McCallum styles 
are usually, like Thomas F. Pierce and Son, shoe stores that 
have developed a big, successful and profitable hosiery business. 


McCattum Hosiery Company, NorTHAMPTON, Mass. 
New York ’ Philadelphia ’ Boston ’ Chicago 


“You Just Know She Wears Them” 


McCallum 





























SILK HOSIERY 
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held to be low even then. For a long time it looked 
as if there was no chance of an important decline 
in the raw silk market, and the Recorder frequently 
advised its readers that no such decline was in 
sight. But it came eventually, and it has brought 
the market at last down to the level of $8 a pound, 
—in fact, the market is slightly under $8 at the 
present writing. 


Declining Market Was Inevitable 


The decline came because of conditions which 
nobody could have foreseen; in other words, be- 
cause of a marked and prolonged dullness in gen- 
eral trade. When the reaction in general trade 
began last March it looked like a temporary 
thing. It still seems a temporary thing, because 
there is really no fundamental reason for it. But 
it has lasted much longer than anybody imagined. 
It hit the broad silk industry even more than it did 
the silk hosiery industry, and production in the 
former had dropped to a very low point by the 
middle of June. 

As a result the demand for raw silk during the 
last few months has been very light indeed. In the 
meantime the new spring crop—which is the big 
crop of the year—has been coming on the market 
and adding largely to existing stocks. Under the 
circumstances a declining market was altogether 
inevitable. 

But the very circumstances that caused the de- 
cline hold the threat of a sharp upward reaction 
before very long. As already mentioned there is 


really no reason for the dullness that has affected. 
“merely on small lots for quick clearance and are 


business since early spring. Retail trade has con- 
tinued to be very good. It is well ahead of last 
year. The people of the country have been and are 
fully employed at high wages. The decline in wheat 
has been a discouraging factor in agricultural sec- 
tions, but this decline seems to have about run its 
course and a stiffening of the market is not at all 
unlikely. In any case the effect of good crops, such 
as are due this year, is to give the agricultural 
sections a lot of ready money during the market- 
ing season and increase the consumption of goods 
in these sections, for a time at least. Furthermore, 
it is reported that retail stocks of merchandise 
generally have reached quite a low point. So that 
all signs at present point to a sharp revival of busi- 
ness early in the fall. 


Price Advance a Possibility 


1 The effect that this would have on the raw silk 
njarket is, of course, obvious. Since manufacturers 

ve been buying very little raw silk for some 
ngonths, a revival of demand for goods would force 
thetinbiatonthemarketfor supplies on a large scale. 
In addition the depressing effect of new crop ar- 
rivals on the market would by that time have 
been removed. So the result would certainly be 
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a decided stiffening of the market, and quite pos- 
sibly another rapid advance. It seems probable 
that something like this will take place eventually. 
But what may happen before the revival starts is 
another matter, because the revival may not 
really get under way before the middle or end of 
September. In the meantime—say, during the next 
month or so—raw silk may continue to decline 
until it gets down to $7.50 or lower. If this happens 
manufacturers will probably be forced to make 
lower prices. It is true that their present prices for 
the most part are not based on silk above $7.50 a 
pound. But it is a long time since they have been 
able to get anything like replacement value for 
their goods, and until there is a very decided im- 
provement in demand they are not likely to be 
able to get replacement value even on a relatively 
low raw silk market. 

The significance of the recent reductions on 
silk hosiery, already mentioned, is not quite clear 
in the minds of the trade. These reductions have 
been made only on a few lines. In the case of the 
direct-to-retailer seller, the general impression is 
that the reductions were merely an expedient to 
move stocks of certain lines. Other sellers in the 
same class report that they contemplate no change 
in prices at present, and it is said on behalf of some 
of the more important mills selling to the jobbing 
trade that they are comfortably supplied with 
orders for the balance of the year and see no reason 
for making any price chariges. 

Occasional concessions are heard of on stock 
goods, but as far as can be ascertained these are 


really of no significance as far as the trend of the 
market is concerned. Briefly summed up, the mar- 
ket indications on silk hosiery at the present time 
point to a probable softening of prices on some 
lines during the next month or so and a probable 
stiffening of the market generally later on. 


° ee ° 
Cotton Prices Compare with 1922 


Cotton hosiery has been rather weak on the 
whole, and prices on low-end goods have returned 
about to the level ruling a year ago. This is to be 
expected in view of the severe decline in cotton 
during the last month. So long as the cotton mar- 
ket is declining and its future position is uncertain, 
buyers are sure to fight shy of goods made alto- 
gether or largely of cotton, and prices are sure to 
be weak. Manufacturers are not particularly 
anxious to operate on this kind of market either, 
but they must try to keep on doing business even 
though it is extremely difficult for them to estimate 
what prices they should make on future deliveries. 
As a result, the prices named on all kinds of cotton 
hosiery; including children’s and infants’ lines, 
are quite irregular, and this naturally adds to the 
existing uncertainty. 
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HOSIERY SECTION , Boot and Shoe Recorder 


An Important Announcement 
to Hosiery Buyers! 


No. 1140 GUARANTEED pure dye ingrain 
full fashioned sheer stocking, 21 inch silk 
boot, eight inch lisle garter top edged with 
Blue. Silk plaited sole and heel. 


We have had the United States Testing Co. 
make a thorough chemical analysis of this 
stocking and their certificate reproduced be- 
low substantiates our claim that this stocking 
is not loaded. 


We suggest that on account of the exceptionally low 
prices that we have marked our merchandise that 
you rush your orders in now so that we can take care 
of all your fall requirements. Colors in all the leading 


fall sh ; ‘ 
—— Price $16.50 per dozen. 


No. 1100 An extra fine all silk chiffon pure dye ingrain full 


fashioned, Blue edged top. All the leading fall shades. 
Price $24.00 per dozen. 


No. 1104 A superfine pure dye ingrain full fashioned, all silk 


stocking with Blueedged top. All fall shades. 
Price $30.00 per dozen. 


No. 1103 A Paris lace clock, full fashioned, 
pure dye ingrain, Blueedged top. All Fall 
colors. Price $36.00 a dozen. 


Any of these numbers 
subject to withdrawal 
without notice. Orders 
filled strictly in the 
rotation in which they 
are received. 


SOHN HOSIERY Co. 


1140 BROADWAY 
NEW YORK CITY 


MILLS 


Prudential Silk Hosiery Co. 
Belleville, N. J. 
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Here’s Some Information on How Hosiery 
Is Made 


ENERALLY speaking there are two main 

types of hosiery, known as seamless and 

full-fashioned. The distinction between 
these two types is becoming increasingly difEcult 
to draw, because with the rapid development cf 
hosiery machinery and manufacturing processes 
of all kinds there is so much variation in the hosiery 
made nowadays that the accepted distinction 
between seamless and full-fashioned is becoming 
more and more indefinite. 

Some manufacturers object altogether to the 
use of the term “seamless” in describing their 
product, because, they say, the hosiery they pro- 
duce is made on a machine which automatically 
fashions the hose to a greater or lesser extent and 
which should not be put in the same class as the 
regular seamless machine that does not fashion 
the hose. 


What Is Genuinely Seamless Hosiery? 


Then again, one of the largest manufacturers 
of so-called seamless hosiery in the country re- 
marked some time ago that the term “seamless 
hosiery” is inaccurate anyhow, because all the 
seamless hosiery being produced now has a mock 
seam. In other words his contention is that there 
is no such thing as seamless hosiery any more. 
This, of course, is not strictly true, as many lines 
of hosiery, particularly men’s half hose, are made 
without any seam. But it is true that most of the 
so-called seamless hosiery for women is not really 
seamless. 

However, in order to make these distinctions 
clear it is necessary to describe the different man- 
ufacturing processes somewhat in detail, which will 
be done in later installments. For the purpose of 
the present installment, which is meant merely to 
give a loose, general idea of various processes in- 
volved in the making of hosiery, it is sufficient to 
point out that the trade usually divides all hosiery 
into the two main classes of full-fashioned and 
mock-seam or seamless. 


How Hosiery Is Fashioned 


The essential difference between them is that 
the former is fashioned to the shape of the leg in 
the knitting, while the latter is not so fashioned, 
but is given its shape on forms after it is knitted. 
As already mentioned, there are seamless ma- 
chines in operation which actually fashion the leg 
to a considerable extent. These will be described 
later. 


The full-fashioned machine knits the stocking 
in a flat piece, shaping it for the calf, ankle and foot. 
Since this shaping is done in the knitting it is, of 
course, permanent. Usually the whole stocking 
down to the heel in back and down to the toe in 
front is made cn a machine known as a legging 
frame, while the heel and the lower part of the foot 
are made on a separate machine known as a footing 
frame. The open edges of the heel and toe are then 
joined up by a machine known as a looper. Sub- 
sequently the stocking goes to the seamer. 


The so-called Derby pattern—a two-toned rib stocking with vertical 
stripes in a variety of colors. For street and sport wear. From the 
line of the McCallum Hosiery Co., Northampton, Mass. 


As already mentioned, it is knit in a flat piece 
to the shape of the leg and looks exactly as any 
stocking would look if you were to cut it open 
down the back with a knife. The edges of this flat 
piece are joined together by machine, a seam 
naturally showing where they are joined. This 
seam is characteristic of full-fashioned hosiery, 
and is imitated in mock-seam goods. 

Seamless or mock-seam stockings are knit on a 
circular machine in one round piece down to the 
foot. The leg is shaped to some extent by shortening 
the loops where it gets narrower. In some of the 
modern machines a good deal of fashioning is done, 
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RON CLAD 


C _— 
ANOTHER ANGLE 


No doubt you have listened in on the Hosiery sales talk given 
casual shoppers by your salespeople, and taking another angle or 
the viewpoint of the customers admitted to yourself that these 
talks sounded flat. 
In many instances it has been found that the salesperson was not 
to blame if a sale was lost, as there were no particular feature 
points about the Hosiery offered. 
Why not write today for an ‘“‘ IRON CLAD” salesman to call and 
show you a line that is proving a big success from the angle of 
thousands of retail stores and their hundreds of thousands of 
customers? 

From Every Angle ‘Iron Clad” No. 700 

for Men Is a Big Success 

No. 700 is a Black, pure silk plaited over artificial silk, drop stitch 
style with a mercerized lisle ribbed top $6.50 


No. 700 W. White $6.50 No. 700 G. Grey 
No. 700 N. Navy.. 6.50 No. 700CB.Cordovan 6.50 


COOPER, WELLS & CO. 
250 Broad Street St. Joseph, Mich. 





























SWSSy 
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An interesting sport pattern printed on a full-fashioned 
silk and wool stocking 


and the manufacturers of hosiery made on such 
machines are accustomed to call their product 


fashioned hosiery. But generally the amount of. 


fashioning done on seamless knitting machines is 
slight. The seamless machine knits the foot as well 
as the leg by a process which will be described 
later. Ribbed tops for men’s half-hose or children’s 
stockings are knit on a separate machine and then 
transferred to the seamless or full-fashioned ma- 
chine which knits the rest of the stocking. Welts 
on women’s seamless hose are usually made by a 
machine known as a welter, after the hose has 
been knit. On full-fashioned stockings the welt 
is usually knit as part of the stocking by the same 
machine that knits the stocking. This is known as 
an integral welt. 


Inspection an Important Process 


After the stocking, looping, seaming and welting 
are done, the stockings go to inspectors, who 
stretch them over a form and examine them for 
defects. 

A great variety of defects may develop in the 
knitting of hosiery, due either to faults in the yarn 
or to some trouble with the machine or to careless- 
ness or incompetence on the part of the operators. 
When the defects can be remedied, the stocking is 
sent to a mender who repairs it by hand. If the 
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defects are not easily remediable, however, the 
stocking is classed as a second; or, if the defects 
are serious, the stocking is discarded altogether. 


Boarding for Both Types 


When undyed yarns have been used, the hosiery 
goes to the dyer. But in the case of dyed or ingrain 
yarns, of course, this is not necessary. The dyeing 
processes for yarns and finished hosiery will be 
described later. 

The next step is what is known as boarding. 
The hosiery is dampened and then stretched over 
a form shaped to the outline of the leg and foot. 
Formerly wooden boards were used exclusively 
for this purpose. But now metal forms are used 
largely for this purpose, some of them being in- 
genious automatic machines which save the trouble 
of doing everything except putting the stocking 
on the form. The process of boarding is used for. 
both full-fashioned and seamless goods. In the 
latter case it is used to shape the stocking, while 
in the former case it is used to bring out better the 
shape already given to the stocking on the machine. 
After the stockings have been stretched over the 
forms, they are subjected to a high degree of heat 
for a short time, then passed through a drying 
chamber and subsequently are stripped off the 
forms either automatically or by hand. After 
boarding they are again subjected to careful in- 
spection, and defective hose are either rejected or 
classed as seconds. 














_ lan 


A pure silk and wool stocking with ribbed top which permits of 
considerable stretching. From the line of Freund and Brickman, 
New York City 
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For Fall 
Let Your 
Chiffons Be 


{Zr 


Chiffon Hosiery, Style 300, 
rizr f combines everything the wide- 
awake merchant is looking for in a Chiffon stock- 
ing that will increase his Chiffon busines3. Its 
greater length, 31 to 32 inches, deeper garter welt, 
heavy and narrow heel, narrow sandal sole and 
heavy and short toe are just a few of the per- 
fected details which make repeat sales—but its 
beautifully sheer, flawless texture is its crown- 
ing glory. 


STYLE 35) 


Mercerized Lisle Top 

Chiffon. 8 in. mer- 

cerizéd, 22 in. silk 

boot, silk foot. Same 

as style 300 with ex- 

ception of lisle top. 
$15.5) 


rtZra 


‘“A Work of Art’’ 


All-Silk Full-Fashioned 


CHIFFONS 


rtcrat 
SILK HOSIERY MILE 


. U. S. PAT. OFF 


Erie Avenue ‘im ‘ine St., on Pa. 


For Fall 
Let Your 
Chiffons Be 


Artzraft 


Chiffon, Style 300, offers you 


Artzraft a selection from 45 perfect 


colors, matching or contrasting with all of the 
popular shoe shades. We are splendidly equipped 
to give you prompt service and delivery and I will 
personally see that your request for samples is 


given im - 
mediate 
resident. attention. 


Style 300 
CHIFFON 
| All Silk, Full 
| Fashioned 
$19.50 


— 
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cA Regular Part of ‘Recorder Service 


4 WORD of explanation is in order. Quite a num- 
Y ber of our readers have written us asking the sub- 
95g ¥ scription price of our ‘“‘New Hosiery Magazine.”’ 


This Hosiery Magazine—or Supplement as we call it— 
is a regular part of Recorder Service. Though involving 
some extra cost in its publication no charge is made to our 
regular subscribers who will receive it in connection with our 
first issue of each month. 


The increasing interest in Hosiery by so many progres- 
sive shoe merchants seems to require the more specialized 
treatment which the supplement allows. In coming issues 
we plan to cover all of the important points which arise in 
the selling of hosiery in shoe stores. Our chief purpose is to 
help our merchant subscribers to establish and conduct their 
hosiery departments on a sound and profitable basis. 


We urge you to write us regarding your problems—to 
let us help you in making your hosiery department the source 
of profit that it should be. 


BOOT ad SHOE 


RECORDER 


GREAT NATIONAL SHOE WEEKL 
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The correct blending of shoes 
and hosiery is an art—in which 


we specialize 


WE are prepared to execute orders for ALL 
the leading and popular shoe shades that 
will be in demand this Fall. 


We offer for your consideration our three most 
popular sellers: 


Number 1207 Price $16.50 per dozen 
This is a very large selling dipped dyed Full Fashioned Chiffon hose, 
with silk foot, twenty-inch silk boot and eight-inch lisle top, giving 
universal satisfaction. We guarantee them free from mill defects. 
Following shades— 
Black Royal Fawn French Taupe 
White Silver Cardinal Camel 
African Brown Cedar Neutral Gray Emerald 


Greve Gun Metal Dune Suede 
Atmosphere French Nude Beige Bronze 


(Other shades on demand) Log Cabin 


Number 526 Price $16.50 per dozen 


Made for Wear and Appearance. Guaranteed twelve strand dipped 
dyed Full Fashioned silk hose, with eight-inch lisle garter top. We 
are repeatedly complimented on the wonderful wearing qualities of 
these stockings, and can safely recommend them as trade winners. 
Send your sample order and be convinced! Following shades— 


Black Otter Neutral Gray Greve 
African Brown Silver Gray, No. 50 White 
Cordovan Gray, No. 31 Dune : Cocoa 
Russian Calf Suede Cardinal Ivory 
Victoria Champagne Beige Log Cabin 


(Other shades on demand) 


Number 712 Price $22.50 per dozen 
Dipped dyed Full Fashioned, twelve strand all silk hose. None better 


made. Following colors— 


Black Otter African Brown Gray, No. 50 Dune 
White Brown Polo Gray Suede Beige 
(Other shades on demand) 


ZONE HOSIERY my 
yO" Sadtey “Sy, 


220 FIFTH AVENUE 


New YoRK 
STOCKINGS THAT SATISFY 
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Government Issues Report on Hosiery 
Production 


Washington, D.C.—Detailed statistics relating to prcducticn of hosiery for the years 1921, 1919, and 1914 are 
given below. Certain minor corrections have been made in the 1921 figures; however, this report is preliminary 
and subject to such changes as may be necessary from a further examination of the original returns. 








MN traci av dick ee tea dtiinn bisa oak 
II cin uence wo sais 
____ REECE Seer ee oes 

i eaew sd een edison Beak 
We taeeted.... oc. onc cccews ce’ 
EE ee ny eee 

SI Snes toa ntnta caceueun neon 
Full-fashioned................... 
Seamless 

PR esi we egies cite Rea ae 
Full-fashioned................... 
MR otc cd4 0 dt a6 ie 

Cotton and Wool mixed........... 
En ny 
ee 

Tee I I i 5k wk 05. 6s te A as 

* Full-fashioned 
MNGi os ods Kir okies caccu dene ae 
pe eee 
Full-fashioned................. 
Seamless...... el aia eae & 
Natural and artificial silk mixed with 
NN ING Soi s.tk boson oa talons 
Full-fashioned. ... 
I cic askud serbacennwietes 

PN Sci inc kewecniee be’ 
Full-fashioned..................- 
ET 

Ms 523505 cdcnan Care eeds enka 
Full-fashioned...... .. 

I vicacacud kolkscarphs we ke Bats 
nia casnien akkehe 

PIII oso weds oc cdc bers 

Rin chuck pace dae 

Cotton and wool mixed................ 
Full-fashioned......<..7......... 
NEA i cus acted aaa e 

Pe ee 
Full-fashioned. . 
Nidan 0s ee iene eta 

RP 4. ess 0d se ede saess 
EP ere 
ts cna 

Natural and artificial silk mixed with 

other fibers 

Full-fashioned................-+: 


SR ar ee 


(2) Not reported separately. 


1921 - 





Quantity 
(Dozen 
pairs) 

80,185,965 
8,309,592 
71,876,373 
§2,025 ,609 
795341942 
44,490,667 
30,180,775 
1,659,873 

28,520,902 

1,124,074 

26,030 
1,098,044 
2,631,919 
32,151 
2,599,768 
2,590,588 
9735253 
1,617,335 
1,595,988 
46,171 
1,549,817 


I 3,902,265 
457975464 
9,104,801 

28,160,356 

774,650 
27,385,706 
20,658,350 

98,094 

20,560,256 

389,644 

15,038 
374,606 
1,835,203 
1,835,203 
1,540,392 
45,708 
1,494,684 
451,214 


451,214 


35285,553 
615,810 
2,669,743 


Value | 


1919 





Quantity 
(Dozen 


Pairs) 


Value 


| Quantity 
(Dozen 
pairs) 





$290,707 ,876 
92,738,830 
197,969,046 
229,406,439 
88,784,321 
140,622,118 
62,350,409 
45294,546 
58,055,863 
7,190,664 
248,744 
6,941,920 
10,290,633 
309,948 
9,980,685 
35,825,155 
19,203,617 
16,621,538 
5,621,673 
465,947 
5,155,726 


108,127,905 
64,261,519 
43,866,386 
61,301,437 

35954509 
57,346,928 
31,624,565 

154,716 
31,469,849 
1,685,642 
91,708 

1,593,934 

6,130,050 

6,130,050 

8,385,956 

3235399 
8,062,557 
1,445,606 


I 1445,606 


12,029,618 
31384,686 


8,644,932 


84,645,757 
7,566,741 
77,079,016 
$1,425,340 
6,323,934 
45,101,406 
36,835,602 
2,940,641 
33,894,961 
395,268 
26,974 
368,294 
1,029,371 
31,396 
997,975 
1,848,554 
935463 
913,091 
740,804 
49,680 
691,124 


10,575,741 
*2,339,780 
8,235,961 
3352205417 
1,242,807 
31,977,610 
2357773749 
1993077 
23,578,663 
651,782 
39953 
612,729 
351 64,007 
49,006 
3,115,001 
1,080,825 
84,416 
996,409 
846,170 


846,170 


3,699,893 
871,255 
2,828,638 





$308 662,377 
66,539,105 
242,123,272 
216,651,368 
56,458,008 
160,193,360 
105,647,876 
10,896,610 
94575 1,266 
2,139,960 
219,195 
1,920,765 
41456,430 
252,867 
45203,563 
21,599,428 
12,390,702 
9,208,726 
35737,621 
381,457 
35356,164 


7932979;053 
*32,3175177 
46,752,876 
92,011,009 
10,081,097 
81,929,912 
47,849,6 10 
640,624 
47,208,986 
35256,910 
260,959 
2,995,951 
10,541,696 
225,741 
10,315,955 
6,851,906 
1,051,050 
5,800,856 


2,906,114 
2,906,113 
20,604,774 


719025723 


12,702,051 


$98,098,590 
(1) 

(1) 
63,144,569 
(1) 

(1) (1) 
36,952,380 38,390,194 
(1) (1) 

(1) (1) 
1,369,492 2,548,047 
(1) (1) 

(1) (1) 
7235433 1,414,118 
(1) (1) 

(1) (1) 
2,354,048 13,851,251 
(1) (1) 

(1) (1) 

(1) (1) 

(1) (1) 

(1) (1) 


75,164,911 
(1) 
(1) 

44,186,412 
(1) 


2,786,459 
(1) 
(1) 

30,978,499 
(1) 
(1) 
2454575195 
(1) 
(1) 
616,341 
(1) 
(1) 

2,335,861 
(1) 
(1) 

1,305,792 
(1) 
(1) 
(1) 
(1) 
(1) 


6,949,959 
(1) 
(1) 
345954,021 
(1) 
(1) 
21,241,280 
(1) 
(1) 
153275439 
(1) 
(1) 
3,384,831 
(1) 
(1) 
4,701,969 
(1) 
(1) 
(1) 
(1) 
(1) 


2,263,310 
(1) 
(1) 


4,298,502 
(1) 
(1) 





* Includes a small amount of other kinds of fiber, not specified, to avoid disclosure of individual operations. 
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_ INSIDE THE HEM— 








Colors: 


Black, white, gun 
metal, cordovan, 
seal, nude, fawn, 
cinnamon, silver, 
grey, beige, mode, 
otter, pearl grey, 
medium grey and 
log cabin. 


— Genuine full fashion‘ngs 


Boot and Shoe Recorder 








Geruine full- 


feshicnings 


OLLYWOO 
HOSE 


REG. U. S. PAT. OFF. 
IS INDELIBLY STAMPED 


Guaranteed Full Fashioned 


Transfers wash-off and rider 
tickets are lost, but the buyer of 
Hollywood Hose will know for 
the life of the stocking the name 
of the hose that has given her 
such exceptional wear and satis- 
faction. 


Triple Service 
Stock on hand for the jobber. 
Quick turnover for the retailer. 


Wear, style and perfect fit to 
the consumer. 


Your jobber can 
give you service 


Harmngton & Waring 
New York City 





OP lll lll 
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To the Readers of 
the Hosiery Section 


The editor of the Hosiery Section of the Boor 
AND SHOE REcoRDER will sincerely appreciate it 
if all retail shoe merchants who sell hosiery will 
send in the name of their hosiery buyers or hosiery 
department managers,—both names if there are 
two. 

Just write the name or names on your letterhead 
and address them to the 


BOOT AND SHOE RECORDER 
(Hosiery Section) 
207 South Street 
Boston, Mass. 


Our object in compiling this list is to make sure 
that any messages of interest and value purely to 
those selling hosiery at retail will find their way to 
the right person without delay. In the future we 
hope to have many such messages. 

Please specify whether the name you send in is 


that of the buyer, manager or both. 
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STRETCH IT! 


You will find our newest offering, our No. 1922, remarkable 
for the extreme elasticity of the ribbed top. So constructed 
by a special method of knitting where the garter top joins the 
body of the stocking that it comes back to its original size 
the moment the tension is removed. It thus adapts itself to 
both normal and outsizes—a service your customers will 
remember! 











No. 1922—Silk and Wool—Mock Fashioned—giving the 
appearance of a Full Fashioned. Sizes 8!/7 to 10. Comes in 
Solid Black and Solid Cordovan and the following attractive 
color combinations which will be in demand this Fall: Black 
and White, Black and Cordovan, Beige and White, Camel and 
White, Blue and White. $16.50 per dozen. 


We have samples ready to send you. 
Write for them. 


FREUND & BRICKMAN 


212 Fifth Avenue New York City 






































HOSIERY REPAIRED 

The handling of hosiery causes runs and pull threads. Why 
not send in your damaged hosiery and we will repair them 
to look like new. 

Our service is endorsed by the McCallum Silk Hosiery Co. 
and hundreds of retail shoe merchants. 

LENOX HOSIERY REPAIR SERVICE 
2 West 47th Street, New York City 





SN 
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A Real Leader 
jr big Fall Sales 


EATURE Olde Tyme All Wool Socks in your fall 
sales. It’s a SURE way of drawing crowds to your 
store. 
Wool socks are more popular than ever. Old Tyme Socks 
are the kind your customers prefer. They are stylish, well- 
made, durable and remarkably low in price. Your profit is 
excellent. You will find them ready sellers—with fine 
repeat value. 
Olde Tyme Socks come in eight fashionable colors, including smart 


heathers and solids. With or without fancy clocking. Packing: single- 
pair, 3-pair or 6-pair display cartons, as ordered. 


Write today for samples and ful! details of our Special Sales Plan, on 
which we quote special prices and terms. Windo v disp'ays and attrac- 
tive dealer helps furnished. Exclusive sales righ's to large purchasers 
in selected territory. 

THE AUTO KNITTER HOSIERY CO. 
630-638 Genesee St. Buffalo, New York 


Olde Fyme Socks 
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“The Place to Sell Hosiery 
Is the Shoe Store” 


Nine months ago “Hosiery” started to 
preach that text to an audience of over 
10,000 attentive shoe merchants. 


The sown seed is growing with amazing 
rapidity. All over the country shoe merchants 
are putting in hosiery departments. Each 
month the idea grows bigger. 


_—— =< = = 


So we say to you—the place to sell hosiery 
easily, is to the shoe merchant. 
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The Boot and Shoe Recorder, through 
this Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


Boston, Mass. 
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The Hosiery Ganvasser lhlts Under the 
Jire of Yood Advertising by Merchants 
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Copy for Ad at Left 


“Fine feathers don’t make fine birds,” nor does “One swallow make a 
Summer.” Both help some, though. 

That’s why the hosiery pedlar sells hosiery. A fine finish to catch the eye, 
but as fleeting in durability as dew on a June morning. A good pair among 
counterfeits to make one feel they are all the same. 

The only way to really test silk hosiery is by wearing. 

So we say there isn’t a thing you purchase at the door that you can’t get 
of us here, and really save money. 

Have you tested our silk hosiery? 

It thrives on water, is soft and elastic, will stand any wearing strain longer 
than other hose, will not lose the silky fineness regardless of washing and 
wear. Protected with ravelstops, a continuous thread that won’t “pick.” 

And in the latest shades to match shoe or gown. 

We want you to feel the difference between real silk and artificial silk. We 
have both kinds here, and if you want REAL SILK we'll be glad to show 
you the difference. Better come in today. It may save you many dollars to 
know this. 

There’s always some trick about silk hosiery that can be sold cheaper than 
ours. 











Copy for Ad at Right 


If there’s real silk in a pair of silk hosiery you will get all the satisfaction 
that money can buy. 

BUT! ! 

Silk can be weighted with iron, tin, tannin, or fats which will cause it to 
deteriorate without even wearing. In wear the tin will cut the silk. Salt 
water and perspiration cause spots to develop which look as though they 
were eaten by acid. 

OR!! 

It’s hard for experts even to tell artificial from real silk. It’s the wearing 
that shows the deficiency of artificial silk. You can’t wash it too much, for 
it becomes brittle and loses its luster. It loses practically every quality 


that one buys real silk for. A a 
Before we buy our silk hosiery we make sure that it is the brand that will Whats In A Pa lr 

stand the acid test, burning test, soda test, etc. « 
Before you buy you ought to be equally careful of quality. That’s why of Hos e?? 

you ought to make this your hosiery headquarters. We have prepared 14 


laboratory tests to demonstrate the actual value of our hosiery. See the test 4 
made Monday. 





















































Hosiery Can Be Demonstrated 











Try these tests to show that the difference in the prices of your hosiery is 
really in the hosiery itself, for most customers cannot tell the difference between 
artificial and real silk. 

All silk in a hose will be destroyed in a few moments by strong sulphuric 
acid. What is left represents inferior fibers and weighting elements. 

Pure silk is hard to burn. Practically no ash is formed and the end of a 
burnt silk fiber forms a little bulb. The flame is hardly perceptible while 
burning. Weighted silk leaves considerable ash, and the entire thread keeps its 
shape after burning. 

Pure silk gives off the odor of burning feathers because it is animal fiber, 
while artificial silk is odorless. 


In caustic potash solution pure silk remains unchanged in color while oY H 
artificial silk turns yellow. OUR NAME ERE 

To locate cotton in supposedly all-silk hose boil 15 minutes in caustic Street “Towre 
potash; the silk disappears and the cotton content remains. 
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“Onyx” lace clocked hose offer an irresistible attraction to women. 


They appeal both tothe lover ter seller than ““Onyx’’ lace 





of beauty and to the cautious clocked silk hose. 

shopper. And this appeal These come in a great variety 
grows stronger allthrough the of beautiful designs at prices 
Fall, culminating at Christmas, _ ranging from $21.50 to $36.00 
when fully one-sixth of | E per dozen, and in all the 
all the year’s hosiery is / fashionable colors. 
bought. A card will bring one 
For the Fall season we a\Y of our representatives 
can recommend no bet- | with samples. 
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Dealer Influence ix secured-thru advertising in the Boot and Shoe Recorder 
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There are two sides to the Surplus Property 
situation : 


1—The taxpayer’s side of the billions of dollars 
in what financiers call ‘‘frozen assets.” 


2—The business man’s (taxpayer too) side of 
tremendous stocks, which, if suddenly dumped 
on the market would cause violent price 
reactions. 


At the beginning of 1919 the War Department 
faced the job of reconciling these two problems. 
Everyone appreciated the almost Herculean 
task. 


Everybody was interested. 


Not without mistakes but with a definiteness 
that accomplished the disposal of billions of 
dollars worth of materials at a remarkably low 
cost, the work of the Director of Sales Office 
was started. 


The Way to Investigate 


Watch your Commercial Business Publication and 
the Metropolitan Dailies for announcements of specific 
auction or sealed bid sales. 


Send for the Catalog mentioned in the announcement. 
Check off the items that interest you. 


Send a representative to the sale-to inspect the ma- 
terials—in advance, if possible. 


To ensure you more leeway, send your name and ad- 
dress at once to Major J. L. Frink, Chief, Sales Pro- 
motion Section, Room 2515, Munitions Building, 
Washington, D.C. Advise him the character of ma- 
terials you are interested in, and catalogs containing 
such materials will be forwarded you as rapidly as 
sales are scheduled. 


As a business man~ War Department 
sales compel your investigation 


Then a strange, but very human thing happened. 


Because no load was laid on the shoulders of 
business, a great number of business men have 
never investigated the Surplus Property sales. 


And this indifference has robbed many business 
men of the opportunity for profitably sharing in 
this great plan of distribution. 


But it is not too late to come in—to investigate 
what the War Department still has to offer. 


Final sales are being planned. 


As taxpayers and for their own financial gain, 
American business men are urged to investigate 
the sales which are being announced—to ap- 
point personal representatives to inspect the 
stocks—to carefully appraise the offerings. 


You will find your Government a willing co- 
operator to clarify any details and assist with 
your investigation. 






Final commodity sales will begin in 
September and continue until liquida- 
tion of stocks is completed at the Quar- 
termaster Depots in Brooklyn, Chicago, 
San Antonio and San Francisco. Offerings 
include a wide range of Quartermaster 


Supplies, Ordnance ty and smaller 


uantities of Engineer Pro: ,» Chemical 
arfare and edical an Hospital 
Supplies. 


Important sales of Real Estate, Build- 

ings. Plants and Warehouses will be 

held at Camp Devens, Ayer, Mass.; Cam 

Dix, N.J.; Ordnance Reserve Depot, Amatol, 

N.J.; Camp Meade, Md.; Ordnance Reserve 

Depot, Toledo, O.; Camp Knox, Louisville, 
° d Ca Lew erica 


an mp , Am m Lake 
nam Definite dates will be announced 
ter. 


Look for the Eagle before you shop. 
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Display Fixtures -that are attractively designed 
produce good looking windows, that never fail to 
interest more people in the shoes you have to sell. 


The Louis XVI Period Design is an interesting 
one—because it isof an extremely graceful character 
that gives a fine appearance to the window. 


The Louis XVI Design in itself is one of lightness 
and elegant simplicity, known to designers and 
artists as the “Design of Perfection,” originally 
designed to be suitable for small rooms requiring 
refined treatment, thus making it an especially 
attractive design to be reproduced in Display 
Fixtures for store windows. 


The practical part about the design is that it looks 
good and gets people’s attention for the merchan- 
dise you show in the window itself. Thus it will 
produce more business for your store. 


Hugh Lyons & Company 
LANSING, MICHIGAN 


SALES OFFICES 
New York, 35 W. 32nd St. 
Chicago, 217 W. Jackson Blvd. 
Baltimore, 1 N. Eutaw St. 
Boston, 52 Chauncy St. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Great Need of Proper Regard for Other 
Fellow’s Welfare in Business World 


OME months ago I was sitting in the office of a 

manufacturer in a city where a strike was in 

progress. He was telling me of the trying expe- 
riences he was having both with the workers and with 
his customers. He said, “I'll tell you, Logan, it is hell.” 
And it was. 

Directly across the street from that factory is a court 
house, and on the beautiful temple of justice this in- 
scription, “‘What doth the Lord require of thee but to do 
justly and love mercy.” It wouldn’t do any harm if, 
when you go home tonight, you would open up the 
Old Book and read this entire story. It contains the 
remedy for prevention of war and strife between na- 
tions, firms, and individuals. 


Consider the Right of Others 


What right have I as a salesman to expect you asa 
merchant to pay me a salary, unless I interest myself to 
your best interest, unless by serving am I deserving? 

What right on the other hand have you as a mer- 
chant to expect me as a salesman to produce good will, 
wealth and business advancement for you, unless you 
are willing to treat me justly in the distribution of what 
I have helped to produce? 

What right have I, as a manufacturer, to expect you, 
as a merchant, to accept shoes that are worth 15 to 25 
per cent less in intrinsic value—in materials, workman- 
ship, and finish—than the sample shown you? 

What right have I to hold up your order because it is 
small, and push ahead of it the order ofanother merchant 
because it is larger, or to keep you waiting for weeks or 
months beyond the time specified in the order for de- 
liveries and not notify you of my inability to comply 
with the contract, and then expect you to keep the 
shoes and pay for them according to terms written onthe 
order? 

On the other hand, what right haveyou as a merchant 
to countermand an order placed with me as a manu- 
facturer because you think you have bought too much, 
or because you have seen something you like better or 


because prices have sagged if I have accepted the order 
in good faith and am living up to my part of the 
contract? 

What right have I, as a manufacturer or a merchant, 
to treat a customer in a way other than I would wish to 
be treated and expect to retain his confidence and good 
will? The question is a vital one. 


Great Need of Reliability 


Here is a manufacturer whose mill is running full, 
whose relationships with his customers are pleasant and 
agreeable and who is prosperous. Here is another, 
probably in the same city, who is having hard sledding 
and is constantly complaining. Over here is a mer- 
chant whose store is busy, salesmen satisfied and 
profits satisfactory. Over there, probably just across 
the street, is another store equally as well located; you 
could shoot a machine gun through there and not hit a 
soul, except possibly a clerk or cashier who has gone to 
sleep. The merchant says business is dead, styles 
change too fast and there is no profit in business. 

What is the answer? For several years I have been 
seeking it, and here is the conclusion I have reached— 
take it for what it is worth:— 


Profit Not the Only Gain 


Too often profit is looked upon as the primary 
object and chief product of business, while as a matter 
of fact, profit is only a by-product obtained by proper 
and economic methods of refining or extracting from 
business the component parts that make up the whole; 
just as gasoline is only one of the various by-products 
of crude oil; or as hides are one of the by-products of 
meat packing, so profit is only one of the by-products of 
business, and can be obtained only by being alert, 
thinking right thoughts and shooting straight. 

Men who are truly successful have built on this 
foundation and have heeded the injunction, “Do 
justly and love mercy,”—in today’s English—‘‘A 
Square Deal.” 
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Summer Stocks Well Depleted 


Results of Midsummer Sales Gratifying — Continued Calls on 
Plain White Footwear 


VERY noticeable dropping off of 
business has taken place in several 
large retail shoe stores. The clearance 
sales, which have been conducted since 
the first part of July, have brought 
results beyond expectations. At this time 
what remain of the sale shoes are just 
odds and ends, a few pairs of this style and 
a few pairs of that, which were left behind 
because they were not of a size to fit the 
feet of the particular customer who 
wanted them. 

White stocks are so well cleaned out that 
few of the stores can supply the straggling 
demands for this type of footwear that 
still come in. The shoe department of a 
large Loop store has been so well cleaned 
out, that the buyer believes he can still 
dispose of a lot of white shoes, so at the 
present time he is in the East buying up 
what remain in the instock departments of 
several of the factories. At this time these 
can be bought at such a low figure, as the 
factories will not keep them over until 
next year, that he intends to get rid of 
them at a price and still make a profit on 
them. 


Great Season for Whites 


This year has proved to be an unusually 
large white season, as the Recorder 
predicted very early in the year. Many of 
the merchants believed that colored shoes 
would make a great difference in the totals 
of white shoe sales, but these same mer- 
chants now concede that this has been one 
of the largest white shoe seasons they have 
ever had. 

The dullness of business at the present 
time is attributed to the fact that this is 
between seasons. The sales have cleaned 
out the summer shoes, and because of the 
extremely hot weather, every one seems 
to have purchased summer footwear some 
time ago. None of the new fall shoes have 
as yet been put on display. Besides with 
summer in full swing, and the mercury up 
to 90 degrees in the shade, who wants to 
think of fall shoes? 


Some Blacks Selling 


Several of the stores are showing a few 
new patterns in patent and satin in black 
to interest those shoppers who are not 
looking for sale merchandise, and who 
want something just in between. There 
has been no great rush on these shoes, but 
some have been selling. Satin seems to be 
more popular than patent, which perhaps 
is due to the fact that to the eye of the 
shopper the fabric shoe appears cooler 
than patent. 


Men’s Business Good 


Men's shoe business got rather a late 
start because of the lateness of spring, but 
it is making up for itin the unusual volume 
being done in the month of July. Several 
merchants have been surprised at the 
volume of business that is coming along. 
Rube Metz, for instance, says that the 
business in July has been like mid-season 
business rather than end of season busi- 
ness Reduced prices probably had 
something to do with the stimulating of 
sales, but in very few instances have 
prices been reduced to the point where 
all the profit has been sacrificed. 


Little Demand for Athletic 
Shoes 


The Athletic Shoe Company blames the 
retarded opening of spring for a short crop 
of sales in baseball shoes. While proféssion- 
al and semi-professional teams must be 
fitted with high priced shoes, the great 
majority of baseball shoes are sold to the 
prairie leagues, or the youngsters who 
play occasionally, and buy the cheaper 
grades of this class of footwear. The early 
orders were fully up to that of former years 
but the re-orders have not come in in a3 
large volume as usual. 

On the other hand, skating shoes sold 
better last year than for several previous 
years, and as a result the merchants are 
buying more heavily of skating shoes for 
the forthcoming winter than is usual at 
this time of year. 
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Dissolve Partnership 


The partnership of Demsch & Hartman, 
operating a shoe store at 3229 South 
Halsted Street, under the name of the 
Standard Shoe Company, has been dis- 
solved. The business will be continued 
under the same firm name, Joseph Goraber 
having taken over the interests of Mr. 
Demsch who retired from the organization. 
Mr. Demsch will within the next few weeks 
open a retail store, the location of which 
has not been definitely determined. 


Store Changes Hands 


Johnson & Dzieman, who operate a 
retail shoe store at 830 South Oak Park 
Avenue, Oak Park, IIl., have bought the 
stock and fixtures of The Taylor Boot 
Shop located at 111 Marion St., Oak Park, 
and will operate this in conjunction with 
their other business. A. M. Reed, the 
manager of the Taylor Boot Shop, is being 
retained in the same capacity by the new 
owners of the shop. 


Dinner to Sam Davis 


Sam Davis, field secretary of the Nation- 
al Shoe Retailers’ Association, was a guest 
of honor of the Peoria Shoe Club on July 
26, when the club gave him a dinner at the 
Creve Couer Club. 

Mr. Davis gave one of his interesting 
talks on organization work and discussed 
plans which were adopted for the next 
state convention. As usual, Mr. Davis 
held the attention of his audience by his 
interesting facts regarding the National 
organization. 

“Ruby” Huber, state director of the 
Illinois Retailers’ Association, said, “Sam 
Davis is proving a real Field Secretary for 
the N. S. R. A.”” He was booked for a 
return engagement for August 31. 





MILWAUKEE 


Plans Complete for Convention 


Wisconsin Shoe Retailers’ Association Holds Meets in Three- 
Day Session, Commencing August 7 


HE annual convention of the Wiscon- 

sin Shoe Retailers’ Association, to be 
held here next Tuesday, Wednesday and 
Thursday, is demanding the interest of 
local shoe merchants. Window displays of 
everything new in fall footwear will greet 
the up-state merchants when they ar- 
rive. Shoe merchants are planning un- 
usually elaborate window trims in honor 
of the convention. Every day of the three- 
day session will be “Milwaukee Day” so 
far as local merchants are concerned. 

If the present period of good business 
continues, however, few of the larger stores 
will have an opportunity to dispense with 
any of their employees’ time, even for a 


convention. Business now is running at 
least 15 per cent ahead of the same period 
last year in many of the downtown stores. 


Few Changes in Program 


In announcing the final program for the 
convention, Albert T. Jenkins, president 
of the Milwaukee Shoe Retailer’s Asso- 
ciation and chairman of the executive 
committee in charge of the state con- 
vention, reports that John Puelicher, 
president of the American Bankers’ As- 
sociation, will be replaced by J. U. Lade- 
man, vice-president of the Second Ward 
Savings Bank of Milwaukee. Mr. Lade- 
man will discuss the topic which Mr. 
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Puelicher was to have spoken on, “The 
Banker and the Retailer.” 


Entertainment for Ladies 


For the first time in the history of the 
state association a definite program of 
entertainment for the wives and ladies of 
visiting delegates has been provided. 
Under direction of Mrs. Edna Dunlop, a 
group of 12 wives of Milwaukee and state 
members will act as a reception committee 
for the ladies. 


Two Floors of Displays 


Every room on the seventh and eighth 
floors of the Hotel Pfister, where the con- 
vention will be held, has been taken by 
manufacturers’ salesmen, who will show 
samples to the 200 delegates expected to 
attend. Several sixth floor rooms have also 
been taken, so great is the manufacturers’ 
interest in the gathering. 


Business Prosperity Shown 


“There seems to be little in the present 
posture of business affairs to justify the be- 
lief that a break in prosperity will occur in 
the near future,” says R. E. Wright of the 
commercial service department, First 
Wisconsin National Bank of Milwaukee, in 
his monthly report on economic condi- 
tions in that city and state. “If anything is 
foreshadowed,” he continues, “‘it is that 
manufacturing and trade will continue to 
be active, accompanied by stable or moder- 
ately rising prices and interest rates, but 
with less of the record-smashing propensity 
in evidence.” Employment conditions in 
Milwaukee last month did not indicate 
any retrogression in industry. Four im- 
portant groups showed a grain of more 
than 1000 employees, while four other 
groups, including Jeather and shoes, showed 
an employee loss of 324, the net gain being 
1.2 per cent. 


Explains Leather Situation 


In noting the present position of the 
leather market, Mr. Wright mades the 
following explanation of the leather situa- 
tion: “The leather industry has not re- 
sponded as have others to the stimulus of 
revived prosperity. Leather is naturally a 
highly competitive product. The leather 
tanning capacity in the country is ample. 
For two years after the slump of 1920 there 
was much surplus leather on the market, 
which was long in disappearing. During 
the era of high prices, many substitutes for 
leather came into use. Rubber heels and 
fibre soles are examples. 

“Recently, both prices of hides and of 
staple leather have tended lower. Shoe 
manufacturers for some time past have 
been buying sparingly. Manufacturers’ 
orders for fall shoes have been slow be- 
cause of the prevalent hesitancy in buying. 
The new shoe season, however, should 
bring better demand and prices for 
leather.” 
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May Remove Street Cars 


Appointment of a committee to investi- 
gate the feasibility of taking Twelfth 
Street cars off of Grand Avenue, Mil- 
waukee’s main business street, with a view 
of permitting the parking of autos on this 
street, has been announced by L. C. 
Whittet, executive director of the Asso- 
ciation of Commerce. Many of the leading 
shoe stores of Milwaukee are located on 
Grand Avenue and Wisconsin Street, which 
would also be affected, and removal of the 
cars is proving a matter of great interest 
to these merchants. 


Phoenix Salesmen Meet 


Forty sales representatives of the 
Phoenix Hosiery Co., Milwaukee, located 
in all parts of the United States, were pres- 
ent at the annual sales conference of the 
organization held at the company’s plant. 
Firm optimism regarding fall business was 
expressed by John E. Fitzgibbon, vice- 
president and general manager, in an ad- 
dress of welcome. Talks on manufacturing 
problems, sales methods and products, 
and trips through the plant featured the 
program. A banquet for the salesmen was 
held at the Milwaukee Athletic Club on 
the final day of the conference. 


Shoe Plants Re-open | 


Chippewa Falls manufacturing shoe 
companies have resumed production after 
a short summer vacation during which in- 
ventory was taken and various necessary 
repairs and readjustments in equipment 
made. Among the plants where operations 
are again under way after temporary shut- 
downs are the Chippewa Shoe Manufactur- 
ing Co.; Mason Shoe Co.; and the Hand 
Made Shoe Co., Olson Shoe Co.; and 
Flug-Weiler Shoe Co. The slogan of these 
companies now is, “No more vacations 
until July 1, 1924.” 


Veteran Shoe Merchant Dies 


Oscar J. Rossmeissl, senior member of 
the Rossmeissl Shoe Co., of Appleton, Wis., 
died at the Riverview sanatorium in that 
city, after an illness of six years. Mr. 
Rossmeiss] was identified with the J. 
Rossmeiss! Shoe Company since its or- 
ganization. 


Coble in New Position 


Geo. W. Coble, for many years associ- 
ated with Harsh & Chapline and the 
Edmonds Shoe Co. of Milwaukee, has 
been apponted sales manager of Bradley 
and Metcalf of Milwaukee. 

Mr. Coble’s long association with the 
trade is making itself felt in the develop- 
ment of the Bradley Metcalf line. Mr. 
Coble is placing in operation a policy of 
fewer numbers and a greater specialization 
on these styles. The firm, under his 
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direction, will devote a greater part of its 
output to a medium-priced men’s dress 
shoe. 


Business Men’s Picnics 

Two business men’s picnics of impor- 
tance were held recently in Wisconsin. 
Appleton merchants gathered with dirt 
farmers of the vicinity for a picnic and 
get-together outing at which mutual 
troubles were threshed out with good re- 
sults all around. Merchants of Manitowoc 
enjoyed the first annual picnic of the Re- 
tailers’ association of that city, held their 
outing at Jackimstahl Park near the city. 


Plan Dollar Days 


Merchants of three Wisconsin cities have 
plans under way for Dollar Days which are 
expected to draw in to these communities 
a great deal of rural trade, as well as to 
stimulate local shopping. Manitowoc is 
trying its first Dollar Day; Appleton is re- 
peating a successful spring day, and North 
Milwaukee is also repeating a successful 
earlier Dollar Day at the specific request of 
hundreds of shoppers in that city. 


Manufacturer Heads New 
Company 

E. C. Wolfram, president of the Wolf- 
ram Shoe Company of Watertown, Wis., 
was elected president of the Watertown 
Silver Black Fox Farm at the organization 
meeting of that company. The farm will 
specialize in breeding silver black foxea 
for the fur market. 


Starts Mail Order House 


William P. Cruse, for many years sales 
manager of the Chippewa Shoe Company, 
and the Mason Shoe Company, of Chip- 
pewa Falls, Wis., has organized a new 
company to be known as the W. P. Cruse 
Company, to engage in the wholesale 
business. Mr. Cruse will handle the Chip- 
pewa made shoes on the mail order plan. 


Berlin Gets Penney Store 


Chester C. Atkinson, formerly with the 
Fond du Lac store of J. C. Penney & Co., 
has been appointed manager of the Berlin, 
Wis., store of the company which will be 
ready for business about August 15. 


More Shoe Dye Poisoning 

Three residents of Madison, Wis., have 
been seriously poisoned through having 
shoes dyed from a tan shade to black, and 
the state department of health has issued 
a warning against this practice under cer- 
tain conditions. Shoes should not be dyed 
while on the feet, the bulletin says, and 
should not be worn at any event, until 24 
hours after being dyed. Nitro-benzine, a 
deadly solvent, is an important component 
part of many shoe dyes. 
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CINCINNATI 


First Week of Sales Successful 


Continued Demand for White Footwear Results in Strong 
Sales During July 


“ID-SUMMER sales on men’s and 
women’s footwear commenced on 
Monday, July 30, and the week ending 
Aug. 4 marked the closing of a successful 
week of the annual event. Retail shoe 
merchants were optimistic regarding the 
short duration of these sales, most of them 
predicting the sales to continue for only 10 
days. Prior good sales on all types of 
summer footwear are offered as one of the 
reasons why the sales are for shorter 
periods. During recent years, merchants 
opened their mid-summer sales in the 
middle of July and, in most every case, 
allowed the sale to continue for a month. 


July a Good Month 


Under the new scheme of things regular 
prices have been maintained throughout 
July with good sales as the result. Women 
continued buying white footwear and the 
volume of sales has been extremely 
gratifying. It is expected that the volume 
of business will hold up well during early 
August, which will be devoted to the sale 
of white shoes and other kinds of footwear 
which the retail merchant wishes to sell 
quickly. 

Last winter the same plan was carried 
out that is being used at present. Instead 
of beginning clearance sales in January 
and having business almost at a complete 
standstill during February, no cutting of 
prices was indulged in among the larger 
retail merchants in January and the usual 
January sales were postponed until 
February and thereby the volume of sales 
in the later month were greatly increased 
over February, 1922. 

There have been some retail merchants 
who have been holding clearance sales, 
but the larger merchants agreed not to 
begin their sales until Monday, July 30. 
Featured in the sales are white footwear of 
all kinds from the all-whites to the whites 
trimmed with colored leather. Colored 
sandals and straps are offered by some 
merchants although many stores have 


cleaned their shelves of this type of shoe 
which is rapidly vanishing from sight. 

It is of interest, however, to note that 
many retail merchants are still selling 
blues, greens, and reds in considerable 
quantities. These are in much more 
demand in the suburban retail stores than 
they are downtown, but they are going 
well. 

The summer season to date has been 
entirely satisfactory. Not only are the 
large merchants pleased with the volume 
of sales which they have had, but also the 
smaller merchants all over the city have 
shared in the good business. The white 
season has been better than it was in 1922 
and footwear in general has been in 
greater demand than last year. This is 
true despite the unfavorable weather at 
the opening of the summer season. 


Potter Company’s Sale 


The Potter Shoe Company introduced a 
plan in opening its clearance sale period. 
Post cards were sent out to each customer 
extending an invitation to make pur- 
chases on Monday and Tuesday while the 
sale was not advertised publicly until 
Wednesday. This gave the regular cus- 
tomers the advantage of two days of a 
private sale for their benefit. The post 
cards were signed by the salesmen and 
sales ladies, who made the last sale to the 
customer,. thereby lending a more per- 
sonal and intimate tone to the invitation 
to buy shoes at clearance sales prices. 


McLaughlin Is Touring 
Harry McLaughlin, vice-president and 
general manager of the Potter Shoe Com- 


pany, left for a six weeks’ trip through 
the Northwest which will take him as far 


north as Alaska. Mr. McLaughlin is 
accompanied by his brother and was 
joined by a small party of friends in 
Chicago. 





CLEVELAND 


Summer Stocks Fast Decreasing 


Retail Shoe Merchants Expect to Enter Fall Selling with 
Clean Stocks 


LEARANCE sales in this city have 
progressed to the point where the 
prophecy can be made that the retail shoe 
merchants will go into the fall season with 


practically all of their summer goods sold- 
The stock to be carried over will be the 
smallest in years. 

Merchants have been purchasing very 
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carefully during the spring and summer 
months, but they always have been able 
to meet the demands made on them. 

The clearance sales have brought out a 
nice line of trade, much better than the 
average, it is stated. They have served to 
bolster up trade at a time when the 
seasonal lull usually sets in. The reductions 
in prices for these sales have not as yet 
been very large. Goods have been moving 
rapidly. 

In one of the large downtown stores, 
it was reported that no special sales had 
been held and that none would be. The 
proprietor stated he had kept his goods 
moving. 

While thousands are away from the city 
on vacations, and with even more going 
during August, business due to the in- 
fluence of special sales in other lines of 
retail business has been good also. 


Volkmore’s Fifth Store 


Elmer L. Volkmore has arranged plans 
for opening a new shoe store in this city, 
his fifth. He has taken a five-year lease on 
the Hodgson building at 2034-2036 East 
Fourth Street. Full lines of men’s women’s 
and children’s shoes will be carried. 

The building is 35 by 100 feet with two 
floors and a basement. Mr. Volkmore 
plans to spend $20,000 in remodeling the 
structure. He also conducts shoe stores in 
Toledo and Mansfield. In the past four 
years Mr. Volkmore has developed his 
business from one store to four. 


Friedman Sells One Store 


M. Friedman, who has been conducting 
a shoe store at Kinsman Road and East 
118th Street, has sold his stock to jobbers, 
and has retired from business in that 
locality. He will devote all of his time to 
his prosperous store on Woodland A venue. 

Louis J. Weiss has gone into the store- 
room vacated by Friedman. He moved his 
stock of goods from his former quarters 
across the street. 


Stock for Fall Bought 


H. M. Chisolm of the Chisolm Shoe Co., 
who has the reputation of being one of the 
shrewdest shoe men in the business, 
reports he has purchased his stock up to 
Oct. 1. He contemplates making additional 
purchases for November and December in 
mid-August. Brown shades will be popular 
Mr.Chisolm anticipates. 


New Shoe Stores 


B. & L. Clothiers, boots and shoes, etc., 
1829 Second Avenue, Rock Island, II. 

The Cinderella Bootery, boots and shoes, 
etc., 138 Newark Avenue, Jersey City. 

Physical Culture Bootery, boots and 
shoes, Reading, Penn. 

Clinton Bootery, Charleston, W. Va. 

The Popular Price Shoe Store, San 
Antonio, Texas. 
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SALT LAKE CITY 


Steady Buying in Retail Trade 


Summer Sales Meeting with Good Returns— White Stocks 
Almost Depleted 


GOOD, consistent trade in the re- 

tail shoe business is reported by re- 
tail shoe merchants and there are indica- 
tions that this condition will continue on a 
steady basis. 

When the writer made the rounds he 
found some of the stores crowded with 
customers, the appearance resembling the 
opening of a season. Practically every 
firm is conducting a sale, but several of 
them reported prices had not been reduced 
to any great extent and that broken lines 
only in most cases were being offered at 
reductions. The public always looks for a 
July shoe sale anyway, merchants report. 

Ralph Featherstone, manager of the 
shoe department of the Walker Bros. Dry 
Goods Co., replied as follows when asked 
what was selling: “Plenty of light colors 
including log cabin kid and ooze leathers, 
field mouse kid and some shades in gray.” 

The Walker Company is almost out of 
whites, business being good on this type 


for women. Satins in black, brown and 
taupe shades sold well. 


Retail Notes 

A. M. Wesson of the Booterie on East 
Broadway, selling ““Wonderful Shoes for 
Wonderful Girls,” according to a display 
sign, sold sandals in beige and other light 
shades to many customers. He reported a 
good demand for the sandal model in colors 
Business in men’s shoes is quiet here. 

Zion’s Co-operative Mercantile In- 
stitution recently opened a shoe depart- 
ment. Furnishings are neat and offer an 
inviting atmosphere. 

Albert Jacobson, manager of Alberts on 
East Broadway, is in California on a va- 
cation. 

R. C. Brown of San Francisco, many 
years in the shoe business, recently joined 
the sales staff of The Booterie. 

Harry Cummings, manager of the Walk- 
Over Store, returned recently from Iowa. 





SAN FRANCISCO 


All Patterns Selling Freely 


Prominence of Midsummer Sales a Factor in Inspiring Strong 
Sales in Women’s Shoes 


LITTLE of everything is selling now, 

owing largely to the fact that this is 
the season for summer sales. Another fac- 
tor in making a wide range of styles sell 
is that merchants for the most part have 
not yet commenced to feature their new 
fall footwear. Sale goods are being shown 
prominently and one can see all the styles, 
popular for the past six or eight months, 
shown with later designs. As a result, 
black, white, a wide range of colors in 
calf, patent leather, and ooze are being 
shown. 

The discriminating shoppers are ex- 
periencing no difficulty in purchasing the 
latest styles. The opinion of retail shoe 
merchants seems to be unanimous that 
early fall styles will run to browns, wood 
shadts, camel, and bronze. Ooze will be the 
beadliner, in the matter of material, as far 
as it will go. This, at least, is an early fore- 
cast, made from interviewing a number of 
leading San Francisco shoe merchants. 


Buckles for Fall 
Harry Gibson, manager of the shoe de- 
partment of the White House, returned 
home from a long trip East. The Paris 
office of this house has sent word that, 
judging from all signs, buckles are to be 


indispensable during the coming fall 
season. The current issue of the house organ 
of the White House contains an illustrated 
article, featuring the Laird, Schober & 
Co.’s exhibit in the French parlor of the 
Palace Hotel, during the fifth annual con- 
vention of the California Shoe Retailers’ 
Association. 


Fred E. White Visits 
Fred E. White, recently elected presi- 
dent of the California Shoe Retailers’ As- 
sociation, has been visiting San Francisco, 
making his headquarters at the Bootery. 
Mr. White is buyer and general manager 


105 


of the C. H. Wolfelt Company’s stores on 
the Pacific Coast. Melville Kaufman of 
Sommer & Kaufman, secretary-treasurer 
of the association, reports that no special 
association meeting was held during Mr. 
White’s visit. Campaign plans for the com- 
ing year will be outlined at a meeting to be 
held in Los Angeles in October. 


Changes Shoe Department 


The shoe department of Hale’s Inc. 
has been moved to another location on the 
second floor and has doubled in size. T. S. 
Butler, department manager, states that 
doubling the size has about doubled the 
business. Another factor is that, since tak- - 
ing over the department management, Mr. 
Butler has gone in for more expensive lines, 
with the result of attracting customers who 
want better goods. An early fall showing of 
shoes in various shades has been attracting 
the attention of women shoppers. 


Whites Selling Well 


R. E. Burney of Rosenthal’s Inc., back 
from an eastern buying trip, commented 
on the fact that during Rosenthal’s current 
end-of-the-season sale, white shoes have 
been selling better than they did last year, 
in spite of the vogue for colors. 


With the Retail Merchants 


J.E. Fleming, manager of the Emporium 
Shoe Department, recently returned from 
the East. He is preparing to feature the 
wood shades, for early fall. 

Extensive alterations are in progress at 
the J. M. Price store, 58 Third Street. A 
new modern front is being installed and 
more space is being arranged to display 
stock. Mr. Price, who features W. L. 
Douglas Shoe Co. shoes, also has a store 
in the Mission. 

Al. Katschinski of the Philadelphia 
store is in Southern California, on an 
automobile tour with his family. 

Reese McCready, for five years with the 
Ground Gripper Store in Seattle, is now 
in the San Francisco Ground Gripper es- 
tablishment, of which W. P. Kelly is the 
local manager. 

J. G. Rogers, manager of the Bootery, is 
in New York on a business trip and will 
return in mid-August. 





DES MOINES 


Business Best in Years 


Clearance Sales Very Successful — All Retail Shoe Stores Now 
Ready for Fall 


ETAIL shoe merchants are now clos- 
ing one of the most successful sum- 
mer clearance sale periods they have ever 
had. The stores have been filled all day 


long with shoppers and buyers and there 
has been no bad weather to stop them from 
coming. Odds and ends sold quickly and 
small reductions on slow moving lines made 
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them move. All stores are now ready for 
the new fall shipments which have already 
commenced to arrive. 

Several of the stores advertised a 20 
per cent reduction on their entire stocks 
for their semiannual c'earances and gen- 
erally speaking none of the stores made any 
great reductions except in the case of 
odds and ends. White footwear has not 
had a very great reduction in price. The 
reason for this is that small stocks have 
made it unnecessary to have any great 
price cuts in white footwear to close them 
out. 

The standard price five and six dollar 
stores have had no special cuts in prices or 
reductions and consequently have lost 
some of their business during the past 
two weeks. 


Fall Patterns Selling 


Fall footwear is commencing to sell. 
A manager in one of the largest depart- 
ment store shoe departments said: ‘Gores 
and straps will be in the strongest demand 
this fall. It would be just as well for ow 
store if we stopped our clearance sales and 
devoted our entire immediate attention 
to the sale of fall merchandise. We try to 
keep our stock in good sbape all of the 
time and therefore these summer clear- 
ances are not absolutely necessary to us.” 


Walk-Over Shop Sale 

The Walk-Over Shoe Shop, of which 
Geo. Breck is proprietor and manager, 
held a special sale of one day of women’s 
shoes at one dollar. Late styles in the small 
sizes were included in the sale as well as 
odds and ends. It is Mr. Breck’s policy to 
lay stress on style, fit and quality serv- 
ice during these sales in order that he 
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may build up his regular customer lists 
for the sale of merchandise in season. This 
year he reports as very successful in this 
respect. 


Busy with Fall Styles 


The Elwell Field Shoe Company held a 
special $3 sale. The sale was successful in 
that all of their odds and ends were sold. 
The sale was short and snappy, which was 
pushed hard while it lasted and as a re- 
sult the company turned its attention to 
the sale of fall footwear, opening with the 
first display window of entirely new fall 
merchandise in this city. 


De Arcy to Change Location 


De Arcy’s store isnow holding aremoval 
sale preparatory to entering its new store 
which promises to be one of the most 
beautiful in the Middle West when com- 
pleted. The new store is being decorated 
by the firm of Ward and Richards. The 
architects are Sawyer and Watrous. The 
new shop will be located on the southeast 
corner of Eighth and Walnut streets and 
will have display windows on both Walnut 
and Eighth streets. The store will be ready 
for occupancy about August 15. 


Seymour’s Adopt Low Prices 


The Seymour Shoe Company, of which 
L. R. Kennedy is manager, turned its at- 
tention to the sale of shoes at five, six and 
seven dollars. The store formerly sold shoes 
as high in price as fifteen dollars. Nearly 
one third of the shoe stores in the city 
are now on the five and six dollar standard 
price basis with the Seymour Shoe Com- 
pany as the latest arrival to the ranks. 





PORTLAND, ORE. 


Brisk Season on Sport Shoes 


Summer Sales Influence Good Response by Women to Retail 
Shoe Stores’ Offerings 


N spite of a late summer, Portland 

shoe men are enjoying a brisk season 
on sport footwear. George D. Williams of 
the Florsheim Shoe store says that his 
firm has been gaining trade steadily in 
spite of the bad weather and shows a gain 
in the last six months over the figures for 
the preceding half year. A big annual sale 
at the Florshgim store, which is usually 
held about the first of July, was not put on 
this year until the sixteenth, but when it 
finally was put on with large stocks of 
fine shoes all offered at the uniform price 
of $8.85, it proved a great success. 

French and square toes are selling well 
at the Florsheim Shoe Store, reports Mr. 
Williams, the manager. Black is the 
favorite color and light tan comes next. 


Shoes with more stitching and less per- 
foration are becoming popular. Mr. 
Williams thinks the styles will be about 
the same for fall that they are now. Also, 
heavy, grain leathers bid fair to be well 
liked for Autumn wear. 


Goodyear Co. Sale 


Much advertising and a large amount of 
display space weredevoted to aspecialsale 
of summer shoes by the Goodyear Shoe 
Company. Several groups of shoes were 
offered at the price of $4.90. Other groups 
ranged as high as $7.70. Hose at $1.95 and 
at $1.35 were also included in the sale, 
which was staged forseveral days beginning 
July 12. 
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Fire Sale at Wright’s 


The fire sale held by Wright’s Sample 
Shoe Store to clear out all stock has been 
brought to a successful conclusion and the 
store closed until August 1 when it 
re-opened with an entire new stock. The 
store is under the management of W. B. 
Weygandt, who is also manager of 
Greenfield’s. 

At the Greenfield store there is a demand 
for novelty footwear. A shoe that is find- 
ing a ready sale there is a kid pump in 
field mouse with crossed straps decorated 
in blue. For fall wear, Mr. Weygandt 
believes combinations will be good and 
that pumps and oxfords in various pleasing 
combinations of different leathers will go 
well. Bucks with calf and kid trimmings 
will be popular in his opinion. 


Horsehide Shoes Go Well 


At Lipman, Wolfe & Company’s shoe 
department horsehide shoes for women 
are going well. An attractive number of 
horsehide in brown or white oxfords selling 
at $10 is a best seller. Another number so 
popular that the store finds it almost 
impossible to keep stocked with them, is a 
horsehide pump with a saddle strap of a 
contrasting color which they keep in six 
different color combinations. Sport com- 
binations in two-tone effects are all very 
good, according to the shoe department 
buyer, Mr. Moore. White has been 
medium in sale and has been sold largely 
in leathers with low heels. Some short 
vamp shoes have been selling at Lipman’s, 
and are expected to be good this fall. 
Silver is a wanted color and colored kids 
are going better. In juvenile shoes white is 
not so popular as some years. Pearl 
horsehide with brown trimmings is a 
popular number. 


Satins Enjoy Strong Cal 


Red and green shoes had a very short 
season in Portland and are now passé. 
Satins, however, are still good and seem 
likely to hold their popularity for fall. 
They are worn both for dress and street 
wear. At Staiger’s a° beautiful number 
shown is a gray trimmed pump with 
contrasting blue. It is a striking shoe and 
yet thoroughly refined in appearance. 
Goring pumps are something new at this 
store and are being sold for dress and 
street wear. Field mouse, ooze, and” log 
cabin shades with kid trimmings are much 
called for numbers. Mr. Staiger reports 
gray kid with a Spanish heel to be a 
popular pump. 





New Shoe Stores 


Washington, D. C.—Senac Shoe Co., to 
be located in Philips-Bonn Specialty shop. 
Will open September 1. 

Charleston, S. C.—Livingston Shoe 
Stores, Inc., 439 King street. 
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Johansen’s Feeture cArch Shoes 
have stepped right into national 
favor because of their 100% 
comfort and superlative style! 
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Women who wear Johansen’s 
Feeture Arch Shoes enthusiasti- 
cally recommend them to their 
friends. Their appeal as shoes of 
comfort and footwear of fashion 
is directly responsible for their 
ability to build business. For you? 





a 
: Johansen’s Feeture Arch resists the —is flexible enough to allow the 
’ direct downward foot pressure, yet— natural walking movement of the feet 
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Johansen Brothers 
| Shoe Company 


{Makers of Women’s Shoes Excluiively Since 1876} 
ST. LOUIS, MO. 


i a te a a cl OC CO OO OO oO OO OO 








PPPS, UF 





STETSON 
White Duck Oxfords 


Dept. 5 
Style 61R 


During this summer many 
white oxfords will be bought by 
women— 


In anticipation of this demand, 
Dept. 5 has planned its stock of 
this St. Regis White Duck Ox- 
ford on the Miss Hawes Last 
so that it will be in a position to 
give excellent service. 


Order a few pairs now and fill 
your stock from Dept. 5 as you 
make your sales — 


If you haven’t a copy of Stock 
Book 32R send for one. 


Dept. 5 


The 
STETSON SHOE CO. 


South Weymouth, Mass. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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WELT SHOES GIVE SUPERIOR SERVICE 


~FETHERWELTS" == 


TRADE MARK REGISTERED 


Fetherwelts are the Finest Light Welts Made 


As light, dainty and graceful as the name implies. 
Made in the most beautiful prevailing modes and leathers. 
Welts in construction and merit—turns in all appearance. 


The “Eifel (Front Gore Under Tongue) Pump 
Made in Suede with Calf Trim, Covered Heels, 
to Retail at Ten Dollars. 


Style is paramount—service is cleverly incorporated. 
Famous retailers are insuring the loyalty of their style 
customers by featuring “‘Fetherwelts.”: 


SEE THIS WONDERFUL NEW SHOE 


Get in touch with 


Made by WATSON Soe co. 


LYNN, MASSACHUSETTS 


This Name Insures Quality and Craftsmanship Beyond Question 
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Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 
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Large Volume of Orders Stimulates Leather 
Market 


large amount of shoe orders 

I placed during the past few weeks has 
stimulated interest in the leather 
market, and while business is not yet as 
brisk as it should be, tanners look for a 
good, healthy business for the next few 
months. There is no change in the matter 
of prices, and tanners and leather dealers 
are holding firmly to quotations. There is 
no outlook for cheaper leather for many 
months to come. Tanners have not for- 
gotten the experience of two years ago, and 
they are not inclined to over-produce and 


be obliged later on to unload leather at. 


low prices. More attention is being given 
than ever before to scientific merchandis- 
ing, which is essential to the success of the 
tanner today. There has been in the past 
too much of a tendency in the trade to beat 
around for lower prices when the situation 
did not warrant it, but the practice be- 
came habitual. 

The color situation does not present the 
problem that it did the past season, as it is 
believed that the radically brilliant shades 
will be less sought. The tendency is to- 
ward the more conservative colors in the 
varied shades of brown, field mouse, gray, 
champagne, and also black. 

A prominent feature of the market is the 
continued active call for ‘suede leathers. 


The leading manufacturers of suede calf 
are exceedingly busy. In fact, they cannot 
begin to fill orders which were placed some 
time ago. Buck leathers and suede finishes 
are substituted where they can be, but 
when the order calls for suede calf, it can 
hardly be filled with a side leather. This 
extensive call, however, helps to focus more 
attention on buck leathers, and they are 
used largely in the medium-priced women’s 
shoes. 
Calf in Good Call 

The call for smooth finished calf is not as 
strong as it should be, although-the heavy 
weights for men’sshoes are in good demand. 
The lighter weights drag to some extent, 
and bring less per foot by approximately 
5c. The top grades of suede calf are quoted 
all the way from 50 to 75c per foot. The 
medium grades bring less, according to 
quality, but a fair medium grade of suede 
can be obtained for around 40c per foot. 
Top grades of smooth finished chrome calf 
in colors bring 45, 40 and 35c for per foot 
the three selections. Some choice tannages 
are quoted as high as 48c. The mediumand 
lower grades bring from 25 to 30c per foot. 

The side upper leather market is show- 
ing a little more activity. The prices re- 
main substantially as quoted last week. 
Chrome colored “sides, full grain, are 


quoted all the way from 20 to 30c per foot. 
Some of the top selections, with the best 
finishes, bring 32c; blacks 2 to 3c less per 
foot. Colored buck is quoted from 35 to 
45c per foot, and for medium selections 
35c and down to 25c for the lower grades. 
The call for heavier leathers for men’s and 
boys’ heavy footwear will improve, owing 
to the large number of orders which have 
recently been placed. 


Kid Firm but Not So Active 


The kid market is not as conspicuously 
active as it was a few weeks ago, although 
kid tanners anticipate a good business 
through the next few months. There is no 
change in quotations. The first selections 
of the choicest kid are quoted as high as 
$1.00, although the regular top selections 
on colors are quoted at 65 to 85c per foot; 
medium grades from 40 to 60c, and down- 
ward, according to the quality of leather 
desired. 

Patent leather tanners are rather caught 
up on orders, and anticipate a good busi- 
ness on the new season’s run of footwear. 
Quotations remain the same. The best 
selections of patent kid are quoted at 60 to 
85c. Chrome patent sides are bringing 45c 
for top selections, 40c for medium, and 30c 
for lower grade. , 
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Visible Eyelets --- Builders 


of Footwear Confidence 


To you—the retailer—the presence of visible eyelets on shoes indicates 
that a high standard of quality has been maintained in every other detail 
of manufacture. 

To the consumer—your customers—visible eyelets are details of fashion, 
convenience and comfort that are naturally included on shoes of quality 
and true style. : 

For both retailers and consumer visible eyelets have created a new 
buying confidence—the retailer confident that he is buying shoes that 
will sell, the consumer confident that he is purchasing shoes that*contain 
features which assure lasting footwear satisfaction. 

If you want to be sure—buy and sell shoes equipped with visible eyelets! 


United Fast Color Eyelet Company 


Boston, Mass. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





80900010 90001010100010001000000010101000145 








> 
4 
- 
4 
2 
2 
cs 
} 
a 
S 
2 
2 
} 
> 
° 
re} 
> 
ro} 
> 
4 
) 
> 
5 
ad 
re} 
> 








Os 
“ 





OO 














August 4, 1923 


BOOT AND SHOE RECORDER 


BOSTON 


Sales Improve Retail Business 


Re-orders on Black Patents and Satins Due to Strong Calls 
on These Types 


OLUME of sales soared to satisfac- 

tory heights as the result of mid-sum- 
mer sales held in almost every retail store 
in the city during the week ending July 28. 
Odds and ends and hitherto slow-moving 
patterns sold freely. Business was reported 
as good by the merchants; sales for the 
week running slightly ahead of the 1922 
figures in almost every case. Periods of 
unseasonable weather, during the early 
part of the week, slowed the sale of white 
footwear. 

Re-orders for Patents 


One of the outstanding features of the 
week was the fact that several retail mer- 
chants reported re-ordering black patent 
and satin strap patterns, due to excellent 
sales on these numbers. Black patent, es- 
pecially, has been a great seller in this 
city. Indications point to a continuance of 
its popularity for fall patterns. 

Field mouse, champagne and beige, 
consistent leaders in colors, maintained 
their relative positions throughout the 
week. Field mouse with trimmings of 
darker leathers sold well. Grays con- 
tinued to be in demand. 

Browns in strap patterns seemed to be 
given a lease of life and in some of the 
stores, where an influx of customers re- 
sulted from advertising sales, a livelier de- 
mand for welt oxfords, built on sturdy 
lines, was evident. A good buy in these 
numbers was the reason for the sudden 
spurt in the call for welts, some merchants 
report. 


The French toe, in some cases modified, 


* will be a feature in fall patterns for wo- 


men. However, some merchants report 
they will combine the 10-8 and 13-8 heel 
with the French toe, rather than the 
16-8 heel. 


Men’s Business Better 


Business in men’s shoes was also stimu- 
lated. Merchants attribute two reasons 
as responsible: vacation periods, and the 
fact that sales attracted them. Light tans, 
sport shoes with the crepe sole and whites 
were preferred by men. Black oxfords 
continue to sell freely and as fall approaches 
they become more and more popular. 


System to Stock Rooms 


Systematizing the stock room may save 
theretail shoe merchant time, and eliminate 
confusion when merchants are in a hurry 
to re-stock empty shelves. The L. A. Cros- 
sett store, under the management of Mr. 
Thayer, has an ideal arrangement for a 
stock room. There is room for three times 
the stock that thé floor space holds and it 
is only a matter of a few minutes to re- 
plenish the empty shelves on the floor be- 
cause of the orderly arrangement in the 
stock room. The stock in the room is ar- 
ranged according to sizes and as soon as a 
shipment comes in, it is sorted and placed 
in proper places. The Crossett stock room 
is also very neat. 





NEW YORK 


Retail Situation Remains Good 


Clearance Sales Inspire Strong Response at Shoe Stores— 
Some New Women’s Patterns 


ITTLE change is shown in the retail 

situation here. Clearance sales con- 
tinue as the big feature, with good con- 
sumer response. As yet there have been 
few reductions in white shoes, the strong 
demand having worked down stocks to a 
point where large mark-downs for clear- 
ance purposes are unnecessary. 

Along with the clearance sales some new 
styles. Some autumn modes are being 
shown. Among these, the brown and 
black ooze are getting some interest from 
the consumer, but there are some indica- 
tions that patent leather will be in strong 
call this fall. Patents are now moving 


more briskly, particularly in the new gor- 
ing patterns. 


Only Two Shoe Concerns 
at Merchandise Fair 


Only two shoe concerns were repre- 
sented at the second National Merchan- 
dise Fair which was staged at the Grand 
Central Palace, July 23 to August 3. 
One was the Duane Shoe Company, which 
had booth Number 324, and the other 
was the Converse Rubber Shoe Company 
which occupied the adjoining booth, 








Where to Buy 


Women’s Shoes 

















BLEECKER STYLES 


Are the last word in footwear 
for stylish women 











Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 


javerhill, Mass. 
Boston Office 
207 Essex Street 





FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slippers and 
pumps in the latest designs and finest leathers, 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Fact 
Haverhill, Mass. 


Boston Office 
Rice Bldg. Room 406 








J.W. BARNARD & SON 


Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 
for Ladies 


IN STOCK 











— 


STOCKBRIDGE SHOE COMPANY 


HAVERHILL, MASS, 
—ZUSA> 








BALLET SLIPPERS 
IN STOCK 


Order ahead for fall. Nov- 
elties in women's a. lea- 
ther and gray buck fancy 
straps to retail at popular 
prices. Write for samples. 
Oriental Slipper Co., Inc. 
118 Phoenix Row 
Haverhill, Mass. 
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N° matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 
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Where to Buy 


Men’s Shoes 
































FOR MEN 
(P) M. A. PACKARD CO., Makers (P) 
BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N. Y., U.S. A. 


MEN’S FINE SHOES EXCLUSIVELY 
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Number 327. There was little activity in 
either booth, few shoe buyers appearing 
among the visitors to the fair. The Duane 
Shoe Company’s booth was in charge of 
Louis Orchard, who travels the New 
England district, and E. M. Cohen. 
Duane shoes were used in the first window 
display contest, which was set up by the 
window trimming staff of Abrabam & 


Straus, Brooklyn, under the direction of _ 


C. E. Rooney. 

The Converse booth was in charge of 
Richard Jakob of the New York selling 
staff. He reported a few visitors and some 
small orders. 

The Merchandise Fair as a whole was 
rather disappointing to exhibitors. Attend- 
ance during the first week was much under 
that of last year. Fewer exhibitors took 
space in this year’s show, as well. A 
movement was suggested, that the various 
style and merchandise shows now being 
held in various parts of the country be 
combined with the merchandise fair. It 
s likely that the shoe interests will be 
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sounded out on the proposition before 
the 1924 fair is held. Despite the dis- 
couraging atmosphere at this year’s fair, 
the board of directors of the National 
Retail Dry Goods Association at a meet- 
ing last week decided to hold another 
fair next year. 





Shoes Leading Product 


Shoes rank first in the value of 
products in Brooklyn, according to 
figures presented by the Brooklyn 
Chamber of Commerce. The num- 
ber of establishments listed is given 
as 143, with an employment roll of 
9,725 persons and an annual value 
of production as $45,158,936. The 
industry ranking next is knit goods, 
with 241 plants, 6,702 employees and 
a production valued at $43,185,419 
annually. 














LYNN 


Summer Business Very Active 


Black Gaining, While Suedes and Straps Are the Leaders— 
Styles on Conservative Trend 


INE summer weather continues to 
favor Lynn’s footwear industry, for 
bright and cheerful days keep the nov- 
elties alive and active, and, doubtless, 
many a merchant is putting the “jump 
in slump.” Proof of it is the good volume 
of orders that some Lynn manufacturers 
have for August delivery. Yet Lynn, as a 
whole, could handle more orders. The 
weather, by the way, seems to strike a 
good average for this year, for, while the 
severity of last winter decreased sales of 
novelties, yet the bright and cheerful days 
of summer increased them. 
An interesting thought, voiced by at 


least two shoe men, is that novelties be 


permitted to run their course, “as is” 
during the fall and winter, so as to give 
merchants a recess on style changes, as 
well as to clear the way for a new drive 
on novelties next spring and summer. It 
is very much to be doubted if manu- 
facturers would generally approve of this 
idea, for every time an enterprising manu- 
facturer gets a new idea, he is eager to put 
it over at once. 


Conservative Style Trend 


However, present styles show a con- 
servative trend. For instance, blacks are 
stronger. In some shops, the number of 
blacks, counting suedes and patents 
together, exceed the number of colors. 
This is certainly quite a change from a 
while ago, when reds, greens and blues 
were as thick as bees in a hive. 


In lasts, the modified French toe is 
selling well, heels for it running from 14-8 
to 17-8 high. In patterns, straps are by 
far the favorites. Indeed, so many strap 
styles are being made that some manu- 
facturers are becoming alarmed. 

Gores continue in the finer lines of shoes. 
Oxfords are good in welts, especially for 
the college trade. But, in dress lines, ox- 
fords are few and far between. Yet there 
is some sale of the lattice style oxford. 
A curious instance is reported by a maker 
of welt and McKay novelties. He says 
that he hasn’t an order for a pair of 
oxfords on his books today, and this is 
the first time in his career that he has 
been without any business on oxfords. 


Run on Patents 


R. H. Mitchell Company is busy on 
patent pumps, one strap, two straps, three 
straps, cross straps and lattice straps and 
other novelties. Mr. Lally started West 
last week with a new line of samples. 

Commenting on styles, as he sees 
them, Mr. Lally says that a strong run 
has set in with his firm on black shoes, 
chiefly patents, and that a good many of 
the patent leather shoes carry high heels 
of leather, and not heels of wood. 

Also, he notes that most of the shoes 
continue to show novelty effects, a 
pattern which he believes will run until 

iving or later. 

“Maybe the cut-out patterns will run 
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through the winter,”’ says he. “There is 
no telling for sure just what the styles 
will be when the snow flies. But, when you 
come to think of it, most novelty shoes 
are bought chiefly for indoor wear, and 
the cut-out pattern is quite as pretty 
indoors in the winter time as it is in the 
summer time.” 


Gain on Blacks 


At the factory of the Travers Shoe Co., 
which is making both welts and McKays, 
the blacks, counting both suedes and 
patents, exceed the browns in numbers. 
And there are a few grays in suedes and 
bucks. Another unusual feature of the 
business is that the firm hasn’t received 
an order for a pair of oxfords for fall 
delivery. This is the first time in its career 
that it has had no orders for oxfords. 
Orders- are plentiful for strap styles. 
Also, all of its orders gall for wood heel 
shoes. That applies to welts, as well as 
to McKays. New welts for fall are made 
with fairly heavy foreparts, close edges 
and thin shanks, and wood heels. A new 
pattern shows a strap from the instep 
strap down to the throat of the shoe, the 
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strap spreading out like a fan as it goes 
down, and being slashed to show the 
stocking. The fan strap ends in a collar, 
of contrasting material, and then there 
are six cut-outs in the vamp which appear 
to be extensions of the slashes in the fan. 


Travelers Abroad 


Cards from James H. Grover, of James 
J.Grover’s Sons, Lynn shoe manufacturers, 
were sent from up above the Arctic circle, 
off the North Cape of Europe. It is day- 
light all night there, and he looked night 
and day for a shoe store, with Grover’s 
shoes in it. Grover’s shoes are distributed 
most everywhere in the world. 

John J. Heys of Lynn, superintendent 
of the United Shoe Machinery Company 
factories at Beverly, is traveling in 
Europe. While he went abroad for 
pleasure, Mr. Heys is one of those shoe 
men who is always interested in shoes and 
shoemaking. So he keeps his eyes wide 
open for new ideas while in Europe. 

Another Lynner, lately heard from in 
far lands, is Elmer E. Sanborn, of “San- 
born, of Lynn, Inc.’’, pattern makers. He 
wrote from Brazil recently, and told about 
the shoe business there. 





PHILADELPHIA 


Shoe Factories Fairly Busy 


Big Run on Suedes in Brown, Gray and Black Reported from 
Various Sources 


HILE there has been no great in- 

crease in factory production, quite a 
few of the large factories report some or- 
ders and a better feeling throughout the 
trade. One factory reports it is sold up 
until November. Another likewise reports 
it is sold up for several months. A third 
reports it is working to 80 per cent of its 
capacity. Some of the factories which were 
shut down for two weeks to take inventory 
and give their employees vacations have 
resumed operations. 

One factory expects a big run on suedes 
in fall. Browns, grays and black will be 
especially active. While some staples will 
be made for fall, the bulk of the business 
will be for novelty patterns. They will con- 
sist for the most part of straps and gores. 
Another factory is looking for good demand 
for patent leather and suede combinations. 
It sees no indications of any great activity 
in glazed kid. Browns and black will be 

Considerable difficulty is experienced by 
one factory here in getting upper leathers. 
Patent leather is not easy to get and suede 
is said to be very hard to get. It reports 
that only one-half of the suedes it has or- 
dered are being delivered and that delays 
are frequent. 

Good demand for tan oxfords with calf 


predominating is reported by one manu- 
facturer. While fancy patterns are still 
popular, there is a tendency to get away 
from the extremes of the summer footwear. 


Activity in Black Glazed Kid 


Black glazed kid is slowly coming into its 
own, according to one manufacturer. Re- 
ceipt of an increasing number of inquiries 
from various sections of the country is 
reported. Factory stocks are low and good 
demand is expected as work on fall shoes 
progresses. Glazed kid manufacturers, 
while they have been curtailing produc- 
tion, are said to have ample stocks. An- 
other upper leather dealer reports the out- 
look for black patent leather and tan calf 
very good. The brilliant colors of the sum- 
mer footwear are things of the past. 


Wholesale Trade Optimistic 


Wholesale merchants are confident that 
good demand for fall shoes is not far off. 
In women’s wear, they say the general 
trend will be toward satin, suedes, and 
patents. Light tans and black will be in 
active demand for men. Satins will be 
popular for evening wear. Gold and silver 
cloth will continue in favor. Cut-outs in 
patent leathers will be popular. One and 
two straps will be the most popular models. 





Where to Buy 


Men’s Shoes 














Men's Suoes ~Hanp TAILORED 


NotHING 
But THE (@ 
Best Mape * 


Wuen East Ver Us 
WuHen IN Your Town We Wiz Visit You 








Stock Dept. 5 
Is at Your Service 


! THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 











HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 
Every Wednesday and Friday 











FREDERICK S. PECK 
Worcester, Mass. 
Men's and Women’s 
Spert and College Shoes 


Boston Salesroum 
207 Essex Street 
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WORCESTER 





HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 
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Men’s Shoes 




















FOR MEN ON TER FEET 
THIS SHOE CAN'T GE BEAT 











FINE SHOEMAKER S 
BROCKTON 
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Where to Buy 


Men’s and Women’s Slippers 























in Medium and+ 
1GH GRADE 


oR 5 LIPPERS, 


dil styles made 3. Do ic and 
Imported Satin Brocadesand Metal Cloths 


$2.10 per pair and up 


ws MGUSTIN © 


ee 
Tore Byex For the 
Grade Byex Trade 


BEST-EVER 
Soft-Sole Leather 
Boudoirs and Novelty 
imona Sandals 


Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 





(EW YORK 











PARISTYLE FOOTWEAR MFG. CO. INC. 
41-15 Washington Ave., Brooklyn, N. Y. 
HIGH GRADE MULES AND IYORSAYS 


Made of Satin, Quilted Satin, Embossed 
Leather, Tinsel and Brocad . 


- Prices from $23.10perdoz up q 











Where to Buy 


Miscellaneous 




















N ee. GILLIAM 
NEVERSLIPS 


Positively prevent lowcuts 
slipping at heel. Black, brown 
& white. Price $1.75 dos. pair. 
$19.20 gross pair. 

The H. L. HYMES Co. 

52W. 15th St., New York City 
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Short vamps and high heels will be favored, 
though Spanish and military heels will also 
be popular. Not much grain leather is ex- 
pected to be worn by men. Plain stitching 
will very largely take the place of per- 
forations. 


Factories Buying Sole Leather 


Slightly more activity in sole leather 
buying by factories is reported by tanners. 
Tanners say that factories buying in con- 
siderable quantities can get good prices 
and have come to realize that the market 
will not drop much farther and that con- 
cessions will not continue much longer. 
Some good-sized orders for cut soles have 
been placed here recently. Factories are 
not buying ahead. They are simply a little 
more busy than they were and are buying 
to cover their requirements. Findings 
leather continues inactive. 


New Patterns Keep Prices Up 


The continual demand for new patterns 
in women’s shoes is one of the chief causes 
of high prices, according to an interview 
with Henry C. Ogden, a wholesale shoe 
dealer of St. Louis, published by one of the 
daily newspapers here. He reports good de- 
mand for brown suede. There is very little 
call for the brilliant colors. Cut-outs will 
extend their popularity into fall. The only 
demand Mr. Ogden sees for high shoes is 
for corrective purposes. 


Bootblack a Complicated 
Profession 


A bootblack at one of the larger stands 
here complained of the trouble and expense 
caused him by the popularity of the bril- 
liant colors. In the old days he carried 
only three kinds of polish—black, tan, 
and white. Now he has to carry red, green, 
blue, and yellow in addition to these colors. 
“Some women,” he says, “are so particular 
that he has to carry several shades of each 
color. Furthermore, each color and shade 
requires a shining rag and that has made 
for additional expense and trouble. He had 
just completely stocked his stand with all 
these colors and learned how to apply them 
when along came the style forecaster with 
the prediction that the colors will not go 
big in fall and that black will once more 
predominate. 


Common Labor More 
Plentiful 


Common labor is more plentiful in the 
Philadelphia district according to K. M. 
Coolbaugh, superintendent of the State 
Employment Office. About the only excep- 
tion to this condition is an increasing de- 
mand coming from employers outside of 
Philadelphia, who for several months have 
been short of labor for housing operations 
due to the unusual industrial activity and 
the demand for labor for highway con- 
struction. Railroads are still employing 
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men for track work. This kind of labor, 
both white and colored, is said to be more 
plentiful now. Taking advantage of the 
immigration quota effective July 1, a 
number of Scotch mechanics have been 
applying here for work. Continued demand 
for practically all kinds of industrial help 
indicates there has been no decline in the 
shortage of female labor. Demand for 
operators on waists and dresses and on 
men’s shirts exceeds the supply. Examiners, 
finishers, and pressers are scarce as are also 
ribbon weavers and silk and cotton winders. 
Farm labor continues to be very scarce. 


Building Material 
Continues Active 


Building material manufacturers have 
plenty of orders. The hardware trade is 
especially active. Industrial operations and 
construction of dwellings are both con- 
tinuing very actively. 


Port Traffic Increasing 


Traffic in and out of the port of Phila- 
delphia continues to increase. This ap- 
plies both to foreign and to coastwise trade. 


Retail Offerings 


Strawbridge and Clothier are offering 
white kid pumps with open-work quarters 
of black patent leather and black enameled 
Louis heels at $20. Another offéring at $13 
is a white kid strap pump with latticed 
open-work quarters and covered Louis 
heels. Heather oxfords are featured at $16. 
They are of white buckskin with black 
patent leather trimming. A concealed elas- 
tic gusset holds them snugly. They have 
welted soles and covered military heels. 
At $15 this store is featuring two-strap 
white linen pumps trimmed with patent 
leather or white kid. They have welted 
white soles and covered military heels. 

Claflin’s are featuring a sale of white 
canvas oxfords at $8.75. They have hand- 
turned soles and low French heels or light 
welt soles and Cuban heels. 

Sorosis Shoe Company is featuring white 
kid slippers with red kid trimming at $8.45. 

The John Wanamaker store is offering 
women’s oxfords and pumps from England. 
The oxfords have five eyelets and are in 
tan or black calf. The pumps are two-strap 
in tan calf. Both have long wing tips, saw- 
tooth vamps, heel foxing and top, welted 
soles, and low broad heels. They are 
priced at $13. This store is also offering two 
new styles in sports oxfords for women, at 

7.90. Both have soft toes and both are of 
calfskin. One has a natural crepe rubber 
sole with a white stitching all around. It is 
of deep brown leather, with brass eyelets, 
half-wing tips, and fancy light stitching. 
The other is of light russet calfskin with 
plain toe, welted sole, and low heel with 
rubber heel attached. It has decorative 
stitching and crease over the instep. 

Hallahan’s are offering all white and 
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white trimmed sandals, strap pumps, and 
oxfords at $3.90 and $4.90. 

Low-priced shoes continue to flood the 
market. Gimbel Brothers are offering strap 
pumps, oxfords, slippers, sandals in Russia 
calf, patent colt, white canvas, satins, 
suedes, and two-tones at 55 cents, 85 cents, 
$1.35, and $2.35. Lit Brothers recently fea- 
tured a sale of strap pumps, Colonial 
pumps, and oxfords in black kid, brown 
kid, tan calf and combinations of patent 
colt and suede, with welted and turned 
soles, and leather and covered wood heels 
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at $1.85. The Fink Company recently of- 
fered children’s white canvas Tut sandals, 
and women’s white canvas, brown and 
black leather low shoes at $1. The same 
sale also included low shoes in red, green, 
field mouse, gray, ivory, and champagne 
and white low shoes trimmed with black, 
green, red, and blue in cut-out patterns, 
sandals, and strap pumps at $2. Blauner’s 
store recently offered white linen turned 
one-strap pumps with covered Cuban and 
French heels at $1.49, and patent, tan and 
black, red, and green low shoes at $1. 





HAVERHILL 


More Activity in Shoe Factories 


Substantial Orders for Fall Patterns in Turns, Flexible 
McKays and Imitation Turns 


URTHER evidences of a busy season 
continue to appear, and Haverhill 
shoe factories are becoming more active 
than for many months. The pattern and 
die shops are operating overtime, putting 
out new patterns and cutting dies. There 
have been large orders placed with the 
local factories for fall business. The large 
swing throughout the country in the 
demand for turn footwear, flexible Mc- 
Kays and imitation turns, is just adapted 
to Haverhill, for these are the lines that 
the famous Slipper City specializes on. 
The flexible McKay makes a popular 
priced shoe for women, and the turn foot- 
wear runs from the medium grades up to 
the very best. The most popular turn shoe 
ranges in price to the retail merchant 
from $4.50 to $5.00 and $6.00, and the 
highest grades from $6.00 up, according 
to the type of shoe wanted, the workman- 
ship, materials and other factors which 
make the price to retail merchants on 
some shoes as high as $10.00 and $12.00. 
The flexible McKays range from $2.75 
and $3.00 up to $4.00 and $4.50, to the 
retail merchant, for the most popular 
lines. 


Cutting Rooms Busy 


Most of the factories have started their 
cutting rooms and there have been large 
purchases of leather made during the 
past week. The business is for late August 
and September first delivery, and the 
novelty shoes are the feature of this new 
business. 

There has been some arbitration in 
wages the past week, and on some of the 
extras for cutting there has been a large 
increase granted to cutters, especially on 
the two-piece patterns, and principally on 
suede leathers. The cut-out patterns 
require more time and care, and the extra 
expense will have to be added on to the 
shoe. New price lists have either been 
granted, or are under consideration, on 


cut sole prices, and on counters and in 
wood heeling McKay shoes. While it is 
believed that all of these matters can 
easily be adjusted, it all goes to prove that 
the novelty shoe is a more expensive 
proposition, and must be paid for accord- 
ingly. 


Manning Co. to Worcester 


The J. A. Manning Shoe Co., with 
factory at Winter and Duncan Streets, 
manufacturers of women’s turn shoes, are 
reported to be abandoning their Haverhill 
factory, with the completion of the present 
run. The business will be transferred to 
the large Worcester factories of the Outing 
Shoe Co., who own the J. A. Manning 
Shoe Co., and the F. J. Thompson Co. 
The Haverhill plant of the Thompson Co. 
employ, when busy, about 250 operators 
witli a daily capacity of about 5000 pairs. 


Veteran Shoe Manufac- 
turer 


William K. Farrar, who is planning the 
celebration of the 90th anniversary of his 
birth September 17th, is said to be the 
oldest living shoe manufacturer in Haver- 
hill. He was born in Bradford, Mass., 
September 17, 1833. He started shoe 
manufacturing on Merrimac St., in August 
1851, and was variously connected with 
different firms in the making of shoes, 
innersoles and other shoe parts. Mr. 
Farrar carried on a successful business 
during and after the Civil War. He also 
visited Califorgia several times, the first 
time embarking from Newburyport in 
1849. He also visited California again in 
1875, when Los Angeles had only a 
population of 10,000. Mr. Farrar is 
enjoying good health today, and the 
distinction of being one of the oldest, if 
not the oldest, Master Mason in this sec- 
tion of the country. 











Where to Buy 


Children’s Shoes 
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SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A.POSNER SHOES, INC. 


140 W. BROADWAY NEW YORK 














Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








6é EL AM 99 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHIESTER, N. Y. 
Boston Office, 16 Columbia Street 











‘Bonita’ Shoe * Baby 
TURNS and SOFT SOLES 
In Stock 
Send tr Cotabg 
AH Moertin@ 


Mehew ROCHESTER NY 








SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock — All 
leather moccasins, soft soles. 
Prices range from 
$2.50 doz. and up- 
wards. Alsoa fullline 
of Ladies’ PumpStraps 


NU BABY SHOE CO., East Lynn, Mass. 
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Shoe Store Supplies | 











IN-STOCK 


RUBBER, 90c. PER P R 

Ladies’ and Misses’ Red, 
Biae and Black. 
’s Black Only 


BLOG SHOE FINDING CO. INC. 
147 Duane St., New York, N 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 














ere to Buy 





OLLYWOO 
Hiose . D 


Reg. U. S. Pat. Off. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Stock 
Harrington & Waring 
41 Union Sq. W. New York 








J. R. BEATON CO. 
Inc. 
‘AS YOU 331 Pomstee Hive Tash Oy 


HICAGO 
LIKE 227 West Jackson Blvd. 
ATLANTA 
FULL fASINONED 246 ee 
99 Chauncy Street 

















Where to Buy 


Ballet Slippers 














BALLET SLIPPERS in Stock 
Endorsed by the World's Prominent Dancers 
BLACK KID SOE TOES2,00° BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 
l. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 
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Shoe Illustrations 
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ROCHESTER 


Manufacturers Busy on Fall Orders 


Retail Shoe Business Stimulated by Clearance Sale Offerings— 
Merchants Looking for More Improvement 


HERE is nothing new concerning the 

retail shoe business in this city. 
Clearance sales have been going on for 
several weeks now and acted favorably as 
a stimulus to buying. However, business is 
slower than was anticipated, merchants 
report, and they look for a brace with the 
advent of fall styles. 


Manufacturers Report Better 
Business 


Reports from the shoe manufacturers of 
this district carry a decidedly more 
optimistic tone. Business is increasing 
steadily and manufacturers are booking 
orders for delivery up to October Ist. As 
yet, retail merchants have shown little 
disposition to place orders for Fall delivery 
beyond that date, but local manufacturers 
feel that merchants will shortly anticipate 
their late fall requirements and that orders 
will begin to be placed further ahead than 
has been the rule the past three years. 


Store in East Rochester 


Sol H. Rosenbloom, proprietor of the 
King Shoe Store located at 108 State 
Street, has leased a store in East Rochester 
which he opened recently. The new store 
which is located on Commerical Street, is 
known as King’s. Shoes for men, women 
and children are featured. M. Amoto, 
formerly with Mr. Rosenbloom at the 
State Street store, is manager of the new 
store. 


Plan $10,000,000 Drive 


Rochester will soon have one of the 
finest universities in the country if plans of 
local business men do not fall short. As 
Rochester always puts over whatever it 
attempts, it is certain that the University 
of Rochester will in a few years be housed 
on one of the finest campuses of the 
country. 

At a meeting of the citizens, the needs of 
the university were outlined and a 
committee of citizens was appointed to 
assist in raising $10,000,000, seven million 
for buildings and three million for endow- 
ment for the college of Arts and Sciences 
of the new University of Rochester. 

The new ten-million-dollar University 
of Rochester Medical College is now under 
construction and with this additional 
money for the arts college, Rochester will 
soon have one of the leading universities 
of the country. 


Merchants Talk of Conven- 
tion 

Rochester shoe men are looking forward 
to the convention of the New York State 
Retail Shoe Dealers to be held at the 
Hotel Utica, Utica, N. Y., September 4 
and 5. 

William Pidgeon, Jr., former president 
of the State Association, is actively boost- 
ing the convention and already hasagood- 
size delegation pledged to attend the 
convention. To boost the convention, the 
Rochester Retail Shoe Dealers’ Associa- 
tion will hold a meeting during August. 





Pretty Shoes of Today 


“Aren’t the shoes of today perfectly 


lovely?” asked the girl with the blue kid 
sandals and the stockings to match. And 
just one glance proved the truth of that 
statement. 

“But I do not know whether it is the 
looks of the shoes that I like best,’”’ con- 
tinued the girl with the blue kid sandals, 
“tor whether it is the softness of the leather, 
or the prettiness of the pattern, or the 
way they fit. I guess I must like my pretty 
blue shoes for all these reasons. They are 
so different from the shdes that I wore 
when I was a child. 

“I had my first pair of grown-up shoes 
when I was 16, and I remember it just 
as well as if it were only yesterday. They 
were boots. I put them on, as proud as 
a peacock. I took them off after an hour, 
to rest my feet. I tried them again. This 
time, I wore them almost two hours, 


before I had to take them off. I almost 
cried because the shoes hurt my feet so 
much. But, after a few days of wearing 
I was able to go about in them fairly 
comfortably, or at least, without wincing 
every time I took a step. 

“Shoes of today are soft on the feet. 
Some girls like them because they are of 
such pretty colors, and match frocks so 
nicely. Others like them because of their 
fascinating straps. But I think I like 
them best because they are so light and 
easy on my feet. Really, when one walks 
all day long, one must depend upon his 
feet considerably.” 


Another Argument for 
Walking 
The old town of Marblehead furnishes 
an argument for “Walk and Be Healthy.” 
Samuel S. Preble is the party of the 
argument. He is 94. Soon, he will cele- 
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brate his 75th wedding anniversary. And 
he expects to make his hundredth birth- 
day the red-letter day of his life. He walks 
a mile a day. That is his prescription for 
keeping active and hearty at 94. And just 
to put a little pep into his daily exercise, 
he climbs a hill every time he takes a 
walk. 

Mr. Preble has already bought and 
worn out more shoes than did Dr. Hol- 
yoke, who was one of the longest lived 
men in America. He hopes to beat the 
record of Methuselah, who, having been 
the oldest mortal on record, must have 
worn out more shoes than any other 
mortal. 


Retail Merchants’ Outing 


New Bedford, July 31. The annual out- 
ing of the New Bedford Retail Shoe Deal- 
ers’ Association was held July 18 at Fort 
Phoenix, Fairhaven. Approximately 250 
attended the event, 50 retail shoe stores 
being represented. A baseball game and 
other sporting events were held. The com- 
mittee in charge included: George Davis, 
chairman, Jean La Francois, David Lebeau, 
Homer Fredette, Alex Forsythe, Joseph 
Pimental, Clifton P. Tuell, Ottey Leeman, 
John F. Lannigan, Andrew y and 
George — 


The Sunaitent Shoe 


Whether it be or not the smallest shoe 
in the world may be an open question, 
but it is certainly the smallest shoe ever 
seen in the North Shoe district. It is not 
as long as the thumb of a lady’s hand, nor 
as wide, either. Yet it is a thoroughly 
made shoe, and if Hop o’ My Thumb, 
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or any other tiny mortal, were about 
today, he might wear it. 

Those little shoes, made for the midgets 
at the style show in Boston, were giant 
shoes compared with this tiny little shoe. 
James Parrott of Lynn made this tiny 
shoe, which may be the world’s smallest 
shoe. He made it all by hand, some time 
ago, and he gave it to the Essex Institute, 
to keep as proof of the rare skill with 
which craftsmen work. 


Tut’s Sandals Had No 
Counters 


It is said that Lynn has the largest shoe 
counter factory in the world. But let that 
remark go as a matter of local pride, and 
add the thought that Lynn is certainly a 
large producer of shoe counters. 

The main purpose in these few short 
paragraphs is to say that the counter is 
a most important part of a shoe. For 
example, the girl of today treads grace- 
fully and safely because a counter holds 
her shoe tightly to her foot. But the 
daughter of the desert, even the princess 
of semi-civilized tribes, shuffles along 
awkwardly, because she has no counter 
in her shoes, and her shoes keep slipping 
at the heel. 

“The main difference between the 
Egyptian sandal of 1923 and the sandal 
of Tut-Ankh-Amen,”’ says a Lynn counter 
man, “is that the sandal of today has a 
counter, and is a sure fitting shoe, while 
the sandal of the mighty monarch had no 
counter and was a sure slipping shoe.” 

All of which is told to show the worth of 
good counters in good shoes. 





NEW ORLEANS 


Heavy Rains Retard Shoe Business 


White Shoes Leading in Women’s Patterns— Log Cabin on 
Strap Models Are Popular 


UE to the longest rainy spell that 

has been experienced in years, the 
retail business, especially the shoe busi- 
ness, has been poor during the month of 
July. Continued rains have influenced 
women to remain at bome rather than 
brave the disagreeable rains in shopping 
tours. Sales of men’s shoes have likewise 
suffered, because men have been content 
to wear old shoes and also preferred to 
postpone shopping missions until abate- 
ment of rainy weather. 

Vacation time has also served to retard 
sales. However, women have bought white 
shoes at intervals. Men are showing a 
marked liking for black oxfords and are 
also buying patent leathers freely: 

Log cabin and Mandalay colors on 
strap patterns and gorings are predicted 
as good models for fall selling. 


Shoe Store Notes 


The Schiro Shoe store has sold the lease 
on a building at Canal and Ramport 
Streets. The company will move its store 
to a near-by location. 

Feibleman’s announces plans of building 
at Shreveport, La. 


Increase in Business 


Keen competition among the salesmen 
at Jacobs’ resulted in sales of shoe 
accessories increasing. They were given 
five per cent additional in wages on all 
finding they sold. An increase of 300 per 
cent in sales of this type of merchandise 
resulted. 








SuRPASS LEATHER @. 











The One 
Waterproef 
Leather That 
Takes and Re- 
tains a Polish. 


CREBSE & COOK (0. 
Tanneries at Danverspert 95 Seuth St., Besten, Mass. 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
‘ Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 




















7... oe F. E. JONES, Treas. 
Ww. G. ONALD. Vice-Pres. 


F. E. JONES Co. 
FANCY COLORS 


MAT KID — 


95 SOUTH ST. BOSTON, MASS. 

















118 








| Where to Buy 


Shoe Ornaments 











- 


The ornament illustrated here con- 
verts one and two straps and plain 
pumpeiate latest styles. Obtainable 
n allleathers and color effects. We 
Specialize in leather and fabric cov- 
ered buckles, plain or beadea. Also 
bows. Send for samples. 


EDW. E.KAHN CO. 


291-2953 ADAMS STREET BROOKLYN. N.Y. 














Price Deliveries Quality 
Special assor!men! rhine- 
stone shoe ornamen's. 12 
pairs in individual velvet 
covered boxes. 8 pair but- 
ton covers. 4 pair pins. 
Price $5.40 per box 


KAHN & BUICK, INC, 








For Good Silk or Cotton Tassels, 
Bows or Ornaments 
WRITE TO 


The Vanity 
Novelty Works 


1261 Atlantic Avenue 
Brooklyn, N. Y. 








D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 


PROVIDENCE - - - RI. 











— _ 
4,3 mark of 


600d shoe buckles 

ever since I9O5 
L.ALTERSON & CO. 
Ww New York 


43,1" 


lO? W 54 St 








Where to Buy 


Boys’ Shoes 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
‘ DANVERS, MASS. 








INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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One Thing a Bank Cannot Legally Do 
To a Depositor 


KANSAS reader sends in the follow- 
ing, which is of the highest impor- 
tance to every business man who 

borrows money from banks:— 


A bank’s customer sends a clerk toa 
bank for, deposit. This bank holds a 
note of the customer's, which is not due 
for several days after the money (or 
rather check) is sent for deposit. The 
bank, without sending any notice or 
calling the customer’s attention in any 
way to the matter, simply transfers the 
money on deposit and applies it to the 
note, returning the cancelled note with 
cancelled checks when the customer's 
bank book is balanced. Is such a pro- 
cedure legal? The bank gave no notice 
at all and instituted no proceedings in 
law when it did this. It happened that 
the note was not due when the deposit 
was received and I do not know whether 
interest was charged on the note to the 
due date or not. Would the legal aspect 
be changed if the note was past due 
when the deposit was received? 


Question of Damages 


Another case is similar. A bank’s 
customer gave a merchant a check for 
$25 and showed this merchant a 
deposit slip made that day showing the 
money was in that bank to cover the 
check. The merchant presented the 
check, but the bank turned this check 
down, saying there was not sufficient 
funds to cover it on deposit. Naturally, 
the merchant went back to the man who 
gave the check. The latter then said 
that he had a note for $100 at that 
bank which would be due in just a few 
days and the bank told him it was 
holding all he had on deposit until the 
note was due and would apply it at the 
time it was due, and for him not to give 
any checks against the account as they 
would not be paid. Was that action 
legal? Could the bank’s customer, 
whose check was refused, marked 
“insufficient funds,” recover damage 
on account of the bank’s refusal? 

I have known of a number of cases 
similar to these two just mentioned and 
some say they are legal and some not. 
It looks to me as if that sort of thing 
would give a bank an undue advantage, 
since it would in effect be making it a 
preferred creditor when it had made no 
effort to be preferred, other than the 
accident that its business made it 
familiar with its customer’s affairs. 

H. B. Smith & Son. 


ET me answer these questions in their 
order. A bank has loaned money to 
John Smith on his note. The note is due 
June Ist. On June 1st Smith has on deposit 


with this bank enough money to cover it’ 
The bank has a legal right to apply the 
deposit to the payment of the note. As a 
matter of fact, if there are other people on 
the note, it is not only the bank’s right, 
but its duty so to apply the deposit, 
provided the depositor is the person 
primarily liable on the note. If it doesn’t 
do it the endorsers can hold it responsible. 
This is so even if the deposit isn’t sufficient 
to cover the note; the bank must take 
what there is. 


Depositor Must Know 


Outside of South Carolina the banks 
need not give notice to the depositor before 
it does this. He is supposed to know when 
his note comes due, and is also supposed to 
know of the bank’s legal right to apply the 
money on hand to the payment of the note. 

This is the law even if John Smith is 
insolvent. If John Smith goes into bank- 
ruptcy owing his bank $1,000, and the 
bank holds $1,000 of John Smith’s money 
on deposit, the bank can pay itself in full 
out of the deposit and thus gets 100 per 
cent, as a preferred claimant. If the 
deposit is $500, the bank can appropriate 
that and file a claim in bankruptcy for the 
remaining $500. 

VERYTHING said above is also 
true as to deposits coming into the 
bank’s hands after a note or a debt is due. 
If something is still due on the note and 
the maker of it or whoever owes it makes 
a deposit, the bank can appropriate it to 
the payment of the note. 


A Dangerous and Illegal Act 


It is not true, however, as to notes not 
yet due, and the bank that appropriates a 
deposit, or holds it to protect itself against 
a debt not yet due, is doing an illegal and 
very dangerous thing. If a note, for 
instance, were due on June Ist, and the 

_maker of it had a deposit on May 25th 
sufficient to cover it, the bank is legally 
bound to pay all checks that come in 
against the deposit between May 25th 
and June Ist, even though they exhaust 
the fund and completely destroy the bank’s 
security for the payment of its note. If it 
plays safe by holding up a deposit several 
days ahead of time, it is committing an 
act of trespass against the depositor, and 
is liable to him in damages. I know that 
many banks do this, and I have often 
wondered that some depositors didn’t 
make them sweat for it. 

If a deposit is made in an assumed name, 
the bank can still deduct the amount of a 
note from it, if it knows that the person 
owing the note is the actual owner of the 
deposit. 

(Copyright, May, 1923, by Elton J. 
Buckley, Esq., 643 Land Title Building, 
Philadelphia, Pa.) 
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Fighting Proposed Increase in 
Freight Rates 


That the shoe manufacturers of New 
England are strongly and unitedly opposed 
to any increase in existing freight rates on 
nails and tacks was clearly brought out at 
a hearing before the New England Freight 
Association held in Boston July 24. 

The hearing was on the proposed 
cancellation of present commodity rates 
on iron and steel articles from or to 
stations on the New York, New Haven & 
Hartford Railroad and affiliated lines to or 
from stations on the Boston & Maine and 
Maine Central railroads, affecting a 
considerable number of shoe plants. The 
substitution of class rates for these 
commodity rates would mean an increase 
of from 19 per cent to 92 per cent L. C. L., 
and from 9 per cent to 32 percent, C. L. 

For the shoe shippers there appeared in 
opposition T. F. Anderson, Secretary of 
the New England Shoe and Leather 
Association; C. B. Baldwin, Traffic Man- 
ager of the United Shoe Machinery 
Corporation; B. J. Rounds, Traffic Man- 
ager of the Cushman-Hollis Co., Auburn, 
Me.; C. H. Davis, Traffic Manager of the 
W. H. McElwain Co., Manchester, N. H., 
and J. J. Cummings, Traffic Engineer of 
the New Hampshire Manufacturers’ 
Association. 

All of these witnesses emphasized the 
fact that, while nails and tacks may be a 
comparatively small part of the finished 
product, the shoe industry of New Eng- 
land cannot view with complacency any 
further burdens in the way of transporta- 
tion costs. 

Incidentally, it was pointed out that 
already there has been an enormous 
increase in the quantity of footwear 
shipped out of New England through the 
joint medium of auto-trucks and coast- 
wise steamship lines, without any recourse 
to the New England railroads. 

The committee took the matter under 
advisement. 





Making 2,000 Pairs Daily 


Marlboro, Aug. 1—The newest addition 
to the Marlboro manufacturers, the Ross 
Shoe Co., has now perfected all factory de- 
tails and has started operations. This con- 
cern is composed of Ross E. Myers, presi- 
dent; Ambrose Ganes, vice-president, and 
Phillips Nichols, treasurer. Orville W. 
Myers, brother of Ross, is a director in the 
company. 

Ross Myers has been connected with the 
shoe business for the past 20 years, having 
formerly traveled the Middle West for 
W. L. Douglas Shoe Co. He has a large 
following in the trade; is very familiar 
with that section and he will, moreover, 
cover a greater part of that section to- 
gether with the large city trade. Ross will 
also be sales manager of the new concern 
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ROSS F. MYERS 
President of new Ross Shoe Co. 


and because of his wide experience should 
be able to make a great success of his new 
venture. 

Ambrose Ganes, more popularly known 
to the trade as “Am” Ganes, will act as 
vice-president and is to travel South, 
carrying also the line of Conrad Shoe Co. 
““Am’”’ needs no introduction to the trade, 
but his long connection aud experience in 
the shoe business bodes only success for 
the new concern. 

Orville W. Myers has had a wide experi- 
ence in the shce field, having traveled for 
W. L. Douglas Shoe Co., and more re- 
cently for Levie Shoe Co., of Chicago. He 
will cover Illinois and surrounding states 
for the new concern and will also carry the 
Conrad Shoe Co., whose line he has been 
carrying for some time past. 


0.W. MYERS 
Director of Ross Shoe Co. 


11 


Frank A. Carlson of Conrad Shoe Co., 
is in general charge of the factory with 
Harry E. Flaherty, who will be the buyer 
of upper leather. Both men are very ex- 
perienced in their respective lines. 

The Ross Shoe Company will manufac- 
ture men’s popular priced Goodyear welts 
with a factory output of 2,000 pairs daily. 
They are located on High Street. 





Most Shoes Not Repaired— 
Particularly Novelties 


A Philadelphia retail merchant points 
out the fact that most of the shoes being 
sold today never reach the repair shop. A 
great many of the shoes being bought are 
cheap shoes retailing at prices around $2. 
They are frequently of such quality that 
they are not worth repairing. At any rate, 
they can be replaced with new shoes at 
prices only slightly in excess of a good re- 
pair job. The fancy novelties do not get to 
the repair shop because they are replaced 
with some other style before they are worn 
out. 


Where to Buy 


Engraving and Printing 
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TOLMAN PRINT, INC. 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201-South Street Boston, Mass. 
Telephone Beach 4960-4961 
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OUR BIGGEST SELLERS 
3 W’s Lenox 


For the school season. They are proven 
sellers wherever they are shown. 


Ready for Stock August 15 








These sturdy shoes for misses 

and children will be rapid sell- 

ers for you from late August 

until early October. Cash in 

on the annual demand for fall 
Pat. Chrome, Field Mouse Top footwear for school children. 
3 Bar Collar, Rubber Heel, ear 


330—11 Ke to 2, .DSE. “rubber hel ve eeeee = $3.08 Pat. Chrome, Field Mouse Top 
332-853 heel, 75 ; ; 
234—4 tS, D&E. band curs, opring heel, . $2.08 — ~*~ wen Pat. 
Same in Tan Calf, Smoked Elk Top =e ar, Machay 
8510—Grow. Gir & D, rubber hi 455—Misses, 1134 to 2, D & E, rubber heel, . . $2.90 
nandeanipdedaedes 456—Child’s, 844 to 11, D & E. rubber heel... 33 
—~M isses, 1154 to 2, D & E, rubber heel, $3.08 457—Child’s, 8% to 11, D & E, spring heel,. . $2.65 


SSeS ee, WEIMER, WRIGHT & WATKIN CO. 


237—Child's. 4 to 8, D & E, wedge heal, tnd torn, 35 S. SECOND STREET, PHILADELPHIA 




















Note the Screw Top 
Cover. No Leakage. 


— READY NOW 
For 
Your White-Shoe Trade 


The reputation built in years past by Liquid Blanco is today 
ns ae a valuable merchandising asset to retail shoe merchants. The 
— Tn name “Blanco” is signal of the best white shoe cleaner available. 


for cleaning while 
There is also much demand for the well-known cake dressing 
in white. This product is also made in khaki and web colors. 


LAING-HARRAR « « CHAMBERLIN 


Sole Agents for the U. S. A. 
PHILADELPHIA - ~ PENNSYLVANIA 
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SHOR TRAVELER ® 


This Department is conducted by Helen M. ‘Haney, Associate Editor 


N.S. T. A. Style Committee Most Active 
Chairman Frank B. King Telling Retail Merchants How to Sell More Pairs— National 


RANK B. King, chairman of the 

N.S. T. A. Style Committee, visited 

Boston the week before last to confer 
with the other members of the National 
Committee and outlined with them poli- 
cies for fall selling such as have been ad- 
vocated by the members of the Joint 
Styles Committee of the allied industries. 
Mr. King addressed the Illinois Shoe Re- 
tailers’ Association along these lines at 
their recent convention held at Decatur, 
Ill. He has also been asked to address the 
members of the Wisconsin Shoe Retailers’ 
Association at their convention, to be held 
in Milwaukee, August 7, 8, and 9. Mr. 
King will tell them how they can sell more 
pairs. 

The Fashionable Woman Needs 14 Pairs 


Mr. King is a very strong advocate of 
more shoes being sold by the retail shoe 
merchants through the vogue of the right 
shoes for the right occasion, and for the 
various costumes of milady. Mr. King 
stated that he fully coincides with the 
theory of John Slater, president of the 
N.S.R.A., that nobody is properly dressed 
unless he or she has shoes for every func- 
tion for which a change in costume is ne- 
cessitated; that absolutely no tan shoes 
should be worn after six o’clock at night. 

He also agrees with President Slater's 
statement in regard to the number of shoes 
that a well-dressed woman’s wardrobe 
should carry. For instance, in riding boots, 
Chairman King feels that there should be 
three kinds—one for rough wear, while 
on the chase; one when on the bridle path, 
for light recreation, and one for full dress 
parade—in all, at least fourteen pairs of 
shoes are necessary “to keep company” 
with the costumes of the well-dressed 
woman—in her activities from morn ‘til 
night. 

A Good Americanization Program 


Charles W. Morrill, chairman of the 
Legislative Committee of the N.S. T. A., 
and Gordon Goldsmith of the same com- 
mitteé, held a conference in Boston two 


Plan Big Scope of Work 


weeks ago, at which were discussed various 
issues pertinent to the welfare of the shoe 
traveling fraternity, as well as to all trav- 
elers in general. These men talked over 
plans for the speedy operation of inter- 
changeable mileage and the repeal of the 
Pullman surcharge. Another matter con- 
sidered by this council was Americaniza- 





JOHN E. O'BRIEN 
who travels for the A. J. Bales Co. 





tion, this referring not only to the Ameri- 
canization of the alien, but to the Ameri- 
canization of Americans. These men con- 
sidered this a very important topic; it is 
also being stressed at this time by various 
chambers of commerce throughout the 
United States. It was brought out as a 
result of this conference that by talking 
Americanization in their travels, the mem- 
bers of the National Shoe Travelers’ Asso- 
ciation can, through their influence in the 
various sections of the country with the 
many people whom they meet, and by co- 
operation with various associations of 
traveling men, bring about a greater love 


Pd 


for America, a higher respect for law and 
order, and the elimination of any tendency 
to Sovietism or Bolshevism. It is the in- 
tention of the N. S. T. A. to encourage 
Americans to inculcate into the minds of 
all with whom they come in contact the 
proper interpretation of American liberty. 


Hotels Should Post Rates 


Messrs. Morrill and Goldsmith also dis- 
cussed a matter started by the national 
office that bills be introduced by the 
various locals in their states, requiring 
hotels to post conspicuously in each hotel 
room their rates; and that hotels should 
not be allowed to change their rates with- 
out proper advance notice to the hotel 
commissions in the different states; also 
that the hotels send sufficient advance 
notice to the Secretary of State, or to a 
commission appointed by the state, of 
changes in hotel rates. 


Lower Rates from Transfer Companies 


Work is now going on among the various 
transfer companies throughout thecountry 
to enact special rates to members of travel- 
ing fraternities; and to safeguard against 
the abuse of the privilege of this.concession 
that each person checking a trunk at re- 
duced rates be requested to show his paid- 
up membership card, assuring the trans- 
portation company that he is a bona-fide 
commercial traveler and therefore entitled 
to these special rates. It is stated that many 
transfer companies in the United States are 
at the present time acting according to 
this method, which has proved so satis- 
factory that inquiries have been coming 
into the office of the National Secretary 
concerning these concessions and the 
names of the companies granting them. 


John M. Meggett on Trip 


John M. Meggett who covers Penn- 
sylvania and Ohio for Harry E. Adams of 
Haverhill, left Boston last week on a three 
weeks’ trip through his territory. 
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Repco Makes Shoes Look New 


* ete is a liquid enamel __ lac or other gummy substance— 
which restores that much but materials that protect the 
desired newness to sole edges _ leather and prolong its life. And, 









and to heels. best of all, Repco clings any 
Your customers prefer Repco to and evenly to the surface. It 
any other brand of enamel be- _—_does not rub off. 





cause Repco is easily applied Repco is made in every stylish 
without danger of soiling hands —¢olor—white, ivory, light gray, 
or clothes. dark pray. champagne and Ha- 
Repco coniains no varnish, shel- —_ vana brown. 


















For Sale by Shoe Finding Jobbers 
UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 
J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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Firestone-Apsley Salesmen 
Hold Conference 


The Firestone-Apsley Rubber Shoe Co. 
salesmen held a most interesting three 
days’ conference on July 18, 19, and 20, at 
the Hudson factory. Many of the salesmen 
have been identified with the trade for a 
great number of years, but they state that 
never have they attended a conference 
conducted with such thoroughness or with 
such satisfying results as the one just held. 

The conference was held in a special 
room of the factory, where was ex- 
hibited the raw material and its various 
processes until the completed product 
was reached; there was also a fine dis- 
play of the advertising carried by, the 
company. The portion of the room set 
aside for the discussion was arranged in 
forum form. L. A. Brown, vice-president 
of the company, in his opening address, 
welcomed the salesmen to the first general 
sales conference. Vice-President Brown 
told them that the combination of the 
Apsley and Firestone interests had brought 
together the knowledge and experience of 
38 years of rubber footwear manufactur- 
ing, also the advantages of modern manu- 
facturing methods and modern mer- 
chandising. 

Salesmen Royally Entertained 

Ex-Congressman L. D. Apsley, who was 
present at the six o’clock dinner July 18, 
extended a welcome to the visitors and 
introduced Representative Glazier as the 
Mayor of Hudson, who extended the key 
to Hudson to Sales Manager Cressinger. 
After the dinner, the salesmen were given 
a reception at Mr. Apsley’s home, and 
later were driven to Lake Boon Lodge, 
their attractive headquarters during the 
conference. 

The next day, an inspection of the plant 
took place, followed by conference with 
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M. LOHEN 
Who travels for the Diamond Shoe Co., covering 
in connection with M. W. Glickman, Philadel- 
phia and nearby _ also Western New 
ersey. 
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branch managers. H. V. Sproat gave a talk 
on “Waste in Industries’; Alden Strong 
talked on “Finances, Credits and Collec- 
tions’; C. H. Baker talked on “Standardi- 
zation”; J. A. Sheridan discussed ‘‘Fire- 
stone-Apsley Rubber Heels’’; J. H.Matt- 
son of Babson’s Statistical Organization 
talked on “The Business Outlook.”” H. G. 
Cressinger talked on “Selling Efforts and 
Canvas Footwear in 1923-24.” 

In the evening, the assembly gathered 
at Lake Boon Lodge, where a most en- 
joyable banquet took place. As Presi- 
dent Apsley commenced his business life 
as a traveling salesman before the age of 
sixteen, his personal experiences of those 


123 


days proved most interesting to the 
assembly. 

At the conclusion of the conference, the 
salesmen enjoyed an extensive automobile 
ride over Massachusetts’ North Shore, 
“topping off’ the performance with a big 
dinner at Nahant. 


Juvenile Salesmen Hold 
Conference 


The shoe salesmen for the Juvenile Shoe 
Corporation spent the week of July 22 in 
conference at the Carthage executive 
offices preparing their lines and exchanging 
ideas for the coming season’s business. 

This is a semi-annual event. During the 
convention, they were guests of honor at 
the weekly luncheon of the Chamber of 
Commerce at Carthage. Following the 
meal, they were introduced by J. S. Barrie 
sales manager for the company. Each made 
a short talk when called upon, expressing 
high regard for Carthage and its people. 
They also took occasion to laud the Ju- 
venile shoe line and several of the men 
spoke of their opportunities to spread the 
fame and good name of Carthage. Each 
expressed himself as much pleased with the 
prospécts of the four factories and left for 
his territory filled with renewed vim, vigor 
and vitality. 

The following is the list of Juvenile 
salesmen and territories covered: H. R. 
Estes, Northern Illinois; L. R. Ream, Ohio 
and Michigan; John Allen and son, Jr. 
Allen, Iowa and Nebraska; F. B. Gross, 
Missouri and southern Illinois; F. M. 
Johnson, Minnesota, Wisconsin, and the 
Dakotas; E. C. Robbins, Indiana and 
east central Illinois; T. J. Spiers, Penn- 
sylvania; F. L. Van Arsdale, Arkansas and 
Mississippi; Herman Hohl, mountain 
states, J. R. McMahan, Kansas and Okla- 
homa; P. G. Hill, Texas. 


A group of the Firestone-Apsley Rubber Shoe Company salesmen who were in attendance at the sales conference, July 18,19 and 20,“‘snapped”’ just oulside the Hudson factory 
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PEAKS OF PERFECTION 
BENJ. ROTHMAN Inc. 









































_ Shevidan-Plaza 


Can be made on any 


last or heel and in any 4 H I Cc A G Oo 


leather or color. 








Sheridan Road at Wilson Avenue 
Uptown Chicago’s Most Favored Hotel 








For your greater comfort, on your next visit to 

Chicago, come to Hotel Sheridan-Plaza on the 

ROTHMAN SHOES of artistic perfection — oor — epee ef to ag 

. aches, golf links, par ridle paths. In 

are designed to attract the eye of women the center of a rich retail district where are 

who follow closely the changing modes of some of the finest boot and-shoe shops in 
‘ Chicago. 





_— F wee 


_— = 


footwear. 

, Whether on business or pleasure, for a week, 

In each of our styles there is a strong sug- month or year, not’ elsewhere can you 

gestion of what future fashions will be. Add location or accommodations better suited to 
your comfort and enjoyment. 


[ =o = 


to this top-grade materials plus art crafts- 
manshipand you havethzhappy combination. Five hundred rooms, each with private bath. 
that brings new sales and repeat sales. poten ew See eee oe ebay pers gi 
far-famed Narcissus Grill (cafeteria), patron- 
ized by thousands daily. 


Ss sae = 


Eighteen minutes from downtown; elevated 
express trains; surface cars; motor busses to and 


. from downtown, through Lincoln Park, stop at 
BENJAMIN ROTHMAN INc the door. Exceptional garage accommodations. 
Manufacturerf of 
WOMEN'S HIGH GRADE FOOTWEAR 
43 ‘TO: 4] - WEST: IOUS - STREET: NEW: YORK 
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EDWARD W. SKINNER 


Who covers Pe: lvania, Baltimore and Wash- 
ington for the Baker-F ield Shoe Co. 





Skinner With Baker-Field 


Edward W. Skinner, recently with 
Ziegler Bros., has now taken over the line 
of the Baker-Field Shoe Co., of Bridge- 
water, Mass., manufacturers of men’s and 
boys’ Goodyear welts. 

Mr. Skinner will cover Pennsylvania, 
Baltimore and Washington, a territory 
from which he has been absent for a num- 


ber of years but which he formerly covered - 


for Burt & Packard of Brockton prior to 
his transfer to the Pacific Coast territory 
for that house. 

Very many members of the trade in 
Pennsylvania and the two above-named 
cities will remember Mr. Skinner, who is 
looking forward with great pleasure to 
meeting them again, particularly since he 
feels that his renewed acquaintance will be 
to their profit as well as his own, this be- 
cause of his enthusiasm concerning the 
Baker-Field line. 


James Francis Cogan Dead 


James F. Cogan, son of the late Bernard 
H. Cogan, passed away at the Faulkner 
Hospital on July 11. At the time of the 
younger Mr. Cogan’s death, his father 
was dangerously illand newsof the younger 
man’s death was surpressed that it might 
not hasten his father’s death, but this oc- 
curred July 27. 

James Francis Cogan was a young man 
of thirty-six years. During the World War, 
he was a member of the intelligence corps, 
serving overseas for 17 months and since 
the armistice he had charge of the in- 
side of the factory and also covered var- 
ious sections of the country for his house, 
including the Middle West. 

He is survived by his mother, two 
brothers, George H. and Bernard S. and 
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two sisters, Misses Bernardine and 


Beatrice. 


Beacon Salesmen Hold Three 
Days’ Conference 


The salesmen of the F. M. Hoyt Shoe 
Co. held their seventeenth annual con- 
vention at the factory on July 23, 24, and 
25. For the greater facilitation of business, 
the men were divided into five groups, with 
President H. E. Slayton, Secretary A. B. 
Jenks, Vice-President T. E. Cunningham, 
C. H. Geissler, L. Allen and W. B. Grant 
in charge of the various groups. 


A Constructive ** Meet’ 


President Slayton made the address of 
welcome to all groups at 9 o’clock on Mon- 
day morning, July 23. The following sub- 
jects were covered by the following men: 
‘H. E. Slayton, “Business Conditions’’; T. 
E. Cunningham talked on “‘Men’s Line”’; 
L. Allen, “The Women’s Line”; A. B. 
Jenks “Beacon Policjes”; C. H. Geissler, 
“Selling Beacon Accounts”; W. B. Grant, 
“Advertising.” Factory inspection and 
individual appointments were also features 
of the get-together. 


Entertainment de Luze 


At the close of Monday’s conference, 
automobiles were taken to the Intervale 
Country Club, where a clambake and 
smoker were enjoyed. At the close of 
Tuesday’s conference, there was a banquet 
at the Derryfield Club. The open forum 
and general discussion took place in Con- 
vention Hall, under the direction of H. E. 


Slayton. 


R. A. Head with 
C. H. Alden Co. 


R. A. Head, formerly sales manager 
for the Standard Felt Shoe Co. of West 
Alhambra, Calif., as well as salesman in 
the Southern States for the W. H. Mc- 
Elwain Co. and district manager for 
Cahn, Nickelsburg & Co. of Los Angeles, 
has recently made an affiliation with C. H. 
Alden Co., and will cover from Denver 
west to the Pacific Coast with an up-to- 
the-minute line of men’s and boys’ welts. 

Mr. Head is a high-grade salesman. He 
is a native of California and a graduate of 
its university, class of 1910. 


James Forrest with © 
A. G. Walton Co. 


James T. Forrest of Lewiston, Maine, 
formerly with Ault-Williamson Shoe Co., 
in New Engiand, is to represent the A. G. 
Walton Co. line in Texas. Mr. Forrest left 
last week for his territory. Mr. Forrest is 4 
young man, a hard worker and a good 
salesman in every sense of the word. His 
friends all predict that his first trip for 
his new connection will be a most satis- 
factory one. 





P. F. DURHAM 
Who travels Oklahoma for the Battreall Shoe Co. 





Durham Says Business on 
Upward Trend 


P. F. Durham travels for the Battreall 
Shoe Co. Mr. Durham reports from Mc- 
Alester, Oklahoma, that he has found 
business conditions much better this 
season, in fact, that the merceants are more 
optimistic with reference to fall business 
than formerly. He says that while the 
heavy and continued rains have retarded 
purchasing somewhat, the buying has been 
more liberal than at any time since the war 
period. It is Mr. Durham’s opinion that 
business conditions are on an upward 
trend, and that this fall will find us having 
better conditions than we have had for 
several years. Mr. Durham is an enthu- 
siast for his line. He writes as follows: 

“The No. 1966 Haskell Oil Boot is con- 
structed out of tan boarded stock with 
twelve (12) iron soles and with the very 
best insoles, sole leather boxes and counters 
which give it great wearing qualities You 
ask why it is necessary to build this an 
eight inch boot. In answer to this will say 
that the tool dresser must have an eight 
inch boot or more in order to protect ankles 
from flying sparks and hot scales from the 
bit. Another reason that this boot is a 
favorite is because it does not absorb the 
oil, being made from a special leather with 
a dressing that keeps out both oil and 
water. 

“‘We are possibly the first manufacturers 
to build an eight inch boot for oil field 
workers. This boot has such a wonderful 
reputation for wear that the rig builders 
and teamsters as well as the tool dressers 
wear this boot, in other words, the name 
Haskell is a by-word among oil field men, 
consequently it is a hard matter to sell 
them any other kind of boot.” 
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FASHIONED BY BRAUER 
Attractive Patterns Over Perfect Fitting Lasts 


BRAUER BROS. SHOE. @. SUR" 
Fashioners‘of Women’s Novelty Footwear 
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“Dalton” Shoes have characteristics which 
make them rapid retailers. You can get a 
turnover on “Dalton” shoes which will 
throw the line on your profit chart upwards. 


Stock No. 518 
PREMIER LAST 
Ruby Red Oxford. Wingfoot Heel. Six Rows Vamping. 
NO. 418 
As above in Black Ivory Calf. 


Send for Stock Style Catalogue 


The Dalton Company, Inc. 


Makers of Fine Shoes for Men and Women 
BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 209 South State Street 
1618 Republic Bidg. 











PREMIER LAST 
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‘“Wholesalers Who Buy Pretty Shoes 
Will Sell Them”’ 


66 HOLESALERS who buy pretty 
shoes will sell them,” says Harry 
Hamburger, who sells the whole output 
of Harry E. Adams to the wholesale trade 
of the United States. ‘““Harry”’ spends the 
greater part of his time at the Boston 
office, 143 Lincoln Street, designing all of 
the women’s up-to-the-minute welt lasts 
and patterns for his house, but takes oc- 
casional trips over the country to see how 
his customers are moving his creations. 


The 7-8 Inch Heel Popular 


It is Mr. Hamburger’s theory that today 
there are no set ideas as to patterns; the 
whole proposition being that if a shoe has 
style merit, it need not correspond in any 
way to some other pattern. His trade he 
finds are buying for September a medium 
weight sole in straps and oxfords—‘all 
fancy stuff,” he says, in log cabin, nutmeg 
brown, medium shades of gray, black 
suedes and patent leather, with heels of 
7-8, 11-8 and 13-8. Many of the young girls 
liked the 7-8 inch heel so well during the 
summer that Mr. Hamburger’s customers 
feel that they will wear them this fall. 

As to rubber toplifts, he says, 90% of 
women’s shoes are carrrying them. 


“Off with Old, On with New” 


“Harry” believes that the novelty 
game is one of the best features that the 
shoe business has experienced for some 
time, because more pairs are needed and 
repairs are not being as often considered. 
A popular slogan of the women of today 
seems to be, “Off with the Old—On with 
the New.” 


C. F. Emerson in Chicago 


C. F. Emerson of Craig, Reed & Emer- 
son, Inc. Brockton, Mass. left his factory 
for Chicago on Tuesday of this week, 
where he will stay a short while to call on 
his trade. Mr. Emerson sells the product of 
his line of men’s welts, including golf shoes 
to the wholesale trade and chain stores. 
Messrs. Reed and Craig remain at the 
factory to look out for the production 
and take care of the incoming orders. This 
concern has been in business for about 
three years. Before making his present 
affiliation, Mr. Emerson had a road ex- 
perience of about 18 years, traveling for 
the Ralston Health Shoe Co. and L. A. 
Crossett, Inc. 


Paul Widder with Bloomfield 
Shoe Co. 


Paul R. Widder, for many years a valued 
member of the R. E. McDonald organiza- 
tion, has become Sales Manager for the 
Bloomfield Shoe Co., Inc., of Haverhill, 
Mass., manufacturers of ladies’ McKay 
specialties and novelties. He is located at 
183 Essex Street, Room 508. 

When the announcement came of Mr. 
McDonald’s move to St. Louis, Mr. Wid- 
der was one of the old guard who reluc- 


tantly left his chief of many years’ stand- 


ing, to remain in the city and the market 
which has always been his business home. 


PAUL R. WIDDER 
Sales Manager Ge Boe Gsid Shee Co., Ine., 
se d Haverhill = 
Mr. Widder was one of the most pdpular 
of the McDonald organization, and his 
many friends in the shoe fraternity will 
wish him success in his new connection. 


D. P. Gallagher Covering 
Middle West and South 


D. P. Gallagher, who covers the whole- 
sale trade of the country for the John J. 
Ryan Shoe Co., with office at Room 212, 
139 Lincoln Street, started Monday on a 
four weeks’ trip to cover his customers in 
the Middle West and South. Mr. Gallagher 
has been kept very busy with visiting 


Photo by Waid . 

D. P. GALLAGHER 

Who covers the wholesale trade of the country for 
the John J. Ryan Shoe Co. 

buyers during the month of July at his 

Boston sample room, office, Room 212, 


139 Lincoln Street. 
““Boys’ Styles Resemble Dad’s”’ 


He reports that the trade is buying 
freely on his line of boys’, youths and little 
gents’, medium-priced McKays and Good- 
year sewed shoes, and that the new styles 
for little men, which each season are grow- 
ing more like father’s, are moving well. 
“For the fall, boys like to wear highshoes,”’ 
said Mr. Gallagher, “and the month of 
September is always a good one for the 
merchants on boys’ school shoes. My trade 
seems to be aware of this fact.” 

Mr. Gallagher, although a very young 
man, is a good salesman and has a large 
following in the trade. He is a great favo- 
rite with the bunch at the old United States 
Building, who report that the reason for 
his popularity is because he is a near re- 
lative of the celebrated Mr. Gallagher of 
“Mr. Gallagher and Mr. Shean’”’ fame. 


“Joe” Jellerson Has 50-Year 
Sales Record 


Joseph Jellerson, known to the boys at 
139 Lincoln Street, Boston, as ‘‘Joe,”’ sells 
the Wood & Smith, Inc., line of infants’ 
McKays, sizes 3 to 8, 4 to 8, and 5 to 8 
to the wholesale trade. “Joe” travels the 
country over and has a wide acquaintance 
with the jobbing trade, which he “‘fesses 
up” that he has covered for the last fifty 
years. 

Mr. Jellerson says that the little folks 
will wear fancy top bands on their high 
shoes this fall and winter and that bright 
colors, even in infants’ shoes, will be popu- 
lar. Mr. Jellerson’s son, Stephen Oakes, is 
the head of the Carroll-Jellerson Shoe 
Company, Inc., of Norway, Maine. “Joe” 
says that he is very fond of Maine and 
spends much of his time there, although he 
was born in the old Bay State. 
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Marvelous Sport Shoe Making | 


ALL THE STAMINA A SPORT SHOE 
SHOULD HAVE WITH FEATHER WEIGHT 


(PATENT PENDING] 


Made by Keith’s Tenderfoot Welt Process. Can be had in High or Low 
Cut patterns, in tan leather or snappy combinations. Plain toe, soft cap 
toe, or box toe as desired. Crepe soles of course. 


‘\ FOR GOLF -- FOR TENNIS —- FOR HIKING 
MEN’S AND WOMEN’S STYLES 


> 7 This shoe weighs less than a pound. 
The ordinary sport shoes weigh a 
pound and over. This shoe has made a 
tremendous impression on all who 
have seen it. It was the center of 
interest at the recent Boston Shoe 
Style Show. It is an admitted 
success. Your customers are waiting for this shoe. Get your 
order in now as there is every indication that we are going 
to be decidedly busy taking care of orders. 
ISN’T IT 
A BEAUTY ? 


The Preston B. Keith Shoe Company 


Brockton :-: (Campello Station) 








Why tanners of smooth, white 
leathers recommend Cinderella 
White Kid Polish and Cleaner to 
the shoe manufacturers to whom 
they sell their leathers. 


THENe 


Guess why over 100 slipper 
manufacturers mail-order Cin- 
derella Silver Slipper Cleaner. 


’ Retailers sell these polishes put 
up in attractive packages for 
home use. 


Produced by 
EVERETT & BARRON CO. 
Providence, R. I. 


Makers of highest quality 
footwear finishes 


Fer Profit fechtes Dest. Fill Out 
and Send Coupon 








ANNOUNCEMENT 


On July 11, 1923, we bought out Patent No. 
1,419,034 for the HOOK BAR used for shoe 
buttons to slip under the strap, and the 
entire rights from the Fishel-Nessler Co. 
of New York City. 


ALL ROYALTIES paid to Fishel-Nessler 
Co. must now be transferred to us from the 
above date, and all TERMS to be referred 
to us. 


WE WARN all manufacturers, dealers and 
retailers not to make or sell any ornaments 
with a bar that infringes on our patent. Any 
bar with a notch or a straight bar with a cut- 
out is an absolute infringement. 





Do not Try to Infringe—It will not Pay You 





We have Respected the Validity of this 
Patent and We Expect Others to do Likewise. 





LOOK FOR THE BAR WITH THE C. & G. ON IT 


C. & G. MANUFACTURING CO., Inc. 
Manufacturers of 
RHINESTONE SHOE ORNAMENTS 
and other Up-to-Date Novelties 


117 Point Street, - - Providence, R. L 
NEW YORK OFFICE, 37 Maiden Lane 
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Summer Profits in Felts 


Baseball! That’s what the boys are thinking about in 
summer. Increase your sales in felt footwear by appeal- 
ing to the sport-loving boy. 


Here is a popular Dolgeville style with a baseball scene 
on the toe and all the other features that have made 
Dolgeville a standard for the best in felt shoes. Display 
this shoe in windows and on counters. 


There are many other Dolgeville numbers with particu- 
lar selling points for the summer trade. 


Extend your winter profits through these warm months 
by seasonal Dolgeville Felt Footwear. 


DOLGEVILLE FELT SHOE COMPANY 
Dolgeville, New York 
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B-323—All Patent Colt Two-Strap Pump, 
Trimmed with Black Kaffor Kid, 12-6 Covered 
Block Wood Heel. Hand Turn we $5.75 





B-324—All Black Satin Two-Strap Pump, 
Trimmed with Black Ooze Calf, 12-8 Covered 
Block Wood Heel. Hand Turn $6.00 


Five Fall Patterns 


IN STOCK 





B-321—All Black Ooze Two-Strap Pump, 
Trimmed with Black Kaffor Kid, 14-8 Covahet d 
Spanish Wood Heel. Hand T urned. . 86.35 


- 





B-322—All Dark Brown Ooze Calf teeta 
Pump, Trimmed with Brown Kid, 14-8 —— 
Covered Wood Heel. Hand Turn.... .. 








SIZES AND WIDTHS 
AA 4:,8 Biecss ae 
B. c,&D ‘ 2',-8 
Terms: Net 30 Days 


B-317-——Beige Suede Two-Strap Pump, Field 
Heel. Hand Turn... 





JOY, CLARK & NIER, Ine. 


ROCHESTER, N. Y. 


NEW YORK OFFICE, 127 DUANE STREET. MURRAY KLEIN. 


Mouse Kid Trim, 15-8 aes Covered Wood 
$6.50 











LITTLE SHOES—IN STOCK 





Fairy 140 
White Calf Grecian Sandal 


White Sheep Quarter Lined. Turn 


Fairy 40—Infants’, No Heel, 90 Last, 
Plain, D 1-5 $1.55 
Fairy 140- Sper Wedge Heel, 90 
Last, Plain, C-D $1.90 
Fairy 240— Cage's Spring Heel 91 
Last, Plain, C-D 84 -ll $2.35 
Fairy 340- ele, "Lew Heel, 91 Last, 
Plain, C-D 11% -2 cool 85 





Patent Leather—Panel Strap 


White Sheep Quarter Lined. Turn. 
Fairy 139—Children’s, Wedge Heel 
~D 3-8 $1.80 


Petes 239—C hildren's, Spring Heel, 

-D 8% -l1l $2.20 
Faley 339—M ines, ‘Low Heel, C-D 
11% -2... $2.70 





White Calf 
Bar Strap Sandal 
active numbers for the present season. iit 
urn 


They will round out your stock for 
late summer selling—and win both  gebtin sso—cnuaren's, wease i 


These styles are among the most 


Goblin 440—Infants’, No Heel, 2S 2-5 


profit and customers for you. 


GRIEB SHOE MANUFACTURING CO. 


PHILADELPHIA, PA. 





309 ARCH STREET : 
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EVALIAUES, 


3 


VN 


UGUST is the great preparatory month for a 

real fall business. September results will be 
largely determined by what you do now. In keeping 
with our policy to be always on the firing line with 
turn novelties that sell, we direct your attention to our 
very latest number. Imagine the charm of this full 
satin slipper with just a touch of trimming in black 
suede. It balances beautifully with the fashionable 
dresses which the woman of fashion will don this fall. 
Other combinations of leather and fabrics produce 
striking effects on this same last. 


Witherell &§ Dobbins (Company 


Quantity Producers of Quality. Shoes 
Haverhill, Bass. 


Boston Office, 110 Lincoln Street 


The W & D Line Is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 
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The NEWS and 
NOTHING But the NEWS 





ABP STANDARD No. 4 


‘**To refuse to publish ‘puffs’, free reading 
notices or paid ‘write-ups’; to keep his 
reading columns independent of ad- 
vertising considerations, and to 
measure all news by thisstand- 


ard: ‘Is it REAL NEWS?’ ” 











all the information 
about them and 


ATHER sweep- 
ing in its pro- 


visions but  neces- their goods which 
sary if our papers are to hew to the will aid you forming intelligent 
line marked out by Standard No. 1 decisions. 


of our decalogue, which provides 
that a member of the A B P must 
“Consider FIRST the interest of the 
subscriber.” 


It is the business of your business 
paper to bring you this news, but to 
present it wholly from the stand- 
point of its NEWS value to you. It is 
the avowed purpose of every A B P 
paper to keep its news columns free 
and clear of the least taint of ad- 
vertising considerations. 


This does not mean that a publisher 
may not print news about manufac- 
turers and their products, and men- 
tion both by name. The makers and 
vendors of raw and finished products 
in this field are a part of the indus- The interests of the subscribers must 
try, a vital part; you are entitled to be paramount. 


WHAT IS THE ABP, ANYWAY? 


It is a voluntary organization of independent trade, 
technical and class publications, in this country and 
Canada, banded together to promote the highest possible 
publishing standards. Membership is contingent 
upon the acceptance and maintenance of its standards. 








THE ASSOCIATED BUSINESS PAPERS, Inc. 


JESSE H. NEAL, Executive Secretary 
HEADQUARTERS: 220 West 42nd STREET NEW YORK CITY 








The Boot and Shoe Recorder is a member of the A. B. P. Inc. 
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BLACK SATIN FANCY 
CROSS STRAP 

















HE leadership 

of the Dingley 
Foss Shoe Company 
in the field of fabric 
footwear is the re- 
ward of intelligent 
specialization. 


We sell tothe whole- 
salers only. 

















DinGLey Foss 


SHOE ComPANY 
FABRIC SHOE MANUFACTURERS 
AUBURN MAINE 


BOSTON OFFICES 54LINCOLN ST. 
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London 


Boston 
ERNEST JACOBY HENDERSON, FORBES & CO., Ltd. 
79 Milk Street 


F. R. HENDERSON & CO., Inc. 


111 BROADWAY, NEW YORK CITY 


(rude ‘Rubber 


IMPORTERS OF PLANTATION SHOE SOLE 


Cable Address Crepe Rubber HENDERSON BROS, Led. 


REDSONDER, NEW YORK 
LIEBER’S A. B. C. 5th Edition -Private Codes HENDERSON "BROS., Ltd. 














SHOE BUTTONS Fine Calf Leathers 


- hg Guay 

res ater Pearl 
White Manufacturers of 
Black 


nd = 
at . Velvetta Calf 


Shanks guaranteed for machine sewing. If you cannot Tuscan Calf— 
mee ag = buttons from your jobber, write us and we will , 

supply the Russia Calf— 
Prices and — sent on request. 


HAWKEYE PEARL BUTTON CO. Strictly Fine Full-grain Calf Leather 


New York Office Muscatine | HUNT-RANKIN LEATHER CO. 
930 Broadway lowa 106 Beach St., Boston, Mass., U.S.A. 
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APPROVED BY GREELEY 
MEDICAL MEN BOUDOIRS 


As a ae hm me for * gable of 
wing children and as a fu venti- 

lated shoe, the Burkley Ventilated Foot Are not to be looked 
eveloper ig unexce' Well-known i i - 

surgeons recommend its use. ae = the light of or 


Make your stock of dinary boudoirs. They 

— compete We are different and you'll 

yeh recognize their excell- 

for immediate action. ence in the first order 
BURKLEY Kid. "36 pair lots you open up. 


SHOE CO. — 
1156 No. Main St. If Your Jobber Cannot Supply You, Write Us. 


Brockton, Mass. A. W. GREELEY .°*. Haverhill, Mass. 











GROPING IN THE DARK 


Time was when the purchase of advertising space was a “blind groping in the dark.”’ 
Advertisers had no means of checking a publisher’s statement of circulation and often 
these figures were unreliable. 

In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder Groulation. Our records 
are audited by the Audit Bureau of Circulations. 
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STOCK 


a a oe oes 


OUR TRADE MARK 
Registered U. S. Patent Office 


CAHILL’S 


ANATOMICALLY CORRECT 
ARCH BRACE SHO E— 
FOR WOMEN 


carries the make of a high standard of 
quality. To your customer it means the 
assurance of health, comfort and wear. 
To you it means quicker turnover and 
thus more profit. And to us it means an 
obligation to live up to high standards 
of quality and service in manufacture. 
IN STOCK—Heels, 1”, 114’, 1 6-8”; Sizes: 3 to 10; Widths, A to D, 
Black Kid $5.00: Brown Kid $5.50 
Made in four weeks, 2% to 10, AAA to EE, 
Our salesmen are now in their territories. Write or wire us 
and one will call without obligation. 
The CAHILL SHOE Co. 


Cincinnati. Ohio 


IIc 


OOOO ee 


eo 


= ee le a 
JOO ee ec eee 
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Shoe Laces: 
OLD RELIABLE” Brands 


Mercerized and Cotton 


“™*RADCLIFFE”’ Narrow, Flat, Tub, Mercerized 
: ‘““YALE,”’ Round, Mercerized 
“> “DUDLEY” and “C,”? Round 


Your Jobber Can Supply You 


FRANK W. WHITCHER CO. 


Boston, Mass. MFRS. Chicago, II. 








135 


ne eee 


| IN STOCK 





90c 


Women’s black cabretta, one strap, 
turn sole, rubber heel 


No. 600 





Case lots only. No sample pairs. 
Sizes: 3-8; 4-8; 5-8; 4-7. 
F.O.B. Cincinnati. Net 30 days. 


Altman & Minces 
CINCINNATI, OHIO 


diesen 


“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 











| 
| 
| 
| 
| 
| 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution— 
needs capable salesmen; young men between the ages of 25 
and 35 years who have had thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, now 
operates 371 retail stores in 29 states. We sell dry goods, shoes, 
notions, clothing and furnishings for men, women and children. 
We do a strictly cash business. Our sales in 1922 were $49,- 
035,729. We opened 115 stores in 1920, 9 stores in 1922, and 
will open 104 stores this Summer and Fall, making a total of 
475 stores in 33 states in operation this year. 


By industry, study and determination your progress will 
be rapid in our organization. Under our experienced managers 
you are trained to become a manager. When you have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest suc- 
cesses come from the ranks of average men. What we need 
are young, healthy and capable salesmen who have had 
thorough experience in a small or medium-size department 
store, or are experienced in general store work in special lines. 
The investment of money is not necessary for your success 
with us. The financial backing of our company is ample. 
Briefly, this is our proposition—tested and proven over a 
period of 21 years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability you 
learn the greater possibilities of co-operative effort. 
Your progress depends upon your ability and effort. 

As our new stores are opened, managers are selected 
from our sales force. 


When you make a success of the management, 
you are sold a one-third interest in a new store and 
become its manager. You may afterward acquire a 
partnership in other stores which are the outgrowth 
of the one in which you first received a financial in- 
terest. If you do not possess the capital to purchase a 
one-third interest in a new store, the money is loaned 
you by the J. C. Penney Company, and you repay it 
from subsequent profits of the store. 


Write today for our booklet, “Your Opportunity,” which 
fully explains our plan. Give your age and number of 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to 


J. C. PENNEY COMPANY, INc. 


Wm. M. Bushnell, Manager of Employment, 
Star Building, St. Louis, Mo. 





Ask Yourself 


These Questions! 


If you want the maximum of advertising results, ask your- 
self these questions when selecting mediums: 


What is the evidence of READER INTEREST? 
Is the paper essential to its field? 


Is reader interest proven by voluntary paid sub- 
scriptions? 

Are the paid subscriptions audited by the Audit Bu- 
reau of Circulation? 


(Twelve Thousand “Boot and Shoe Recorder” 
paid subscribers are audited by the Audit 
Bureau of Circulation.) 


Is the character of the paper verified by the Asso- 
ciated Business Papers, Inc.? 


(The character of the ““Boot and Shoe Recorder” 
is verified by the Associated Business Papers, 
Inc., of which it is a member publication.) 














J 


Study Chiropody 
the coming profession 
This rapidly growing, dignified, highly profitable profession 
offers men and women unexcell tunities. Demand 
for chiropodists greatly exceeds th . This college is 
the largest and best equipped school in the world teaching 
this subject. Day and evening classes leading to degree— 
Doctor of Surgical Chiropody. Excellent faculty of leading 
chiropodists and physicians. Largest Foot Clinicin America. 
School occupies entire 4-story bldg. 10th successful year. 


Write today for booklet in which graduates who were for- 
mer shoemen tell how they are earning from $5,009 to $15,000 per year 
practicing this interesting profession. We will also send you catalog, 
giving complete information relative to chiropody and this college. 


MAIL COUPON TODAY 
Illinois College of Chiropody, 
1327 North Clark Street, Chicago. 
lemen: 1 id. book telling how 
your —— — = eet eE OID to 4b 000 pee 4. a your 
catalog. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 

















BUSINESS REVERSES 


Mobile, Ala.—Christian C. Krogh, general 
merchandise, reported petitioned or petitioner in 


ar Sa 
Ala.—B. G. Byrd & Son, boots and shoes, 
etc., reported petitioned or petitioner in bank- 


 - Ala.—J. H. McClendon & Son, 
general ndise, reported petitioned or peti- 
tioner in bankrupt 
Prescott, Ariz. ~~ L. Tribby, boots and 
asking general extension. 
Fla.—Chip! Leather Mfg. Co., 
tanners, repor: 


reported asking genera’ 

Chicago, Ill—Hamton Shoe f 
boots and shoes, reported petitioned or petitioner 
in bankruptcy 

Amelia En lander, 411 South Clark Street, 
women’s clothing and leather een 
titioned or petitioner in ban 

Whitehall, [1l.—Branna & Whiteside, ‘boots and 
shoes, reported petitioned or petitioner in bank- 


ru 
Tocince. Me.—Chadwick Heel Co., heel manu- 


facturers, cumhaneqene —sanpentes 
ton, Mass.—Julius Cohen (Public Clothing 
pn 580 a Street, ts and shoes, 
npates polis or petitioner in comer 
Walter E. Sargent bp 1 Wash- 
ington Street, boots and oy “reported 
petitioned or petitioner in_bankruptc 
Lawrence, ass.— is Slovin, So Essex 
Street, boots and shoes, reported _ ee and 
offering to compromise at 25 per cen 
Woburn, Mass.—Buckle Bros., ~on novelty 
manufacturers, renorted petitioned or petitioner in 


nkrupt 
Prattville, Mich.—F. J. Crisp, general mer- 
petitioned or petitioner in 
“Minn. —Guy Harper, 


or me general mer- 
andise, reported ass 
Echo, Minn. i in. boots and shoes, 


assigned. 
Minn. 7 —— Bros., general 


ise, reported assi 
chandi Minn Ibert M 
merchandise, re 

Red Wing, Minn.—Erik Olson, Olson’s Boot 
Shop, boots and shoes, reported offering to com- 
Promise at 25 per cent. 

Wolf Lake, Minn.—David Wirkkanen, general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Parma, Missouri—David Salkoff, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy 

Reno, Nev.—Reno 4 Shoe Store, boots 
and shoes, 

Clifton, N. J. Pietro arzio, boots and shoes, 
etc., reported meeting creditors 

Newark J. = & Kandel, 
Supreme =". Co., Street, boots on 
shoes, reported meeti coodieenn called. 

Strump & Co., Market and Halsey Streets, 
department. store reported petitioned or 
petitioner in Renbsagtey and receiver ap- 
poin 

New York City—Weidman Co. Inc., 221 Fourth 
Avenue, importers and e . reported peti- 
tioned or petitioner in 4 

New York City—Benjamin Schaefer (Kay Le 
Shoe Shop), 2028 Amsterdam Avenue, boots and 
. meeting of creditors called. 

New York City—John Zupa, 220 Eighth Avenue, 
ts and shoes, reported meeting of creditors 


New York City—Trinity Luggage shop, 70 
Trinity Place, trunks, bags, etc., reported peti- 
tioned or petitioner i in mticy. 

tein, (Max Finkelstein) 628 
ae 725 Sixth ak ee leather goods and 
itioned or petitioner in 
pa and ee ies pak wy 
ay! Sandler, 91 Bowery, boo a and shoes, 
reported itioned or bankrup' 

——4 RY Y—-Julios K —— 1602 Moreald 

Avenue, ts and shoes, shoes, reported petitioned or 


petitioner in bankruptcy. 
Brooklyn, N. ip Rose, 99 eS Siest, 
boots -and~shees, reported meeting of 


Albany, N. Y.—Gamsu Bros. Inc., department 


shoes, 
Chipley, 


Magnuson, general 





store, reported petitioned or petitioner in bank- 


ruptcy. 
- N. J.—Matthew Ruhner, 64 Broad- 
way, rubber goods, reported petitioned or petitioner 


nkruptcy. 
Lackawanna, N. Y.—Joseph Lahood, boots and 


, ete., reported petitioned or petitioner in’ 


Pergo K aoe. Johnson, general mer- 
Glenfield, N. D— 
assigned. 
DG. O. Rauk & Co., general 


 rporied assigned. 
Jamestown, D.—Davis Mercantile Co., 
Morris S. Davis, proprietor, general merchandise, 


re) assi; q 
Ardmore, Okla.—Family Booteries Inc., boots 
and shoes, reported petitioned or petitioner in 
bankruptcy. 
‘ Columbus, Ohio—C. & E. Shoe Co., shoe manu- 
acturers, receiver appoin 

Salem, ‘Ohio— Salem Bargain store, general 
oe reported petitioned or petitioner in 


Tiffin, PD hio—O. J. Cripe Shoe Aw boots and 


shoes, etc. . = receiver a) in 
Frederick, Okla.— William y, Ray’s Depart- 
ment store, boots and shoes, — reported peti- 
tioned or petitioner in bankruptc 
Grand F .—C. E. yi & Co., general 
petitioned or petitioner in 


Philadelphia, Penn.—Timothy J. Carey, 5400- 
5402 Delancey Street, ts and shoes, reported 
“as to compromise at 50 per cent. 

Philadelphia, Pa.—Freud Marks Department 
Store, 831-833 South Street, 841, 843-845 South 
Street, Sees meme, reported. offering to com- 


Pa~ Lottie Steinberg, 328 Market 
on aopeenell asking gen- 


xtension. 
McAdoo, Penn.—Alfred K. Schneiderman, boots 
and shoes, etc., reported petitioned or petitioner in 


ptcy. 

Steelton. Pa.—Herman Jacobs, boots and shoes, 
etc., reported petitioner or petitioned in bank- 
ru 

eoteign, Pa.—Simon Joseph, boots and shoes, 
etc., reported petitioned or petitioner in bankruptcy. 

Tyrone, Penn.—Harry Bender, general mer- 
chandise, reported petitioned or petitioner in bank- 
ruptcy. 

‘awtucket, R. I.—Samuel Goldberg, boots and 
shoes, etc., reported petitioned or petitioner in 
bankruptcy. 


gH Heaney, general mer- 


Bryant, 8. D.—Bryant C rative Co., gen- 
eral merchandise, reported petitioned or petitioner 
in bankruptcy 

San hateuln, Texas—C. T. Peterson, boots and 

" reported petitioned or petitioner in bank- 


ru 

ry Texas—The Boston store (Sol 

a proprietor) boots and shoes, etc. 
offering to compromise at 25 per cent. 

inden, Texas—Sloan Taylor, neral mer- 

on, reported petitioned or petitioner in bank- 

y and receiver appointed. 
wn, Texas—Farmers Mercantile Co., 
Inc., general merchandise, petitioned or 
petitioner in ba: a 
Hunti . Utah—Bowen Mercantile Co., gen- 
eral entice, petitioned or peti- 


tioner in 
> ve honky SG. Na & Co., boots and 


oy 
ah t—Ralph H. Harris, general mer- 


chandise, reported petitioned or petitioner in bank- 


ruptcy. 
‘est Allis, Wis.—West Ly: Boot Shop, 6313 
Greenfield Avenue, boots and shoes, reported peti- 
tioned or petitioner in 
BUSINESS CHANGES 


Cal.—A. Dorenbaum (Bellflower 
alae area boots and shoes, etc., 


succeeded = 

Los .—John ome 2053 West 
16th Street, —— and shoes, succeeded by 
Alfred Gabrielgon. 


by 


Santa Barbara, Cal.— Philip fi + 5 boots 
and shoes, reported succeed Weeding. 

Durham, Conn.—F. L. Atwell, eco ‘and shoes, 
etc., succeeded by Atwell Bros 

Fort Lauderdale, Fla.—The Oliver Bros. Co., 

sneral merchandise, reported succeeded by Pioneer 

ment store. 
ugusta, Ga.—S. Steinberg Pietabeng' 's Depart- 

ment store) reported oo selling or sold 

Chicago, nblum io. “e749 West 
North Avenue, boots and shoes, partnership dis- 
solved, succeeded by Harry Rosenblum 

Marseilles, Ill. |— Joseph Zebrack, boots and 
shoes and repairing, reported sold or closed out 


business. 
Wheaton, Ill. —Theodore Pawlik, boots and oom, 
gto. reported by Th Paw! 


acento, Iowa—Hall & Ward, boots and shoes, 
en succeeded by George R. Edwards and 
Clayton Hall. 
umeston, come C. L. — boots and shoes, 
etc., reported selling or sold 
Boston, Mass.—F. G. Collins Shoe Co., boots and 
shoes, name changed to John Davis Shoe Stores, 


Inc. 
Fall River, Mass.—F. L. Hervey & Co., Inc., 
leather belting, incorporated $100, 
Haverhill, ass. ce Wood Heel Co., 
heel manufacturers ——" —y $10,000. 
Felstiner-O’ 7-0’ Connel Shoe Co., shoe manu- 
. O'Connell retired. 
Co., shoe manu- 


an, ‘boots and 
business. 





bona’, Neb. tee Macoy Dubin Co., 
boots and opens, etc Macoy retired, suc- 
ceeded by Hi ershberger-Dupin Co. 

Elizabeth, N ac Garfield, 64 First Street, 
boots and “LS etc., reported sold or closed out 
business. 

Jersey City, N. J.—Federal Leather Co., leather, 
incorporated $250,000. 

Isaac Grief, 236 Old a f= Road, boots 
—_ shoes, reported succeeded by Nathan Lef- 
owitz 

Paterson, N. J.—W. Duksza, 242% River Street, 
boots = shoes, reported succeeded by Alexander 


R 
—y en, N. J.—David Dumoff, boots and 
shoes, etc., reported succeeded by Ben Freedman 
New York City—Barnett Cohen, 110 West 
Broadway, wholesale boots and shoes, re; 
or closed ou 


t business. 
David ileinberg, 113 Monroe Street, boots 


and shoes, sold or closed out business. 
Unger’s Bootery, 1556 Broadway, boots and 
= 4 gue succeeded by Arnold's 


tery, 
Brooklyn, N. "¥.—Cratt Shoe Co., shoe manu- 
facturers, incorporated $25 
Brooklyn Arch Preserver Shoe Shop, manu- 
facturers of boots and shoes, Inc., $30,000. 
Jacob S. Katz, 236 | 14th’ Street, shoe 
manufacturer, ii ted $10, 
Harry Tosk, “(Fifth Avenue Boot. Shop) = 
Fifth Avenue, Soot and shoes, reported sel 
ing or sold out. 
Rochester, N. Y.—Dugan & Hudson Co., manu- 


acturers of shoes, increased capital to $350, 000. 

Reading, Penn.—F. G. Collins Shoe Store, Inc. 
731 Penn treet, psapestes succeeded by John David 
- Stores, I ~ 

ingsport, enn. —Kingsport 

eral merchandise, reported oa ee ~yy J. ” Fred 
Johnson & Co., Inc. 

Charleston, Ww. ‘Va.—Buster Brown Shoe Cow 
bests and shoes, reported filed voluntary dis- 

ution. 

oe, Wis.—J. J. Ripple estate, 599 Mit- 
chell Si , boots and shoes reported 





Per Day 


, and upward 


is one reason for the rapidly 
growing popularity of the 
otel Martinique. 

Another is the consistent 
economy of the entire estab- 
lishment. Here you may enjoy 
a Club Breakfast at 45c., con- 
sisting of Fruit or Cereal, Bacon 
and Egg, and Rolls and Coffee 
—Special Luncheon and Din- 
ners of superior quality are also 
served at the most moderate 
possible prices. 

No location can be possibly 
more convenient than that of 
the Martinique. One block 
from the Pennsylvania Station 
(via enclosed subway) — Nine 
blocks from Grand Central— 
one block from the greatest 
and best Shops of the City— 
half a dozen blocks from the 
Opera and the leading Theatres 
—and directly connected with 
the Subway to any part of the 
City you wish to reach. 


gest without 
‘sh Hotel * 
Martinique 
Affiliated with Hotel MAlpin 
Broadway~32"%0 33” Sts, 
NEW YORK 
A.E.Singleton, Manager. 
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STORE LADDERS 
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WHAT TO DO 
When It’s Hot 
COME TO 


The Ambassador 
Atlantic City 
Where It’s Cool 


Guests sleep under blankets 
every night in July and August. 
Best bathing beach on Atlantic 
Coast. Guests dress in hotel and 
go direct to surf. 


The Ambassador 


The World’s Most Beautiful Re- 
sort Hotel—famed for food, service, 
hospitality 


Reservations by wire or letter 
Write for Illustrated Booklet-—Dept. 


Tue Amsassapor Horets System 
The Ambassador, New York 
The Ambassador, Atlantic City 
The Ambassador, Los Angeles 
The Alexandria, Los Angeles 














The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
Ne. i, 3, 8 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac 
tive fixture for the store, also 
along wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Ga eS - PEAS ANAAAIAAS 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 














SHOE STORE 





WINDOW DISPLAY FIXTURES 


The OSCAR OQNKEN CO. 
1181 4th St. CINCINNATI, OHIO 











Every Shoe Store Needs 
a pair of 
“MANCHESTER” 
(Trade Mark Reg. U. 8. Pat. Off.) 
CURVED JAW CUTTING 


_ NIPPERS 


The only nippe 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


“‘Manchester”’ 
Trade Mark Reg. U. & 
Pat. Off. 


nip are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
- , 

e sure and specify 
Genuine 
“MANCHESTER” 
curved jaw when or- 

dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 
Patentees and Manufacturers 


Boston, Maas. 


Chicago Branch 
161 W. Lake St. 
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issue: 
Space 1 time 

i ' $3.50 
a 7.00 


cass 12.00 10.50 
din... 16.00 14.00 





Recorder rates for space less than one-eighth page per 


7 times 13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each insertion. 
Minimum amount accepted, seventy-five cents. ‘ ; 
“Want” advertisements, seven cents per word for each insertion. 

Minimum amount accepted, $1.25. j 

received up to noon on Tuesday of week of publication date. When 
advertisers desire answers to come in care of this office, twelve words 
must be allowed in each advertisement for address. When advertisers 
desire replies forwarded direct to their address, each word of the 
address must be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


For other 
Ads under this heading will be 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ANTED—Salesmen to sell our line of misses’, 
children’s and infants’ turn shoes and sandals, 
leading styles in stock, can be carried with non- 
conflicting line. Territory, Ohio, Indiana, Michi- 
gan, Southern and some of the Western States, on 
commission basis, address with references. Lock 
Box 186, Orwigsburg, Pa. 
ARGE DEPARTMENT store and chain store 
trade. Man for middle west and one for Pacific 
Coast. Haverhill novelty turn line with high grade 
reputation. Address E142 care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 
GALESM EN for Middle West territories for the 
fastest growing Wisconsin made line of Children’s 
Hi-grade stitchdowns made under new process. No 
objections to non-conflicting line. Must finance 
themselves. Replies strictly confidential, but must 
tell us who you are, and what you are doing. Line 
ready about August 15. Address E143 care t & 
Shoe Recorder 207 South Street, Boston, Mass. 


SALESM EN for a real snappy condensed specialty 
line branded ladies’ si osiery. Sold with a 
guarantee to the dry goods, shoes and —— 
shops throughout the country. Easily carried. 
State territory covering and line now handling. 
Address K-525, Boot and Shoe Recorder, 127 
Duane St., New York, N. Y. 
WANTED Pye Brockton manufacturer an ex- 
perienced New England salesman. An a 
tunity for a first-class man experienced in selling 
shoes to the best retail trade. This ition is 
opened only to a live man with a following in New 
England who is looking for a strong line of New 
England made shoes to retail at $6.00, $7,00, $8.00. 
To one that can qualify a liberal drawing account 
will be allowed. Address E-127, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 
SALESMAN WANTED—High caliber salesman 
for Pennsylvania, Maryland and Virginia who 
can sell a merchandising proposition on men’s fine 
shoes. Orthopedic experience desirable. Well-k nown 
manufacturer offers unusual opportunity to grow 
and make money—a different proposition. Answer 
fully stating qualifications and experience. Address 
E-181, Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 
WANTED—high-powered salesmen only to sell 
_"" a line worthy of representation of big produc- 
ing road men. 15 styles of men’s ular priced 
dress welts to retail at $5.00 with all the style and 
uality any well posted retail buyer could ask for. 
n addition to these popular priced dress 15 
styles of men’s unlined wel di weight of re- 
tanned and Elk leathers, with workmanship like 
dress shoes. Entire line has been reconstructed. 
Every style built on new ideas of the season. Com- 
plete line carried on floor B to E. Strictly 6 per cent 
——- basis. Some — a ey —.- 
‘ta unless you are a big producer. Bradley 
& Mes joey Milwaukee. Wis. 
SALESMEN WANTED: Live-wire men with es- 
tablished trade in New England, Middle West 
and South West to carry our infants soft soles and 
infants and childrens turns in connection with 
present line. Also our new “‘Easy-Walk” a combina- 
tion soft sole and first-step turn. New and a win- 
ner. Line is old, well known and popular priced. We 
pay hi it commission and want applications only 
rom ucers. Give full particulars in first letter. 
J.J. MacMaster. Rochester. N. Y. 
WANTED—Live wire commission men who can 
produce results to sell our line of up-to-date 
novelties in children’s turn shoes. Sizes 1/5 and 
5/11. Turns only. Line ready August 1. 6 per cent 
commission. Quality Shoe pany, 110 Clifford 
Ave., Rochester, N. Y. 



































THE BOARDMAN SHOE CO. has sev- 
eral openings in the South, West and 
Middle West for experienced salesmen, 
with established trade, to sell women’s 
novelties and staples in stock, on 
straight commission. Give full details 
and references in first letter. Address 
564 Atlantic Ave., Boston, Mass. 




















Men’s Slippers and Comfort Shoes 


Wanted: Reliable salesmen calling on established trade. Quick selling 
lines of Stock Shoes with big commission, only live ones and workers wanted. 
Territories west of Pennsylvania. Replies considered in confidence. Ad- 
dress E-140 care Boot & Shoe Recorder, 207 South Street, Boston, Mass. 





SALESMAN WANTED—High caliber salesman 
for New York and New Jersey who can sell a 
merchandising proposition on men’s fine shoes. 
Orthopedic experience desirable. Well-known manu- 
facturer offers unusual opportunity to grow and 
make money—a different proposition. Answer fully 
stating qualifications and experience. Address E- 
177, care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


WANTED—Would like to hear from A No. 1 
salesmen who sell good trade only, to carry 
our line of children’s turns. 1-5 first-steps, and 
regular sizes, 5-8, 814-11 and 1114-2. Following 
states open: Washington, —o— alifornia, Kan- 
sas, Missouri, Tennessee, aeaeey. Colorad 

Arizona and New Mexico. Also New Englan 

States. We pay 6 per cent commission. Flexible 
Shoe Company, 36 St. Paul St., Rochester, N. Y. 








SALESMAN for side line of Western made men’s 
/ dress welts, retailing at $5. Twenty styles are car- 
ried in stock, in best selling widths. Fourteen samples 
packed in one small grip. Give full references in first 
application. Address , care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


E have several territories nm for fall season 

starting about Au 1. Fifty styles of men’s 
dress welts, to retail from $5 to $7.50, all carried 
in stock in best selling widths. Give full references 
in first letter. Rohn Shoe Mfg. Co., 414 Fourth St., 
Milwaukee, Wis. 


ANTED A TOPNOTCHER to sell ““THORO- 
#00D” men’s and boys’ lined and unlined 
work and semi-dress shoes nailed and welts. Balti- 
more and nearby territory is open for such a man. 
Must have car and know the trade. Commission 
basis, stock carried on the floor at Albert H. Wein- 
anes >- 68 Hunters Point Avenue, Long Island 
ity, ° 


R the Met litan district. Experienced man 
now employed will be open about August 15 for 
an in stock line for this territory. Address K532, 
care Boot and Shoe Recorder, 127 Duane St., New 
York. 
LEATHER SALESMAN WANTED 

WANTED by an important leather manufacturer, 
a practical, experienced upper and fancy 
leather salesman who is thoroughly acquainted 
with Brooklyn and New York City shoe manu- 
facturers and their requirements; must be of good 
character and address. We have a good position for 
a |g —-. State age,, experience - 
salary expected. mdence positively 
confidential. Address P. O. Box 888, City 

Hall Branch, New York. 


-TTENTION of salesman who wants a rapid sell- 
ing line. Some choice territory open for men 
who are interested in a short line of fine welts made 
in the Brockton district to retail at $5.00 and $6.00. 
We give 6 per cent discount in 10 days to the trade. 
Six per cent for selling. High-grade workmanship 
and lity in these shoes that will make lasting 
friends. Settlements of commission made every 
week. amyl cent on d | on 
1yments i i 




















e ° 
voice. Several styles in stock. Ad- 
dr E176, care Boot and Shoe Recorder, 207 
. ith St., Boston, Mass. 


, E would like to hear from salesmen wishing 

side line of up-to-date shoe novelties and spats, 
on commission sis. State your territory and 
reference in- your first letter. Address E175, care 
Boot and Shoe Recorder, 189 West Madison St., 
Chicago. 











A Real Job for 
A Real Salesman 


If you have sold shoes in the states of 
Indiana, Kentucky and Ohio, we can 
offer you one of the best selling oppor- 
tunities in the business. e want a 
man that can work; who will give us 
business, not excuses; who will be big 
enough to please the customer and 
back up the house at the same time. 
The proposition is straight commission 
with no advances, but there is enough 
in the territory right now to make the 
job a safe bet. There is nothing easy 
about it. Hard work of the average kind 
and persistent effort will bring more 
than average results. We make men’s 
and women’s shoes on special order or 
in stock, to retail from $5 to $8. 

Tell us all about yourself, particularly 
your age, whether you have a car, pre- 
vious and present connections. Be sure 
to submit references and a recent 
photograph. Address E159, care Boot 
and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 














ANTED: Experienced shoe salesmen for men’s 
and women’s high grade departments. State ex- 
perience, reference and salary expected. Address 


H. > Colgrove, K. W. Watters Company, Buffalo, 
N. Y. 





MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 


are made in a great man 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 


save the wear and 


hy 4 for oun et cate, 
owl styles 
ladders —\ well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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SALESMEN WANTED 


LINE WANTED 





FOR SALE 





SALESMAN WANTED—High caliber salesman 
for New England who can sell a merchandising 
Proposition on men’s fine ic experi- 
case Gastvante. Well-known manufacturer offers un- 
usual opportunity to grow and make money—a 
different proposition. Answer fully stating wualifice- 
tions and experience. Address E-178, care 
Shoe Re er, 207 South Street, Boston, Mass. 


LY E wire salesman to sell short Lepocieny Une ¢ line * 
pb ony snappy all 

dress shoes to sell at $5.00, $6.00 and $7.00. Fifteen 
samples, 6 per cent commission. A few choice ter- 
ritories still open. Apply to Excelsior Shoe & Slipper 
Co., Cedarburg, Wis. 


‘KNTED—Salesman for strong line of women’s 
medium-priced specialty low cuts carried in 
stock. Can be sold from two grips. Good apd 
open west of Ohio. State experience and lines 
have sold. Apply E163, Boot and Shoe Ri 
207 South St., Boston, Mass 
-ALESMAN WANTED—High caliber salesman 
for Ohio, Indiana and Michigan who can sell a 
merchandising Proposition on men’s fine s' 
Orthopedic experience desirable. Well-known man- 
ufacturer offers unusual opportunity to grow and 
make money—a different proposition. Answer fully 
—y qualifications and experience. Address —- 
t and § Recorder, 207 South 5S 
jt Mass. 
ANUFAC TURER of medium-priced line chil- 
dren's, misses’ stitch-down boots; ladies’ sally 
sandal; men’s romeos, desires a high-class salesman 
for Western territory to sell jobbing and large retail 
trade. Give full details in first letter. Address E164, 
care Boot and Shoe Recorder, 207 South St., Boston 
ass. 
Ry NT shoe salesman wanted for upstate 
New York, a second man Rhode Island and 
Connecticut, a third man for Pennsylvania to carry 
a complete line of shoes on commission basis. 
Liberty Shoe Co., 55 Reade St., New York. 
A WHOLESALER wants men in all territories 
to sell as a side line misses’ and children’s Mc- 
Kays or yf and youths’ welts. Address E165, 
gore E Boot and Shoe Recorder, 207 South St., Boston 




















t and 


L=, WANTED—Wanted a bib erate in- 
tock misses’ ai "s shoe line to carry 
with a com line of well-known felt slippers. 
Covering Ohio, West Virginia and Kentucky. Ad- 
dress E-132 care Boot and Shoe Recorder, 207 
th St., Boston, Mass. 
WANTED A line of women’s cheap medium 
spins or grentns afte Hage to ware fa Be 
South, by one with experience ive good refer- 
ence. Address E-1s6. care Be -— ay & Recorder 
207 South St., Boston, Mass. 
A A line o' jum pri men's to 
travel south by one who has had Lng 
xperience. Can furni: erences. Ad 
Eis? care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


Wome INS LINE WANTED—Well known 
salesman with established trade in New Eng- 
land and New York states is desirous of securi: 
representation for women’s line to retail at $5, 

$7 = $8. i - goed business on a line of this 
grade. Best of references furnished. For further 
particulars address E 182, v_. and Shoe Recorder, 
207 South Street, Boston, Mass. 


BUSINESS OPPORTUNITIES 











FOR SALE 


For Sale: ae exclusive shoe and hosiery 
stock in of 6000 in northern In- 
diana. y tion = city. Stock — 
| = ey Good reasons for sell 


Ad- 
, Ela gaan of Boot & Shoe Re- 
corder, 207° South St., Boston, Mass. 














FoR SALE: Saaties shoe store. College to 


“iin to be 
tire from business. ot ee ise. care Boot 
Shoe Recorder, 207 South Street, Boston, Mass. 


IR SALE: Very modern shoe store. business 
socation. 98 fh 0. to live in. it to ten 
for ’ lease. 

oe gy - iaate of Kentucky, good 

a selling out. Please don’t answer unless 
mean business. Address E-151, care of Boot and 
7 207 South Street. . Mass. 
rae FOR SALE. I am retiring from the shoe 
business and I have a four-year lease on a brick 
20x60. Will sell fixtures at a low price if 


re- 
& 








YOUNG MAN favorably known throughout the 
retail trade seeking thoroughly e: 

shoe man with pone to start jobbing business in 
New York. Address K,-530, care Boot & Shoe Re- 
corder, 127 Duane St., New York. 


BUSINESS OPPORTUNITY 
Capable executive having some _ ex- 
perience in theshoe jiness, is willing 
to invest sufficient capital with a 
thoroughly competent jobber’s sales- 
man (now employed) who is willing to 
start a jobbing business in New York. 
Replies held _ strictl confidential. 
Address E161, Boot and Shoe Recorder, 
127 Duane St., New York. 


FOR RENT 

















SALES SSMAN calling on high-class shoe stores, to 
carry side line, exceptionally good line rhine- 
stone and cut steel buckles. State: territory. Address 
E166, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
GALESMA AN WANTED to cover New York with 
line of men’s, boys’, women’s and children’s 
welts, McKays and stitchdowns in stock. K533, 
care Boot and Shoe Recorder, 127 Duane St., New 
York City. 


SAL sESMAN WANTED—High caliber salesman 
for Illinois, Wisconsin, Iowa and Missouri, who 
can sell a merchandising proposition on men’s fine 
shoes. Orthopedic experience desirable. Well-known 
offers 1 opportunity to grow 
and ss ——~ different proposition. —_— 
oy stating ~~ and experience. Address 
c-179, care Boot and Shoe Recorder, 207 South 
} add Boston, Maas. 
Ws NTED—Salesmen to carry our line of infants’ 
children’s and misses’ turn shoes and low cuts, 
on strictly commission basis with other non-con- 
flicting lines. Many lride,V gl + Ter- 
ritory now open in Florida, Virginia, West Virginia, 
Iowa, Indiana, —~ in my North and South 
Dakota, ichigan, New ‘York and Pennsylvania. 
Line is now ready. F. C. Gerber Shoe Company. 
Orwigsburg, Pa. 
WANTED—Side line salesmen carrying women's 
or men's high-grade shoes to ca a line of 
children’s and misses’ flexible welts. A a won- 
derful line of ~~ 4 's and misses’ mocassins and 
Russian boots. Some good territory left. 


Box E167, 623 Powers Bldg., Rochester, i ld 
LINE WANTED 


‘OUNG man with college education and who 
has had experience in department store, wants 
line on road. Prefers medium price, men’s and 
children’s. Address E168, care “oot and Shoe 
ecorder, 207 TORE St., Boston, + o88. 

















1 ant 
by ex — ee shoe salesman line of y women's 
| ps price novelty turns and McKays for Ala- 
ma and Florida. Prefer line with best numbers in 
stock. Address E169, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


SK iy ting" ae s ap Copeseens 
ns. New building to be completed 
for "Deteber. Best location on Canal Street for 
popular price shoes. ae will carry women’s 
popular pri unity for 
emateeoueee or dealer onerati ating chat stores. Ad- 
dress E-153, care Boot & ecorder 207 South 
St., Boston, Mass. 
SHOE department to let, in New ‘York State in a 
live wire department store in a city with a 
lation of 100,000, 160 miles 
A space 25x70 fully equi with shelving, tables, 
seats and chairs to do a business of $50,000 a year. 
Permanent window display will be given, having 
one of the finest window fronts in the city. Address 
E171, i a Boot and Shoe Recorder, 207 South St., 
ton, Mass. 





from New York City. 





Kay in active ladies’ 

wear store, Cc 1 Indiana; 

100 cent locations. hddinnes Harry Graff, 324 
South Market Street, Chicago. 


EXECUTIVE WANTED 











Opportunity 


Successful shoe mfg. firm has opening 
for an executive of real calibre who can 
take charge of the sales dept. and aid in 
the building of a larger volume of busi- 
ness. Must be financially able to make 


investment in company. If you have 
thought of getting into a live proposi- 
tion backed by a live organization, 
here is your opportunity. 

Applicant must be 
alone won’t fill the bill. 

State experience and references in your 
first letter. Address E-160,care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 


bl. 














ye at once. Building on Main St. Address E172, 
care get and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





FOR SALE 


Shoe “breaker-in”’ and waterproofer. 
750 twenty-five cent cans for $12. Sales 
value $187. $12! Chea h 
to give away. SAMPLE CAN 

send $1 now and pay balance of $11 on 
arrival of 750 cans. A. A. A. Mfg. Co., 


159 Kingston St., Boston, Mass. 
retail shoe store, long estab- 


R SALE—Leadi 
Fone i ina mm thwestern city of 30,000. 


Up-to-date fixtures, res, high-grade oe, best location. 
) + Aneto annual business $140 "Present stock 
$45,000, but can reduce to jd amount desired -~ 
ve —— an time. January 1 or sooner. 
= S warty with capital and = 
ee a well established business opportunity answer 
at once and make your own arrangements for new 
lease. Address E173, care Boot and Shoe Recorder, 
207 South St., poston Mass. 

















paying 

Virginia and °North Carolina cities will sell 
separately trade for city real estate or sell half in- 
terest in each store to experienced shoe men who 
will take ma nt of same. Terms to men with 
little cash or store. They want to move to a 
better town. Owner has entered papers 
business. Address K, 448 Main St., Norfolk, 

store in — 

24,000 = Main St. Reason for - . Rent 

reasonable. Henry Retzlaff, Lockport, N 


PROSPEROUS SHOE ry - FOR SALE 
1 busin 





E162, Boot an 
Madison St., Chiceec, Th 














POSITION WANTED 


A? YOUNG unmarried man of ery Sy -eight with 
ight years’ intensive —s- —\ t a game = 
capactucs with New England cha 
Ting ange store Fn 
advertising manager. Ready 
> on eee tunity which presents further 
a ont advancement after ber 1. Ad- 
dress E170, eqqo Boot and Shoe Recorder, 307 South 
St., Boston, Mass. 
ot tp sy WANTED—Buyer fourteen years 
shoe . Also ca iy: Address 
Duane St., 








K534 care 
New York City. 





Cable Address BOOTRECO 





iness I Member 
Heated ice i Marae al 


sie Gehentatien tavessalie tentiniie Year 
ioe United Oe Cerperation. 


Sencar Ea cet Optoe Benton Ades. lass.. as 
ISSUED EVERY SATURBAY AT 207 SOUTH STREET, BOSTON, MASS., U.S. A. 


udii Bureau 


Printed im U.S. A. 
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SALESMEN WANTED 


SALESMEN WANTED 





GIDE LINE B OproarUNiry = you are a real 
t 
—~ and j. F.— OR, we have one of the 


Le lines (for Children, Misses, 

Growing Gt and Women) in America to offer you 
zronly 5 numbers—and every one bel to the 
“bread and butter” class. We are allotti Gone 

at once. walle ue today ovens full of your 
experience. bert C. Groenemeld, Di- 
rector of Salen Wobst Shoe Company, M 


ilwaukee, 
vis 


LIVE shoe manufacturer featuring specialty _ 
of misses’, growing girls’, and ladies’ Goodyea 
Welts at popular —. s opening in Middle 
for a producer. Applicant must one who — 
covered the territory and has a following among the 
big shoe retailers and department stores. We will 
f° any reasonable limit with the right party. Also 
ave attractive opening in Minnesota, Wisconsia, 
and Michigan. Address E174, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








Live wire salesmen wanted to 
connect with well established 
Brooklyn shoe house to carry 
line exclusively and cover Middle 
West. Men who have heldsimilar 
positions and are thoroughly 
conversant with the trade. Ap- 
plication will be kept strictly 
confidential. Address E 124 care 
Boot & Shoe Recorder 207 South 
St., Boston, Mass. 








ANTED: Experienced high grade salesmen. 
Were Preferably young men experienced in selling 
men’s fine dress shoes. One for territory consisti 
p pate te Carolina and portion 
Southern Virginia and one for eT = consis 
South Carolina, western 
and portion of Viginin. tablished trade in both 

letter stating age, experience 
Ta fal a. We © pay 6 Ay A ont 
» oane, Bas 
——~ 207 South Se St., eon M ass. 





WANTED 
EXPERIENCED salesmen ONLY to sell 
on commission fifty styles women’s 
welts and turns from stock department. 
Territory open: Indiana and Illinois, 
North and South Carolina, Georgia 
and Florida. Give references and ex- 
perience. The Till Shoe Company, 
Owego, N. Y 














POSITION WANTED 





a= AND MANAGER, desirous of making a 
, for just reasons. Fifteen years experience 

men and women ’s, highest grade footwear. Eight 

years Chicago 15 six at present location. I am no 

experiment, but producer, as my record will 

ve. Middle West a ofeaned. Address E-148, care 

Foot a and Shoe Recorder, 189 W. Madison St., 





MISCELLANEOUS 














WANTED TO PURCHASE 


ACCOUNTANT AND AUDITOR 
Auditing, Sesqgenatean, Books ane 


and B 
oo Stock Records ‘a 











CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N.Y. 
Phone Canal 0679 





Taxes. MARK I. FLEISCHER 
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High Grade Turns 


No. 3250—Black Satin, Silk Gored, Black 
Suede Front Collar, Cut-out, Turn,* 14-8 
Cuban. Widths A to C. Price..........$5.50 


No. 3251—As above. Patent Chrome, ra 
Ooze Calf Collar. A to C. Price $5.5 


No. 3252—Dark Brown em | Havana Brown 
Kid Collar. A to C. Price. . $5.75 


No. 3253—Black Satin, Black Ooze Calf, 
Front Lattice, Turn, 14-8 Full Covered Spanish 
Heel. A to C. Price. $5.85 


No. 3254—As above. Patent Chrome, Black 
Ooze Calf, Front Lattice. A to C. Price $5.85 


No. 3255—Black Satin, Black Suede Calf, 
Front Lattice, Turn, 14-8 Full Covered — 
Heel. A to aa 


No. 3257--As 2 above. All een | Buck 14-8 
Cuban Heel. A to C. Price $5.75 


In Stock 


Exclusive styles from 
Leading New England 
turn manufacturers 
Ready for Shipment 


August 10 


A beautiful line of 
Novelties including the 
latest styles, patterns, 
leathers and colors, also 
many stock numbers of 
Imitation Turns and 


welts. 


Terms: 2% 10, Net 30 
F. O. B. BOSTON 


Single pairs 25 cents 


extra. 


ROGERS BROS. 
SHOE CO. 


59 Lincoln Street 


Boston Mass. 
Largest Women’s Specialty 
Shoe Wholesalers in 
New England 


Pacific Coast Branch: 135 Bush £t. 
San Francisco, Cal. 


No. 3853—All Havana Brown Kid, Three 
Strap Side Lattice, Turn, 14-8 Full Covered 
Spanish Heel. Widths A to C. Price... .$5.75 


No. 3854—As above. Black Kid. A to S 
Pri $5.7. 


No. 3856—As above. All Black Ooze Calf. 
A to C. Priee.......% $5.85 


No. 3857—Black Satin, Three Strap, Black 
Ooze Calf, Trimmed, Turn, 16-8 Full Covered 
Spanish. A to C. Price $5.75 


No. 3858—As above. Black Ooze Calf, Dull 
Trimmed. A to C. Price $5.90 


No. 3859—As above, Dark Brown Ooze Calf, 
Brown Kid Trimmed. A to C. Price... . . .$5.90 


No. 3847—Black Ooze_Calf, Patent Leather 
Trimmed, Silk Side WY Turn, 16-8 Full 
Covered Spanish Heel. A to C. Price... .$5.90 


No. 3848—As above, All Patent, A to C. 
Price $5.75 
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A Feature That Is Selling Shoes 


The return of lacing hooks is the 
revival of a popular feature on 
tootwear for men. 


With the new demand for both 
style and practical convenience in — 
shoes the lacing hook becomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales. 





Sell shoes that combine the 
features which men demand-- 
comfort, convenience, fit-- 
shoes with lacing hooks! 
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August 11, 1923 BOOT AND SHOE RECORDER 


No. 6537. Black Satin: Cross-Strap, 
black suede trimmed. 236 last. 14-8 
Spanish Louis heel. 





Vol. 83, No. 21. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. Entered as second class mat- 
ter'April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 3, 1879. Subscription price, $5.00 a year. Printed in U.S. A. 
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Spring Samples? 
Whites—of course! 


Again far seeing, fast moving manufacturers will prepare well in advance; the “big time” fellows 
will make their samples early, contract or take in 50% or more of their white leather needs. They 


will be well on their way to a big white season before the “field” starts moving. 


THEY KNOW 


White Leather Footwear Is Staple 
JOIN THESE THAT PERIODICALLY LEAD. WITH 


White Levor Grain Goat 


(Chevrettes) 








White Levor Grain Kid 


(Cabretta) 


CRSSSING See. 


“OL RAO 


TANNERS 
GLOVERSVILLE BOSTON 
DISTRIBUTING FORCE 























NEW YORK 








ARTHUR S. PATTEN LEATHER CO., ST. LOUIS. 
McGAW & ATKINSON, CHICAGO. EDWARD ZOHRLAUT, SAN FRANCISCO. 


GEO. W. NEWMAN LEATHER CO., — 


| 
| 
| 
| 
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Vode Kid 
Colors Include 


Camel 

Log Cabin 
Gray 

Fawn 

White 

Autumn Brown 
Havana Brown 
Golden Brown 
Bronze 

and others. 








BOOT AND SHOE RECORDER 





Shoe Shown by 
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Of Vode Kid 
Color 70 
Gray 
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STAN DARD| 


— Bite aes 
SS 


(areful Buyers Need No 
Warning 





They know that successful shoe merchandising 
is dependent today in a large measure on the 
right colors, as well as the right leather. 


VODE KID stands in the front rank of kid 
leathers, because of the very broad under- 
standing throughout the shoe trade that both 
our color standards arid our production stand- 
ards are the highest. 


The Standard Kid Company 
209 South Street :: :: Boston, Mass. 


Branches in New York, Philadelphia 
Cincinnati, Chicago and St. Louis 
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“Nothing Takes the Place of Leather’ 


We are distributors of highest quality sole 
leather. We know that good leather can not 
be equalled by any fabricated material. We 
have faith in the great future of our industry 
and are helping to support the national adver- 
tising campaign of the American Sole and 
Belting Leather Tanners. 


Our large organization is ever alert to se2 that 
the known high quality of our spacial tannages 
is maintained and that the needs of the trade 
are promptly and properly met. ° 


The United States Leather Company 


New York 


Chicago _™Cincinnati St. Louis 


Richmond 


The United States Leather Co. of Mass. 


McADOO & ALLEN 
Philadelphia 


Boston 
SELLING AGENTS 
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A. J. & J. R. COOK 
San Francisco 


Bin Se Ra nata Tae: = ———- - — 
ay ASAE TIE TaN: tb PS Sor : ae! es Pasa PR Co ee he arte © 








August 11, 1923 BOOT AND SHOE RECORDER 





Gentlemen of the Jury: 


Hundreds of Good Shoe Judges have pronounced this 
the biggest handful of REAL VALUE in the world. 


: What is Your Verdict? 











No. 878—Men’s Gun Metal Klass-Kaf Cap Toe 
Blucher, Perforated Tip and Vamp Line, Goodyear 
Welt, Unpainted Single Oak Sole with Old Rose 
Edge, Half Rubber Heel. Widths C and D. Sizes 
6 to 11. Made over Boulevard Combination Last. 

$3.50 


No. 880—Men’s Blucher Same as 878 only Ma- 
EE Ce eT 


No. 922—Men’s Oxford, Same as 878 with Full 
en EEE ere .......$3.40 


No. 923—Men’s Oxford Same as 880 with Full Grain 
Kid Lining. ; Phe : : $3.40 


Entire line carried on the floor. Write for catalog. 


Advance Styles for Fall Season, ready 


WATCH THIS SPACE FOR OUR pe a ee ae 
ADVERTISEMENT, NEXT WEEK 


BRADLEY and METCALF CO. 


MILWAUKEE WISCONSIN 
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Beckwith 
VULCO+-UNIT 


BOX-TOES 














OD fee Lee ga toe tt he hie, hide, hide ht, bet, hd bt, tb, hide hid, bide he 


VULCO-UNIT 
310). KO) dh 


THE END BOX —IDEAL FOR SOFT TOE SPORT SHOES 


The Vulco-Unit End Box assures comfort and style in soft toe sport 
shoes by providing just enough support to prevent wrinkling at the toe 
THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MEFG, CO. 


Largest Manvifacturers of Box Toes tn the World 
lll SUMMER STREET. BOSTON. 


Chicago G.W. KIBBY & CO. Fai) GEO.ASPRINGMEIER CO. Cincinnati 
. OSCAR E WRIGHT CO. ' St Louis 


>t, 


PE a 


























KS 
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NATIONAL PARK | 


| HIKING BOOTS~eOXFORDS} 
: YEAR ROUND | ane | 


“IF WINTER COMES” 


Before you have laid in your stock of 
NATIONAL PARK OUTING FOOTWEAR 


you will lose out on many Dollars’ worth of 
“Extra Pair’’ Sales. 


Take this into consideration and write for 
our Catalog, or to have a salesman call. 


IN STOCK 


No. 31508 DESCRIPTION: 


Mahogany Eric Calf 8/8 Lea. Heel 
Modified English Last, Plain 
No. 33506 Soft Toe, 14 inch Boot. Hooks 
Black Eric Calf and Eyes. Gusset Tongue. Top — 
Sizes A to D, 244to8 $6.25 Strap. 


STOCK DEPARTMENT 
THE JUVENILE SHOE CORPORATION 


CARTHAGE MISSOURI - 
South Coast: Stocked for the 
WILLIAMS -MARVIN CO., Pacific trade by 


North Coast: 
FITHIAN BARKER SHOE CO., 
San Francisco Los Angeles Portland, Ore. 
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An Expressive Leather 


The softly glowing, mellow ° 
surface of ACE CALF tells 
your customer more plainly 
than words of the quality 
beneath. 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS ‘*TENRAB” 


YUMA yt 
| 
Nagy 


| 


We 
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SELL 


RADE MASS 


Hand Sewed Pacs 
for 


OUTDOOR FOOTWEAR 


Sell them out-of-door footwear that will give them the 
greatest amount of comfort and satisfaction—and give you 
the satisfaction of a certain profit. 


Hunkidoris are made in the home of real outdoor footwear 
—by men who know what a good boot should render in 
service. 

Hunkidoris are made over lasts that provide comfort and 
support where comfort and support are needed. The styles 
are attractive. 





No. 684—Sixteen-inch Chocolate Chrome, Light 

Weight. . $9.25 per pair 

No. 683—T welve-inch ; ... 7.75 per pair 
In Stock, E Width 

No. 694—Sixteen-inch Nippon Calf Pac and Oak 

Sole $8.00 


In Stock, E Width 
No. C699—Sixteen-inch Chocolate Chrome Double 
Vamp Pac.. 
No. C698— 
In Stock, E Width 
- 739—Ladies’ Fourteen-inch Chocolate Elk 


Pac Cine a $6.35 per pair 
No. 738—Twelve-inch............ 6.00 per pair 


In Stock, A to E 











The Hand Made 
Shoe Co. 


CHIPPEWA FALLS, WIS. 


694 B. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER August 11, 1923 


| 





How RAJAH Soles Are _ sists 
Working Out in Service 


long wear. 


‘“‘Aren’t They Light and _ see his face light up, and hear 
Springy, Though!”’ him say, ‘My, Aren't They 
Light and Springy.Though!” 





The head salesman of a big 
metropolitan shoe store tells This store has RAJAHS on 


us that it’s a pleasure to sell ten lines now, and are order- 


RA JAH Soled shoes. ing them for fall and winter 
oxfords. 

‘Once a customer gets them 

on,” he states, “it’s great to They say they will go big. 


Remember— 
Genuine ng Soles are 
branded with this mark 


(RA At 


Do Not Judoe Rajah Soles 
by any which do rol bearil 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 
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hwerything 


YOU CAN ASR 


No small part of the steady 
increase in patent leather styles 
is due to the great improve- 
ments which have been made 
in patent leather manufacture. 


In no patent leather is this 


progress better exampled than 


in our famous DONKEY 
COLT. 


Jor in 
Patent 
Leather 


TOLMAN, DOW & CO., Inc., 


Careless acceptance of any lea- 
ther so long as it is shiny often 
costs the shoe merchant more 
than he can measure in lost cus- 
tomer confidence. 


DONKEY COLT has al- 
ways been a highly standard- 
ized patent leather. 


As such, it will repay your 
specification. 


174 Lincoln Street, Boston, Mass. 


Rochester, N. Y. 
Mr. Charles L. Kirk 
22 Andrew St. 


GENERAL REPRESENTATIVES FOR 
CONTINENTAL EUROPE— 


Cincinnati, Ohio 
Mohr-Holters Sales Co. 
202 E. 7th St. 


Greater New York 
' New Castle Leather Co. 
100 Gold St. 


St. Louis, Mo. 
T. M. Fitzgerald & Co. 
1602 Locust St. 


NEW CASTLE LEATHER CO.— 
HEADQUARTERS AT PARIS, FRANCE 





7, 


38 e\ 
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Speed up Production on your Strap Styles 
by using 


Our New Full Cone 
Hinged Last 

















Makers of strap pumps and oxfords will find this last par- 
ticularly helpful, in that it prevents the straps from riding 
above the cone and into the hinge opening when the shoe is 
being lasted. 


Straps can be buttoned in the exact proper position when 
the shoe is on the last. 


This last can only be obtained through us, and at the present © 
time is only made in our Auburn factory. We shall shortly, 
however, be able to provide it from a number of our other 
factories. 


Untrep Last COMPANY 


HEADQUARTERS, BOSTON, MASS. 

TEN FACTORIES P SIX SHOW ROOMS 
BROCKTON ROCHESTER eS bd oN BOSTON 
NEWARK HAVERHILL “Ney rs yy 212 Essex St. 
LYNN AUBURN SA7R i Sef CINCINNATI 
CHICAGO ST. LOUIS SAE“ 3 wi fy 
NEW YORK MILWAUKEE ei Vi Adv. Bidg., Rm. 303 

Fitz Bros. m CHICAGO 

Emoize waet Woghe Ss Ze Wells Bldg., Rm. 406 

reseed AM, Ie PHILADELPHIA 

Affiliated Compan V2 331 Arch St. 

United Last Company, Led MILWAUKEE 


Montreal i 
with Branch Office at Toronto 10 Metropolitan Bldg. 
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Flexible 
Arch-Corrective Footwear 


We carry in stock at all times a long and varied line of these corrective shoes, 
making it possible for a dealer to size. up his stock at a moment's notice, 
making it 100 per cent efficient. Widths AAA to E. Sizes up to 10. 


Our salesman , a— & a If not sold in 
will call eo YW Ff 4\  yourcity—get 


on request the agency 


This picture shows the extreme flexibility of 
our Flexible Arch Shoes.—This feature is in- 
corporated into all our Flexible Arch Brand. 


No. 479. Price $4.00 
— . a roe 
Send ip, ubber Heel, 
for Welt. Belmont Last. AA 
Catalog showing to E. 


our complete 
line of 
Corrective 


No. 475. Price $4.25 Footwear 


Black Kid Melba One Strap, Imitation : 
Tip, Welt, 13/8 Rubber Heel. Newport oo oe ae Brown 
Last. AA to D. id. Price $4.50. 

No. 476. Same in Brown Kid. 

Price $4.75. 


THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET 
BOSTON, MASS. 
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No other leather combines all 


the advantages of Vici kid 


THE FOOT ARISTOCRATIC 





>. 











jan 
Glegance ~in footwear 


one may easily select shoes that meet the general dictates 


But a keener sense of discrimination will distin- 

sish, in shoes of VICI kid, a certain elegance of appearance 

hat 3a step beyond the admitted requirements of style. 

is elegance, in shoes of VICI kid, is instantly discernible 

in their unusual fineness of texture, their grace of design, 
their sparkle of refinement and ther depth of color. 

You will find in shoes of VICI kid every satisfaction that 

comes with the wearing of fashionable, service: and 

well-fheting foot-wear. 


cabes Ail tse a Viaks @ 
ROBERT H. FOERDERER, Inc. [ 


PHILADELPHIA This is the 
Selling Agen: LUCIUS BEEBE & SONS, Boson trademark of 
kid 


Sone Agen on all bere of te ed 


VICI kid 


THERE IS ONLY GONE VICI KID --- THERE NEVER HAS BEEN ANY OTHER 








This advertisement ws in The Saturday 
Evening Post, issue of August 11th and The 
Literary Digest, issue of August 25th. 
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VICI kid 


Reg. U. S. Pat. Off. 


~the leather that makes 
shoe selling profitable 


VER since 1890, when VICI kid gave shoe de- 

signers the ideal leather for stylish lasts and 
fashionable color effects, VICI has met every require- 
ment of fashionable footwear. 


For more than thirty years shoes of VICI kid have 
brought a growing and profitable business to the retailer. 


Today VICI kid national advertising is powerfully i im- 
pressing upon the public that the popular VICI is the 
first selection of men and women who give thought to 
fashionable footwear. 


Sell shoes of VICI kid for steady, high-grade, satisfied, 
repeat customers. 


Sell shoes of VICI kid for steady, satisfactory repeat 
profits. 


See that VICI kid numbers are in your stock to meet 
the increasing demand for VICI kid that the continued 
advertising of VICI kid is creating. 


Remember Robert H. Foerderer, Inc., is the originator 
and sole manufacturer of VICI kid. 


ROBERT H. FOERDERER, INc. 


PHILADELPHIA 
Selling Agencies in all parts of the world 


“Shere is only one Vici kid ~ 
there never has been any other 
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Step by Step 


From the early days of 
infancy to the late days 
of childhood, every step 
in the life of a child is 
safeguarded and made 
more pleasant by 


a POSNER 
SHOES $ 


FOR CHILDREN AND 
YOUNG LADIES 








And —from the first day of 
a retail business, the clientele 
is satisfied and success prac- 
tically assured by your Dr. 
Posner Shoe Department. 


Your early Fall needs for Dr. 
Posner's Shoes can be filled 
right from stock. 


Write for a case of varied 
samples from which to select. 


Dr. A. Posner Shoes, Inc. 


Executive Offices and Distributing House 
140-142 WEST BROADWAY, NEW YORK 


Factory: 
Roebling and Hope Sts., Brooklyn 








Growing Girls, Misses 
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THIS TRADEMARK I!S 











BEARS THE FULL NAME 


BOSTON NEW YORK 
SALESROOM C. B. SLATER COMPANY SALESROOM 
PARE 8Q. Builders of Shoes for Men, Women & Children AROLIAN 
BUILDING BUILDING 


ST. JAMES SOUTH BRAINTREE, MASS. 33 -W. 42ND 


STREET STREET 


Send for Catalog %B’’ of In-Stock Styles 
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In Shoes for All Purposes and Alll Seasons 
~ Visible Eyelets 


The really finished shoe—the shoe that sells 
best—is the shoe equipped with visible eye- 
lets. For the visible eyelet has features that 
increase the attractiveness, comfort and 
wearability of all laced shoes—shoes for all 
purposes. On the sport shoe or dress shoe, 
high shoe or low, the visible eyelet is the 
outward sign and assurance of true quality 


Diamond Brand (Visible) and style. 


Fast Color Eyelets have 
celluloid tops which al- 
ways look new and never 
wear brassy. They pro- soon! 


mote easy lacing, retain 4 ‘ ° . 
shete clad dubh Your sales will increase—in new business 


indefinitely and actually and repeat orders—when you buy, feature 
outwear the shoe. and sell visible eyelets on all laced shoes. 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 
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Many people demand them now on their 
footwear—many more will demand them 
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SOD 
C.H.ALDEN Ca 


Usk 


An Alden Style 


that can be 


delive 


Ga 
a 


red promptly 


Made in 

llun’s No. 4, 

lso Black, 
AtoD 








ONCENTRATION of our 
efforts has enabled us to offer 
that which the times and the trade 
require. 


ooo908 98 


—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


°° @-o eo @ 


We are also able to give quick deliveries on 


certain lines. But this is not in any way an ~ 


in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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School and College Girls “In my work about the store I’ve 


will thoroughly enjoy wear- } heard the boss tell customers that 

ing Johansen’s Feeture } good shoes and Whittemore Shoe 

Arch Shoes! —s Polish go together! Believe me 
° 6 he’s right.” 

The appeal of these shoes to 
the average woman is worthy of y Enlarging the circle of customers that 
the attention of every alert, pro- - ¥ the store serves is easy if Whittemore 
gressive shoe retailer. Here is 7 shoe polish is used to attract business 
superlative style, plus unadul- 
terated comfort—what more can 
a woman ask—what more can a 
store give? 


to the store. It is just as profitable to 
specialize on shoe polish that is reliable 
as to sell shoes that are dependable. 
Where Whittemore shoe polish is dis- 


played, it sells, and makes business for 


X other departments of the store. 
/ STICK 
: CLEANER 


Johansen’s Feeture Arch resists the —is flexible enough to allow the The big Hit 
direct downward foot pressure, yet— natura! walking movement of the feet 7 
, Handy and 


Dandy 


SHUCLEAN 


An old time 
favorite still 
going strong 





Johansen Brothers tins wonton enon Ane 


Send for Catalog and Price List 


Shoe Company ; | wHITreMoRE BROS. 


(Makers of Women’s Shoes Excluiively Since 1876} CAMBRIDGE MASS. 








When your jobber can’t supply you, write us 


sister Udindlob > eset earadaniiibaptataie Marae ane 
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For Smoothness — 
For Mellowness — 


For Color— 
For Wear— 


Rueping’s Seminole Calf is the leather to 
specify when ordering your fall and 
winter lines. 


The care and skill employed through the 
various stages of tanning insure the ap- 
pearance and service that will win shoe 
customers and hold them. 


Put a shoe made of Rueping’s Seminole 
beside one of similar workmanship and 
price, and you will see at a glance why it 
is wise to specify Seminole. 


You’re welcome to a color card and 
a list of prominent shoe manu- 
facturers cutting RUEPING’S 
SEMINOLE CALF. 


FRED RUEPING LEATHER CoO. 
FOND DU LAC, WIS. 


Cincinnati Milwaukee 
New York Chicago 
Montreal Northampton, England 
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eta cs VER have a com= 
fe EK plaint about sole 


edges turning ‘up, or 
Leather “frazzling?” oe 


SHLAND OAK owes It often happens where acid bleach- 
its honesty to being ing is employed to give a sole a 


produced in “The 


Bark Country,” where an , lighte r, more evenly: colored 


unfailing supply of Chest- 


mut Oak Bark is near at . bottom. 

hand. A 

, This bark gives a hi high qual- 

Blithe cece ASHLAND LEA THER . 0. 


BOSTON CHICAGO ST.LOUIS 














ETAILERS who sell WEBER 
Union-Made Shoes will testify to 
the ease with which they sell— 


And that the first sale most often 
establishes a permanent customer. 


at $5 to $8 Retail 
Ww éber Bros. Shoe Co. 


North Adams, Mass. 


York Office: 1328 Broadway, Marbridge Building, H. Harris, Rep. 
- |. F STAPS, 735 Boston Block, Teg yer 


C. E. QUIGLEY, Maryland ‘Hotel le 
fat 
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Where Style, Quality and Price Are Alhed 
To Win Sales — and More Sales 





True Individuality and Grati fying Price 


Welts and McKays 


Every style trend finds us prepared. 


Through our close personal touch with every 
authentic style source, our customers are always sure 
of securing the vogue of the moment from us. 


Couple this with the character of our shoemak- 
ing, and you have the reason for the compliments 
that keenest buyers are paying’ our shoes. 


DONN D. SARGENT COMPANY 
SALEM, - MASS. — 


Two Factories 5,500 Pairs Daily Poston Office, 195 Essex St. 
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paramount 


ower 


Style shoes for this fall and 
winter will be largely made 
of Patent Leather. 


J 


Recognizing our experience 
of over thirty years in 
producing Patent Leather, 
the natural call of the trade | 
is for PARAMOUNT 
PATENT. 











AD 
Se 


Thayer- Foss Company 


17 South St., Boston, Mass. 


hea thers 








re) S 
AD 


& 


of Merit 


me 
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L - 


the Nancy Lee 


A raceful Fellern ; in a One- 

Bu eaes rap Pump made inOoze 
Calf E mg HF e shade) with 
Strap satis sas tanta strips 


in Kid #53 ( a Grison shade in 
Cafe au lait). A welt drawn 


over our #139 last and carryin 
a 1% leather heel. 8 


_ Not in stock but can be made 
within 6 weeks. ) 


Price *6.10 »37%o 50 days. 






































MOOI 
‘HOE ‘MFG *CO° 


» 7 BROCKPORT. N.Y. U.4A. 
"S NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.BwAY AT34 1ST. Lillion O-Titus 
Sacicumaiientiine 
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natianleed \Veight Shot Linings 


In Twills, Drills, 


Our established practice of guaranteeing a 


weights on our shoe linings costs no more, 
Also Flannels 


and is your assurance of Felt Sock Linings 
Top Facings. 


UNIFORM QUALITY and LONGER WEAR Hapceme 


Another important advantage they afford is aaa 
Cut Seam Stays 


BETTER APPEARANCE INSIDE THE SHOE ond Panintdaioas 


KALLMAN -NEWCOMB COMPANY 


65-65 SOUTH ST. BOSTON, MASS. 


CINCINNATI MILWAUKEE ST. LOUIS 






























I 


A SHOE LACE THAT OUTWEARS 
BY MONTHS ORDINARY LACES 
STAYS TIED AND NEVER LOOKS| 
SHABBY. 

































Every Golf Shoe 
Should Be Cordo-Hyde Equipped 


Several of the makers of golf shoes are using Cordo-Hyde laces. You can be sure of 
having the shoes you buy equipped with the Aristocrat of Shoe Laces if you will put 
on your orders, “Use Cordo-Hyde Laces in these shoes.” mats 
If you want to see how Cordo-Hyde Laces will improve the appearance of your shoes, 
request us to send you sample pair; just designate color. 

LACE DIVISION 


O. A. Miller Treeing Machine Co., Brockton, Massachusetts 
aa RI nS a a a a LS 
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Repco Makes Shoes Look New 


2528 is a liquid enamel 
which restores that much 
desired newness to sole edges 
and to heels. 

Your customers prefer Repco to 
any other brand of enamel be- 
cause Repco is easily one 


without danger of soiling hands 


or clothes. 
Repco contains no varnish, shel- 


lac or other gummy substance— 
but materials that protect the 
leather and prolong its life. And, 
best of ali, Repco clings firmly 
and evenly to the surface. It 
does not rub off. 


Repco is made in every stylish 
color—white, ivory, light gray, 
dark gray, champagne and Ha- 
vana Eom 


For Sale by Shoe Finding Jobbers 
UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 
J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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CAHILL’S 
ANATOMICALLY CORRECT 


ARCH BRACE SHOE FOR 
WOMEN— 


is meeting the universal approval of the trade. The 
lasts are scientifically constructed to relieve certain 
nerves in the foot. The Flexible arch brace permits 
the normal foot to retain its natural position. Absolute 
comfort is assured. 


Write for the agency in your city. They 
are carried in stock, Heels 1”, 1%”, 
16/8”. Sizes 3 to 10, Widths A to D. 
Made in four weeks, 24% to 10, AAA to 
EE. Black Kid $5.00. Brown Kid $5.50. 


Four weeks delivery on other leathers. 


The CAHILL SHOE CO. 
Cincinnati, Ohio 


Batirealls 
A SKELL 
Service Boot 


is preferred by outdoor men who want 
to protect their legs against prickly 
plants and insects as well as by indoor 
workers who must go through wet or 
slime and those who must tuck in their 
trousers to keep them out of the way 
of machinery. Low and light—durable, 


























soft and wet-resisting. 


IN STOCK 


No. 1966—Overweight, Single Sole, 8 inch T: 
Blucher $6. 


No. 1967—Overweight, Single Sole, 8 inch 
Mahogany Blucher $6.00 


No. 1968—Double Sole, Double Stitched, 8 
inch Tan Blucher $6.25 


No. 1969—Double Sole, Double Stitched, 
inch Mahogany Blucher $6. 


No. 1778—Overweight, Single Sole, Moccasin 
$6.50 


Toe w 


MANUFACTURERS 


ST. JOSEPH MO. 




















Valances 
of Distinction 


The valance is the most important item 
of your window equipment. It is the first 
thing that catches the eye—from the 
other side of the street as well as your 
own. The valance should make a quality 
appeal. Roth Valances do. You can buy 
to best advantage direct from the maker. 


Also headquarters for display pillows 


and mats. 
Write for Catalogue B 


KARL L. B.ROTH 


Manufacturer 


; FINDLAY, OHIO 


OTTO NAV S7BN/ B/N. / BN. / BN / BN / AN / N/A / AN / 





New England is the great 
summer~- playground. Combine 
pleasure with business when you 


. . come this way, A trip down Bos 


ton harbor by. boat, or inland by 
motor, will be as an elixir of 
youth to tired nerves. You will be 
most contented with your hotel 
surroundings if you stop at the 
Lssex. 





RATES ARE LOWER 


The Essex Hotel Co. 


J. J. McCarthy, Pres. T, A.McCarthy, Treas. 
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JUDGE IT BY ITS USERS 


A Veteran Leather Buyer 


was looking over a bundle of New 
Castle Havana Brown. 


All of a sudden he looked up at our 
salesman, and delivered the fol- 
lowing : 


‘No use talking—I have to hand it 
to you. You ve got them all-beaten 
on HAVANA BROWN.” 


New Castle Leat her 


Company 
New York 














*S 
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Javestigate First 


Why does an automobile dealer urge a dem- 
onstration—a ride in his car? 


Merely so that the prospective purchaser may 
be thoroughly convinced as to its quality—its 
power—its ease of operation. 


Investigation is the thing that satisfies—that 
shows exactly what is being bought—that pre- 
vents mistakes and disappointments. 


The Government, through its liquidation of 
War Department surplus material has much 
the same selling problem, With tremendous 
stocks on hand to return to industry it plays 
no favorites. American business men, large 
and small, are welcomed as customers— 


But, like the automobile dealer, the Govern- 
ment wants its customers to buy with their 
eyes open—to investigate War Department 
Sales—and for two reasons. 


First, because investigation will show exactly 


The Way to Investigate 


Watch your Commercial Business Publication and 
the Metropolitan Dailies for announcements of specific 
@uction or sealed bid sales. 


. Send for the Catalog mentioned i» the announcement. 
Check off the items that interest you. 


Send a representative to the sale to inspect the ma~ 
terials—in advance, if possible. 


To ensure you more leeway, send your name and ad- 
dress at once to Major J. L. Frink, Chief, Sales Pro- 
‘notion Section, Room 2515, Munitions Building, 
Washington, D.C. Advise him the character of ma- 
terials you are interested in, and catalogs containing 
such materials will be forwarded you as rapidly as 
sales are scheduled, 


what these Sales offer in the way of mer- 
chandise. And inspection, plus weighing 
values, leads to buying. 


Second, because investigation is the customer’s 
best insurance. Mistakes are prevented. Sat- 
isfaction results. 


By looking into War Department Sales you, 
as a business man, will be doing yourself a 
service by grasping the chance to set your price 
on profitable material. In addition, you will 
be playing a part in the great plan of liquidat- 
ing this surplus material over a widespread 
area, in such a manner as not to cause a ripple 
of disturbance on the surface of sound Ameri- 
can business conditions. 


Serve yourself. 
Serve your Government. 
Investigate. 


Supplies, Ordnance Property and smaller 
quantities of Engineer Property, Chemical 
Warfare and Medical and Hospital 
Supplies. 

Important sales of Real Estate, Build- 
ings, Plants and Warehouses will be 
held at Camp Devens,“ Ayer, Mass.; 
Ordnance Reserve Depot, Amatol, N.J.; 
Camp Meade, Md.; Ordmance Reserve 
Depot, Toledo, O.; Camp Knox, Louisville, 
Ky., and Camp Lewis, American Lake, 


i 
, 
| 
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it’s a ‘U.S.’ Pa -Step!” 


HIS really means something to your customer. He recog- 

nizes an old friend in the U.S. trademark that he has learned 
to bank on—that he always associates with quality products. 
In thousands of shoe stores throughout this country U.S. Spring- 
Step Rubber Heels are helping to sell shoes because of this fact. 
And the heel itself lives up to the reputation of the trade- 
mark. Durable — comfortable — good looking — it feels right 
and looks right. 


And note this exclusive feature: The heel is right side up. It — 


reads right. The inscription on the heel and the manufacturer’s 
mark on the sole are both taken in at a glance. 


It’s a sales asset to any shoe to be equipped with U. S. ditine 
Step Rubber Heels. Specify them on your next leather shoe order. 


United States Rubber Company 
1790 Broadway . New York 


Sole and heel stocks in our following branches : 
BOSTON CHICAGO CINCINNATI NEW ORLEANS NEW YORK ST. LOUIS 
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STYLE 372 
Black Ooze Calf. 
Black Calf Trimmed. 

*‘Joan”’ 
14-8 Covered Heel. 
Widths A to D. 


Price $5.50 


STYLE 376 
Gray Ooze Calf 
**Luxor”’ 

14-8 Covered Heel. 
Widths A to D. 
Price $5.50. 


Style 376 


Jn Stock Styles 


August 11, 1923 
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STYLE 379 
Gray Ooze Calf. 
Gray Kid Trimmed. 

Joan” 
13-8 Covered Heel. 
Widths A to D. 


Price $5.50 


Style 379 


STYLE 380 
Black Satin 3-Strap. 
Black Ooze Trimmed. 

‘*Mildred”’ 
16-8 Covered Heel. 
Widths A to D. 


Price $5.35 








Style 380 








Jn Stock Styles 
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ROBIN HOOD 


In the Following Combinations 





No. 1480 No. 1680 


All Over Beige Ooze Field All Over Black Ooze Black 
Mouse Kid Collar and Calf Collar and Straps _ 


Straps $7.00 
$7.50 ie 
ne No. 1780 


No. 1580 All Over Color D Grey Ooze 
All Over Black Satin Matt Grey Kid Collar and Straps 
Kid Collar and Straps to Match 


$Z.75° $7 .50 
6= IN STOCK 7= 


All on Our 90 Last 16/8 DELIVERY Wire Us to Hold for You 
Spanish Heel AUGUST 15th Any Combination You Desire 














SOLD IN CASE LOTS IN THE FOLLOWING SIZE 
SCHEDULE 


3% 5% 











TERMS 3% -- 10 DAYS 
WIRE US YOUR ORDER 


NEWSPAPER CUTS SENT ON REQUEST 
nome 


"TRIANGLE SHOE ‘Mre. Co., INC. 
11 EMERSON PLACE - - BROOKLYN; N. Y. 
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CHAMPIONS 


* Over twenty years on the 
market! 


* Sold by more than 15,000 
retailers all over the 
country! 






















* Quick size-in service allover 
the country! 





* The reputationof being the 
fastest selling shoe stock in 





















































the world! ; 

* Nationally Advertised! 

rs) 

REASONS WHY EDUCATOR SHOES for ge 
the whole family should be included -in he 
your next order! , 
he 

RICE & HUTCHINS « 
BOSTON gina U.S.A. od 

Caeeh ak GhBUaEee < 

CHICAGO $T. LOUIS "J 
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of | 
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“In Death a Hero, As in Life a Friend” 


NE of the great lessons that comes to the mer- 
QO chant in the news of the week has a bearing on 

style life as well as national life. We have lost a 
good president and a sympathetic leader, killed by over- 
work in behalf of his people. We wear out our presidents 
by giving them super-men obligations and tasks. The 
heartfelt sympathy of a nation goes out to Mrs. Harding 
in her bereavement. 

As a far-sighted administrator of the government, 
President Harding realized that the office of vice- 
' president was one of emergency and at the very be- 
ginning of his administration, he admitted the vice- 
president to his official family. He was given the honor 
of sitting at the cabinet table—a thoughtful piece of 
wisdom whose result is now finding its justification. 

President Coolidge comes to the great task of the 
government with a peculiar training known to no other 
vice-president who has succeeded his chief. He has been 
taken into the intimate and practical knowledge of 
statesmanship that could be obtained only by atten- 
dance at the cabinet meetings and in executive councils. 

There is a lesson that we want to bring out in the 
conduct of your own business. As the president was the 
head of the greatest business on earth—that of the 
government of the United States—and as he saw the 
wisdom of keeping his understudy informed, so too, 
you in your store should not keep all the facts and pol- 
icies of your business to yourself alone, but should 
start right now to develop a competent assistant so tha} 
in case of any great emergency, the work can be carried 
on. 

We think too little in business of what can happen 
through accident, ill health, or death. The merchant 
may have a mind capable of dealing with every detail 
of his business and while he is handling it, success is 
assured; but he must consider that businesses are liv- 
ing and growing organizations instead of one-man 
powers. 

Look about your immediate family. If you have a son 


—ALEXANDER POPE 


or daughter, keep them informed as to the progress and 
obligations of the business. Chart out your policy and 
speak freely of your ambitions. If you have no one of 
your own kin in your business, select your most com- 
petent salesman and give him executive work to do. 
Develop competency by responsibility. The one-man 
business is all right in its place, but it is limited by the 
health and life of the individual who makes himself 
master of all the details. That sort of a business is not 
grounded on a firm foundation. Many a merchant 
would have more time to do the bigger things if he 
would delegate some of the smaller details of his busi- 
ness to some competent person with authority to act in 
case of emergency. 

Why is it a great American trait for a successful mer- 
chant to frown on the idea of having his own sons in his 
own business? In some families, the father is a prosper- 
ous shoe merchant while the eldest son may be a doctor. 
another one a mining engineer and another one a sailor 
on the sea. The family spirit is split up into as many 
vocations and oftentimes as many geographical sec- 
tions of the country as there are members of the family. 

Inevitably, the daughter is trained to some other line 
of work than that of the store, and in the course of time 
the business must go to other hands because there are 
no real excutives to carry it on. 

This is the great lesson in the sorrow that is nation- 
ally felt in the loss of our leader. The Divine will brought 
this to pass. Only through the foresightedness of the 
writers of the Constitution were we given a safe method 
of succession that makes the transition from one presi- 
dent to another an accomplishment without disorder, 
chaos or interference with social or business life. The 
new president has a colossal task before him, but he 
possesses the complete confidence of the business men 
of this country, and an immense amount of common 
sense is possessed by him. 

In no other country on the face of the globe is such 
an important change of leadership so quietly conducted 
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without disturbance of the equilibrium of national life. 
We have lost a good and human president but of this 
we are sure—that Calvin Coolidge will carry on and will 
be a safe guide to the destinies of America. 





Of Supreme Importance 
Is Fitting 

UR readers may be curious to understand why we 

are emphasizing to such a degree, the fitting of 
shoes in each and every issue of the Boot and Shoe 
Recorder. We do so with a realization that fitting 
is playing a tremendous part in the making of every 
sale in every shoe store. Fitting plays a bigger part to- 
day than ever before. The new shoes are not easy to fit. 
They need intelligence on the part of the salesman and 
scientific construction on the part of the factories. 

Feet are as variable as the people possessing them. A 
fancy effect of straps over a high instep in the shoe 
store is something entirely different from the original 
design taken over a normal 4 B foot. As you step up 
your sizes in your patterns and lasts, you get different 
fitting values in different factories. One factory may 
use six model lasts on which the entire run of sizes and 
widths are subsequently developed. Another factory 
may take a plain 4 B and build up and down on the last 
machine with some strange effects when it comes to 
patterns graded to cover them. 

Many cases of straps too short for the customer with 
a 6 B foot have found their way to the bargain table. 
The same is true of gorings. There is a science and a 
method in the fitting of these new types of footwear. 
They need an intelligent explanation by the merchant 
to his clerks and through them to the public. When 
gores are first put on they are naturally snug. This snug- 
ness brings its own little complication in fitting. A shoe 
clerk with a fitting horn a foot in length and of metal 
three-eighths of an inch wide, is going to make a sorry 
mess of fitting a snug gore when just a slippery sliver 
of metal will do the trick to perfection. We have had a 
remarkable demonstration of the interest of the clerk 
in fitting through the Foot Fitting Contests that have 
been running in the Recorder. The careful fitting 
of shoes is not only an item of health in orthopedic foot- 
wear but in the fashionable footwear of the day. Just 
because they are smart, new and pretty, doesn’t mean 
that they should be uncomfortable and injurious to the 
foot. Both comfort and beauty can be had in the fitting 
stool. 

The Recorder in this case serves as a typical store, 
picking up each problem and telling of its solution a 
week or two later, giving you the cue to do something 
similar in your own storé conferences. You can think 
up test cases and give your salesman an opportunity to 
show their fitting ability by the answers that they give 
you. 

The first principle of shoe service is careful fitting, 
so let it not be lost as an art in the greater emphasis 
upon fancy lines and colors. 
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Long Skirts Versus Short 74 


EWS from Paris is to the effect that skirts are no 

longer trailing the ground but have.the chicness of 
youth and will be eight inches from the ground for day- 
time wear, while for evening they will vary depending 
on individual taste. Skirts for sport will be straight and 
slim. 

Yes, Paris has said it and undoubtedly it will be na- 
tionally acknowledged. But, the remarkable thing is, 
that of a nation of women, only about one thousandth of 
one per cent ever did go in for skirts trailing the ground. 
Take a look from your own store window and you will 
see that eight inches is about the average the country 
over. 

Once it was thought that the height of skirt had a 
great influence on the type of shoes. It was said that 
when long skirts returned, boots would come. Today, we 
are realizing that the hem of the skirt has comparatively 
nothing to do with the type of shoe worn. The intrinsic 
beauty and symmetry of the shoe will find its place on 
women’s feet no matter what skirt length is determined. 

It is the intrinsic beauty of the slipper itself that 
makes footwear salable or unsalable. The shoe merchant 
can be pretty calm on any fashion predictions having to 
do with the length of skirts. The maker of dresses has 
his worries over skirt lengths but on fine footwear, and 
fancy too, the call is for trimness, smartness and har- 
mony. Once the shoe man has got the right color and 
approximately an accepted pattern, he is “sitting 
pretty” on his fitting stool, awaiting the woman who 
wants footwear for fall. 





A Good Business Omen 


+ S Maine goesso goes the Nation” is a well-worn 
political axiom. Speaking of things economic— 
business conditions—one might well paraphrase, ‘as 
New York goes so goes the Nation,”’ for if there is any 
state in the country which so largely depends for its 
prosperity on the prosperity of other states, New York 
is certainly the one. 

It is encouraging, therefore, to note that despite the 
very real seasonal dullness with which New York is 
apt to be afflicted during the hot months of the year, 
no such dullness is noticeable this year—certainly not 
to the extent to which it has prevailed in other years. 

The report of the department of labor shows that 
about half the industrial divisions in the state actually 
increased their working forces during July. Industries 
manufacturing building materials and railway equip- 
ment were particularly active. Seasonal conditions in 
certain lines caused a slackening which just a little 
more than offset the gains in others. The net result was 
a decrease of less than 1 per cent in the total number of 
employed in the state. 

“This,” comments a financial expert, “certainly does 
not look like hard times ahead.” 
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Boot and Shoe Recorder CREED 
Getting More Shoes Sold Right: not only “more” but “right"’; sold for the right purpose, to 


the right wearer, in the right fitting, for the right price, at the right profit. 


This is the great 


problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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This Summer Put the Jump in Slump... . 42 


Four more pages of ways and means whereby 
the seasonal y «Tbe of the hot months can be 
made a period of activity. 


Nation-Wide Campaign Planned to Help 
Sell More Pairs : 46 


Mid-West manufacturer outlines new idea 
at meeting of Northwestern association. 


Survey of Leather 


Third of a series of articles on the sources 
from which we get the leathers used in foot- 
wear. 


The How and Why of Fitting Gore Pumps 52 


The Hiking Boot Comes Into Its Own. . . .54 





The King Is Dead—Long Live 
the King! 


KNOW of nothing more touching, more 

indicative of the REAL spirit of America, 
than the deep, personal grief of practically 
every citizen of our great and good country 
at the death of President Harding. 

We may differ in politics, we may have 
restless, unnatural thoughts because of the 
terrific strain of present-day social and 
economic conditions; but the true spirit, the 
real soul of America is bared when we weep 
at the bier of our national leader. 

I have no fear of the present or the 
future of our country when I reflect 
upon the sincerity of our emotions 
and ideals. 


the 
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A Lively Ad-Visor Series Running through 
Eight Issues—on Hot Weather Advertising Methods 








V— Enthusiasm and Ideas Keep 
“Open Season” Year ’Round 


Enthusiasm first, then ideas. Enthusiasm breeds 
ideas. It’s the foundation, and the ideas are the 
vehicle. 

Without enthusiasm the best idea refuses to do 
its work, merchandise is left to present its own 





KEEP MUSCLES FLEXIBLE 
or SUMMER SPORTS 
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Figure 1 











story of utilty to the prospective user, and the 
merchant is dependent upon the capacity of the 
prospect for imagining the benefits inherent in the 
article. 


Advertising Leaves Nothing to Imagination 


Advertising’s chief job is to stimulate the im- 
agination of those to whom it is directed. It is too 


for Immediate Use 


slow a process to let merchandise itself worm its 
way into the hearts and confidence of prospective 
users. It can be done, it is done; but it is too slow 
in times when it is not simply a case of how well 
sold but how often. It is the job of advertising to 
place merchandise in its proper place of import- 
ance with regard to the users’ needs, and needs are 
usually forecast in advertising. As a result one de- 
sire quickly follows another until the public’s 
appetite seems never to be satisfied. If satisfac- 
tion meant the using of all articles of wear while 
they hung together, until the last thread had 
given up the ghost, there would be no need for 
advertising, but the warmth of human contact 
has been woven into all articles, from parlor chairs 
to automobiles, and things are changed as often 
as moods. 
Imagination in the Merchant 


Logic to the contrary notwithstanding, the mer- 
chant with the greatest imagination enjoys the 
greatest patronage. The imaginative merchant’s 
shoes personify protection, grace and prosperity. 
Each style throws out the warmth of human con- 
tact—holds a promise of many things for the 
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Figure 2 
wearer, just because that merchant has worked 


upon the mind and heart of his public rather than _ 
on its purse strings. The valuation is as much in 
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the minds of users 
as anywhere, aside 
from the actual 
dollars and cents value, and that’s where it’s 
wanted. Bargaining is carried on with the pocket- 
book. Preference is in the state of mind. 


The Message’s the Thing 


Take the merchant who says, “The best $5.00 
shoe on the market,” and lets this statement go 
down as final on all points in the sale; and the mer- 
chant who says, ““The Smith’s have bought their 
shoes of us for 30 years,” or, “Only every 10th skin 
even in the choicest shipment of India kidskins is 
considered good enough to put into these shoes.” 

Just what would be the impression left in the 
minds of customers in the first instance and in the 
next two? Those are the questions the imaginative 
merchant answers before he attempts to create 
impressions. 

In the first place the appeal is immediate but 
not lasting. It would be the finest argument pos- 
sible if it could be used in connection with shoes 
actually worth seven or eight dollars because the 
shoes themselves would create the lasting im- 
pression. But the last two statements convey the 
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Figure 3 


difference in worth between the five and the eight 
dollar shoe before the shoes are worn. 

It is even possible for the impressions created 
by the proper exposition of a shoe's value to with- 
stand the failure of the shoe to live up to its 
worth. Those shoes will more than likely be given 
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a second chance, or at least more likely than the 
one on which price was the sole actuating in- 
fluence i in the sale. 
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Figure 1—Ezample of Imaginative Advertising 

A man may not need “a broad toe, a flange heel, 
or a nicely perforated vamp line,” but he needs to 
look well and he knows it. He enjoys prosperity 
and none the less enjoys letting others know that 
he is prosperous. 

Therefore, Figure 1 brings to his mind that to 
do this it is necessary to have more than\a good 
suit to look right and feel right. It is selling a con- 
dition rather than an article. There’s nothing more 
important to any man than his shoes, and the 
merchant is responsible in making him feel that: 
this is so. In the window this caption,““You Can’t 
Judge a Man by the Coat He Wears—lIt’s His 
Shoes That Tell the Story.” This may be supple- 
mented by cards at each shoe reading in one case, 
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“For the Business 

Suit This,” ‘For 

the Golf Rig, This,” 
etc., and another small general card reading, 
“You Can Brush Up a Suit, but Your Shoes 
Need a Change for Improvement.” 
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Figure 6 


In the ad, Figure 2, copy like this, “Your shoes 
are reflected in more than the mirror. They find 
their reflection in your face. That’s if they need 
changing or are a little out of plumb. A new pair 
is better than pre-war stimulant for putting a 
sparkle into your eye. And if the man who 
reads this, thinks the weather is getting on 
his nerve he'd better try a pair of our new shoes. 
No ‘breaking in’ because they fit right in the 
first place.” 


Will Hilly, 


- they will buy" > 


Figure 3—Gets Specific 

The admonition “Keep Muscles Flexible for 
Summer Sports,” and the figures showing why one 
should keep fit, have a general appeal that sells 
sport shoes to the gallery as well as the players. 

At the bottom of the figures (figures may be 
cut out of cardboard after being drawn from 
small figures with pantograph) give the reasons for 
allowing feet to function naturally. The photo- 
graphs of well-known sportsmen with their physi- 
cal qualifications written below picture would 
lead to the individual thought of improving 
physique. 

In the ad, Figure 4, the copy might be written 
something after this fashion: 

Winter muscles won’t do summer’s work. For 
every thing you do a new set of muscles is used. 

For firm leg action in the swing at golf; for 
springiness on the court; for heavy duty on the 
trail; there’s a shoe that will develop proper 
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muscles without 
strain. Try it. It’s 
just as important 
today as at the beginning of the season—and the 
best part of it is the prices are much lower. 


Figure 5—Combines Sale and Salesmanship 


“As The Season Wears On,” is a heading that 
leads to personal inventory of feelings. The copy 
that follows takes cognizance of a general late 
season mood. 

The very triumphs of a month or two ago seem 
colorless. The heat of the summer sun seems to 
have taken possession of what were the coolest 
looking things—a change is needed to finish out 
the season in the spirit with which it started. 

If your spirits are feeling the searching rays of 
sun try a new pair of shoes. You'll notice the 
difference in yourself immediately. 

(shoe descriptions) 

Town—Before filling the little dinner engagement 
at the city make this one-strap pump yours,— 
several leathers. 





Country Club—aA bit of jewelry in buckle on this 
clubby pump for spice at a friendly affair. 

Fantasy—For the woman whose individuality 
may be a happy contrast for simpler things. 

Royal—This very type will never lose its smart- 
ness for the woman who is given to the wearing 


of semi-precious stones here and there in her 
apparel. Many-hued stones in buckles. 
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Sub deb—It’s all that you can expect of a shoe for 
daintiness—and the newness won’t wear off be- 
fore the snow flies. 

In the “Summer Specials’ column reasons for 
reductions onthe shoes appearingin the column. 


Figure 6— Reaches to Fall for Sales Material 
Droopy or Refreshed? Haven’t you seen a 


"woman who from early morning to late at night 


seems the very soul of vigor? Have you ever 
noticed her clothes? 
No? Well one usually doesn’t notice anything 
(Continued on page 55) 


NEXT WEEK 


A Study of New Season’s Trends Provides 
Advertising Material for Immediate Use 
WATCH FOR IT!! 
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Nation-Wide Campaign Planned to 
Help Sell More Pairs 


ARD work and untiring efforts on the part of semi-dress, for evening, for dancing and sport shoes for 


President Charles H. Déppe were productive 

of very worthy results and the St. Louis Hotel 
of Duluth was filled to overflowing with shoemen from 
the great Northwest at the first annual convention of 
the Northwestern Shoe Retailers’ Association, July 30, 
31 and August 1. 

This organization has been in existence a number of 
years under the name of the Minnesota Shoe Retailers’ 
Association but only last year the name was changed to 
the Northwestern Shoe Retailers’ Association in order 
to take in merchants from northern Michigan, North 
and South Dakota, northern Wisconsin, northern Iowa 
and Nebraska as well as the Minnesota merchants. 

Mr. Deppe made the opening address welcoming both 
the retail shoe merchants and the traveling salesmen. 


midsummer wear, golf shoes for golfing and so on. 


Mr. Nichols pointed out the necessity 
of starting a nation-wide campaign as 
the only means of putting this idea 
over, having the trade’s ablest stylists 
compile charts for distribution and to 
be displayed by the dealer for the guid- 
ance of himself and his sales people as 
well as his customers in order that 
they may get the correct viewpoint. 


Sees Good Business Ahead 


Mr. Nichols’ talk was enthusiastically received and 
the points set out were endorsed by the Northwestern 
Association with a movement 








Charge Account System 


Defended 


The first speaker on the 
Tuesday program was George 
Farley of the Duluth Credit 
Association who spoke on 
“Co-operation in Retail Cre- 
dits.”” Mr. Farley advocated 
the charge account system, 
stating that he believed that 
the business lost by operating 
a retail store on a strictly 
cash basis would by far 


Dakota. 











The new officers elected are C. M. Stendal, 
Minneapolis, president; E. J. Schottley, St. Paul, 
vice-president; Lee Woods, Mankato, second 
vice-president; George Roth, Minneapolis, trea- 
surer; H. C. McIntyre, Minneapolis, secretary; 
Board of Directors, D. D. Bryson, St. Paul; 
George Pierce, Minneapolis; Charles Deppe, 
Duluth; C. O. Johnson, Superior, Wisconsin; 
H. C. Montgomery, Rochester; J. W. Samuelson, 
Minot, North Dakota; Harry Lampy, Herron, 
South Dakota; Fred Boese, Grand Forks, North 


made to have it brought be- 
fore the National Association. 

George M. D. Posey of 
Minneapolis gave a _ very 
optimistic talk, admitting 
that business hasn’t been 
what it should be, but urging 
the merchants not to give 
up. Even though they have 
tried to increase business 
and have not met with suc- 
cess, if they persevere, suc- 
cess is bound to come, he 








more than pay for any addi- 

tional help necessary in keeping customers’ accounts on 
the béoks, that it creates a friendly spirit between the 
store and the customer and keeps the two in closer 
touch. 

Mr. Farley pointed out that statistics show that 
seventy per cent of the charge accounts are paid when 
due, fifteen per cent are paid in thirty days, ten per cent 
are considered slow and are paid sixty days later and 
five per cent of the accounts are doubtful and of that 
five per cent, four to four and one half per cent are col- 
lected which leaves but one-half to three-fourths of 
one per cent loss on credit account which is more than 
covered by the additional business gained by this system: 


How to Sell More Pairs 


George S$: Nichols of the Tenico Manufacturing Com- 
pany of Minneapolis spoke on “Retailing Shoes for 
Profit.” Mr. Nichols gave a very interesting talk on the 
necessity of creating a demand for more shoes by selling 
proper shoes for the occasion, educating the sales people 
to suggest and sell to the customer the appropriate 
shoes for street and business wear, the proper shoes for 





declared. 

Sam Jerrissati of Virginia, Minnesota, gave the mer- 
chants the benefit’ of his years of experience by out- 
lining various ideas and gave some advice to the re- 
tail merchants. He pointed out that a visit from a 
manufacturer’s salesman twice a year was not sufficient 
to keep their stocks up and in style. To remedy this he 
suggested that when a factory prepared new patterns 
they send samples to their customers and give them an 
opportunity to place orders on style merchandise 
oftener than twice a year. 


Working with the Hosiery People 


He suggested also that the manu- 
facturers select swatches of leather so 
they can be sent onto the hosiery manu- 
facturer and hosiery to match be re- 
ceived as soon as the shoes come in. 


It is also quite necessary to have the proper 
polish for the care of shoes, he said. Mr. Jerrissati 
believes in placing your confidence in fewer lines and 
(Continued on page 55) 
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Here’s “Bobby” Jones, one of the ranking golfers of the country 

















TIME WAS WHEN SPORT SHOES SALES WERE CONFINED TO THE SUMMER MONTHS, BUT “THEM 


DAYS IS GONE FOREVER.” Now, NO MATTER WHAT THE CLIME, WE HAVE WINTER AND SUMMER 


SPORTS, SPRING AND AUTUMN SPORTS—AND FOOTWEAR PECULIARLY ADAPTED TO EACH. In 


GOLF SHOES, FOR INSTANCE, THE BIG THING IS FIRM SUPPORT OF THE INSTEP, SNUG FIT AND 
COMFORT. Tuere’s A CHANCE FOR MANY AN EXTRA PAIR SALE IN THE JUDICIOUS BUYING 


OF SPORT FOOTWEAR. 
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BY JOHN W. ALEXANDER IN THE CONGRESSIONAL LIBRARY, WASHING TON,D. C. 


AN 


OUTLINE OF LEATHER 


THIRD OF A SERIES 
By FRANK R. SPALDING 


EFORE going into the more definite facts and 
B figures regarding our imports and uses of animals 

for leather, you might like to know approxi- 
mately the animal population of the world. Statistics 
are defective, but as nearly as it can be estimated at the 
beginning of the World War, the world’s animal popu- 
lation was approximately : 


517,000,000 cattle and calves 
520,000,000 sheep 

155,000,000 goats 

126,000,000 horses (including mules) 


Supply Nearly the Same 


Estimates made by the United States Department of 
Agriculture since the beginning of the war, tend to the 
conclusion, that the supply of cattle, sheep and goat is 
about stationary. The production of sheep has fallen 
off somewhat since 1907, but the cattle have remained 
about the same. Estimates since the war place the 
number of cattle produced by different countries as 
follows: 


India 

United States 

Russia 

Brazil 

Argentine 

Germany 

France 

United Kingdom of G. B. 


129,000,000 
66,000,000 
38,000,000 
37,000,000 
35,000,000 
25,000,000 
13,000,000 
12,000,000 


355,000,000 


This would leave according to pre-war estimates, 
150,000,000 unaccounted for. The Government Bureau 
of Statistics estimates the import of goat skins for 
1916 at about 48,000,000 and for 1917 about 54,000,000. 
This importation and consumption of goat skins is 
beyond the comprehension of the average person not 
intimately connected with the industry. 

When one tries to comprehend the fact that the goat 
skin tanners in the United States have imported and 
manufactured into leather during the last 12 years an 
average of over 15,000 dozen a day, it seems almost un- 
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believable. The fact that there are practically none 
raised in the United States would tend to make us more 
skeptical. You will immediately ask where do they all 
come from. 

Goat Skins from India 


India produces by far the greatest numbers. They 
say the natives there eat some of the meat. Unlike 
cattle and sheep, the pelt is often the most valuable 
part of the animal. During the past 12 years, we have 
averaged to get our supplies as follows: 

Europe 
France 
Russia 1911-14 
Spain 
United Kingdom of 
Great Britain 


780,000 
2,140,000 
560,000 


2,000,000 
North America 


Mexico 
West Indies 


2,110,000 
1,000,000 


South America 
Argentine 
Brazil 
Venzuela 
Peru 


2,300,000 
3,176,000 
832,000 
470,000 


Africa 
W. Africa 
S. Africa 
E. Africa 
French Africa 
Italian Africa 
Morocco 


650,000 
674,000 
566,000 
184,000 
159,000 
177,000 
—_—— 2,556,000 
Asia 
Aden 
China 
British India 
Dutch India 
Turkey 


2,580,000 

7,200,000 

17,738,000 

1,020,000 

850,000 
28,600,000 


U.S. Imports Most of Supply 


We import 991% per cent of our supply. 

Some of these skins from India come in a tanned 
state, but the original tan is partly washed out and 
they are retained and finished into fancy leathers and 
colors for the cheaper*shoes. They have never been 
able to wash out the old tan entirely and re-tan in full 
chrome, but are generally given a chrome bath. They 
are never as strong in fibre as the skins that are tanned 
and finished here. 

CABRETTA 

A hair sheep is more suitable for shoe upper leather 
than the wool sheep that come from Brazil, British 
India, Africa and Russia. We have no regular informa- 
tion about the quantities available, but in 1918, we 
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converted 4,500,000 cabrettas into shoe leather and in 
1921, 2,899,859 and in 1922, 2,231,888. 

A rough estimate of sheep skins would give the dis- 
tribution about as follows: 


Europe 
‘Australia 

Asia 

South America 
Africa 

North America 


150,000,000 
98,000,000 
97,000,000 
72,000,000 
53,000,000 
52,000,000 


522,000,000 


The domestic production of hides and skins yield 
enough to supply our tanners with 55 per cent of its 
cattle hides, 48 per cent of its calf, 30 per cent of its 
sheep. For this reason, we are obliged to look to foreign 
countries for so large a portion of our yearly supplies. 

It will doubtless be of interest to note some of the 
methods by which the American tanner obtains his 
supplies of raw materials from foreign countries. 


South American Cattle for U. S. 


We import by far the greatest number of cattle from 
South America and the majority of these are Frigorifieos 
which are shipped in a wet salted condition from Ar- 
gentine, Uraguay and recently from Brazil. 

Some of the largest tannersof heavy leather have their 
own buyers in South America, who buy direct from the 
freezing plants. A number of these plants are controlled 
by American capital. Some of the buyers act for a 
number of tanners. There are also a number of American 
brokerage houses, who act for account of different 
tanners. The largest Argentine hide brokers have offices 
in New York and Boston and sell direct to the American 
tanners. 

Other South American hides, such as saladeros and 
mataderos as well as the dry hides, are collected through 


- the country by large native conurus and sold by them 


to the American tanner, although the mataderos and 
saladeros are also bought direct through American 
brokers. 


Few American Buyers in Asia 


The Asiatic hides are collected largely by native and 
European traders as American buyers do not as a rule 
travel through the Far East. They are sold to either 
hide merchants or direct to the tanners in this country. 
We are using quite a quantity of Indian and Java water 
buffalo for making cheap grades of chrome sole 
leather. 

We have always secured our chief supply of foreign 
calf skins from Europe. France and Scandinavia furnish 
the best. The largest quantity came from Russia until 
the outbreak of the war. Germany being so near to 
Russia, however, has always had first choice of most of 
Russia’s best calf. India supplies large quantities of the 
cheaper grades of calf and kip. A good many of these, 
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These diffebent numbers represent the districts in Russia from ‘which we get our greatest number of horse, colt, goat and cattle skins. 


supplies in that market. Now most of the trade and 

buying are done direct with Australia and New Zealand. 

. A large amount of the South American sheep skin 

SHEEP business is controlled by American-owned packing 

Australian sheep skin business was handled before the plants, but there are a large number of native French, 
war throughLondon. American buyers used to get these British and German houses in the market. 


especially the cheaper grades, again are imported in the 
tanned state. 
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Calf Skins Imported 
We imported in 1920 4,285,000 calf skins, weighing 

35,132,286 pounds about 8 1-5 average. 

France 

Rest of Europe 

British India 

Canada 

East Indies 

Argentine 

Rest of World 


1,000,000 skins 
900,000 “ 
600,000 “ 
300,000 
300,000 
300,000 
800,000 


4,200,000 skins 


The same year, 1920, we imported 7,000,000 cattle 
weighing 275,066,507 pounds, averaging 39 pounds each. 
Argentine supplied 2,897,435 
Canada 681,212 
Uraguay 664,234 
Columbia 499,700 
Other countries 2,051,204 


Sheep skins about 35,200,000, weighing 82,750,537 
pounds, about 2 35-100 pounds average. 
Australia and New Zealand 
Argentine 
Canada 
British India 
British South Africa 


10,170,212 
5,821,702 
5,085,106 
2,127,659 
2,000,000 


24,424,689 
The remaining skins came from various South Ameri- 
can and European countries and a few from Asia. 


The Goat Skin Industry 

R. H. Lenkeit, who has been associated with Hart- 
man Brothers and Thompson & Lehzan of Calcutta, 
has published some interesting facts about the goat skin 
business. The figures were available through the kind- 
ness of Mr. J. W. Keller of the Tanner’s Council of 
Philadelphia. 

The goat skin industry in this country is grouped 
along the Delaware River at Philadelphia and Wil- 
mington, Newark, New Jersey and at Lynn, Mass., 
where the skins are manufactured mostly into shoe 
leather and in Gloversville, New York, the seat of the 
largest glove manufacturers. 

Goat skins used along the Delaware River district 
were as follows: In 1909, 84.5 per cent of the output; in 
1914, 83.7 per cent and in 1919, 86.7 per cent; Phila- 
delphia alone using 50 per cent of the balance dis- 
tributed among the other three states. Before the days 
of chrome tanning, the water in the different sections 
was claimed to have very different effects in the tan- 
ning and as a rule, the goat skins manufactured in the 
Delaware district commanded the best prices. 


Lynn Manufacturers 
But now, there is certainly as good leather manu- 
factured in Lynn as anywhere in the country. Accord- 
ing to the different countries of origin, goat skins have 
certain very distinguishing features, which are most 
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often ‘the result of the physical condition of the country 
or territory in which the animals are raised, rather than 
any difference in breed. 

Goats, removed from one territory to another, will 
assume the characteristics of their new habitation, 
though often these will not become firmly fixed or 
universal throughout the flock until after several gen- 
erations have been bred in the same locality. 

These distinguishing features show or mark the 
country and district of origin as shown by the pelt: 

First—Size of the skin. 

Second—Length, they vary from long, narrow, short 
and broad, irregular, angular. 

Third—Length of hair, which may be short, medium 
or long. 

Fourth—Color of the hair, whether black, white or 
gray. 

Fifth—Character of the grain, whether fine, coarse, 
loose or open. 

Sixth—Nature of their imperfection, disease, parasite, 
or vegetation mark. 

Seventh—The mode of preservation or cure, wet 
salted, dry salted, sun dried or sun arsenicated. 

Eighth—Manner of take off, scored or clean. 


Some Climatic Characteristics 


In hot countries, the hair is short and remains so at 
all times on account of the uniform heat. Dry and rainy 
seasons affect the quality of the skin, but not the hair. 
In cold countries, the hair is longer during the winter 
than in the summer and the growth of the long hair is 
accompanied by a short, fine, woolly growth, under- 
neath. This lies close to the skin, which you can notice 
by parting the hair. 

This undergrowth keeps the animal warm, but the 
nature of the skin suffers; first, because the pelt is 
generally lacking in substance, and produces thin 
leather, and secondly, the grain is inclined to be sheepy, 
meaning the quality of the sheep grain is approached. 
The pores of the skin instead of being well marked and 
distinct as in goats from warm climates, are more 
difficult of discernment, due to the appearance of the 
finer wool pores between the hair pores. 

The fresher a skin is, the more desirable it is for 
leather purposes and the more liable it is to be tanned 
with the best results. They should not remain in raw 
condition over a year from time of curing. The geo- 
graphical situation of India, which produces so large 
a portion of our goat skins and India sheep skins, as well 
as the peculiarities of its climate and customs of its 
people, is interesting. 

The Himalayia Mountains, the highest in the world 
are about 1400 miles long, 100 miles broad and 3 miles 
high and are a tremendous protection to the northern 
frontier and also keep out the cold winds. Between these 
mountains on the north and the Deccan plateau is a 
tremendous depression filled with fertile soil brought 
down by the rivers. This, according to statements by 

(Continued-on page 53) 
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The pump is slipped over the ball of the foot and then— 
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a narrow shoe horn is brought into play and the 
shoe slips on easily, naturally and comfortably. 


The How and Why of Fitting Gore Pumps 


By HELEN M. HANEY 


HE gore pump is one of the easiest shoes in the 

store to fit,”” said a retail shoe salesman of long 

experience. The store was a high grade one in a 
big city. 

“And,” continued the salesman, “when a woman 
has slipped her foot into a gore pump, it fits her snugly 
at the ankle, with no button or buckle fastenings on 
which to catch her skirt. But I have first carefully taken 
her foot’s measurements and have proved to her that it 
is the right shoe for her foot.” 


Good Points Enumerated 


Further investigation brought out the following good 
selling features of the gore pump. 

It is a good fitting pump for the woman with beautiful 
ankles. 

The vogue of straps may be retained in their almost 
endless intricacies of design. The gore pump is artistic 
and when well made, by skilled shoemakers, as is every 
shoe with graceful lines, it conforms perfectly to all 
foot measurements. 

The gore pump is more easily made by the good shoe- 
maker than many of the elaborate patterns of today. 
In the opinion of one custom shoemaker it is not one- 
tenth as difficult as some of 


“Up to” the Retail Salesman 

But it should be remembered that the fitting of the 
gore pump requires salesmanship. By all the rules of 
St. Crispin, it is an acknowledged fact that the good 
shoemaker will make the gore pump just right. He will 
use good goring and his stitchers will have their seams 
adjusted correctly and smoothly. The traveling shoe 
salesman who knows that his gore pumps are good 
fitters, or he would not sell them to his friend, the retail 
shoe merchant, has put a line into the shoe store. It is 
now the duty of the man at the fitting stool to see that 
the gore pump is sold right. He must use good judgment 
and not allow a creation of beauty to be killed because 
he cannot sell his line. Every woman cannot wear a gore 
pump—neither can every woman wear a Colonial, or 
a three-strap, or a two-strap, or a one-strap. But sales 
people have grown so accustomed to the setting back 
or moving forward of the button or buckle of the strap 
shoe, ungored, that they do not perhaps realize that 
with the gore pump, it ‘is the little elastic strip at the 
sides, or perhaps at the instep, that ‘“does the business.” 
While the gore pump will stand an ordinary amount of 
stretching, too great a strain should not be expected of 
it. Therefore, if a woman with a very low or a very high 
instep comes to the retail 





the strap patterns without 
the goring. 

The gore pump lends itself 
well to the three important 
fitting points of the low 
shoe—the ball or waist, the 
instep, and the heel. If the 
woman’s ankle is a little too 
thick at the waist, or instep, 
the stretching qualities of the 
goring allow for the over-plus 
of muscle. 


wear. 





Use a Narrow Shoe Horn 


The trick in fitting gore shoes is in the use 
of the proper shoe horn. The wide ones in 
common use in many stores spread the 
quarter of the shoe to such an extent that 
it is difficult to get the throat over the instep. 

With a narrow shoe horn, however, it is 
an easy matter. Try it if you are having 
difficulty in the fitting of this type of foot- 


shoe store and says, “1 want 
a gore pump,”’ the salesman 
should study her ankle 
measurements, bring out the 
gore pump and demonstrate 
to her that a gore pump is not 
for her “fair foot,”’ for she of 
the very low instep will find 
that her pump will slip at the 
heel and she of the extra high 
instep will find that the shoe 
will bind her at the instep. 
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Gore with Narrow Straps Effective 


The gore pump with narrow straps at the instep is 
very effective on the woman with normal ankle measure- 
ments, but the woman with a thick waist and high in- 
step should not wear a gore pump. She can wear it but 
it will not fit right, and she will render an unjust ver- 
dict against the gore pump in general, when it really is 
nobedy’s fault excepting that of the merchant or his 
salesforce, who should have the confidence of their 
customers sufficiently to advise them as to the wearing 


of the gore pump, or, in fact, any other shoe in the - 


establishment. 
Buy Enough Sizes 


It should always be remembered that a good manu- 
facturer will stand behind the quality of the goring and 
if it does not last as long as the shoe itself, a new piece 
can be inserted. : 

And when gore pumps are bought, as with all other 
styles, they should be bought in a sufficient number of 
sizes, so that all customers with normal feet may be 
fitted thereto at the store which has made them a 
member of his profit-making stock. 





An Outline of Leather 


(Continued from page 51) 


best authorities, is the most productive and most 
densely populated land on the earth’s surface. 
Two-thirds of the people depend entirely on agricul- 
ture. Twenty-five per cent of the total revenue is ob- 
tained from taxation on the land. The population is 
about 400,000,000 and food for them and fodder for 
their tremendous herds of goat and cattle have to be 
provided. Fortunately, the largest percentage of popu- 
lation is vegetarian. Another portion is by religious 
eustom prohibited from meat eating. When goat skins 
are selling at a high price in America, the animal is 
frequently killed simply for the value of its skin. 


India Great Source for Hides 


The welfare of the Indians depends on the regularity 
of the Monsoon and the rains. India is the greatest hide 
and skin producing country in the world. The northern 
section of India comprising the Punjab Plains and the 
north western Provinces, the Ganges Valley compris- 
img the East and West Bengal and Calcutta districts 
and southern India, represented by Madras, and Hyde- 
.rabad are the different sections from which most of the 
skins come. 


Monsoon Comes in July 


In the Punjab country from January until the end of 
June, the skies are cloudless. The Monsoon is due to 
break about July Ist and it rains until not later than 
the middle of September. During this period from 15 to 
25 inches of rain falls. New England has from 30 to 35 
imehes in a year. From the end of the Monsoon, no more 
ram falls until December when the Christian Rains 
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are due. This lasts only about a week at best and some- 
times no rain falls at all as was the case in 1915. In 
1915, the Monsoon was almost a complete failure; in 
the Punjab there was no rain fall until late in August 
and the crop had suffered most seriously. So you can 
see the crops, the welfare of the people and health of 
the cattle depends on the rains coming at the right time. 
The best skins come from October to April. 

The Canal System of Punjab Plains is one of the most 
extensive in the world, the Province being a network 
of large and small canals, the larger leading from the 
rivers. With the rivers being full in April, the canals 
are full and can supply enough water to start the new 
crops. The rivers become gradually lower until June. 
Then the smaller canals are practically dry and the 
larger ones so low that only the land immediately ad- 
joining can benefit, when you realize that it is a 
common thing for the temperature to go as high as 
125 degrees. If the monsoon is late this extreme heat 
would soon ruin the crops. 

Toward the end of winter there is never an over- 
abundance of fodder and there is a scarcity of it un- 
til March, but there is sufficient to keep the cattle from 
suffering. 

Skins from Punjab Are Best 


The skins from the Punjab Plains are supposed to be 
the best. The largest quantity of goat skins come from 
the Ganges Valley. The best known is the Patna which 
derives its name from the City of Patna in the Province 
of Bengal. They are short haired, fine grained and have 
few defects. They do have, however, small holes called 
pokah or pin holes. These penetrate the skin, not al- 
ways completely; as a rule they are near the back bone 
and near the neck. They are caused by insects, which 
deposit their eggs under the epidermis of the animal. 
The result is small sores, which develop into holes. 

From Madras we get the so-called Madras hair sheep, 
which are manufactured into cabrettas. In buying these, 
the tanner prefers the goat appearing skins in pre- 
ference to the more sheepy ones. These, when manu- 
factured into glazed kid, are often very hard to tell 
from the genuine goat. In kid and goat, the hair holes 
are arranged in small, regular shaped groups in arcs or 
circles. In the cabretta, they are closer, more irregular 
and often confused. . 

Again if you double and rub a piece of the grain on a 
rough surface, the cabretta will quickly show a nap. 





Mackey Shoe Co. in Larger Factory 


Brooklyn, N. Y.—The Mackey Shoe Co. has moved 
to 482 to 500 Driggs avenue, Brooklyn. The new factory 
gives double the amount of space available in the pre- 
vious location. The company will have a capacity of 
one thousand pairs of high grade ladies’ turns per day, 
and the factory will be one of the most modern and up- 
to-date in Brooklyn. The object of taking the new fac- 
tory is solely to take care of the fast growing business. 
There will be no change in personnel or management. 
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Creating desire for the hiking shoe by showing it “in action” 


The Hiking Boot Comes into Its Own 


PP NUE pursuit of health is having its influence on 
types of footwear. The introduction of knickers 
is one of the outward symbols of the change that is 

taking place in attire in connection with sports. As each 

year goes by, the wearing of clothes and footwear for 
outdoor activities will be more and more along recog- 
nized_health lines. 

We see a remarkable interest the country over in 
hiking boots and oxfords, suitable for outdoor sport 
attire. The demand for the hiking boot, calf high and 
designed for hard service, is a style that has come out 
of the great Northwest. 


Now Popular in the West 


From Yellowstone Park through té the Coast, the 
accepted garb of the camper and hiker is knickers and 
calf high boots, or golf hose 
and heavy weight oxfords. 
In the hiking boot, the pat- 
tern most used is taken from 
the Indian moccasin. 

Slowly but surely, the 
demand for this utility foot- 
wear will appear in other 
sections of thecountry, par- 
ticularly in hilly places. 
With the coming of the fall 
season, there is a good pos- 
sibility of business on high 
boots and serviceable ox- 
fords for women who rush to 
the seashore in midsummer, 


The calf high hiking boot is popular in the West 


then jump into their automobiles and go to the 
mountain resorts in fall. The call of the outdoors is 
not limited to a two weeks’ vacation at the shore, but 
is now being made a year-round proposition. It is good 
taste to wear sport clothes twelve months in the year. 


How to Get That Extra Pair Sale 


Shoe stores in every part of the country have an_op- 
portunity to sell many more pairs of shoes by encourage- 
ing proper footwear for outdoor use. Many merchants 
are planning to start the fall season off with a display of 
fall sport footwear and hiking boots to encourage an 
interest in seasonable footwear and to give women an 
opportunity to'spend money for something other than 
light straps and fancy footwear. Nothing lends itself 
better to the opening of the fall season than a real dis- 

play of sport footwear. 
Windows can be trimmed 
with such fall things as 
foliage, hunting trophies 
and the more ambitiousstore 
can go the full distance by 
showing a camping scene in 
the window. 


Advertising Increases 
Sports 
Several concerns have 
been very conspicuous in 
their emphasis on boots and 
oxfords for sport wear and 
much of this national 





August 11, 1923 


demand has been created by the constructive 
advertising they have done. By the power of their 
advertising, they have placed in the minds of the 
people, the utility of serviceable boots of a particular 
sport type. This advertising co-operation is a step in the 
direction of getting more shoes sold right. A prominent 
merchant in the East makes the statement that “the 
Parisienne lives to defeat age and uses all the arts of 
massage, powder and paint, whereas, the American 
woman is content to let nature take its course, but, at 
the same time, aids nature by youthful activities. One 
week in the mountains is worth a year in the fashion 
parlor and the cost is exceedingly small.” 


Sport Costumes for Fall 


Autumn is the great brown period in nature and it 
holds true in the apparel for outdoors. The browns lead 
in the weaves and cloths for knickers, suits and foot- 
wear, and boots and oxfords in brown have a decided 
place in the scheme of women’s outdoor dress and should 
have a place in your store and stock. The best way to 
start a fall season is to have something in keeping with 
the spirit of fall and merchants alert for a profit are 
recommending these substantial types of footwear for 
sale the next three months. 





This Summer Put the Jump in Slump 
(Continued from page 45) 


about such a paragon but herself. But the secret is in 
knowing how to wear clothes—how long to wear them. 
The first to show signs of wear in clothing is the wearer. 
That is why you'll stop in today to refresh yourself with 
these new shoes. 


Figure 7—Jumps Right into Fall 

Lest that jaded summer look take a strangle hold on 
the store, dress up an “action” window. Arrange 
branches with fall leaves attached, turn several electric 
fans on them and place a placard reading, ““Months 
Ahead.” Or arrange a blower (fan lying flat on floor) 
with a bowl-like contrivance over it and a net reaching 
up into window made of same color material as back- 
ground to hold leaves from blowing all about. Turn on 
fan and create a whirlwind of yellow and golden brown 
leaves. This will provide a setting for any styles that 
are new to a neighborhood. 

In the ad, Figure 8, copy on the possibility of getting 
advance styles at the store always. Something like this 
might be said: “The real fun in a new pair of shoes is 
to be first to wear them. It is an element of value that 
one always gets in our shoes. Then there’s the assurance 
that the newness will last because of good shoemaking. 

““Wouldn’t you like a pair of shoes now that everyone 
will be glad to wear later? Then when they begin to 
lose their distinction in the throng, change to something 
else new again. You can always do that here,—and you 
won't have to risk your good taste to be months ahead.” 
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The imaginative merchant is able to measure demand 
before it is felt by those who buy, and the imaginative 
merchant offers the satisfaction possible only in goods 
that embody coming desires. No merchant can afford 
not to be creative. 


* 


Nation-Wide Campaign Planned to 
Help Sell More Pairs 


(Continued from page 46) 





confining the buying of style merchandise to these 
particular factories. 


Folly of Not Advertising 


In closing he added that the merchant who believes 
he is saving money by not advertising is simply de- 
ceiving himself; that in order to clear the shelves each 
season, some money must be spent in advertising. 

The next convention is to be held in Minneapolis. 





Clark Harwood Resigns 


Boston, Aug. 8—Clark Harwood, for many years a 
member of the firm of Chipman and Harwood Com- 
pany, shoe wholesalers of this city, and more recently 
representing this firm in the states of the Middle West, 
has severed his connection with the firm. 

Mr. Harwood, who.is well known not only as a mem- 
ber of the wholesale trade but as a traveling salesman as 
well, has not yet announced his plans for the future. It 
is understood, however, that several advantageous 
connections have been offered him of one of which he 
will avail himself soon. 





Leather from the Ocean 


Compared with the enormous quantities of pelts 
obtained from domestic animals, the supply of skins 
from all aquatic mammals such as shark, seal, walrus, 
alligator, sea lion, sea elephant and white whale is so 
small as to seem inconsiderable. 

The variety of the skins and the difficulty and danger 
encountered in obtaining them, renders the leather 
made from them of high value, although not comparable 
with that of the general supply. 

It is only within a comparatively few years that the 
shark skin has been used in quantities, as there were 
obstacles to. be overcome before the skin could be 
tanned. 





" , i 
Error in Bates Advertisement 


Through error, the oxford Style 2112 contained in the 
A. J. Bates Company’s full page advertisement on- 
page 117 of the July 28 Recorder, was described - 
asa trouser-crease. This shoe has the regular uncreased - 
forepart. a a St a 
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If Neew York Says 
“It’s The Latest Style” 


We've Got It! 
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Attractive Advance Styles 


Volume buyers have found this to be the 
best merchandising line of meeeny foot- 
wear on the market. 
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Approved styles, moderate prices, and 
excellent workmanship are the reasons 
for its remarkable success. 
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A Stocking that Rings 
the Cash-register 


The women who wear “Pocahontas” like it, and con- 
tinually come back for more. The beautiful texture of 
the pure silk threads, the elastic mercerized top, and 
above all, the ankle-clinging fit—are the most satisfy- 
ing of hosiery requisites. 

Women are being told about this beautiful hose by con- 
tinuous advertising in leading magazines. Your own 
customers are coming to know that Arrowhead Ankle- 
Clinging Hosiery clings to the ankle, wears long and 
costs little. 

The Arrowhead line includes stockings for women, 

children, and men, in pure silk, fibre silk, mercerized, 

worsted and cotton. 


Send your order now for 
“Pocahontas.” Orders filled the 
same day they are received. 


“Pocahontas” is of pure 
Japan silk, with 21 inch 
silk boot, elastic mercerized 
top, double sole and high- 
soliced heel, reinforced toe, 
seamed back, with fashion 
marks in ankle, unusually 
fine gauge. All colors. The 
best $1.50 value on the 
market. 


RICHMOND HOSIERY 
MILLS, 


» Inc. 
Established 1896 
Chattanooga, Tennessee 


a 


m4 a 


rrowhead 


Ankle-Clinging 


HOSIERY 


For all the Family 
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“ Feanette’ 


“Adrienne” 


Combination of log cabin 
suede, with patent leather 
trimming. French toe, 
11/8, 14/8 and 17/8 
- Heel. Also avail- 
a 


. le in other suitable 
Gore Pump. Combination combinations. 


of black suede and patent 
leather 14/8 Spanish heel. 
Can be had in various other 


»¢ ha The “Jeanette” represents the latest style trend in 
combinations to suit, 


feminine footwear for Fall. Refinement of design is one 
. , , - h of its particularly notable features, not to speak of the 
HE only sure way to attract the best trade is by the top-notch craftsmanship with which Active made shoes 
display of the best merchandise. Shoes from the house are identified. Ask to see this beautiful model. 
of DellaBert are recognized for their excellence of quality 
and correct style by the most exacting buyers. If there 
is something new in fashionable feminine footwear, you 
can depend upon the fact that DellaBert has it. 


DEL LABRERT SHOE CO. 
258 Wythe Ave., 
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Save time and ship’at once the shoes you want to have remodeled and we will have 
them ready for youjto meet the Fall demand. The oa hy Shoe Remodeling Co. 
is recognized as the only concern doing work of this kind. Get in touch with us 
immediately. , 


BROOKLYN SHOE REMODELING CO. °SROCHESTER AVE. 














Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf — 
Russia Calf— 








Artificial Flowering Plants and Trees, with 
Pots, Co te, from 10c Up 
eabaphpaingsss tis Oca tan Mace Vat ae, a hated Woes de Akins 
HUNT-RANKIN LEATHER CQ, FRANK NETSCHERT, INC. | 
106 Beach St., Boston, Mass., U.S.A. ! New York, N. ¥._ Hy 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Y 1453 
Brown Calf (Long 
Vamp) Winter Ox- 
ford Full Double 
Sole with Gable 
Edge and Flange 
Heel. Pinked Tip. 
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“Dey Sho’ Am 


De Wearin’est Shoes” 


Not one of your customers in ten knows 
good leather and good workmanship when he 
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sees it. Any shoe that looks smart, feels easy 


—O—O: 


and doesn’t cost too much, sells once. 
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But your customers come back when they 
step out with Lundin Shoes. These shoes, 
made to sell at from $5 to $7.50, lacking 


>= 


nothing in style and comfort, have months 
of service built into them. 
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The Lundin line of winter shoes is worth 


— 


seeing. 





If there is no Lundin 
dealer in your town, 
write for our plan. 
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The Shoe of Constant Quality 
Lonp-Wii11aMs Sos Co. 


ST. LOUIS Manufacturers U. S. A. 
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Dealer Influence is secured thru advertising in the Bout and Shoe Recorder. 
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AKERS and merchants of fine shoes 
agree that the most important 
forward —— of the year in shoe 

construction is le-Fashioning. This 
—— —— assures ae 
Oo unn- ords a permanent 
snug ankle fit, is without a peer as a 
ucer of satisfaction and sales. No. 
954, a black calf oxford on our Marne 


last, is one of the most 
Nunn-Bush Ankle Fashioned Os 


No. 1954 
The Marne 


In stock for 
Immediate Delivery 





-Nunm-Bash & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 

















BOOT AND SHOE 


MS JORDE ER a 





wate APRIL |, 1862 


CHICAGO 


Retail Business on High Plane 


~ Summer Sales Result in Clearing Most Stocks, Except Few 
Broken Sizes and Lots 


USINESS for the week ending Aug. 4 
in the retail shoe stores was good, 
considering that the between-season period 
is on, which usually means that merchan- 
dise moves very slowly. Apparently this is 
not the case at this time as the reports 
from several of the stores show a nice 
sales total. 

That the summer sales have cleaned up 
all but a few broken sizes and lots is sure 
the case, as a survey of the shoe store 
windows finds a small space devoted to the 
very last ends of the whites and bright 
colored shoes, as well as a few of the whites 
trimmed in colored kid, in most every store. 
The price tickets on these shoes are so very 
low, some of them running from $2.00 to 
$4.00 for shoes that formerly sold for 
$6.00 and $8.00, while in the higher grades 
shoes that sold for $14.50 and $16.50 are 
down to from $4.00 to $6.00. These prices 
would indicate that there is a determina- 
tion to dispose of these shoes in a hurry. 

Present conditions indicate that bright 
rainbow colored shoes are through for the 
season, and while it is the general belief 
that they will be revived next spring and 
summer, and perhaps even stronger than 
they were brought out this year, yet the 
patterns will be greatly changed. 

The more subdued colors in kid foot- 
wear, those of the different light shades of 
gray and brown are still sellmg, and have 
not been put on the bargain table with a 
slash in price, but are still bringing good 
prices. 

Interest in Sport Shoes 

In a few of the stores there has been a 
marked increase in the sale of sport shoes 
of the low rubber heel oxford type in 
suede and calf. The sudden special in- 
terest in this type of shoe at this time is a 
little hard to account for, but then it only 
goes to show that it is pretty hard to an- 
ticipate a week in advance just what a 
woman will want. 


Patents and satins are also selling, but 
not to any exceptionally large extent. 
Those that are being sold are usually of a 
dainty strap effect with cutouts at the 
throat of the vamp, or further down on the 
vamp or in the quarter, or any pattern 
that looks dainty and airy. The medium 
height box wood type of heel seems to be 
most in demand. 


Fall Shoes Shown 


A few of the new shoes have made their 
appearance in some of the stores. These 
are chiefly of the different shades of brown 
suede such as mandalay, log cabin and 
thrush, made up into dainty straps or 
oxfords. One, two and three-straps are 
being shown, some have a wide instep 
strap with cutouts across, while others 
have straps that cross over the instep. 
Most of the strap patterns carry a rather. 
high heel, while the oxfords take a medium 
or lower heel. 


There is a small, but growing feeling 
among the retail merchants, who study 
the market that calf leathers in tans and 
browns will be in great demand in the 
late fall and winter styles. 


Light Hose Good 

Light colored hose with dark shoes are 
still as popular as they were at the be- 
ginning of the season. Grays or light 
browns are worn with black or darker 
costumes, while if the costume is light, the 
hose matches the color of the costume. 
Chiffons are still in the lead with subdued 
colors in sport novelties selling well. 


Men Favor Colors 

From 75 to 80 per cent of the men to be 
seen on the streets, both during the day 
and in the evening, are wearing other than 
black shoes. Tans, browns, and cherry reds 
are popular, with white for light palm 
beach suits and sport wear. 

A casual observer on the streets would 
find food for favorable development of the 
movement thet is now on foot among 
shoemen to promote the idea in the correct 
costuming of men of—‘‘No colored shoes 
after 6 o'clock.” 

This would help to stimulate the men’s 
shoe business and promote the buying of 
an extra pair. 





MILWAUKEE 


Fall Shoes Displayed Freely 


Patterns in Ooze and Suede in a Variety of Shades 
Are Prominent 


ITH merchants anticipating one of 

the best fall footwear seasons in 
years window trims here are beginning to 
take on the gold and brown of autumn as 
merchant after merchant makes his pre- 
liminary fall showing. Browns and blacks 
predominate to a marked extent. Patents 
are liberally shown, and are being pushed 
by some of the merchants in their displays. 
Ooze and suede in a variety of brown shade 
running from deep dark brown to such 
light brown as to be almost gray, are widely 


shown. Low heels are very common with 
many 8-8 being shown in comfortable 
street wear styles. One-straps and gore 
effects will be favored this fall if the public 
takes to what the merchants offer. 


Cut Prices for Men 


Men are responding well to the price 
reductions made by local shoe merchants. 
One of the leading houses is selling shoes 
that cost the merchant between $6 and 
$8 at a retail price of $5. The models are 
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good, but overstocked and may not take 
during the fall. As a whole, the men’s 
season in Milwaukee has been only fair. 


Factories al Capacity 


Local shoe manufacturing companies 
report that full production is being main- 
tained during the summer months, de- 
spite the slowness of orders from some 
sources. It is felt here that the business 
exists and sooner or later will be obtained. 
Accordingly, preparations are being made 
for the usual 11th hour rush, by steady 
summer operation. 


Labor Demand Slackens 


A change in employment conditions has 
taken place in Milwaukee, according to 
Harry Lippert, superintendent of the free 
employment office, and at the present time 
the situation is almost the reverse of that 
prevailing during the spring months. Em- 
ployers being no longer confronted with a 
serious shortage of help, are becoming 
more discriminating in their selection of 
employees. An influx of labor to Milwaukee 
has created a situation in which there are 
more workers than work for the first time 
in several months. 


Many Retail Merchants 


Canvass of the mercantile establish- 
ments in Milwaukee reveals that this city 
has 6,598 stores of one sort or another in 
the retail business. The list of stores is 
headed by drug stores of which there are 
398 in the city. Trailing right on the heels 
of the drug stores come the shoe merchants, 
whose stores number 393, giving them 
second place, five stores behind the drug- 
gists. The city has 19 department stores, 
and 338 wholesale houses according to the 
chart. 


State Employment Increase 


Laborers flocking to Milwaukee and 
other large cities have created a shortage 
of help in the rural districts and small 
manufacturing towns, according to a re- 
port issued by the Wisconsin Industrial 
Commission at Madison. While Milwaukee 
reports an increase in the number of work- 
ers, other important key cities in which 
employment offices are maintained report 
dearth of workmen. According to the re- 
port, wholesale trade shows an increase of 
7.4 per cent, retail trade an increase of 1.9 
per cent and manufacturing has gained 1.5 
per cent. 


Mexico Big Milwaukee Cus- 
tomer 


More than a million dollars’ worth of 
Milwaukee products are bought by Mexi- 
cans every year, according to figures com- 
piled by E. P. Kirby Hade, Mexican consul 
in Milwaukee. Leather to the amount of 
$74,337.90 and shoes worth $21,264.33 are 
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among the leading exports. Hosiery also 
ranks up with the leaders, its annual value 
being about $11,000. Leather goods of 
various kinds shipped to the southern re- 
public each year are valued at $1,101.61. 
Recognition of Mexico by the U. S. will 
greatly expand foreign trade according to 
the consul. English-made footwear is a 
very strong competitor of the American- 
made product. 


Credit Men Hold Picnic 


The Milwaukee Shoe Credit Men held 
their annual outing at Pewaukee lake near 
Milwaukee, with a full quota of members 
in attendance. The credit men arrived at 
the lake just in time to witness the yacht 
and boat races, spent the afternoon in 
games and contests, and then sat down to a 
big chicken dinner in the evening. Follow- 
ing the dinner the double deck steamer, 
Norseman, was chartered anda trip around 
the lake undertaken. On returning the 
credit men danced at the Casino for the 
remainder of the evening. A. J. Schoen- 
ecker, credit manager of the V. Schoenecker 
Boot & Shoe Co., and secretary of the 
association was in charge of arrangements. 


Shoe Firm Incorporates 


Articles of incorporation have been filed 
with the secretary of state at Madison, by 
the Ludwig Shoe Mfg. Co., of Milwaukee. 
Capital stock of the shoe manufacturing 
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concern is $50,000. J. L. Ludwig, H. Wel- 
lauer and Martin Noll are incorporators 
of the company. 


Credit Man Dies 


Victor J. Schulte, aged 28, credit mana- 
ger of the Weyenberg Shoe Manufacturing 
Co., and a prominent member of the Mil- 
waukee Association of Credit Men and the 
Shoe Credit Men’s Association, died at the 
Milwaukee hospital following an opera- 
tion for appendicitis. Mr. Schulte was 
graduated from the University of Wiscon- 
sin in 1920 and entered the employ of the 
Weyenberg company shortly afterward. 
He was an active member of the Milwaukee 
Shoe Credit Men’s Association, and oneof 
the editors of the Milwaukee Credit News, 
monthly publication. He is survived by 
his parents, two brothers and a sister. 


May Close Dye Plants 


Efforts to close the plants of a number 
of shoe dye manufacturers, whose pro- 
ducts have been pronounced poisonous be- 
cause of a deadly solvent contained in 
them, are being made by Dr. A. S. Loe- 
venhart of the University of Wisconsin 
medical school and Dr.C. W. Muehlberger, 
state toxicologist, without going to court. 
Discovery that certain dyes contained a 
deadly solvent which was absorbed by the 
feet from the shoes was made following 
the probe of several mystifying poisonings 
in Madison, Wis., that nearly caused the 
death of three persons. 





CINCINNATI 


Excellent Results from Sales 


Retail Shoe Merchants Secure Good Response to Special 
Offerings —W hites Selling Very- Well 


HE mid-summer clearance sales got 
into full swing during the week ending 
Aug. 4 and a large volume of business was 
transacted as a result. Practically every 
shoe store in the downtown district of- 
fered its footwear at reduced prices and 
it was not long until the feminine eye for 
bargains saw the unusual values available 
at low prices and took advantage of the 
opportunity to get an extra pair of shoes. 
Excellent weather throughout the week 
did much to aid the retail shoe merchants 
and many reported being satisfied with the 
amount of business done during the week. 
Whites formed the bulk of the business 
during the sales. The hot weather made 
the whites easier to sell. Footwear of all 
prices and quality was included in the 
sales. In addition to the whites offered, 
there were bargains in black satin, patent 
leathers and colored suedes. Strap slipper 
colonials, and oxfords were reduced in 
price and commanded good sales. Shoes 
offered at prices ranging from $2.85 up to 


$4.85 had splendid sales and were in muc! 
demand throughout the week. 


Men Buy Sport Models 


Sales of conservative models and swag- 
ger sport shoes for-men had good sales. 
Russia calf, patent colt and gun metal ox- 
fords, as well as white nubuck oxfords, 
sold at prices ranging from $2 to $3.85. 


Making Many Suedes 


Seventy-five per cent of the shoes now 
being manufactured by the P. Sullivan 
Company, Cincinnati, are suedes, accord- 
ing to W. T. Dickerson, vice-president and 
sales manager of the company. 

Mr. Dickerson states that mail orders 
are coming in much better now than at this 
time last year and that the company’s fac- 
tory is running at capacity with orders 
booked far ahead. The salesmen of the P. 
Sullivan Company will leave for their 
territories about September 1. 





August 11, 1923 


BOOT AND SHOE RECORDER 


DETROIT 


Sales Bring Good Results 


Near Depletion of Summer Stocks Quickens Showing of 
Fall Patterns 


HE clearance sale is sometimes con- 
sidered an artificial means of inc-eas- 
ing business, but it is the retail merchant’s 
greatest opportunity to put “his house in 
order.” Some merchants are having sales 
of one kind or another all the time. T.1at is 
their way of impressing upon the public 
the timeliness and value of their merchan- 
dise. It is their introduction of their busi- 
ness appeal to the public. The clearance 
sale, however, is more generally used as 
an outlet for the odds and ends, the lines 
that have not sold quickly, or for soriie 
other reason have not moved as expected. 
The clearance sale that is used for the 
purpose of cleaning up stock is usually a 
success because the lines to be cleared are 
cut deeply and the stocks to be moved are 
pushed. Several of the more prominent 
retail shoe merchants here held their 
clearance sales in July and have cleaned 
house. Some of these firms are now showing 
fall lines and are selling them. One firm, 
handling women’s shoes, began in July to 
advertise fall lines exclusively. 


Watch Sizes Carefully 


Many of the Detroit shoe stores report 
business for July so much better than a 
year ago that stocks have been pretty well 
cleaned up. In one store where the stocks 
of summer lines were found to be at a mini- 
mum the manager was asked, “How do 
you do it?” 

With a characteristic shrug, he replied, 
“Simply by keeping at it. I watch sizes 
carefully. I buy often. I do not plunge. 
There’s no need for doing that now. Then 
the boys on the floor help. We keep stocks 
clean all the time. That's about all there is 
to it.” 

Because of the lowness of stocks there is 
likely to be an early opening of fall selling. 
The fad for bright colors during the past 
season and for white during the present 
season will probably make more subdued 
shades and staple colors sell in early 
September. 


Forecast Good Fall Business 


Most of the Detroit shoe merchants are 
optimistic concerning the outlook for fall 
business. A. O. Day, general manager of 
the R. H. Fyfe & Co., said: 

“We have just completed inventory and 
business during the past six months has 
been very satisfactory. We look for a good 
business this fall. Everything points to 
good business for early fall, although there 
may be a slowing up of sales later. Probably 


it is too much to expect to have a contin- 
uation of the splendid business we have 
had during the spring and summer season, 
but we are going after it_with the same 
aggressiveness. Our plans and buying pro- 
gram are being developed to take care of 
the best business we have ever had. 

“We-buy for about 60 days in advance. 
That is on the average, of course, because 
it is advisable to buy some lines three or 
four months in advance. But we have our 
lines coming in so that we are always able 
to control the stock and adjust it to any 
condition that may develop.” 

Fred W. Templar, manager of Alfred J. 
Ruby, Inc., whose business is of the high- 
est class, stated: “I cannot see any good 
reason for a falling off of business for fall. 
At any rate our store is going ahead with 
plans for a bigger season than ever. We 
have bought largely and will have a won- 
derful line for fall, which in itself will in- 
sure good business.”’ Mr. Templar is look- 
ing forward to a good satin and patent 
season. 

Frank J. Casey, president and manager 
of Carrington, Inc., was optimistic. “‘In 
spite of the fact that it is the fall before 
a presidential election, and predictions of 


experts, business for fall looks good to 
me. The merchant who has the shoes will 
sell them.” 

F. J. Pennington, manager of the Michi- 
gan Ave., E. & R. Shoe Store, said: “We 
are playing for big business for fall and 
we have bought accordingly. I can see 
nothing whatever to indicate a falling off 
of business, which with us has been steadily 
increasing ever since we opened this new 
store in July, 1922.” 

J. W. Smith, proprietor of Smith’s Boot 
Shops, said: “‘My answer to the question 
of fall prospects is answered in the opening 
of another new store at 149 Lafayette 
Boulevard.” 

The new store is the third that Mr. 
Smith has opened in Detroit since spring. 
Men’s shoes will be handled exclusively 
at the new store. 

H. Van Alstyne, manager of the Hanan 
& Sons store, said: ‘““We are going after 
business this fall with renewed efforts.” 


Automobile Industry Strong 


Predictions were freely given last spring 
that there would be a decided slump in 
the automobile business, but a report for 
July shows only 15 per cent less total busi- 
ness than June. When it is remembered 
that the June business showed probably 
the largest increase ever made for a similar 
period of time, this is not startling. There 
was sure to come a period when demand 
could be satisfied, when large firms were 
expanding to take care of the increased 
business that was coming to them. 





LOUISVILLE 


Good Volume of Shoe Sales 


Retail Shoe Business Far Ahead of What Merchants 
Anticipated — Sales Help to Move Stocks 


USINESS in the retail shoe stores 

during the last part of July and the 
week ending August 4 was rather dull, due 
to the fact that most of the people are well 
supplied with summer footwear and also 
because the vacation season seriously in- 
terfered, inasmuch as thousands were 
away from Louisville. 

Clearance sales attracted considerable 
attention and also resulted in a good vol- 
ume of sales in almost every place where 
there was a cut in prices. 


Men Buying Freely 


The demand for men’s shoes has been 
quite fair and is holding up well. Sports 
numbers have been in good demand. 
Children’s shoes are moving rather slowly. 
It is reported that business is better than 
had been anticipated. Some houses report 
stocks in excellent shape, but claim it will 
be nothing short of a miracle if they clean 


up on the bright colored kids, such as the 
King Tut sandals, and the white sandals 
trimmed in blue, red, green, etc. 


Juvenile Branch to Open 


The Boston Shoe Co. will probably open 
its juvenile branch store at Fourth and 
Chestnut Streets about the middle of 
August. The men’s medium-priced branch 
store at Fifth and Jefferson Streets will 
open about September 1. 


Former Shoe Merchant Dies 

John V. Schwaniger, 83 years of age, 
retired local shoe merchant, recently died 
at his home on Douglas Boulevard, where 
he had been living with his daughter, Mrs. 
E. J. Cooney. He is survived by two sons, 
Joseph and John Schwaniger, and three 


daughters, including Mrs. Cooney, Mrs. 
P. M. DeLus and Mrs. H. E. Thompson. 











Byck Brothers Sale 


The house of Byck Brothers is holding 
a clearance sale, where all of its high-grade 
women’s shoes are being offered at from 
$5 to $7.50, representing $10 to $15 values, 
and including regular stocks as well as 
white goods. z 


Petot Half-Price Sale 


The Petot Shoe Co., which is a $6 shoe 
house, handling men’s and women’s shoes, 
is having a real half-price sale, offering a 
half-price sale at $3 a pair on all white 
shoes. 


Shoemen Are Directors 
in Cincinnati 


Announcement was made during the 
past week that the Cincinnati Better Busi- 
ness Commission completed its organiza- 
tion at a recent meeting. Included among 
the directors are J. P. Orr, president of the 
Potter Shoe Company; Robert W. Pogue, 
president, H. and S. Pogue Company; 
Bolton S. Armstrong, president, Mabley 
and Carew Company; John W. Lewis, Jr., 
president, the MacAlpin Company; and 
Robert Doepke, president, the Alma and 
Doepke Company. 


Institutional Advertising by 
Detroit Firm 


R. H. Fyfe & Co. has done some good 
advertising lately, as well as display work. 
A recent advertisement of the institu- 
tional type is worth mention and the text 
is given because of the theme of the article. 
The advertisement reads: 

Fyfe’s Unique Shoe Service 
Appreci by Thousands 

“June gave R. H. Fyfe & Company a 
greater volume of business than any June 
in the company’s history. 

“It brought thousands of new patrons to 
the greatest shoe store in the country and 
made them familiar with the unique and 
thoroughly complete shoe service ren- 
dred by this institution. 

“The increased prestige inspired the 
officials and salespeople and encouraged 
them in their aim and efforts to give De- 
troit and Michigan people a shoe service 
unequaled— 

“To endeayor at all times to maintain 
that standard of service and high degree of 
efficiency that will enable each purchaser 
to feel that his or her footwear require- 
ments can be well provided for at Fyfe’s. 

“We believe that Detroit is worthy of 
and appreciates the services of such an in- 
stitution. We also believe that such an in- 
stitution is worthy of the success which 
will accrue from such services.” 
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ST. LOUIS 


Retail Trade Reported Good 


Business Conditions on Upward Trend as Shownjby Report 
of Federal Réserve Bank 


HE report on general business just 

issued by the 8th District Federal 
Reserve Bank indicates tha< busines . con- 
ditions are di-tinctly better when com- 
pared with the same periods of a year ago. 
The report in part is as follows: 

“Reports relative to general business 
conditions in this district during the past 
thirty days again reflect considerable 
irregularity, but on the whole activitie; 
were maintained at a pace about equal to 
that of the similar period immediatzly pre- 
ceeding, with any change in the status 
being in the direction of slight improve- 
ment. As contrasted with last year, buai- 
ness in virtually all lines was distinctly 
better, especially in point of unfilled orders 
on books of merchants and manufacturers. 
Stocks in all positions are in healthy con- 
dition, and somewhat more emphasis was 
noted in the recent policy of both whole- 
salers and retail merchants to hold com- 
mitments within conservative _ limits. 
Manufacturers, save in rare instances, are 
not making up stocks for which they have 
not received orders, and their purchasing of 
raw materials is along extremely con- 
servative lines. 

“Retail distribution was greatly stimu- 
lated by the arrival of hot weather and 
mid-year special sales, response to the 
latter having been almost universally 
satisfactory. Summer apparel of all sorts 
has moved in heavy volume, and pur- 
chasing of vacation supplies, seasonal 
sporting goods, and merchandise for 
household consumption was ‘considerably 
larger than during the corresponding 
period last year. Another factor in accel- 
erating retail trade has been the large 
number of price reductions. These re- 
ductions have not been general in any one 
line, but affect scattering articles in a num- 
ber of classifications. In order to keep their 
organizations intact, many manufacturers 
have made concessions in prices of their 
products, which.in turn have been passed 
along to the public by retail establish- 
ments.” 


Good Retail Business 


The retail shoe business, generally 
speaking, continues to be fairly good. Com- 
paring the present business with that of a 
year ago, there are many who report in- 
creases. One store manager was enthusias- 
tic in his report that an increase was 
shown in spite of some unavoidable ad- 
verse conditions. Infact mention was made 
that a slight loss would not have been 
disappointing. Some stores report as high 
increases as 40 to 70 per cent over last 





year’s business. It so happens that both of 
the stores referred to have featured colors 
and their reward has been increased 
volume. 

Trimmed Whites Selling 


In checking up on stocks that should be 
sold before the fall season approaches, 
much encouragement can be seen in that a 
good many pairs of trimmed whites have 
been moved. By the middle of August 
these stocks will be further reduced. This 
will eliminate the carrying of any large 
surplus over the winter. Merchants are 
still making an intensive effort to move 
the odds and ends of the white shoes and 
much credit do they deserve in cleaning 
their shelves for good fall merchandise. 

From all indications a majority will have 
about the cleanest stock they have had ina 
good many months. 


Fall Style Folder 


The Vogue Boot Shop has issued a fall 
style catalogue, in which will be featured 
24 styles, all short vamp shoes. Two high 
shoes are included in"the styles shown. 


Join Manufacturers’ 
Association 
a 
The W. H. Lampe Shoe Company and 


The Moore Shoe Company have joined the 
St. Louis Shoe Manufacturers and Whole- 


_salers’ Associations. They were accepted 


into the membership at the last meeting of 
the organization- 


Honors for Strayer 


In a resolution passed at the last meet- 
ing of the St. Louis Shoe Manufacturers 
and Wholesalers’ Association the following 
resolution was passed in which Charles 
Strayer, president, was lauded for his 
splendid achievements during his adminis- 
tration. Strayer resigned as sales manager 
of the Johansen Bros. Shoe Company to 
travel for the same company in the state of 
Ohio. The resolution is as follows: 

“‘Whereas Charles Strayer, our respected 
president and fellow worker in the St. 
Louis Shoe Manufacturers and Whole- 
salers’ Association, is leaving St. Louis, in 
appreciation of bis many activities and the 
very efficient and successful work which he 
has done for our association, be it resolved 
that we express to him our sincere thanks 
for the hearty co-qperation and good 
work which he has done and wish him 
Godspeed in his new work.” 











SECURITY 
SCHOOL SHOES 


The line is complete. Everything for 
the little tot to the larger boys and 
girls. One of our modern factories 
is devoted exclusively tq the manu- 
facture of this superior footwear. 


HAMILTON-BROWN SHOE CoO. 
St. Louis, U.S. A. 








BOOT AND SHOE RECORDER August 11, 1923 


~ ANNOUNCING THE 
ESTABLISHMENT OF 
THE CHARLES A. 


A great forward step in 
the economical produc- 
tion and distribution of 
fine shoes for men 


This announcement comes as the culmination of a full year’s 
hard and devoted study. Back of it lies a thoroughly matured policy. 
Let us explain its development. 


For some time past we have realized that the shoe industry was 
lagging behind other of the essential industries of the country in 
certain vitally important matters. 


We have successfully analyzed these difficulties which confront, 
not only our own organization, but the industry as a whole. 


We have worked in fundamentals. 


Realizing that the retailer of shoes must be able to market our 
product successfully to his customers in order for us to obtain 
success, we started our study at that point. 


To assist us we employed a staff of experts. 
The result of our effort disclosed the solution to our problem. 
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EATON SHOE INDUSTRIES 


From now on the various divisions of the Charles A. Eaton 
Industries will all work toward one end— increased turnover. 

To this end we have consolidated the management of the various 
plants owned and operated by the Charles A. Eaton Company. 
This consolidated organization will be known as the Charles A. 
Eaton Shoe Industries. 

All the economies and advantages obtained through concentra- 
tion of buying in huge volume to meet the requirements of our 
various plants will be reflected in the price of the product of 
each of our divisions. 

Executive overhead has already decreased to a marked degree. 

Specialization in each department has been followed by a great 
reduction in manufacturing costs. 

All the lessons learned from a close study of manufacturing and 
distributing practices in other industries have been applied, with 
the result, that we can go on record with the statement that never 
has a manufacturer of fine shoes been in better position to increase 
the turnover of his customers and consequently their profit, than 
the Charles A. Eaton Shoe Industries are today. 

It seems altogether fitting that this announcement should emanate 
from Brockton, the center of the shoe industry where the most 
skilled labor is concentrated and where tradition of fine shoe pro- 
duction is greatest. 

From time to time, there will be other announcements of a 
more specific nature made in these pages, announcements of vital 
interest to those engaged in the distribution of fine shoes for men. 


CE 


PRESIDENT 


CHARLES A. EATON (iS9J SHOE INDUSTRIES 
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Don’t Wait Until Fall 
Sell More Comfys Now 


Our full page in the August Ladies Another old tradition has been shat- 
Home Journal, reaching 2,000,000 
of the best buying families in the tered. Every day we hear of some new 


United States. dealer who has discovered that he can 














— 


‘Women‘Wan 
; Shan Comba 


I F comfort were"all—almost any 
felt slipper would’do for you. 


But particular women demand the 
same good looks in their quiet hour 
slippers, as in those they wear into 
the outside world. And they want 
these good looks—smart design— 
snug fit and trim shape—to continue 
even after months of hard wear. 


When you understand how much it 
means—in skill, in care, and in ex- 
erience—to put in those good 
looks so they will stay, then you will 
understand the great difference be- 
tween Daniel Green Comfys and 
ordinary cheap felt slippers. 


The traditions of more than forty 
reece building to a standard are be- 
ind every pair of genuine Comfys. 
The expert craftsmanship, the in- 
sistences on finest materials, the 
exacting standards of inspection, 
are all necessary to give you that 
additional value that becomes in- 
creasingly evident the longer you 
wear them. The famous Daniel 
Green label is your best assurance 
of full value in the slippers you buy. 


Daniel Green 


C 
—- 


“When Buying \ 
Slippers Say That 
You Mcan—Comfy, 
Mad: Only by 
Daniel Green.” 


' 
‘ 
\ 





sell Comfys steadily right through the 
year—that he doesn’t haveto wait until 
the late fall to do a real business in this 
most popular of all felt slippers. 


Our national advertising runs through- 
out the year, creating new customers 
and building up an appreciation of the 
greater economy in genuine Daniel 
Green Comfys. It gives your customers 
an acceptance of Comfy quality that 
makes your selling task far easier. 


And when you have sold Daniel Green 
Comfys you have made a friend that 
will come back over and over again— 
not only for Comfy Slippers, but for 
everything else you have to sell. 


DANIEL GREEN FELT SHOE 
searmmcsies "1. | Sauer mers 


General Offices: 
Dolgeville, New York 


New York Sales Office, Chicago Sales Office, 
116 East 13th Street 189 West Madison St. 


Boston Sales Office, 
10 High Street 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
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~More Sales in Sole and Upper Leather Market 


ANNERS report a gradual upward 

movement and increased sales in 

both the sole leather and upper 
leather market. Great activity is not ex- 
pected at the present time, but the leather 
business as a whole shows considerable 
improvement over a few weeks ago. The 
placing of large orders for shoes by many 
buyers who have been in the Eastern mar- 
kets during the past month is bound to re- 
sult in larger purchases of leather. The 
settlement of the strike situation in Brock- 
ton and the South Shore will aid mate- 
rially in the general improvement. 


No Concessions Likely 


There is no perceptible change in. 


prices, although the tendency is for firmer 
values, and tanners are not inclined to 
make any concessions. A spirit of caution 
still prevails on the part of buyers of 
leather, which is difficult-to explain, in 
view of the fact that supplies are needed 
at the shoe factories, and tanners are not 
carrying any burdensome accumulations. 
The curtailment in tanning of the past six 
months shows the conservative spirit 
which pervaded the tanning industry, and 
that is the reason that supplies on hand 
are considerably below normal. Since the 
experience .of two years ago, there is no 
desire to. get loaded up with supplies, 
which might result in a subsequent loss, 
although the market is on a low level, and 
,Some opinion prevails that too conserva- 


tive a policy is being followed all the way 
through. 


Need of Speedy Merchandising 


The shoe and leather industries have 
not shared in the general prosperity of the 
country of the past six to nine nionths, and 
it is 9 question if the extreme caution in 
purchasing is not in some degree respon- 
sibleforit. There are no fundamental rea- 
sons why there should not be a very active 
shoe and leather business, and it seems 
apparent that merchandising methods 
should be studied more closely, and 
speeded up to take advantage of the uplift 
in business transpiring in this country at 
the present time. 

Sole Leather Tanners Firm 


The situation in sole leather is more 
healthy than for some time past. Some 
bids have been below regular market quo- 
tations, but lower values are not war- 
ranted. Union sole leather has suffered 
some in demand on account of the Brock- 
ton strike, and sole cutters have been 
operating more cautiously as a result. A 
better demand, however, is now very 
likely. Quotations remain the same as for 
the past few weeks. Packer steer backs— 
heavy, 53c to 55c per pound; medium, 50c 
to 52c. Oak bends range in price from 50c 
to 65c for manufacturers’ use, and 75c to 
85c for finders’ bends. Oak sole backs 
range from 45c to 55c per pound. 


In the upper leather market there is 
considerable improvement in the demand, 
as more cutters are called to work in the 
various shoe factories. The indications are 
for a busier season, with calf leather tan- 
neries running at greater capacity. A large 
tanner of suede calf leather had next to- 
his largest week’s business in July, and 
the demand is still greater than he can fill 
for the fancy finishes of suede calf. There 
is a good call for black suede. Suede brings 
from 60c to 75c for the fancy colors, and 
40c to 50c per foot for medium. Smooth 
finished calf is becoming more active, and 
prices range from 40c to 45c for the 
standard tannages of full grain colors. 
Medium selections are quoted at 25c to 
35c. Light weights bring around 5c per 
foot less. Blacks, however, are quoted at 
3c to 5c less per foot than colors. 


Improved Call for Side Uppers 


More interest is shown in side upper 
leathers, particularly in the black finish. 
Colored side is quoted from 25c to 32c per 
foot for the first selections. Buck leathers 
are quoted from 30c to 45c, according to 
selection and tannage. The heavier grades 
of side leather, for men’s and boys’ shoes 
and working shoes are in fair request— 
prices ranging from 20c to 32c per foot. 
Cheaper finishes of side, including snuffed 
stock, range from 15c to 20c per foot, 
according to tannage and selection . 
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—the only vulcanized 
Crepe Sole on the 
market today 


SOLE that will not separate from the 

upper—that has the perfect adhesion 
with the upper which only vulcanization 
can give! A sole that is elastic, light weight, 
buoyant, durable and will not bulge. 
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This is the new Keds Crepe Sole—one 
of the greatest improvements in canvas 
rubber soled footwear. 


Crepe Sole Keds are being endorsed by 
the leading tennis players in America. They 
have already figured prominently in impor- 
tant National and International matches. 

Salesmen will be on the way to you with 
samples for advance orders within a few 
weeks. You will find a ready demand and 
real profits in the new Crepe Sole Keds. 


United States Rubber Company 
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Vital Material on ‘“The Manufacture of 


India Rubber World on ‘“The Manu- 

facture of Rubber Heels” embraces 
interesting facts concerning manufacturing 
problems, increased sales and growth of 
the rubber heel industry. 

Extracts from the article follow: “As 
Chester C. Burnham pointed out in The 
India Rubber World, November 1, 1921, 
once the difficulty of attaching heels to 
leather shoes was solved by the nailing ma- 
chine, and rubber manufacturers started 
producing quality heels and advertising 
them, this branch of the rubber industry 
went ahead by leaps and bounds. The 
saturation-point will not be reached until 
the rubber heel production reaches close 
to 350,000,000 pairs a year, which would 
mean a pair of rubber heelsfor every pair of 
shoes produced. 


\ N article in the August 1 issue of The 


Opportunity for Small Manufacturers 


“While several of the large nifanufac- 
turers of rubber goods in this country have 
developed their rubber heel departments 
to a production of 1,000,000 pairs a week, 
many small concerns have sprung up with 
rubber heels as their only product and are 
operating successfully with a fair margin 
of profit. In fact, the rubber heel business 
is perhaps the most attractive field for the 
experienced rubber man with small capital 
to enter at the present time. 

“‘As men’s first quality heels are now sell- 
ing around 11 cents a pair, and women’s 
five to six cents, very few rubber heel fac- 
tories can maintain their entire production 
on first quality goods. To obtain volume 
several grades of cheap heels selling for 
around three cents a pair on the women’s 
and six cents a pair for men’s must be 
manufactured. A fair average of all grades 
would be six cents a pair, making the total 
sales for a 19,200-pairs-a-day heel factory 
to be $288,000 a year. 

“Every business has to take a certain 
percentage of depreciation, due to seconds, 
goods returned because they are not up to 
quality, and bad accounts. The risk in the 
rubber heel business on seconds comes from 
misplaced washers, imperfect blanks, heels 
nicked in trimming, and sulphur bloom. 
In doing business direct with manufactur- 
ers the risk on bad accounts is small, but 
the percentage of goods returned is apt to 
be higher, as the leather shoe manufacturer 
is going to inspect his heels much more 
rigidly than the shoe cobbler. Figured at 
6 per cent this item comes to $17,280. 


Low Selling Expenses 


“Selling expense should be compara- 
tively low, as a manufacturer making for 
the leather shoe trade would have to do 


Rubber Heels” 


practically no advertising. Freight out- 
ward comes under this item, which can be 
conservatively figured at 10 per cent, or 
$28,800. 

“Reserve for depreciation should be 
figured not only on the present equipment 
but also on the necessity for purchasing 
new molds from time to time. In making 
for the manufacturer the brands are con- 
stantly changing, which means new bot- 
tom plates for the molds. In the larger 
plants these can be cut out in the machine 
shop but this would not be practical in the 
smaller factory. $10,000 a year is set aside 
for depreciation.” 





Many Thousand Types of 


Rubber Footwear 


How many kinds of rubbers are there? 
Well, for an estimate there are now more 
than 100,000 types and sizes of rubber 
footwear, counting “sneakers,” but not the 
rubber sole shoes with leather uppers. 

During the war times, when an account 
of stock was taken of most everything, the 
types of rubber footwear were classified as 


This classification, including styles and 
sizes, was made by analyzing the catalogs 
of four large producers of rubber footwear. 
Possibly, a shoe merchant would have 
made some different items of classifica- 
tion. But this study was made by a rubber 
man. 

Once this survey was made, and the 
above figures prepared, there has gone on 
a steady development of the rubber foot- 
wear industry. New types of shoes have 
appeared, new rubber work shoes, boots 
and novelty top rubber boots, novelty 
arctics and a host of new rubber sport 
style shoes. 

The size runs have been increased, be- 
cause the size runs in leather shoes have 
been increased. And new lasts for rubber 
have been designed, so that rubbers may 
be produced to fit over leather shoes made 
over new lasts of new design. 

So, summing up, it is fairly safe to say 
that the number of types and sizes of rub- 
ber shoes exceeds 100,000. And that is a 
small number as compared with the num- 
ber of styles and sizes of leather shoes, as 
computed by the U. S. Department of 
Commerce. 


In so far as the retail merchant is con- 
cerned, the larger variety of rubber shoes 
requires from him a keener analysis of his 
stocks, and his size runs, as well as more 
diligent efforts to increase his sales, or, in 
other words, to find new customers for the 
new types of rubber footwear. 





Bragg Company Changes 
Location 


Durham, N. C., August 7—The E. E. 
Bragg Company of this city, retail shoe 
merchants handling shoes for men, women 
and children, recently moved into a new 
location at 106-108 West Main Street. 
The company has more space now than 
formerly and it was acquired in order to 
care for the expanding business. Good 
business has resulted from the change, the 
location being in the center of the shop- 
ping district of the city. 





First Honorary Member 


Lynchburg, Va., Aug. 7——John W. Crad- 
dock, president of the Craddock-Terry 
Shoe Company, has been elected an honor- 
ary member of the Retail Merchants’ 
Association of Virginia, the first honorary 
member in the organization. Mr. Craddock 
was named at a meeting of the association 
board of directors and officers in Norfolk 
recently on account of the interest he has 
in the welfare of retail merchants. 





La Crosse Co. Building 


Plans for the construction this year of* 
a huge addition to the plant of the La 
Crosse Rubber Mills Co., La Crosse, Wis., 
which will practically double the capacity 
and greatly increase the number of work- 
ers in the institution have been announced 
by company officials. Already known as 
one of the largest independent rubber shoe 
mills in the United States, the La Crosse 
plant will add greatly to its prestige with 
the completion of a $200,000 addition 
giving the plant a capacity of 30,000 pairs 
of rubber shoes per day. 

The new mill will be a four-story build- 
ing, 105 x 200 feet, and containing approxi- 
mately 75,000 square feet of floor space. 
A new power plant, 60 x 90 feet will also 
be erected. The firm now employs 1,000 
workers and turns out 15,000 pairs of rub- 
ber shoes daily. The company is now ex- 
pariding its export business through its 
New York office. Its annual business now 
totals between $4,000,000 and $5,000,000 
in volume. “The company is now working 
on orders totaling $2,000,000 which will 
keep the plant busy until the end of the 
year,” said President A. P. Funk. 
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What’s Behind It? 


HE people like to know who stands behind a product. The 
answer, in most cases, will indicate the quality of the 
merchandise. 

One of the reasons why the Armstrong Cork Company has 
enjoyed the confidence of its thousands of customers during the 
past 62 years is simply because it has never once stepped aside 
from its policy of maintaining the highest quality in every 
product it manufactures. 

The new Armstrong Circle A Heels set a new standard for 
heels. They are unusual in design, in durability, and in resilience. 
They have been made expressly for retailers who pride them- 
selves with specifying only top-notch quality materials in their 
shoes. 

A sample pair of these heels will be sent to you if you will 
specify the size and color desired. 


Armstrong Cork Company, Shoe Products Division, Lancaster, Pa. 
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This symbol has been 
the trademark of the 
Armstrong Cork 
Company since 1860 
makers of quality 
merchandise such as 
Armstrong's Linole- 
um, Armstrong's 
Insulation Products, 
Armstrong's Cork 
Specialties ,and Arm- 
strong Circle A rub- 
ber heels. 


Armstrong 
Circle @ Hi ee / S 
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Godings 
are good 


Ccding’s shoes for men are uniformly good 
throughout. No parts are slighted in order to 
shave the cost. Goding values are paramount 
kecause of specialized production—concentrating 
on a restricted price range instead of attempting 
to straddle a wide one. 


Well planned advertising and sales helps make the 
Goding franchise a big asset for live dealers. 








A rest-card will bring either samples or salesman. 
When shall it be? 


Retail at $8.00 and $7.00 

















a 





The Goding Shoe Co. 


833-855 W. Chicago Ave. CHICAGO 
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DELIVERY 


B 534—**POLL YANNA” 


Young Ladies’ Patent One-Strap Sandal, W: Fai 
Stitched, Mouse Quarter and Covent Strip Tie. 8 8 
Rubber Lift Heel. B, 3-7; C, 244-7; D 21%-7.....93.35 








DELIVERY 


B 571—-Young Ladies’ Patent One Bar Sandal. Two But- 
ton, Welt, Fair Stitched. Orange Stitching. 8/8 Rub- 
ber Lift Heel. B, 3-7; C, 2%-7; D, 2%-7..........93.35 


—— WesS-KradorCe. 


CHICAGO 
PHILADELPHIA PITTSBURGH 
NEW YORK SAINT LOUIS 
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BOSTON 


August Selling Starts Well 


Good Response to Midsummer Sales Results in Near 
Depletion of Shoe Stocks 


HE peak in buying at midsummer 
sales, conducted in almost every re- 


tail shoe store in the city, has been at-- 


tained and during the week ending Aug. 4 
retail merchants reported a decided falling 
off in the demand for sales offerings.. The 
sales resulted in excellent buying in wo- 
men’s summer patterns, also paving the 
way for a chance to unload odds and ends 
and slow-moving numbers. Almost every 
store obtained a great influx of women 
shoppers, but agree that the sales from 
now on will not attract such great num- 
bers and will not result in so good financial 
returns as during the early part. 


New Fall Patterns 


Some fall patterns have been received. 
In only one store are they exhibited. Gor- 
ings, both side and concealed in front be- 
neath overlapping tongues,are popular new 
models. The tongue is impressive inasmuch 
as it is so arranged as to offer the same 
dressy appearance as fancy buckles. The 
tongue is cut and trimmed resulting in 
flanges showing. 

Cross strap models in suedes will be a 
likable pattern for fall. Some merchants 
have a few samples of this type of women’s 
footwear on hand. Side goring models will 
also be prominent. A new number includes 
a gray kid ‘Vamp, same colored quarter of 
suede with goring on sides. A 13-8 heel and 
modified French toe and generous cut-outs 
in front are also style characteristics of 
this pattern. Brown kid and brown suede 
are also used and the result is very good. 

White stocks are-bordering on depletion, 
many merchants reporting a steady call for 
kid and canvas by women. Field mouse, 
gray, beige and black satin and patent are 
still selling freely. 


Summer Sales Inspire Buying 


Reports on general business conditions 
from several sources indicate that this 
summer’s season, from the viewpoint of a 
retail shoe merchant, is better than in 
1922. August started well. Great buying in 
June is the direct cause for the great gain 
that many merchants report in volume of 
sales and money taken in by salesmen. 

During the week ending August 4, ho- 
siery in all colors sold well at the Thayer, 
McNeil store. The company’s sale this 
year was of only three weeks’ duration as. 
compared with a six-week sale a year ago. 

Men are responding well and are buying 
freely of tans, both light and dark. Black 
and tan in Scotch grains are to be fea- 
tured in fall patterns by some of the mer- 
chants here. At the J. L. Esart Co. store, 


selling men’s shoes of high grade, Mr. 
Esart reported business good. Several 
snappy sport models with the crepe sole 
and also with other types of rubber soles 
for golf sold freely. The most popular seller 
at this store for men has been a tan im- 
ported calf oxford, built on the Haig last 
with two rows of spaced stitching. John- 
ston & Murphy made the shoe. The same 
last is used for men’s Scotch grain oxfords 
in black and tan for fall wear. Business was 
good at the Graham Shoe Co., men’s mer- 
chants. 

A trend toward blucher effects is no- 
ticeable in a survey of men’s styles. Plenty 
of models with the plain toe and creased 
vamps were displayed. A number which 
is selling well is a tan calf oxford, plain toe 
and creased vamp with a black apron. 
The contrast is marked, yet not to such 
an extent that the shoe can be classified 
in the extreme class. The black and tan 
colors blend well together and makes an 
appealing shoe for summer wear. 


renee Window Display of 
en’s Sport Shoes 


The theme of a simple yet striking win- 
dow display at the G. W. Curtis shoe store 
on Washington Street is: “Suggestions for 
Summer Vacations and Week Ends.” 
This is a men’s store and has two show 
windows. The window in question was re- 
cently devoted solely to the display of sum- 
mer outing or sport shoes. 

A canvas painting of men and women 
on a section of a golf links, all wearing ap- 
propriate shoes for outdoor wear, most of 
them being two-tone combinations, was 
used as a background. The green of the 
painting made an impressive background. 
Two crossed golf clubs and a golf ball, 
placed in front of the sticks, occupied the 
center of the window. A tennis racket and 
a bag of golf clubs were placed in parts of 
the window suggestive of uses of summer 
sport shoes for men. 

White shoes, black and white and tan 
patterns, all the proper thing for vacation 
or sport wear, were well placed in parts of 
the window. A base, suggestive of outdoor 
thoughts, was arranged with light green 
paper, which resembled green grass. 

A few carefully-worded window cards, 
neatly designed , stated the theme of the 


display. 


Thayer, McNeil Co. Outing 


Employees of “the Thayer, McNeil 
Company, retail shoe merchants, enjoyed 
the annual outing at _Norumbega Park, 
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[ Where to Buy 


Women’s ‘Shoes 




















BLEECKER STYLES 


Are the last word in footwear 
for stylish women 





Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 


207 Essex Street * 








FASHION FOOTWEAR 


: , Women’s Fine Turns 
ot soe Novelties 
ur new-mod 
favorable attention. mg mF pans om Spee 
pumps én the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. ; 








E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


a... 


Boston Office 
Rice Bidg. Room 406 








J.W. BARNARD .& SON 


Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 
for Ladies 


IN STOCK 








Srockseees SHOE COMPANY 











O matter what policy you may 
pursue in selling to the shoe. 
trade, nevertheless; you teed the 
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Where to Buy 


Men’s Shoes 


























One Pair 
Sells 
Another 


T.D. Barry Co. 


Brockton, Maes. 














(P) M. A. PACKARD CO., Makers 
BROCKTON _____ 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO, 
Syracuse, N. Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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Saturday, August 4, more than 150 
attending the event. Extremely hot 
weather interfered with staging the base- 
ball game, but added more interest to the 
bathing and boating. 

Sporting events for men and women 
were held in the morning. The heat was 
not so pronounced at that time of day. 
Suitable trophies were awarded to the 
winners of the various events. Ice cream 
and other kinds of refreshments were 
served. A launch ride, dancing and other 
forms of entertainment were interesting. 

The employees gathered in front of the 
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store on Temple place at 9 o'clock and 
made the trip to Norumbega Park in 
automobiles. Everybody was provided 
with some form of a noise-maker and that 
added interest to the ride. A police escort 
was provided for the automobile party as 
it made its way through the streets of 
Boston en route for the outing. 


John A. Deery in Europe 
John A. Deery of Deery Bros., leather 


merchants, sailed for Europe on August 9. 
He will stay several weeks. 
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Demand for Black and Brown Shades 


Factories Making Orders for Fall Report Strap and Gore 
Patterns Are Most Popular 


ACTORIES report that in their fall 

orders the call for blacks predomi- 
nates. There is also good demand for both 
light and dark shades of brown and con- 
siderable call for grays. The heaviest de- 
mand is for suedes, though black glazed 
kid is enjoying fair trading and there is at 
least a normal demand for brown kid. 

The demand is mostly for strap effects 
and gores. There is very little indication 
of any tendency toward staples or toward 
a reduction in the vast number of patterns 
which characterized summer shoes of this 
year. Factories here will make some staple 
oxfords in black and brown kid. The only 
indications of any high shoes are for those 
which will be made for the people who 
always wear high shoes no matter what 
else may come along. 

Factories are not yet in the full swing of 
their fall business. While some of them 
have received quite a few orders for Sep- 
temLer delivery there are others which find 
wholesale and retail merchants uncertain 
as to what to buy. One or two factories are 
sold for several months, but their produc- 
tion is concentrated on several staple spe- 
cialties for which the demand is constant 
and are not typical of the factory situa- 
tion here. Some of the factories in this 
section are said to have stopped work 
entirely. 


Glazed Kid More Active 


Glazed kid manufacturers report Letter 
demand. While factories are still proceed- 
ing cautiously and slowly, they are taking 
more glazed kid. One firm, which is oper- 
ating to capacity, states that it is moving 
out all of its production except about 25 
per cent. Another firm, which is operating 
at 60 per cent of its capacity, reports that 
it is moving practically all of its output. 
Occasionally, also, it sells 1,000 or 2,000 
dozen additional skins from stock. In the 


opinion of one glazed kid manufacturer the 
shoe factories will finish making suedes in 
about another month and demand for 
glazed kid is then expected to show still 
further improvement. Black and dark 
brown are the colors most in demand. One 
firm is still making some reds, greens, and 
blues, for children’s shoes. Prices show no 
signs of weakening or advancing. 


Little Wholesale Activity 


The wholesale shoe trade is seasonably 
dull. Sales for early fall delivery, while 
they have shown some improvement, are 
still small. Styles are not yet sufficiently 
established to promote confidence among 
retail merchants. Very little improvement 
is expected until September 1 when whites 
will be discarded and more substantial 
shoes for fall will be in demand. One whole- 
sale dealer of men’s shoes expects 8 per 
cent of the demand to be for tan and the 
rest for black. He also reports a tendency 
away from the full wing tip. Another ex- 
pects equal demand in men’s shoes for 
high and low. There is a tendency towards 
plain toes and away from perforations. 
The white season is practically over. In 
women’s shoes strap effects in suede are 
expected to predominate. 


Sole Leather Trade Slow 


Tanners report very little activity in 
sole leather. Factories are not buying more 
than they absolutely have to, due, tanners 
believe, to the hope for lower prices. 
Tanners, who a few weeks ago, talked very 
freely of concessions, now seem to have 
become a little more optimistic. They say 
they believe the bottom has been reached 
om prices and that the only concessions 
which will continue to be offered will 
amount to only about a cent or two on 
some clean-up lots. One tanner says that 
the big reason for the dullness in the sole 
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leather trade is the fact that there has been 
an over-production of shoes. All other rea- 
sons, he says, are secondary to this. 


Personal Items 


Laird H. Simons, president of William 
Amer Co., sailed on August 7 for Europe. 
He will remain abroad about 60 days. Mr. 
Simons recently suffered an attack of pto- 
maine poisoning and expects to return 
from his trip very much improved in 
health. 

Walter Hallahan, of Hallahan and Sons, 
Inc., is now touring Europe. He expects to 
return in the early part of September. 


Retail Offerings 


John Wanamaker is offering Scotch 
grain oxfords for men on a straight last 
with a square, tapered toe at $13. This 
store is also featuring sandals in walnut 
brown velvet. The price is $15. Another 
offering of this store is a sandal in black 
suede with round toe and high Spanish 
heel. The price is $6. A black patent leather 
sandal is also featured. It has oblong cut- 
outs, side-buttoned straps, and high Span- 
ish heel. It is priced at $15. 

Claflin’s store recently offered sports 
oxfords of white buckskin, patent leather 
trimmed, fawn buckskin, brown leather 
trimmed, and fawn buckskin, alligator 
leather trimmed. 

Geuting’s recently offered all their 
colored shoes, including models which 
sold at $12.50 to $15, at $4.90. 

Steigerwalt’s store is featuring white 
reignskin pumps trimmed with patent 
leather at $12.50. 

Fink’s store recently featured a sale of 
women’s low shoes in white, red, blue, 
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champagne, patent, satin, and combina- 
tions, with baby covered heels, low covered 
heels, and high Louis heels. 

Strawbridge and Clothier’s store re- 
cently featured a close-out sale of white 
and colored shoes. The offerings included 
strap pumps, oxfords, and sandals. The 
women’s shoes were offered in white can- 
vas, black patent leather, and black and 
brown kid. The growing girls’ shoes in the 
lot were in red and green sandals. Chil- 
dren’s shoes were offered in white canvas 
and patent leather combinations. 

Dalsimer’s store is offering sports 
pumps and oxfords at $2.85. They are 
in white buck and white linen trimmed 
with tan, black, brown, green, and purple 
leather, in pearl calf with blue or pink 
tweeds. This store also offers rul.ber-soled 
oxfords of pearl elk with black or brown 
calf saddle. The price is $3.85. 


Signatures for Travelers’ 
Building 

James Scanlon, president of the Phila- 
delphia Shoe Travelers’ Association, re- 
ports that the association has secured the 
signatures of 25 persons who are willing to 
go into the building which the Travelers 
are undertaking to house the allied shoe 
and leather industries. 

Mr. Scanlon reports trade rather quiet, 
though some fall business is developing. 
Fancy patterns continue in demand and 
it is very difficult to establish staple lines. 


Shoe Merchant Dies 


Louis J. Payes, prominent shoe mer- 
chant at 46 South Sixtieth Street, recently 
passed away at the Misericordia Hospital. 





LYNN 


Marked Trend for Black Shoes 


EMAND for black shoes has in- 

creased. This fact was noted last 
month and since that time has been even 
more pronounced. 

Volume of business continues good all 
along the line in low cut shoes, especially 
turns and McKays, with a curious situa- 
tion developing in welt oxfords. Strap 
styles are far in the lead. Manufacturers 
continue to tell of good orders for fall foot- 
wear booked during the Boston market, es- 
pecially at the style show. 

Colors show a gain on blacks, as before 
reported, both the velvet black of suede 
and the shiny black of patent leather; log 
cabins, grays and browns in suedes con- 
tinue good. Tan grains, temporarily set 


4 
aed 
Strap Styles Are Much More Popular than Any Other Pattern 

—Good Orders on Hand 


aside while suedes are running, may come 
back strong in the fall. 


About Welt Oxfords 


Circumstances of welt oxfords are curi- 
ous and interesting. An effort is under way 
to revive business in them, which is not 
what it might be, as manufacturers view it. 
There are some shops which are making no 
regular oxfords of the familiar type at all. 
In one shop, there are racks of welt regular 
oxfords, all samples, of fine appearance, 
good shoemaking and of attractive style. 
Yet the manufacturer is doing practically 
nothing on oxfords, because all his cus- 
tomers want strap styles, gores, or lattice 
fronts. On the other hand, there are 
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samples of novelty oxfords, with soft toes, 
creased vamps or lattice fronts or like 
novelty effects, which are taking well with 
some retail shoe merchants. 

There are the new type of light oxfords 
called feather oxfords by some. These 
shoes look so much like turn shoes, having 
close edges and wood heels, that they are 
sometimes put in the same class with turns. 
These shoes are selling well, like other 
light and dainty shoes. But they are made 
mostly in the strap patterns. 


Efforts to Revive Wells 


However, it is a common story that the 
welt shoe business is not what it ought to 
be, either in novelties or staples; and there 
is an effort under way to revive it, and 
build it up to new high levels. The me- 
chanics of the welt shoe have lately been 
improved by the development and use of 
new machinery. Soon the advantage of the 
welt shoe, with a double sole, will be urged 
on the trade, and shoe wearers generally. 
The argument when the fall opens will be 
that the welt shoe provides excellent pro- 
tection for the feet as they pound on cold, 
hard pavements. Which is a new version 
of the old story that ““There is nothing like 
leather, and plenty of it.”’ 


What of Boots? 


That boots are coming was the sub- 
stance of a story that went around Lynn 
recently. It sounded good to some manu- 
facturers. But pursuit of the story showed 
that there is not much of anything to it, 
excepting hopes for boots. One firm had an 
order from a mail order house, for boots. 
And the interesting point about that is 
that the tops are to be cut a quarter of an 
inch above standard measurements. Evi- 
dently, the buyer is convinced that there 
is something in the theory that women’s 
ankles have grown larger from the long 
wearing of low shoes. 

Another story is that an old established 
Lynn firm has good-sized orders for boots. 
But that story could not be verified. 

A salesman, being asked if he were to 
take any samples on the trip on which he 
was starting, said: “I may find room for 
one sample of a boot. But it will be a fat 
ankle style.” 

“Yet,” said another manufacturer, “with 
skirts longer, a cold winter ahead, and a 
surplus of leather, both sole and upper, 
suitable for boots, there ought to be some- 
thing doing in them.” 
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A Shoe from Brazil 


Elmer E. Sanborn, pattern maker of 
Lynn, brought back from Brazil a pair of 
shoes that interests Lynn shoe experts 
very much. The last, a French type with 
a Louis heel, and the pattern, a three-strap 
pump, might well be used in Lynn for 
making novelty shoes for the big city trade. 
The uppers are of the whitest of white buck 
leather. The stitching of the upper is in 
the single needle style, 25 stitches or more 
to the inch, and that is about as fine stitch- 
ing as Lynners ever have seen. The bottom 
is beautifully molded. The edge of the sole, 
close trimmed even for a turn shoe, is 
blacked and burnished, and, evidently, the 
blacking was done without covering the 
upper. 

The shoe was marked to show that it is 
a new style from Paris, but some Lynn ex- 
perts suspect that it was made by skilled 
Italian shoemakers in Brazil. The most 
astonishing thing about the shoe is that 
they cost Mr. Sanborn only $4.85 in 
American money. They certainly look like 
$15 shoes. 


MacLaughlin Returns from 
Trip—Stresses Pretty Shoe 


Charles MacLaughlin, of MacLaughlin, 
Conway Shoe Co., home fron®a selling trip, 
tells of a continued demand for pretty 
shoes. It is the same old story that was old 
when Cinderella went to the ball. She had 
pretty shoes on her feet, shoes that capti- 
vated a prince. Her fairy god-mother 
made them. Cinderellas of today like 
pretty shoes, just as much asdid Cinderella 
of the fairy story. Shce manufacturers, 
using the magic wand of style, make them. 


Modified French Toe Good 

At the moment, says Mr. MacLaughlin, 
the modified French toe last is selling well. 
One model of it, having a 17-8 heel, has 
been accepted by buyers. Log cabins are 
good. Blacks,.including both suedes and 
patents, ace selling better. There is a 
sprinkling of grays, too. Gore styles con- 
tinue good. We will continue to present 
new variations on strap patterns. The art 
of pattern designing has gone to a new 
peak, and will stay there, for the design of 
the shoe pleases the woman who buys it. 
“No doubt,” concluded Mr. MacLaughlin, 
“if the historians told the whole story 
about Cinderella’s famous slippers they 
would have related that it was of a pretty 
pattern, as well as of glass.” 





Open Air Sales School 


The operation of an open air sales 
school appears to be an entirely new fea- 
ture in the annals of salesmanship edu- 
cation. Such a school is now in operation 
by the National Cash Register Co. It is 
situated on a hilltop south of the city 
limits of Dayton. Attending the school, 


which will be in session six weeks, are 251 
recent additions to the company’s Ameri- 
can selling force, from all parts of the 
United States and Canada. There are 
110 tents, with all the modern facili- 
ties of a well equipped university. Classes 
are in session for six hours daily, with ad- 
ditional two-hour periods for squad work, 
practising approaches and demonstrations. 
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HAVERHILL 


Busy Drive to Make Deliveries 


Increased Activity in Shoe Manufacturing — Good Supply 
of Orders on Hand : 7 


EVERAL leading shoe factories in 
Haverhill have taken on additional 
space during the past few weeks, which is a 
further indication of the activity now tak- 
ing place in the famous Slipper City. Cut- 
ting and stitching rooms are operated bus- 
ily, in an endeavor to clean up orders for 
September Ist deliveries. According to 
present indications, this drive will con- 
tinue through September and into October. 
Most of the factories making novelty 
footwear have sufficient orders on hand to 
keep them busy for many weeks to come. 
The orders indicate a greater demand for 
high grade turns, flexible McKays and 
imitation turns. The new process of flex- 
ible McKays seems destined to enjoy a 
big run throughout the country. The shoe 
is light, neat, strongly built, and offers a 
special advantage in a relatively low price. 
Some of the best flexible McKays range 
from $2.50 to $3.50 and more,—the price 
to the jobber or large retail merchant. 


Strong Call for Novelties 


Some firms are featuring novelties ex- 
clusively, and are backed until late in Oc- 
tober. There is a pronounced demand for 
the turn footwear made in Haverhill, and 
the novelty shoe will continue in popularity. 
This extreme novelty, with many cutouts, 
was at first a serious problem with many 
manufacturers, owing to increased cost of 
cutting and stitching, but with character- 
istic genius for handling anything intricate 
connected with slipper manufacture, the 
Haverhill shoe manufacturers have now 
solved this problem, and are in a position 
to go as far as the trade of the country likes 
in the manufacture of novelty, or millinery 
footwear. 

Certain leather, such as suede calf, is not 
easy to obtain readily in the quantities de- 
sired. This will have the effect of using more 
side finishes of buck and other ooze finishes 
of side upper leather. 


Good Labor Conditions 


The labor situation is especially satis- 
factory at the present time, particularly 
when the factories are having a better ap- 
pearance of prosperity than in many months 
past. The only cloud on the horizon was 
the demand for wage increases on the part 
of counter and cut sole workers. An agree- 
ment has now been reached in the counter 
industry, which grants an increase to the 
workers of 12% per cent, which benefits 
600 operatives, and effected 21 counter 
factories. All of the factories are now oper- 
ating under the new scale, which raises the 
counter cutters from $25 a week to $28. 


‘Buys W. C. Smith Interests 


The Harmony Shoe Co. is a new shoe 
manufacturing concern added to the Haver- 
hill industry recently. This company has 
bought the interests of W. C. Smith of 
39 Washington Street and will produce 
women’s high grade turn shows, beginning 
about the first of September. The officers 
of the new company are: 

Charles B. Simoneau, Nahant, president ; 
Henry A. Burke, vice-president; Thomas 
F. Griffin, treasurer; Peter J. McSweeney, 
clerk; Joseph C. Goyette, Charles E. 


Thompson, Groveland, and Asa S. Rich- 


ardson, directors. All the firm members are 
Haverhill men with the exception of Mr. 
Simoneau and Mr. Thompson. 


The employees of the Ruddock Shoe Co. 
were given an annual outing at Hampton 
Beach recently. This was a joyous affair, 
and started with a parade from the factory 
at 8 o'clock, headed by a band, proceed- 
ing to Monument Square, where special 
cars were taken to Hampton Beach. 
Sports were staged and an excellent dinner 
was served in the Casino dining-rooms, 
after which dancing was enjoyed. 





BUFFALO 


Summer Stocks Very Low 


Good Demand for Novelties Anticipated for Fall—Industrial 
Conditions Are Good 


UFFALO shoe merchants “made 

hay while the sun shone” in July. 
Old Sol was on the job almost continu- 
ously from one.end of the month to the 
other, while the weather bureau has no 
record during the past 53 years of any like 
period where there was so little rain. As a 


result stocks of summer footwear have 
been reduced to a satisfactory degree and 
the retail merchants entered August with 
only odd sizes and widths to dispose of 
through clearance sales. Continued warm 
weather will further “facilitate the ““mop- 
ping up” process and merchants look for- 
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ward to fall business with less apprehen- 
sion than in many years. 

Autumn footwear is coming in and the 
outlook was never better for a brisk busi- 
ness from September to December. In- 
dustrial conditions were never more tran- 
quil in this locality. There is an actual 
shortage of both skilled and common 
labor, though not yet serious. One reason 
for this is the fact that dull timesin Canada 
have brought to this country many of her 
unemployed and Buffalo’s proximity to 
the border has given her first choice. 
Money is freer than in some time, bank 
clearings show a steady increase from week 
to week and deposits are at a higher level 
than during the war period. 

From the present indications down- 
town merchants anticipate a good de- 
mand for novelties this fall. Women are 
showing a tendency to ignore the more 
conservative models and nothing appears 
too extreme for the “flapper.” While 
hardly expecting as large a business in 
arctics and rubber footwear next winter as 
last, dealers are ordering in more than 
normal quantities, figuring that the cold 
season will not be devoid of snow and slop 
even if there is less of it than a year ago. 


Merchants at Outing 


Approximately 500 men connected with 
various branches of the shoe industry at- 
tended the annual outing of the Buffalo 
Shoe Dealers’ Association at Edgewater, 
Grand Island, on August 8. The party not 
only comprised a representative gathering 
of local shoe merchants, wholesale and re- 
tail, and salesmen but many as well from 
Niagara Falls, Tonawanda, North Tona- 
wanda, Lockport, Batavia, Dunkirk and 
other nearby western New York points. 

Many merchants on the East and West 
sides made the Wednesday afternoon 
closing an all-day shut-down, as the boat 
which carried the excursionists left the foot 
of Amherst Street at 10 A.M. Circling 
Grand Island the boat docked at Edge- 
water where a programof athletics was run 
off during the afternoon. Food and re- 
freshments were available both on the boat 
and ashore all day long while a big dinner 
was served at 6:30. After a most en- 
joyable day the party left for home early 
in the evening. 

President Oliver F. Lareau, Clarence I. 
Lanich, secretary, and other officers of the 
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local association, took advantage of the 
gathering to line up a good sized delegation 
to the New York state convention at Utica 
at the.end of the month. Most of the 
Buffalo delegates will motor to the con- 
vention city and those who do not possess 
cars have been invited to use those of their 
fellow members. 


U.S. Rubber Men Meet 


One hundred “Keds” salesmen from 
Cleveland, Columbus, Pittsburgh, Roch- 
ester and Syracuse attended the conven- 
tion of the U. S. Rubber Company’s 
“Keds” branch at the Lafayette hotel a 
few days ago. A general resume of the 
year’s business, given by officers of the 
company, revealed that a large increase in 
volume was shown over the previous year. 
Styles for 1924 were discussed and selling 
and advertising campaigns mapped out to 
make next year even a bigger one than 
that which is drawing to a close. The 
salesmen were addressed by George H. 
Mayo, vice-president of the U. S. Rubber 
Company, New York, T. J. Needham, 
manager of branch stores, and R. S. But- 
ler, in charge of advertising. The conven- 
tion concluded with a dinner. 


Criticizes Cut Price Sales 


Advertising men with many of the 
larger shoe stores listened to an address by 
Theodore F.. Pevear, Rochester ad specialist 
before the Greater Buffalo Ad Club, in 
which he criticized clearance and cut price 
sales as unprofitable, if conducted honestly. 

Mr. Pevear advocated all-year-round 
advertising, declaring that merchants 
should advertise five days a week, 50 
weeks in the year. He expressed the be- 
lief that advertising is wasted only during 
Holy week and Fourth of July week but is 
valuable in all other periods both in and 
out of season. 


Travelers to Meet 


The Buffalo Association of Traveling 
Shoe Salesmen will open their 1923-24 
season with the customary luncheon on 
September 1, the first of the monthly meet- 
ings to be held in the New Statler hotel. 
An accumulation of business during the 
summer months will be disposed of and 
plans discussed for fall and winter 
activities. 





SYRACUSE 
Summer Business on High Plane 


Good Employment Conditions One Reason for Generous 
Buying of Footwear 


HE best summer business in years 
is reported by the retail shoe mer- 
chants here. Buying was at its height 
during the week ending Aug. 4. Some of 


the merchants advance the opinion that 
sales would be even greater if the weather 
hadn’t been so cool. 

Generally speaking, none of the retail 
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merchants have anything to complain 
about. Money is free. Shops are working 
full capacity; in many instances overtime. 
There is very little unemployment and the 
dullness in business, which has begun to 
appear in other sections, has not reached 
Syracuse. 

Retail shoe merchants are beginning to 
display fall styles and expect a record 
season. The merchants are looking for- 
ward to the New York State Fair to be 
held Sept. 10 to 15, and that will be fol- 
lowed by the World’s Dairy Congress, 
Oct. 5 to 13. 


Dollar Day in September 


Dollar Day, an event forwhich Syracuse 
is famous, will be held in September, the 
date being withheld until a few days be- 
fore this sale. Every shoe store in the city 
will take part in the event, presenting as it 


does an opportunity for them to unload | 


stocks which might otherwise be held over. 

The cool weather has had a tendency to 
cut down the anticipated big summer 
white season. Whites have been a little 
backward, but the strong demand for col- 
ored goods and lightweights has more than 
offset the slackness in the whites business. 
The men’s business is going strong, pref- 
erence being for the more durable and 
heavier types. 


Walk-Over Shop in New 
Quarters 


On Monday, July 16, C. J. Worbass’ 
Walk-Over Poot Shop opened one of the 
finest and most up-to-date shoe stores in 
this city. The new location is 338 South 
Salina Street. This store is owned and con- 
ducted wholly by Syracuse capital. C. J. 
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Worbass, the sole owner, is a citizen of 
Syracuse, and for 20 years was a Walk- 
Over traveling salesman. Each year, since 
1915, when he opened his first Walk-Over 
store in this city, he has seen his business 
grow heyond his highest hopes, until to- 
day it was necessary to move into this 
new store with larger quarters and better 
facilities for serving the trade. 


Hosiery Department Installed 


A hosiery department for both men and 
women, with Miss M. E. Murphy in 
charge, is a feature of the new store. 

In addition to the hosiery department, 
there is a $6.00 Subway Department, fea- 
turing up-to-the-minute styles in fancy 
and staple shoes. This is a volume prop- 
sition, real values at a close margin of 
profit. 


Fine Opening Business 


Harry C. Copeland, formerly a Walk- 
Over salesman at Boston, and now in 
charge of the advertising, not only for this 
store, but those of the C. J. Worbass’ 
group at Wilkes-Barre and Erie, Pa., as 
well as at Utica and Binghamton, N. Y., 
reports that the success of the opening 
business has been remarkable. 

The opening of the new store was an- 
nounced by a full page ad which appeared 
simultaneously in three of the local Sunday 
papers. This ad contained photographs of 
the exterior and interior of the new store, 
with photos of C. J. Worbass, the owner, 
C. H. Worbass, general manager of all 
Worbass stores, and E. W. Gray, manager; 
as well as photos of Salesmen J. R. Forbes, 
J. J. Fritzen, R. B. Van Scoy, and C. E. 
Seibel, Miss A. E. Ruoff, cashier, and Miss 
W. E. Murphy. 





ROCHESTER 


Convention Program Is Announced 


Prominent Men in Shoe Industry Scheduled to Speak at Utica 
at State Retailers’ Meetings in September 


LANS for the annual convention of 
the New York State Retail Shoe 
Dealers’ Association, to be held at Utica, 
September 3, 4 and 5, are completed and 
the program has been announced by Wil- 
liam Pidgeon, Jr., of the program com- 
mittee. He is a former president of the 
association. Much interest has been mani- 
fested in the coming event and attendance 
records are expected to be broken. 
Several prominent figures in the shoe 
industry are listed as speakers. On Monday 
September 3, the executive council of the 
board of directors will meet with the 
Utica convention committee at Hotel 
Utica and that session will be followed by 
a meeting of the board of directors with 
President H. Irving Pratt presiding. 


On the last day of the convention, 
Wednesday, there will be an open forum 
on style in men’s, women’s and children’s 
shoes and several style experts will be 
present. Reports of committees and the 
election of officers will conclude - the 
program. 

Among the speakers and their subjects 
will be: H. Irving Pratt, president of the 
association; John Slater, president of the 
National Shoe Retailers’ Association, 
“The Shoe Merchant as a Citizen,’”” Sam 
Davis, field secretary of the N.S. D. A. 
“Organization, the Get-together Spirit,” 
James H. Stone, editor of the Shoe Retailer, 
“Our Most Vital Problem, Over-Produc- 
tion and Under-Consumption,” Edward 
P. Tuttle, president of the National Credit 


Where to Buy 


Standard Shoe Materials . 














T. W. GODSOE, Pres. F. E. JONES, Treas. 
w. G DONALD, Vice-Pres. 


‘F. E. JONES Co. 
FANCY COLORS 


MAT KID 


95 SOUTH ST. BOSTON, MASS. 




















Waterproef 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK (0. 
fe.neries at Danvessport . 95 South St., Boston, Mass. 
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COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Dry Foot Walton 
Sheet Rubber Soling 


B. F. CHAMBERLIN 


_ *SosTON 








Colored 
Chrome; 
Sides 


Beggs & Cobb, Inc., Boston. Mass. 























Where to Buy 


Shoe Ornaments 











The tomy L bere con- 
verts one and two straps and plain 
plumpe into latest sty lea Obtainable 
feathers and color effects. We 
Specialize in leather and fabric x 
ered buckles, plain = beadea. 
bows. Send for samples. _= 


EDW. E.KAHN CO. 





291-293 ADAMS STREET BROOKLYN. N.Y. 








KAHN & BUICK, INC. 
£91 Adams St., Boooklyn, N.Y. | 





(jhe mark ol 
600d shoe 
ever $1 » 1905 


L.ALTERSON & CO. 


| uckles 





For Good Silk or Cotton Tassels, 
Bows or Ornaments 


o<; 


WRITE TO 


The Vanity 
Novelty Works 


1261 Atlantic Avenue 
Brook! N. ¥. 
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D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples a 





PROVIDENCE - - - 


Where to Buy 


Boys’ Shoes 





AShoe forBoys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 











INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
on Qauaah "theese lg = 
runs may rea 
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Men’s Association, “‘Financial Problems 
of Shoe Merchants,” Percy E. Hart, New 
York City, “Buy the Shoes You Need and 
Sell the Shoes You Buy.” 


Menihan Employees Dance 


About 100 employees of the Menihan 
Company attended the midsummer dance 
of the Menihan Employees’ Club held at 
the Rendezvous, Summerville, on Wed- 
nesday evening, August 1. Music was fur- 
nished by the Satanic orchestra and a 
novel vaudeville entertainment was given 
by Mat Max. The dance was open to the 
public and in order that other factory 
workers might attend tickets were on sale 
at the factories of E. P. Reed & Co., C. P. 


August 11, 1923 


Ford & Co., W. B. Coon Company, and 
Leach Shoe Company. 


Adds Arch Relief Shoes 


William LaMontaigue, proprietor of the 
Triangle Shoe Store, has recently added a 
line of arch shoes, the Riley Arch Relief 
shoe. The Triangle Shoe Store, which is a 
comparatively new store, has enjoyed 
remarkably good business since its open- 
ing early in April and Mr. LaMontaigue 
reports that every month, with the excep- 
tion of July, has shown a gain over the 
previous month and as July was only a 
slight percentage below the June record, 
he feels that business was just fine during 
July. 





BROCKTON 


Shoe Production Gains Steadily 


Substantial Orders for Fall Being Filled—Men’s Tan Oxfords 
Are Leaders 


HOE manufacturers are now concen- 
trating on speedy deliveries of shoes 
ordered for fall and since the settlement of 
labor controversies production has taken a 
decided brace. Business is good. Orders 
are reported as good and almost every one 
of the local factories is employing its 
full quota. Manufacturers of men’s shoes 
are turning out large orders of tan oxfords 
and also black oxfords. Few high shoes 
are being called for in the orders for early 
fall, but it is anticipated that this type of 
men’s shoes will increase in popularity as 
the fall season progresses. 


Morse Leaves Firm 


Solon F. Morse, president of the shoe 
manufacturing concern of Crooker and 
Morse, Inc., Bridgewater, located in the 
L. Q. White “B” factory for two years, 
has resigned his position and withdrawn 
from the concern. 

He is well known in the shoe manu- 
facturing trade, having been superin- 
tendent of the Whitman and Keith Com- 
pany plant in Campello many years before 
becoming associated with Harry W. 
Crooker, who was formerly a member of 
Thomson-Crooker Company of Roxbury. 


Light Tans Selling 

A leading Brockton shoe manufacturer 
reports a considerable demand for light 
tan shoes. “The retail trade,’’ he says, “‘is 
beginning to see the merchandising ad- 
vantages of light tan leather shoes, as the 
way is opened in selling a light tan shoe 
for the sale of black leather shoes. The 
dark shades of tan leather are so close to 


black at night, the necessity for a change’ 


to black shoes for evening wear is not so 
keenly felt. Our patterns are such as to 


appeal to discriminating and conservative 
buyers so we cannot feel that the trend 
toward light tansisjust a freak of fashion.” 


Sport Shoes with Crepe Soles 
Popular 


The man in knickerbockers, golf stock- 
ings and sport shoes is a common sight 
these days. Short trousers, like short skirts, 
help the shoe trade. The wearing of knick- 
ers brings men’s feet into full view, and in- 
duces them to buy good shoes and take 
better care of them. Politics brought long 
trousers into fashion in the time of Thomas 
Jefferson, the democratic people donning 
them because the aristocrats wore knee 
breeches. A sport shoe recently brought 
out by a Brockton manufacturer has 
some unique features about it which 
makes it particularly light and flexible. 


Shipments Going Up 

Shoe shipments from Brockton during 
July total 23,557 cases. This is nearly 
3,000 cases better than for June and7,000 
cases better than for May. Up to the time 
of the labor disturbance more than 228,200 
cases of shoes had been shipped since 
January of this year. With the factory 
departments in better shape to handle 
orders, from now on shoe shipments can 
be expected to increase considerably. 


Brockton Fair Style Show in 
October 


Exhibits of shoe and allied industry 
products will be shown at the annual style 
show of the Brockton Fair, to be held in 
October. In former years the shoe exhibits 
and those of the associated industries 
have been one of the most important 
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features and occupied the entire main 
floor in the Educational building. 

Styleful features in men’s shoes will be 
stressed. Women’s shoes will also be shown 
but not so prominently of course as men’s, 
inasmuch as Brockton is a great center 
for the manufacture -of men’s shoes. 
Invitations to concerns in the Brockton 
district have been sent by the com- 
mittee. 

The style show this year will be entirely 
different from those of former years. An 
exhibition of the styles of 50 years ago 
will be part of the program. A children’s 
style show will also be held, shoes being 
stressed in this feature. 


Men, women and children of the Brock- 
ton district will be models for the show. 
The committee in charge includes: John S. 
Kent, Sr., honorary chairman; Frank E. 
Packard, acting chairman; George M. 
Rand, general manager and decorator; 
William B. Nash, style show director; 
Frank E. Cobb, in charge of exhibits; 
W. W. McArthur, style show and enter- 
tainment; Frank M. Bump, secretary and 
treasurer. 
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Anniversary Event of Geo. 
E. Keith Co. to Be in 1924 


Plans for the 50th anniversary of the 
Geo. E. Keith Company, manufacturers 
of Walk-Over shoes, are being made by the 
various committees. George H. Leach, 
vice-president of the company, is general 
chairman of the committee. The event 
will take place July 8, 1924, and there will 
be incidental affairs on days following. 

The most prominent feature of the cele- 


bration will be a pageant arranged by 


many of the most important events in 
connection with the rapid growth of the 
company and the achievements of the 
late George E. Keith, founder of the or- 
ganization. 

The history of the firm, now one of the 
largest in the shoe industry, will be traced 
in an emphatic way by the pageant. A 
long list of committees have been ap- 
pointed to plan for the important event. 

On the two days following July 8, the 
Walk-Over Shoe Retailers’ Association 
will hold a convention and that event will 
serve to stimulate interest in the anniver- 


sary program. 





ATLANTA 


Good Buying in Novelties 


White Footwear Sales Reported as Continuing Good— 
Wholesale Business Favorable 


CCORDING to the monthly report 

of the Federal Reserve Bank of 
Atlanta issued on August 1, and covering 
sales and industrial conditions in the Sixth 
District, which comprises the group of 
southeastern states, wholesale shoe busi- 
ness in June was somewhat less than 
during May, although a substantial gain 


, of 30 per cent is shown as compared with 


f 


June, 1922. 

The report is based on information from 
13 of thelarger shoe jobbers, three in Atlanta 
and the rest in New Orleans, Birming- 
ham, Nashville, etc. 

The three Atlanta jobbers reported a 
decrease of 24.4 per cent in business dur- 
ing June as compared with May, and an 
increase of 33.3 per cent during June as 
compared with June last year. Other 
cities outside of Atlanta reported a de- 
crease of only 5 per cent during June as 
compared with May, and an increase of 
26.9 per cent as compared with June of 
1922. 

Principally shen ethan at tibd ai thee 
of novelties and new designs in women’s 
footwear, with staple lines moving on a 
rather slow basis, although jobbers state 
that during July this trade has been pick- 
ing up steadily and that July will show a 
far better volume than the preceding 
month. 

White sales still continue good in spite 


of the fact that the end of the season is 
approaching. Some retail shoe merchants 
report there is no longer any demand 
whatever for colored footwear. 

Financially the district is in excellent 
shape, the bank report states. 


Purchases Building 


The Richardson-Crockett Shoe Co., 
Nashville, Tenn., a large wholesaie shoe 
company, announces the purchase of the 
building it now occupies at 110 Public 
Square. It will be made the company’s 
permanent home. 


Tannery Will Be. Rebuilt 


The plant of the Shadburn Brothers 
tannery, located at Norcross, Ga., is to be 
rebuilt, according to word received in 
Atlanta. The tannery, which is one of the 
largest in the district, was entirely 
destroyed by fire recently. 


Shoe Polish Factory 

A new plant for the manufacture of 
shoe polish is to be established this year 
at Charlotte, N. C., by the Akin Shi- 
Nall Company, recently incorporated 
under South Carolina laws with $100,000 
authorized capital. Incorporators are A. 
M. Akin, P, F. Stroupe and L. W., Win- 
gate, allof Charlotte. - 


Orr Succeeds Ragan 


J. K. Orr, Sr., president of the J. K. 
Orr Shoe Company of Atlanta, one of the 
Southeast’s largest shoe manufacturing 
plants, has been elected to the presidency 
of the Atlanta Merchants’ & Manufactur- 
ers’ Association for the coming year, suc- 
ceeding James J. Ragan. The association 
is planning to conduct an extensive news- 
paper and direct mail advertising cam- 
paign among retail merchants throughout 
the South to boost Atlanta as a jobbing 
center, the campaign to get under way at 
an early date. 


Few Failures in Southeast 


Atlanta, Aug. 6.—Failures throughout 
the Southeast have been far less this year 
than last season, according to information 
received here from commercial credit 
agencies and retail credit companies in 
the principal cities of the district. In fact, 
jobbers are of the opinion that there have 
been a less number of commercial failures 
in the Southeast this year than ever before. 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Printing Service for 
Boot and Shoe Trade 
201 South Street Boston, Mass. 
Telephone Beach 4960-4961 
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Do you fully 











understand the Menihan 


Dealer Plan? Now is your last 
chance to benefit this fall. 


Although the average woman thinks that a 
corrective shoe is ‘ugly’ and she won't wear 
it unless she has to, the corrective shoe busi- 
ness is growing by leaps and bounds. 

You don't have to take our word for this. We 
asked retailers all over the country; 92 per 
cent of them said so. Here are some of their 
opinions : “ 


Kansas City, Mo., says: 


“Yes, indeed. Sold 400 pairs in less than one 
week, with a window demonstration. People 
saw and were convinced that style could be 
had in corrective shoes. Some tt cor- 
rective shoes for their intrinsic style.’ 


St. Louis, Mo., says: 


*‘Phenomenally, we predict a greater increase. 
We like the steady, safe type of business 
created by the corrective shoe.” 


Carlinville, Ill., says: 


“Yes, but customers have no opportunity to 
see corrective shoes in small towns; they go 
to the big city for them.” 


Des Moines, Iowa, says: 


“Yes, indeed. Corrective shoe business now 
represents 65 per cent of our trade. Some, 
particularly young women, are buying cor- 
rective shoes along with the evening shoes, 
wearing corrective shoes in the daytime and 
evening shoes a few hours at parties in the 
evening. Corrective shoes exceed our popular 
turnover and are staple and standard. 


New York, N. Y., says: 
“Increasing because of the increasing element 


of style put into the corrective shoe. Finding 
increased favor with young women. 


Stamford, Conn., says: 


“Very much. Our business is increasing 
rapidly.” 


Now the Women of America Have 
a Corrective Shoe That Is 
Also a Beautiful Shoe 


Menihan's Arch-Aid are shoes any woman 
would be proud to wear, anywhere. They are 
correct in styles, leathers, shapes and shades. 
They have broken down the last objection to 
the corrective shoe. 


DOMINATING FULL PAGE ADVER- 
TISEMENT IN VOGUE and the SATUR- 
DAY EVENING POST REGULARLY 
TAKE THIS STORY INTO MILLIONS of 
HOMES. 


Menihan's Arch-Aid advertising has brought 
this story to millions of women. Our fall cam- 
pa full pages in the Saturday Evening Post 

a ge will bring Menihan’ s dealers even 
greater business. 


The Arch-Aid line is staple, no left-overs, no 
bargain sales. Advertising, national and local, 
is producing a growing volume, at handsome 
retail profits, week after week. 


Menihan's dealers enjoy térritorial protec- 
<=. Their profits are increased by the Meni- 
han Co-operative sales plan. 


You need a line such as this—write now— 


MANUFACTURERS t& DISTRIBUTORS 
Rochester, W.X% 


Please send full particulars about your co-operative selling proposition on Menihan's Arch-Aid Shoes. 
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SHOE TRAVELER 


This Department is conducted by Helen M. Maney, Associate Editor 


N.S. T. A. F ighting Pullman Surcharge 


Third Hearing Took Place at Portland, Me.,— Strong Points Made by Travelers 


HE third hearing in the case for the 
Teal of the 50 per cent surcharge 
for Pullman service was made at 
Portland, Maine, July 31. The combat- 
ants in this strenuous fight are the N. S. 
T. A. and the International Federation 
of Commercial Travelers, who are giving 
battle royal to the railroads of the country. 
T. A. Delany, Secretary of the N.S.T.A. 
and Charles W. Morrill, Chairman of 
the Legislative Committee of the N.S.T.A. 
represented that association as well as the 
International Federation of Commercial 
Travelers’ Association, at the hearing; 
David K. Clink of Chicago, Secretary of 
the International Federation of Commer- 
cial Travelers’ Organization also repre- 
sented that body; Ira F. Libby, of Boston, 
Secretary of the Eastern Accident and 
Eastern Health Association, represented 
the latter association. The referees at 
the third hearing were: Commissioner 
Johnston B. Campbell and Examiner John 
B. Keeler of the Interstate Commerce 
Commission. 


What the Pullman Claimed 


Although the Pullman Company was 
named as a respondent in the probe, it 
claimed that it acted merely as an agent 
in collecting the extra levy in excess of its 
regular rates and turned over every dollar 
to the railréads. There were fully 272 
railroads represented, all the way from the 
Coast to the South and the East. The cross 
examination was conducted by Attorney 
Samuel Blumberg of New York, assisted 
by Arthur M. Loeb, representing the Na- 
tional Council of Traveling Salesmen. 


Mention of Surcharge Obnozious 

The question was propounded by John- 
ston B. Campbell that if the Pullmans are 
not making sufficient revenue from the 
contracts they have with the railroads that 
the Pullmans should be reimbursed by the 
railroads to make up the deficiency; vice 
versa, if the railroads are not being suf- 
ficiently paid for the hauling of the Pull- 
mans, then that they should be reim- 


for Repeal of 50 Per Cent Tax 


bursed by the Pullman Company, as the 
very mention of surcharge or tax is more 
or less obnoxious to the American idea 
now that the war is over. 


Traveler Needs Comfort in Traveling 


The second point of the important ques- 
tion was—Does the surcharge of the Pull- 
mans help to decrease travel? Replying to 
this, the National Shoe Travelers stated 
that it may not help to decrease travel, 
but it does decrease the use of Pullmans, 
and Pullmans to the traveling man are 
what good hotels mean to him. Shoe trav- 
elers in these strenuous days of selling 
need to be made as comfortable as pos- 
sible while on the train, or in the hotel, in 
order that they may get the proper amount 


of rest to enter upon the next day’s work 
with the necessary enthusiasm. 


Surcharge Decreases Travel 

The carriers stated that no decrease in 
travel has been noted because of the sur- 
charge, and that the surcharge is but a 
matter of minor import. This was ob- 
jected to by the shoe commercial travelers, 
who stated that the “minor import’’ was 
50 per cent added to the cost, and that the 
use of Pullmans was thereby discouraged. 

Examiner Keeler said that he was as- 
tonished on recent trips from the South 
and West to find coaches so empty. 


Hearing Adjourned Till September 


The hearing was discontinued on Fri- 
day, August 3, out of respect to President 


AX Sg ag age yoy 





BOOT AND SHOE RECORDER August 11, 1923 


[fhrvvees, te 


NOGO MOG 


Hunting Boots ii Stock 


The Famous 16 Inch 


WOC-O-MOC 


This WOC-O-MOC Hunting Boot is made for 
those who desire the best. The leather is made 
from genuine imported veals, tanned in an 
American tannery, famous for the quality of 
its product. It is of good weight, but soft, 
flexible and tough. This WOC-O-MOC pat- 
tern will not rip and reduces chances of leaking. 


No. 3877. Men’s Chocolate Chrome Waterproof Veal, 
16-inch, Woc-O-Moc, bellows tongue, Klon- 
dike eyelets, double waterproofed sole, 
Woco last. Stock 6 to 11 EE, to order, 5 to 12 
A to F. 


PTY 


Similar styles in 5, 8, 10, 12 and 14-inch boots. 
: 
< < 
Why not look over your stock and be > 
prepared for the active hunting season 
that soon will be starting. You can se- 
cure added prestige for ygur store by 
carrying the best in merchandise for 


your sporting and hunting trade. 


SEND FOR CATALOG 


G.H. BASS & CO, soEmxers Wilton, Maine 
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E. E. GEORGE, 
Who covers California for the F. M. Hoyt Shoe Co. 
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Loveley of the Dalton Shoe Company, 
member of the Boston Shoe Travelers’ As- 
sociation, was appointed a member of the 
Hotel Committee. 


Beacon Salesmen and 
Territories 

H. V. Adams, Chicago; Frank Anderson, 
California; G. L. Baker, New York State; 
Fred S. Bauer, Missouri; J. N. Bogoff, 
Large Cities (Women’s); H. A. Buchanan, 
Ohio; Geo. F. Collins, Chicago; John 
Cowna, Oklahoma; W. O. Dabney, Vir- 
ginia, Delaware and Maryland; W. A. 
Damer, Pennsylvania; J. A. Edmonds, 
Kentucky; J. A. Epeneter, Nebraska; Max 
M. Falke, Pennsylvania and West Vir- 
ginia; C. H. Beissler, Large Cities (Men’s); 
E. E. George, California; J. B. Glasser, 
Louisiana; J. H. Glidden, Vermont, 
Maine, New Hampshire and Massachu- 
setts; A. S. Goodman, Alabama; E. E. 
Hargroeder, Tennessee; W. A. Heim, 
Ohio; C. B. Hitz, New York State; Jos. 





Ww. O. DABNEY 
Who covers Virginia, Delaware and Maryland 
Jor the F. M. Hoyt Shoe Co. 





Harding, who was very dear to the hearts 
of all traveling men, on account of the 
help which he extended on Interchange- 
able mileage, and other matters, among 
which was his appointment to the Inter- 
state Commerce Commission of a member 
of the traveling fraternity, Cgmmissioner 
Frederick Cox. Adjournment was taken 
until some time in September, date to be 
announced later. 


Frank Weber ai I. F. C. T. O.’s Meet 


The 24th annual convention of the 
International Federation Commercial Tra- 
velers’ Organization comprising a member- 
ship of fully 400,000 commercial travelers 
embracing the territory of Canada and 
the United States, was held at Mackinaw 
Island, July 26-27-28, 1923,at which the 
delegates of the various insurance com- 
panies discussed many topics of interest 
and value to the commercial traveler. 

The N.S.T.A. was represented by 
President Frank J. Weber who read his re- 
port on the activities of the N.S. T. A. 

T. S. Logan of the T. P. A. with head- 
quarters in St. Louis was elected President 
and the place of the next convention was 
decided on as Montreal, Canada, 1924. 


Future Legislative Work Planned 


Much consideration was given to the 
N.S. T. A. on the work done through their 
Association, particularly its legislative ac- 
tivities. One of the outstanding features of 
the discussion was the devising of ways 
and means of financing future legislative 
work. 

Charles W. Morrill of the Victoria Shoe 
Company and Chairman of the Legislative 
Committee of the N. S. T. A. was ap- 
pointed a member of the Legislative Com- 
mittee of the I. F. C. T. O. and George J. 

Ra 


P. J. BARRY 
Who covers New England for the C. B. Slater 
Co. of South Brai , Mass. 





L. Hitz, Brooklyn, Long Island and New 
Jersey; Milton Ikard, Texas; J. G. Lee, 
Massachusetts, Connecticut and Rhode 
Island; J. C. Murray, North Illinois; Chas. 
N. Oberfield, New Jersey; I. F. Oberfield, 
Philadelphia and East Pennsylvania; A. 
L. Peterson, No. and So. Dakota and 
Minnesota; O. W. Pittman, Mississippi; 
Louis Plessner, Arkansas; H. E. Prewitt, 
Kansas and Kansas City, Mo.; John D. 
Reades, Georgia; J. M. Russell, South 
Carolina; Soll Z. Sands, Iowa; J. P. Ship- 
man, Washington and Oregon; B. H. 
Simons, New York City; Harvey E. Skill- 
man, Michigan; J. C. Spicer, North Caro- 
lina; B. M. Stivers, Texas; Phil Thinnes, 
Wisconsin; L. C. Turner, Florida; H. O. 


Warren, Indiana; Ralph Weil, West Penn- 
sylvania and Northeast Ohio; Fred H. 
West, Arizona, Colorado and New Mexico; 
E. H. Witbeck, South Illinois and St. 
Louis, Mo. 

Foreign’ Salesmen—Cardoze, M. J., 
Dutch West Indies; Diaz, Francisco, Cuba, 
Gaehring, F. N., Cuba; Jensen, Marinus, 
Norway and Sweden; Mass, J. J., Cuba; 
Penagos, Sergio, Cuba; Rupin, J H., Cen- 
tral and South America; Ryan, Jack, 
Philippine Islands, and Far East. 


P. J. Barry Convalescing 


P. J. Barry, who covers New England 
for the C. B. Slater Company of South 
Braintree, was operated on some weeks 
ago for appendicitis. Mr. Barry is now 
convalescing rapidly and his many friends 
in his territory, which he has covered for 
quite a few years, wili be glad to learn that 
he will soon be “back on the job.” 


Goller and Green Off on Regu- 
lar Trip 


Harry A. Goller and William F. Green 
of the Allen-Goller Shoe Company left 
this week for their usual trips. An in- 
spection of their sample trunks showed 
that these two men certainly have a strong 
line of attractive new patterns, which 
they are now showing to their trade. 


Ralph Weil Sells the Beacon. 
Line 


Ralph Weil, formerly with the E. T. 
Wright & Co. Inc., is now a member of 
the sales forceof the F. M. Hoyt Shoe Com- 
pany and will cover Western Pennsylvania 
and Northeastern Ohio. 
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REG. U.S. PAT. OFF. 


She Drerr Sh 
the Boy who x 


“PARFAIT” IN STOCK 





Semi-Evening or 
Evening Slippers 


One Strap Buckle of Black 
Satin, trimmed with Patent 


Leather. Also -~ all Bro- “BOBS” offer you an unusual opportunity 
cades, trimmed with Silver to expand your boys’ business. They are 
or Gold Kids, and in leather made with Shoulder Channel Insole, Fred 
combinations also. Reuping’s Calf Leather and Rock Oak Soles. 


In Stock in both shoes and oxfords, in Ma- 
Made to order only hogany and Gun Metal. 


Sizes 9 to 134%............$3.00 
SILVA & COMPANY Stee fot gains Sue 
208-16 WILLOUGHBY STREET Wiidiiis tu pir Sede Saas 


BROOKLYN, NEW YORK Ready for Immediate Shipment. Send Us a 
Trial Order Today. 


Terms 5% 10 Days — Net 30 Days 























“ KANNALLY-WICK 
oF CORPORATION 


Manufacturers 


HIGHLAND, ILLINOIS 
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Cincinnati Travelers Hold 
Outing 


The annual outing of the Cincinnati 
branch of the National Shoe Travelers’ 
Association was held on Thursday, July 
26, at the attractive camp of the Cin- 
cinnati Retail Shoe Dealers’ Association, 
situated on the Ohio River several miles 
above Cincinnati. This camp is located 
most pleasantly. It is spread over seven 
acres and comprises two cottages, a large 
pavilion, a baseball field and a fine swim- 
ming beach. 

The officers of the retail association are 
as follows: John J. Weyman, president; 
Henry Stock, vice-president; B. J. Finke, 
treasurer; F. J. Ruhrwein, financial sec- 
retary; George W. Dohrman, secretary; 
George Stalf, sergeant-at-arms; Robert 
Brinkman, John Schwarz, A. Wode, Len 
Wissman, William Frye and F. J. Weber, 
directors. 

During the summer months the meet- 
ings of the association are being held on 
the afternoon of the first Sunday of the 
month at the camp. The Cincinnati Retail 
Shoe Dealers’ Association has a member- 
ship of about eighty-five at present. 


A Dinner de Lure 


One of the finest sets of men in the shoe 
industry gathered at the rooms of the 
Shoe and Leather Club on Thursday 
morning and drove out to the seven-acre 
camp where they thoroughly enjoyed an 
excellent chicken dinner and then in- 
dulged in various sports during the re- 
mainder of the day, including a spirited 
ball game. 


Roster of Salesmen Present 


Those present at the outing were: J. 
Kessler and Charlie Miller of The Bett- 
man-Dunlap Company; Jay Jaffe of The 
Roth Shoe Manufacturing Company; 
Mannie Peck, William K. Harrison and 
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A Agee > A the Cincinnati Shoe Travelers’ Association resting after the ry! ball game at the annua 
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ing of the association held J 
Heading left to right: Charles Miller 


26 ce Ce Dieter Retai 


hoe Dealers’ Association. 


irector; Mannie ton & 5 eg B. Wolf oT Shee om yer Willies Ke. Harrison af 


Shoe Co 
Sam B. Wolf Shoe Co., Secretary; 


Charles Auer of The Sam B. Wolf Shoe 
Company; W. T. Dickinson, vice-presi- 
dent and sales manager of The P. Sullivan 
Company; Frank Albers and George 
Aftel of The Sam B. Wolf Shoe Company; 
Albert Klinkicht of The Charles Miller 
Shoe Company; J. F. Erpenbeck of The 
Charles Meis Shoe Company; William J. 
Condon of The United States Rubber 
Company; Elmer Kokenge of The Julian- 
Kokenge Company; George H. Mugavin 
of The George H. Mugavin Company; 
B. F. McDonald of The Holters Company; 
Jim Cowen of The P. Sullivan Company; 
J. M. Fee of The Bettman-Dunlap Com- 
pany; Frank Ruhrwein of The Mann & 
Longini Company; William Sullivan and 
William P. Henese of The P. Sullivan 
Company; Jack LeMontre of The Le 
Montre Manufacturing Company; Robert 
Rickleman of The United States Shoe 
Company; Edgar Peck of The Sam B. 


Group of oldest retail shoe 
ational S. 


Jaffe of Welk Shee Mi 
pe of the Auer Leather 


merchants who 
hoe Travelers’ govniatien, held 


pm Co., Treasurer. Standing is ** Nat” 


Wolf Shoe Company; Charles F. Weckel 
of Marston Tapley Company; Joseph E. 
Murphy of The Murphy Leather Com- 
pany; George Mohr of The Mohr-Holters 
Leather Company; Joseph Rapien, Cin- 
cinnati representative of The Grieb Shoe 
Company, Philadelphia; and Charles 
Jacobs, formerly with The Rich Shoe 
Company. 


Retail Merchants Present 


Among the retail merchants present 
were: Lynn Wissman, William Fry, 
Charles Miller, Benjamin Finke, Fred 
Hilgeman, John Schwarz and Henry 
Stock. J. C. Hero, prominent Louisville 
retail merchant, was also present at the 
outing. 

Elmer Kokenge was chairman of the 
committee in charge of the outing. He 
was ably assisted by Charles Jacobs and 
William Harrison. 
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Always in Demand 
The Comfort Type 


There’s a steady demand for comfort shoes—a demand which you can turn into 
a good profit, if you are prepared to meet it. 


The Gardiner line of Women’s Fine Turned 
Cushion Comforts includes a wide variety 
of stylish yet sensible models. A glance 
through our In-Stock catalog will convince 
you. 

High grade materials and work- 

manship, combined with prices 

that are right, make the Gardi- 

ner Comfort line worthy of your 

serious consideration. 


35 In-Stock Styles 
Send for Catalog 


io. 203—Kid One Strap Sandal. en Nar- 
w Toe, Press Vamp and Bs 
and Sock Li weed 12-8 ble Heel 
a 


No. 201—Kid Oxford, Gray Leather Quarter 
and Sock Lining, 12-8 Rubber Heel. A oes 


H. K. GARDINER COMPANY 
PITTSFIELD, NEW HAMPSHIRE 


Boston Sample Room 134 Lincoln Street 
= 
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A trial is worth 
while. 


Stock No. 852—Welt—Price $4.90 
Last No. 65 Widths AA to C 
Heel 12-8 Natural Leather Rubr. Lift 
Edge Fine White Stitched Nat. Finish 


Sand Suede Calf with Mouse Brown 
Kid Trimmings 


wii 


Stock No. 832—Welt— Price $4.85 
Last No. 77 Widths AA to C 
Heel 1314%4-8 RL White Stitched Sole 
Sand Suede Calf Skin Trimmed with 
Brown Silk Braid and Stitching 
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WILLIAM H. BYRNES 


Who will travel New England with the rn 
& Weldon Shoe Co.'s line, starting September 1 


Cc. N. FITCH OF KANSAS CITY, MO. 


Who covers Missouri, Kansas, Nebraska and 
Oklahoma for the M. N. Arnold Shoe Co. 


. FITCH OF LAWRENCE, KAN. 


a Mo covers Missouri, Kansos, Nebraska 
Oklahoma for the M. N. Arnold Shoe Co. 





“Bill” Byrnes Comes Back 
with Ankle Fashioned 


William H. Byrnes, for three years a 
member of the Nunn, Bush & Weldon Shoe 
Co.’s sales staff in New England, will re- 
turn to his “old love’’ on September 1. Mr. 
Byrnes has been carrying the men’s line 
of another shoe manufacturer in New 
England, but he says that the Ankle 
Fashioned has brought him back. 

Mr. Byrnes recently made a call at the 
Recorder office and stated that there was 
a splendid field for the Nunn, Bush & Wel- 
don shoes in the stores of the East. ““To- 
day,” said Mr. Byrnes, 
for quality merchandise at a medium 
price.”’ Mr. Byrnes is a resident of the Col- 
lege City of Cambridge, and has covered 
this section for the past 18 years, with the 
exception of the past three. 

He is going to travel Massachusetts, 
Rhode Island and Connecticut, where he 
is known to the trade as “Bill” Byrnes. 


“Captain” Johnson 
in Tennessee 


J. W. Johnson, who is known to the 
boys at 183 Essex St., Boston, as “Captain” 
Johnson, and who sells the Herman E. 
Lewis line to his many friend customers 
in the Southland, was at the Boston office 
of his company during the most of June 
and July, meeting the visiting buyers. But 
the other day, he announced his intention 
of “Going back home to spend the rest of 
the summier with the folks.”” And so “Cap- 
tain” Johnson is now vacationizing in 
“Sunny Tennessee,”’ where he will be stor- 
ing up energy for the strenuous fall trip 
which is just ahead of him. 


“people are looking - 


The Fitches Sell M. N. Arnold 
Line 

C. N. Fitch sells the M. N. Arnold Shoe 
Company's line in’ Missouri, Kansas, 
Nebraska and Oklahoma. C. N. and M. N. 
Arnold shoes have had a long and pleasant 
acquaintance with each other—a fourth 
of a century, to be exact. This high-grade 
salesman started selling Arnold shoes in the 
Middle West in 1898 and made a big suc- 
cess of same from the very start. Before 
becoming a knight of the grip, Mr. Fitch 
was in the retail shoe business. 


C. N. and T.G. Are Veterans 


So great a success did C. N. make with 
the line that last year, to celebrate his sil- 
ver anniversary with Glove Grip, he made 
a trip to Europe, combining business and 
pleasure into a real vacation. 

Because of the success C. N. made with 
the M. N. Arnold Shoe Company’s line 
his brother, T. G., also a_ retail shoe 
man of the Middle West, decided in 1903 
to sell Glove Grip shoes on the road. T. G. 
took the line for the same territory; he 
has placed the Arnold line in every county- 
seat town in Kansas; and together the 
brothers have built up a very large busi- 
ness, particularly on the Arnold Glove 
Grip shoe specialty. « 

Not to be behind his brother in celebra- 
tion of his successful and long connection 
with the M. N. Arnold Shoe Company, 
T. G. with his family is spending this 


summer in California. 


Introducing L. L. Fitch 


Both brothers will start out for their 
territory for spring business early in 
September and will take with them L. L. 


Fitch, the son of C. N., who has the 
ambition to be a salesman in.every sense 
of the word, the same as his “dad’’ and 
uncle. 


Charles Strayer to Take Ohio 
Territory for Johansen 


Charles S. Strayer, sales manager for 
the past five years for Johansen Bros. 
Shoe Company, has resigned that position 
to take the Ohio territory for the same 
company. He will move to Columbus, 
Ohio, where he will establish his head- 
quarters. This is his old territory which he 
has traveled for a number of years. 

Strayer was president of the St. Louis 
Shoe Manufacturers and Wholesalers’ 
Association of St. Louis and was one of 
the enthusiastic workers of the organiza- 
tion as well as having served three years 
as an officer. In the association he has 
always been one of the prominent mem- 
bers who worked diligently for the broad- 
ening of the St. Louis market and other 
association activities. 

Mr. Strayer expects to start work in his 
territory about August 15. 


Shannahan with P. Cogan 


Daniel F. Shannahan, formerly super- 
intendent of the Federal Shoe Co. of 
Lowell, and recently salesman for Hannah- 
sons Shoe Co., covering New England, 
has gone back to his old line—and will as- 
sume the superintendency of the P. Cogan 
& Son factory at Stoneham, Mass., in the 
near future. Mr. Shannahan is a live wire 
and understands both making and 
selling. 
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Pat this New “Snap’’ in 
Your Sport Shoes 


Equip them with Air-Peds—the new three piece 
rubber sole. People are looking for them. They will 
make your shoes easier to sell and bring you larger 
profits. 


We can make immediate delivery in any quantity 
you desire. Write now for specifications and prices. 


THE REPUBLIC RUBBER COMPANY 
Youngstown, Ohio 


New York Chicago Philadelphia Minneapolis 
Kansas City Cincinnati Atlanta Pittsburgh 











Four Layers of Leather 
BETWEEN FOOT AND GROUND IN 


Russell’s Ike Walton 


The beautiful workmanship 
--extreme light weight and. 
staunchness appeal to out- 
of-door folks of the most 
discriminating taste 


SEND FOR CATALOG AND 
DEALER’S DISCOUNT 


W. C. Russell Moccasin Co. 


Berlin .*. Wisconsin 
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SALESMEN We sll WHOLESALE 








Wholesalers Buying at Four Weeks’ 
Delivery 


ALESMEN selling the wholesale 
trade report that “‘the order of the 
day” isgivenforfrom a month to six weeks’ 
delivery instead of four months as was the 
custom of a few years ago, with many 
dainty effects in demand, for the ladies. 
The present situation as it relates to 
successful salesmen of women’s novelty 
effects was well illustrated recently 
through a call at the Boston headquarters 
of the Webber Shoe Company, 35 Lincoln 
Street, with Stanley Wass, salesmanager 
in charge. Mr. Wass stated that both of 
the factories of the Webber Shoe Com- 
pany are running “full tilt.” He says that 
patent leather and black leathers generally 
are running about evenly, 50-50, with the 
next choice a log cabin Nubuck, and then 
deep gray. Silver and gold slippers for 
evening wear are moving splendidly, with 
white kid a street proposition. The 14-8 
Spanish hee! is a favorite, he says, with 
straps and cut-outs daintier and narrower. 


“Masculine Girl Has Fled” 
“Women folks,”’ said Mr. Webber, “are 
now devoted to feminine effects. The 
masculine girl has disappeared. With 
sleeveless dresses and low necks, silk ho- 


siery,and skirts which are still long, despite 

the latest decree from Paris, dainty, airy, 

effects in footwear are the favorites. 
Quick Turn-Overs 

“We are specializing in quick turnovers 
on style and delivery and are not soliciting 
orders too far ahead. 

“Recently a buyer called here four 
times within a week and bought a sepa- 
rate shoe each time, I have made numer- 
ous trips to nearby sections myself, the 
past week. We advise our customers on 
what is going to be gdod four to six weeks 
hence, instead of looking several months 
ahead, as we feel that this is a safer 
proposition.” 

Miss Anne Stanton, Mr. Wass’s secre- 
tary, is a very valuable assistant, as she 
has a model foot and often tries on new 
patterns for visiting buyers. 


Puente & Co. Sell to Cuba 
and Porto Rico 


Puente & Co., with office at 207 Essex 
Street, Boston, are shoe manufacturers’ 
agents, and sell the Doyle-Mullins Shoe 
Company’s, Cass & Daley’s and C. S. 


Marshall Company’s lines to the whole- 
sale shoe trade of Cuba and Porto Rico. 
The house of Puente & Co. is composed of 
Harry I. Bronstein and Avelino de la 
Puente and their headquarters have been 
at 207 Essex Street, since last March, 
where either one or other of the partners 
is always “at home’”’ to visiting buyers. 
Each man plans to make five or six trips a 
year to the Islands, where they sell for the 
most part men’s shoes, as well as misses’ 
and children’s. 

As to women’s shoes, Senor La Puente 
says that the Cubans make most of the 
women’s novelty styles themselves, as in 
these days of rapidly changing styles, the 
length of time which must elapse between 
order taking and delivery is too great for 
American-made shoes. He states that the 
Cubans and Porto Ricans copy women’s 
shoe styles from France. Senors La Puente 
and Bronstein say that business in Cuba 
and Porto Rico is improving every day. 
They state that they have received during 
the past month an unusually large num- 
ber of — buyers from Porto Rico. 


Smith Fovered Keystone 
State by Auto 


G. O. Smith, Treasurer of Wood & 
Smith, Inc., makers of infants’ McKays 
with office at Room 202, 139 Lincoln 
Street, Boston, recently returned from a 
short trip through Pennsylvania in the 
interests of his house. Mr. Smith made 
this trip in connection with E. E. Leather- 
bury of the Century Shoe Company, who 
sells infants’ turns. Both men report a 
very good bunch of orders. The little 
journey to the Keystone State was made 
in Mr. Smith’s automobile. 





HUGH DOYLE 
Who sells the 
United States. 
Porto Rican 


Y LE-MULLINS 
oo 


Essex Street. 


AVELINO DE LA PUENTE OF PUENTE &CO. 


Who sells Be Devt Ratiine Shee Co s, Cass § 
Daley and C. ‘Marshall: Go.’s lines to- whole- 
Sale trode of Gabe und Porto Rise. 


HARRY I. BRONSTEIN 
Who assists Senor Puente in selling the lines 
Doyle- —~ sige EE Cass § Daley and 























Originators and Exclusive Tanners of 


WEILDA CALF 
DURO CALF 
NUBUCK. 
BLACK DIAMOND 


Chrome Patent Leather 


A. C. LAWRENCE 


210 South Street - - 


New York Philadelphia 


Rochester 
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LAWRENCE LEATHERS. 
ARE 
RELIABLE LEATHERS 








—————————— 
RRS ELS Oe ER CL 





It’s the absolute reliability of Lawrence 
Leathers that makes them so satisfying to 
shoe manufacturers and retailers, a constantly 
increasing number of whom are learning to 
insure receiving the newest and best things in 
leather by keeping in touch with A. C. 
Lawrence Leather Company. 


Li - _ Are you on our mailing list? 


aeiediaieke™s COMPAN Y 


- - Boston, Mass. 
Chicago St. Louis 


Cincinnati 
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We’re Not Trying to Sell ’em to You 


These “Old Timers” tie up thousands of dollars in working capital 
that goes on a strike. How many Louis heels have you? How many men’s 
and boys’ button shoes? How many razor toes and small narrow sizes? 
You ought to see the way we.hustle these shelf-loungers out with the 
cash register playing the farewell quick-step. 


We Have a Way of Selling ’em for You 


The Newberg & Allard Bootery at Ludington, Michigan, write: 
We were exceedingly well satisfied with your sale as we 
sold mostly old stock and our new stock is practically 
intact. 
““We left our banners up for two weeks after you left and 
had wonderful business during the entire time.” 


It Brings Results Everywhere 


The same enthusiastic testimonials tell of our unique selling 
service in bringing results at Sioux City, Iowa; Whitewater, 
Wisconsin; Lima, Ohio, and scores of other places. Our 21 years 
in business founded on results. 


We sold $13,000 in shoes at Marinette, Wis. 
$15,000 in shoes at Menominee, Wis. 
$10,000 in shoes at Duluth. Minn. 
$13,000 in shoes at La Salle, Ill. 
(Names furnished on request.) 


Write Us the Size of Your Stock and the 
Obligation Will Be on Us to Tell You How 


MACOMBER SALES COMPANY 
MINNEAPOLIS MINNESOTA 


Note the Screw Top 
Cover. No Leakage. 


WITH SUMMER HERE 
White Shoe Sales Are Heavy 


Be prepared for taking care of the 
demand for white shoe dressing 





The reputation built in years past by Lisi Blanco is today 
a valuable merchandising asset to retail shoe merchants. The 
name “Blanco” is signal of the best white shoe cleaner available. 


There is also much demand for the well-known cake dressing 
in white. This product is also made in khaki and web colors. 





LAING-HARRAR « CHAMBERLIN 


Sole Agents for the U. S. A. 
PHILADELPHIA -— - PENNSYLVANIA 
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“Nothing in the shoe 
Bid the Foot ” 









































‘“‘In-Built”” Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup- 
ports are scientifically correct. From 
the viewpoint of your customers, they 

are unusually desirable because they 
joe fallen arches in a pleasant, natu- 
ral way. 


The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 


NS Show your customers shoes with 
\ Crawford Arch Su 


WSN Shanks... They'll buy! 
hes »— eee 


























United Shoe Machinery Corporation 


Boston, Mass. 
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Queen Quality Shoe Shop, Boston 1 
/ 


Shre 
Beautiful 


Interiors 


Queen Quality Skee Shop. Sheridan Road, Chicago 


by how Queen Quality shops are noted for their highly 
pleasing appearance and the provisions made for the 
comfort of their customers. This “materially helps to 
engender in people's minds a firm belief inthe enduring 
worth of the footwear bought in these stores. 


American Interlocking Shoe Store Chairs 


play an important part in the achievement of these results. 
Accordingly, where you see a Queen Quality Shoe Shop 
you see American Interlocking Shoe Store Chairs. 


AMERICAN SEATING (OMBANY 


General Offices, 1016 Lytton Bldg., CHICAGO 
Room 707, 250 So. Broad St., Philadelphia Room 601, 119 W. 40th St., New York 
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United Shoe Machinery Corporation Exhibit 
at Shoe and Leather Fair -. 


at the recent Shoe and Leather Fair 

in Mechanics Building from a prac- 
tical standpoint was that made jointly by 
the United Shoe Machinery Corporation 
and the Thomas G. Plant Company. 

In the basement of the building the 
United Shoe Machinery Corporation in- 
stalled a complete equipment of machinery 
necessary for the making of Good year welt 
shoes, together with all the accessories re- 
quired other than the sewing machiae:s in 
the stitching-room; which were supplied by 
the Singer Sewing Machine Company. 

The Thomas G. Plant Company brought 
from their Queen Quality factory the ex- 
pert employees necessary to operate each 
of the machines and supplied the material 
necessary for producing over 200 pairs of 
Queen Quality shoes per day. 

The demonstration attracted wide- 
spread attention throughout the operating 
period of the Fair not only on the part of 


Or of the most interesting exhibits 


a large number of shoe buyers who were , 


interested in the details of production and 
who seldom bayve an. opportunity to ob- 
‘serve them-and particularly in the very 
up-to-date fashion in which the installa- 
tion was carried out, but by superinten- 
dents and foremen as well, who were 
deeply interested in the new machines 
shown and in the equipment of the factory. 

The shoe factory as a wholé presented 
the most advanced ideas in shoe produc- 
tion. Each of the machines had its own 


motor, making its perp) vem of 
the others in the method of drivixig, whith 


is now attracting widespread attention 
owing to its desirability both from an eco- 
‘nomic and practical standpoint: ‘Only the 
heavy and cumbersome machines ‘used in 
the dieing out of sole leather and those 
used in the preparation of heavy leather 
were omitted. In every other way the 
equipment was complete and the largest 
installation that has even been attempted. 
A very neat arrangement of signs told 
the story of the factory and what machin- 
ery had done in revolutionizing shoe pro- 
duction, while a series of red arrows 
pointed the way and enabled observers to 
see the complete series of operations 


correct sequence. The regular factory di- , 


visions of stock-fitting room, cutting and 
stitching room, and finishing 
room were followéd, ani among the inter- 
esting machines shown were the following: 

Following is a list of the United Shoe 
Machines used at the fair and the purposes 
which their operation served: ~*~ 

1. Stock Fitting Room. 

2. Cutting and Stitching Room. 


3. Making Room including Goodyear 
Room. 

4, Finishing Room. 

Ss. & 
. Stock Fitting Room 

Basker Leather Tempering Machine, 
Model L T; designed to simultaneously 
temper, flex and black outersoles. 

Summit Splitting Machine, Model M; 
for skiving out soles, giving them a uni- 
form thickness in full length. 

Model E. Goodyear Twin Sole “Moyld- 
ing Machine; for moulding soles to curves 
to conform with the different shapes of 
lasts. °- 

Model A. Shank Reducing Machine; for 
reducing inside shank of outsole. 

U.S.M.C. Marking Machine, Model A; 
type and ink being used to give case num- 
ber, size and widths in all styles of type 

-Model A. Sole Cementing Machine; for 
cementing soles before laying same on 
Goodyear sole laying machine. 


= 


Cutting and Stitching Room 


U.S.M, Splitter, Model A; for the 
even splitting of upper leather. 

U.S.M.C. Ideal Clicking Machine; for 
cutting upper nee liniags for vamps. 

Three machinesiiwert used, 2 for upper 
ieee and 1 for linings. 

US.M.C. Amazeen Skiving Machine. 

U.S.M.C. Marking Machine, Model A; 
for marking linings and outsides. 

U.S:M.C. Edging Machine; by which 
the edges of uppers are skived on short 
bevel and by means of a nealed tool, given 
a smooth, flat finish without the use of 
cemeat or folding. 

U.S.M.C. Royal Tip Punching Machine; 
to which dies can be fitted with inter- 
changeable knives for plain trimming, 
pinking or scalloping edges of vamps or 
tips in conjunction with perforations of 
any design desired. 

Stanborn Perforator, Model M; per- 
forates tips, quarters, foxings, vamps; a 
single punch being used with choice of 


sof different designs,combination ~ 


s being made to perforate and pink 
or scallop at one operation. 

U.S.M.C. Pasting Machine; Model A; 
to paste stays, and linihgs or vamps, quar- 
ters or tips. A very ‘economical and ef- 
ficient means for doing this work. 

Model A; Upper Cementing Machine; 
ec eng ame AA Se vee 


_ tips, etc., before f 


Rapid Hand Method Felding Machine; 
to fold edges, vamps, quarters, tops and 
“foxings after being skived and cemented. 


ce tell oA9 Py 1a" 


Model C, Eyeletting Machine; for in- 
serting blind eyelets. 

Ensign Lacing"Machine; a wonderfully 
ingenious machine which laces shoes be- 
fore assembling. 

Making Room 


Model C, Rex Pulling Over Machine; 
pulls upper down on to last and places i in 
position for lasting. 

Hand Method Side Lasting Machine; 
pulls upper oyer sides of lasts and tacks it 
to side. 

Number Seven Bed Lasting Machine; 
wires in heel and toes of uppers, wires 
toes and tacks heel. 

Goodyear Upper Stapling Machine; 
allows lasting tacks to be extracted after 
lasting and inserts staples to replace last- 
ing tacks extracted, saving breakage of 
needles and awls on Goodyear welter. 

Goodyear Upper Tack Pulling Machine; 
removes lasting tacks after being upper 


Rex Upper Trimming Machine; for cut- 
ting off surplus upper from bottom of shoe 
before welting. 

Goodyear Welt Sewing Machine; sews 
welting on inseam of sole and upper. 

Insole Tack Pulling Machine; removes 
tacks which were driven to hold insole in 
place. 

Goodyear Inseam Trimming Machine; 
Model C trims inseam right down close 
for bottom filler. 

Goodyear Channel Laying Machine. 
First operation for rubbing down inseam 
before sole laying. 

Goodyear Welt Butting and Tacking 
Machine; trims surplus welting at heel, 
levels seams, draws in counter and tacks 
in place. 

Goodyear Welt Beating and. Slashing 
Machine; used for straightening welting. 

Goodyear Shank Skiver; for thinning 
out welting and insole shank of shoe. 

Bottom Filling Machine; for filling the 
bottom part of insole to give. bottom of 
shoe perfect level. 

Star Channel Cementing Machine; 
fitted for cementing bottoms before laying 
sole. 

Improved Sole Laying Machine; model 
E for placing and laying outsole on shoe. 

Goodyear Universal Rounder and Chan- 
neler; for trimming out sole to welt and 
channeling out sole, for stitching to welt. 
An important machine which gives shape 
and style to shoes. 

Model G Channel Opening Machine; 
for raising channel for stitching. 

Goodyear Cut. Sole Channel Shank 
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Boston 
ERNEST JACOBY 
79 Milk Street 


F. R. HENDERSON & CO., Inc. 


111 BROADWAY, NEW YORE CITY 


(rude ‘Rubber 


IMPORTERS OF PLANTATION SHOE SOLE 


Crepe Rubber 


Cable Address 


REDSONDER, NEW YORK 
LIEBER’S A. B. C. 5th Edition -Private Codes 









London 
HENDERSON, FORBES & CO., Ltd. 


Singa 
HENDERSO. RSON Bi BROS., Led. 
HENDERSON BROS., Led. 





























FALL SPORT OXFORDS 
= —=IN STOCK=——= 





No. 841 


With AVON LATEX CREPE SOLES 
Attached The RIGHT Way 


Stock 841—Galluns, No. 3 Tan Norwegian. College Oxford. 
Re are YS —_ 


Last .25 
Stock 837—-Tan Scotch Grain Blucher Oxford, Plain Toe, 
RL i hs cutee entrails t Wiakaieea cucess sae 


DUFLEX RUBBER SOLES. 
Stock 800—Coffee Elk Saddle Oxford, Plain Toe, baa 


Last 

Stock 801——Smoked Elk Saddle Oxford, Plain Toe, Trune 

BOE HSE n wire wae Cha Ve CA es eh ee $5.00 
SIZE and WIDTHS. B 7-10 C 6-10 D6-11 


FREDERICK S. PECK 
40 THOMAS ST. = WORCESTER, MASS. 

















Try to Walk Trade Mark Reg. 


In-Between Profits 


In-between creeping and walking, come ‘““Tri-To-Walk”’ 
shoes—soft as velvet, just stiff h to support with 
a little arch for little feet. A big selling argument—a 
sure profit. 


Blucher Boot 






of First $12.00 
Quality Elk, per 
in All Popular Dozen. 
Shades. 
Pearl Chrome 
Sole Terms 
. 5% 10 
Guaranteed 30 N 
not to rip. a. 


Sind for entaleg of In-Stoch—Seft Soles, “Tri-To- Walk” 
LITTLE .WITCH SHOE CO. 


(With which is lidated Si Soft Sole Shoe Co.) 
144 WASHINGTON ST., SALEM, MASS. 
































APPROVED BY 
MEDICAL MEN 


Ac @ Gunde oupe for the ankles of 
growing children and as a fully venti- 
sated shee, the Burkley Ventilated Foot 
Yeveloper ig unexcelled. Well-known 
: itgeons recommend its use. 
ar your mom of 
VEnTnaATiong cht ren’s shoes 
qunguten complete by sending 
our 
e Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 
1156 No. Main St. 



























Save Money 
ON THREAD 


$5.00 to $10.00 on each 
case of thread you buy 
counts. 



















JOHN C. MEYER THREAD CO., Lowell, coon de S. A. 
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Reducing Machine, Model B; for thinning 
out outsole on inside shank. 

Edge Trimming Machine, Model F; 
for smoothing edge of outsole before shoe 
goes to Goodyear stitchers. 

Goodyear Rapid Lock Stitch Machine, 
Model O; for stitching outsole to welting, 
stitching either channel sole or stitched 
aloft. 

Goodyear Sole Shank Pounder; for 
pounding down shanks of outsole. 

Loose Nailing Machine, Number 2; for 
nailing heels of outsole to insole and 
counter. 

Heel Seat Rough Rounding Machine, 
Model D; for trtmming heel seat. 

Channel Cementing Machine; for ce- 
menting channels before laying. 

Channel Laying Machine, Model G; for 
laying channels on outsole before leveling. 

U.S.M.C. Knurling and Burnishing 
Machine; for burnishing edge and separ- 
ating stitch on edges. 

Model D, Goodyear Automatic Level- 
ing Machine; for rolling over or leveling 
any unevenness that may appear on bot- 
toms of shoes. 

Crest Sole Wetting Machine, Model X; 
for moistening bottom of sole to keep it 
in proper working temper. 

Model B, McKay Automatic Heel 
Loading and Attaching Machine; for nail- 
ing heel to shoe. 

Ultima Heel Shaving Machine; for 
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shaving heels to correct shape. Cutters 
being provided for all styles and heights of 
heels. 

Imperial Heel Breasting Machine, Model 
D; for cutting down breasts of heels, being 
fitted with knives for any shape of breast 
desired. 

Heel Scouring Machine, Model B; for 
scouring heels after coming from heel 

Heel Breast Scouring Machine, Model 
M;; using abrasive paper for scouring heel 
breast smooth. 

Model F, Edge Trimming Machine; for 
trimming edges of soles and shanks to a 
finish before going to edge setting machine. 

Goodyear Jointing Machine, Model D; 
finishes edges at point near breast of heel, 
also rams out heel seat. 

Model D, Goodyear Edge Setting ‘and 
Wheeling Machine; for setting edges of 
sole and shank and finishing heel welt. 

Finishing Room 

Model R, Heel Scouring Machine; for 
final scouring finish on heels. 

Model A, Heel Breast Aligning Machine 
for the final finish of the heel breast. 

Buffing Machine, Model D; for buffing 
forepart of outsole. 

U.S.M.C. Naumkeag Buffing Machine; 
for buffing shanks of shoes having pneu- 
matic pads so as to conform with curves 
of shanks. 
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Model A, Highstand Finishing Shaft; 
fitted with brushes for applying finish 
stain to foreparts and shanks of outsole. 

U.S.M.C. Edge setter and Wheeler; for 
final finishing of edge and shank. 

Model BB,Xpedite Heel Finishing Ma- - 
chine; electrically driven and heated for 
final finish of heel. . 

U.S.M.C. Last Pulling Machine, Model 
A; for pulling lasts from shoes. 

Model C, Regent Stamping Machine; 
for applying Company or trade stamps to 
forepart or shanks of finished shoes. 

Model C, Embossing Machine; using 
gold or silver embossed paper for trade 
marks, company names, etc. Marking 
applied to linings of shoes. 

U.S.M.C. Pasting Machine, Model B; 
power driven for pasting heel pads. 


Packing Room 


Miller Treeing Machine; being fitted 
with adjustable lasts for dressing and 
ironing shoes. 

Model B, Stitch and Upper Cleaning 
Machine; for cleaning edge stitchings and 
brushing edges and upper of shoes before 
going to packing department. 

U.S.M.C. Marking Machine, Model A; 
fitting type and pads for case numbers, 
sizes and widths or other special markings 
for shoe cartons. 





A Great Habit—Cultivate It 





When Bill plays cards he 
has 2 curious 
his fingers on his cards and 


on his chi 


y of putting| His conversation with this 


At home he accentuates 
Fingers — 


me NS 





~~ = 4 - 
In talking he's continually 
tapping his listener 





foreyer pulling his fin 





Driving to: the store 
ont the “honk” 


uttor — 


ng the t 
always puts his Singer on 
the Story — g 





‘Reading the newspapers he 


FSO 

SOK 905 

A DK OKA 
\WREAVOOOISSS 


But Bill comes by th 
hone. — s ocaL 
merchant and alway 
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COMING! 


A BIGGER HOOD 
FALL and WINTER SEASON 


his Fall and Winter, many shoe dealers 
are going to keep right on selling Hood 
Shoes. 


With a market of millions of people now 
interested in the many different forms of 
indoor athletics and a special Hood advertis- 
ing campaignd irected toward establishing 
a contact between this market and the stores 
which will display the Hood Indoor Athletic 
Footwear Headquarters sign, a new volume 
of sales will be created. 


Full information and complete details are 
available. Early action is now advised. 
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R. E. McDONALD MILTON KATZMAN 





R. E. McDONALD-KATZMAN COMPANY 
ANNOUNCE THE OPENING OF THEIR 
SALES AND STOCK ROOMS 
AT 


1224 Washington Ave., St. Louis, Mo. 


FOR THE WHOLESALE DISTRIBUTION 
OF 
WOMEN’S NOVELTY FOOTWEAR 
OF THE 
Newest and Most Salable Types 


THE OPENING WILL BE 
MONDAY, AUGUST 13th, 1923 


AND THE PLEASURE OF YOUR COMPANY IS 
REQUESTED MOST CORDIALLY . 





R. E. McDONALD MILTON KATZMAN 


FORMERLY OF FORMERLY OF 


R. E. McDONALD COMPANY KATZMAN-ADLER SHOE Co. 
BOSTON BOSTON 


TULL 4 
TRADE. VISITORS TO THE CONVENTION 


OF THE MISSOURI RETAIL SHOE DEALERS’ ASSOCIATION AND THE 
ST. LOUIS FASHION PAGEANT ESPECIALLY WELCOME 


Se ree erro eT eIITIITelIIIielliiiliellliiiieliiiiiieniiiiinieiiiiiinieniiiiiieliiiineliiiiinienliiiiiiielnL 





re Tee ee eet ee TTT 
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No. 902 
Black calf—Harvard last 
——— tip — 12 iron 
le 


Gane Now Ready 
With the 
Fall Lines— 


IN STOCK 


You'll like the lines 
and the general get-up 
of the new CERTI- 
FIED Shoes for fall 
even better than those 
of the past season. 





If you haven’t the fall 
catalog, just drop us 
a line. 











Prompt 
IN-STOCK 


service. 

















HAUUALSONNNAAAUANLOTAUUOTALALODPLADUTHOOUODLATHATEATTANCATAHATO TANNA RTNTATTATTTTAT NNT 


























Black velour Radio last ‘ 

a we 
Ne. 803 -Bans ts Oe ° 
with black binding. 


Stonefield - Evans 
Shoe Co. 


Rockford, Ilinois 




















ONNOMNAMOMMAAMHOMMMMAMOMNAE 
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No. B 841 $3.25 No. B 745 $2.15 


B 841—Black Satin Suede Trimmed Two Straps, . 4 4 
Side ys outs, Imitation Turn, 14-8 Spanish B745 -Black Satin One Strap, Suede Trimming, with 
Heel, B. to D. Code “Vesta” $3.25 Sutest oe Sere » bose Drill Quarter Lined, aes 
ani “ Mf a’”’ 
B 842—Same as above except 12-8 Cuban Heel. pent secre — $2.15 
Code “Vulcan” $3.25 B 746—Same as above except 12-8 Cuban at 
Code “Bonne” $2. 


STRAPS! 


INGLE straps, two straps, cross 

straps—beautiful, dainty, popular 
patterns—novel cut-outs, trimmings, 
beadings—and every one in style and 
in stock! 


The attractive numbers pictured again 

manifest Hannahsons leadership in 

style creation, in excellence of work- 

No. B 867 $3.25 manship, and the efficient in-stock 

» eniiniaietie ae service which puts these qualities im- No. B 838 $3.25 
—Black Satin One Stra t trap, ; ice— 

Cut beg ee | Trimmed, ee Tura, 14.8 mediately at your service at YOUr Bp 938—Black Satin Cross Strap, Suede 
Spanish Heel, B to D, Code “Thetis” $3.25 request. Every number will meet the Trimmed, Side Cut-Outs, Imitation Turn, 
° 14-8 Spanish Heel, B to D. Code “Claire” $3.25 

demand predicted for early Fall. Send 


in your order now. 


g 
: 
: 
: 


Hannahsons pledges its entire or- 
ganization to the pleasant task of 
putting every resource at the disposal 
of its merchant-friends. For “ in 
solving any merchandising problem, 
feel free to write us. 





No. B 7818 $3.60 


B 7818—Black Satin One Strap with Beaded 4. 

Strap, Genuine Turn, 14-8 Full Louis Heel, A to D. No. B 7868 $3.35 

Code “Sinai” $3.60 B7 Black Satin One S ith Beaded F 

868—Black Satin One Strap with Beade ore 

B 7 7808—As above except 16-8 Full Louis Heel. Strap, Genuine Turn, 9-8 Military Heel, B to D, 

Code “Hulla” $3.60 Code “Victoria” -35 
B 7168—As above except ‘with 12-8 Cuban Heel, 

Code “Beatrice” $3.35 


No. B 830 $3. 15 B 7768—As above except Imitation Turn, 9-8 
Heel. Code “Dora” -00 


B 830—Black Satin Two Button One Strap, Suede B 7678—As above except with 12-8 Cuban Heel. 
Trimmed, Imitation Turn, B to D. Code “Rain- Code “Bonton’ $3.00 
15 


BSc EE ee TS 


neat tate 


ANNAHSON 
SHOE CO. 


HAVERHILL - MASS. 


UTM ToL eT ene Mel eniiiiileliliiiiiieniiniiiie line lien 
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RU GAFT RMU: 


> are > 


ar NNU-CRAFL 
OE ex | ¥ A New Line of 


STITCHDOWNS 


is now shown, of the highest quality—which 
will raise the standard of this type of shoe. 





Wins 





<Q py Ja 


~ 
‘~~. S 


~ 
™ 


nn 





Quality, Workmanship—Values that have made 
the name RAUH synonymous with sales and 
profits—will dominate this new line of 


MGR 


the farsighted buyer who is combing the 
market for sales stimulating values simply 
owes it to his business to look over the new 
RAU-CRAFT line. It is not only different 
from any other but vastly superior. 


You are cordially invited to call or write for samples 


® S, RAUH & COMPANY 


310 Sixth Avenue New York, N. Y. 














PN NN ANN // 11 (SCAN SNA TAAL Ieee NA LEVIN 777200 | Be 7 1 IAA eee / / | Be 
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The New French Toe 


LAWRENCE’S 
CALF 


i 
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STYLE 2113 


On our “Avalon” Last. Made of A. C. 
Lawrence’s Medium Brown Calf. Spe- 
cial Stitching. Kid Quarter-lining. B, 
CS gee TF WO a5 00 0ccs cdcaltinteseed $4. 85 


+ empeee for the approaching new selling season, we announce 
this handsome new “Avalon” model, which is characterized by 
the smart, graceful, squarish toe that has succeeded the earlier French 
shape. 





It is one of our new in-stock models, and is ready for shipment in the 
complete range of sizes. 


This “Avalon” is built in our best grade. The uppers of Lawrence’s 
Calf are stitched in a new pattern, and the soles and all fittings are of 
top quality. 


At its favorable price it makes a strong bid for remarkable popularity 
at all stores where Bates Shoes are on sale. 


AW 


Let us tell you about this and the other 
new Bates Styles 


\AS 


WAESZSIASAGISZAISK 


ep 
A 
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LE 
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A. J. BATES COMPANY 


WEBSTER MASSACHUSETTS 





S 
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Xz 


a 
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BLACK SATIN 
OOZE TRIMMED 


PUMPS 
In Stock--Ready for Immediate Shipment 


No. B427—$5.00 
Black Satin Strap Pump, Welt, Black $ 5 





Ooze Trimming, 247 Last, 14/8 Wood 
Cuban Heel. 


C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, 127 DUANE STREET 


Terms: Net 30 Days 











NINE rate rarren 
FALL PATTERNS 


IN STOCK 


B-325—All Pat. Colt, 3 strap pump trimmed B-323—All o-stra’ 
with blk. Kaffor Kid, cut-out on sides, Pat. Trimmed EL Bleck. ‘kates Kid) 12.8 8 


Colt underlay, close edge welt. 14-8 Cuban : covered block wood heel. Hand turn. . $5.75 
ther heel $4.85 B-324—All Black Satin-two-strap pump. 


lea 
B-326—All Bik. Suede, 3 strap pump, Trimmed with Bik. Ooze Calf, 12-8 covered 
trimmed with Blk. Kaffor Kid, cut-out on block wood heel. Hand turn......... $6.00 
sides, Bik. = underlay. Close edge welt. 
14-8 Cuban hee! $5.35 

B-317—Hand turned two-strap pamp of 

colored J Ooze Calf, ome Fm By 

15-8 Spanish covered heel ‘ 

B-321—All Black Ooze two-strap pump. 

pvnees we — Kaffor Kid, 14-8 covered 

Spanish wood heel. Hand turned..... $6.35 

B-322—All Dark Brown Ooze Calf two- 

strap p. Trimmed with Brown Kid, 

14-8 Spanish covered wood heel. Lag 


QOPM. cc cccccccccccccceecseceseces 





Sizes and Widths 


B-327—All Pat. Colt, cut-out with side 

gore, Ligh os “os B-300—All Gray Suede one sy pump. 

edge 1, Cuban leather heel, . oa Terms: Net 30 Days Trimmed with y oon Kid ole 
behiccteccneeestusaaneuen py = Rn gy 


JOY, CLARK & NIER, INC., Rochester, N. Y. 


NEW YORK OFFICE, 127 DUANE STREET, MURRAY KLEIN 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


BUSINESS CHANGES 


Cottonwood, Ariz.—Ware & Fox, general mer- 
a recently 
San Diego, Cal. —Frank S. Chase, general mer- 
chandise, ‘me succeeded by Bert Nigro. 
Chicago, Il — Shoe Co., 3229 South 
Halsted Street, retired. 
Abraham rye dy 8678 Vincennes Avenue, 
boots and shoes, etc., reported succeeded by 
S. L. Franklin. 
Sam Rifkind, 4265 Lincoln Avenue, boots 
and shoes, ete., reported sold or closed out 





Johnston on City, Ill.—Burgess & 
shoes, etc., succeeded by Hi 
Atlantic, To Iowa—C.. E. pantie: boots 
etc., reported succeeded b Miller Shoe Store. 
Des Ly Towa —Wilkins free, Co., de 
partment store, reported y onker Bros. 
Waterloo, lowa—Dotson-Kerwin Clothing Co. 
merchandise, partnership dissolved. 
Millersburg, Ky.— icott & Tune, boots and 
shoes, etc., succeeded by Roy Endicott. 
Marlboro, Mass.—J. B. Keaney, boots and shoes, 
selling or sold out. 
‘ass.—Bond Shoe Stores, 293 Main 
and shoes, Simon Sandler retired. 
ille, Mich.—F. ry -v, Ge 
t to Morrison Bros. 


selli 

mS pay — _— 

or 

Brooklyn, "N.Y. —James Mile, Arrow Shoe 

Store, 663 3 Grand S Street, boots and shoes, reported 
selling or closed out. 


BOOT AND SHOE RECORDER 


agen, Seah ed. ae aed mating eapaseed 
venue, oes and repairing 
sold or closed out business. 

Newbern, N. C.—Marcus Block, Famil 
Store, boots and shoes, reported su 
Gaskin’s Shoe Co. 

Almena, Wis.—S. Jacob general merch 
re succeeded by om Bros. 

‘ond Du Lac, Wis.—W. F. Georg, 118 South 
ioe Street, boots and shoes, reported selling or 
out. 


Shoe 
led by 


a: 





BUSINESS REVERSES 


aes. Ala. Pe yn Co., boots and 

shoes, etc., reported offering to com 

ew Haven, Conn.—William oe al 108 

George Street, boots and shoes, reported petitioned 

or potitionss in bankruptc and receiver appointed. 
Manchester, Conn. —Isadore rman, 

boots and Son, reported petitioned or petitioner 


in bankrup 
Ameri .—Fred W. Sills, boots and shoes, 
etc., + pian or petitioner in bank- 


tc 
_ otit oe ee LO - tioner i bans " 
otigiened ox petition in ruptcy. 


Ga~ tile Co., 

“sala ea reported petitioned or petitioner in 

Madison, Ga.—Will Friedman & Co., Bro., 

general merchandise. » MES petitioned or peti- 
= tigger ib +~ — 

McGrath, (Ladies’ 

ma ho = 

od gt pee in bankru 


reported or petitioner 
C. P. Bates appointed receiver. 

Boston, Mass.—Briggs-Hutchinson Co., A and 
Athens Street, So. Boston, shoe manu facturers, re- 
ported petitioned or petitioner in bankruptc 

Lawrence, Mass.—Louis Solvin, 139° "nen 
Street, boots and shoes, reported 
petitioner in bankruptcy. 
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Natick, Mass.—L. N. Jorgangi Brothers, 26 
Washington Street, boots and shoes, reported 
petitioned or petitioner in bankruptcy. 

Saint Johns, Mich.—Roland J. Frink, boots and 
shoes, etc., reported petitioned or petitioner in 
bankruptcy. 

Fergus Falls, Minn.—C. O. Anderson —_~4 
merchandise, reported assigned and d offering 
compromise at 40 per cent. 

Marshall, Minn.—Peter T. Caserly, general 
merchandise, reported petitioned or petitioner in 


bankruptcy. 
Clarksdale, Miss.—The , boots and shoes, 
reported petitioned or petitioner in bankruptcy. 
San Marcial, New Mexico—Melcor Silva, general 
a egy reported petitioned or petitioner in 
tcy. 
oe ee Y.—Phili ip Blonsky, 440 Mo- 
Donough “ae boots and shoes, reported peti- 
tioned or peeitigee | in bankru 


ina, N. Y.—Robert J J. Shea, boots and shoes, 
pees poaee & TD - 


7. _ in bank ; 
5 = ia, Penn.—Mid-Atlantic Products Co., 
nc., Gans Street, . ones merchandise, 
petitioned or petitioner jm Sagivantey. 
ton, Penn.—Union Clothing Co general 
ise, reported petitioned or petitioner in 
bankrup 


—1 
White Eevee, Penn.—Peoples General Store, 
merchandise reported petitioned or peti- 
tioner in ba 


nkruptcy. 
Little Rock, 8. C-—H. Iseman & Sons, boots and 
reported petitioned or petitioner in 


ptcy. 
Ipswich, 8. D.—Ipswich Co-operative Co., 
petitioned peti- 


general merchandise, reported 
tioner in bankruptcy. 





GREELEY 
BOUDOIRS 


Are not to be looked 
upon in the light of or- 
dinary boudoirs. They 
are different and you'll 
recognize their excel- 
lence in the first order 
you open up. 








In Black or Colored 
Kid. 36 pair lots 
only. 


If Your Jobber Cannot Supply You, Write Us. 
A. W. GREELEY .°. Haverhill, Mass. 








Study ly Chiropody 


the coming profession 


This rapidly growing, dignified, highly profitable profession 
offers men and women unexcelled opportunities. Demand 
for chiropodists greatly exceeds the supply. This college is 
the largest and best equipped school in the world teaching 
this subject. Day and evening classes leading to degree— 
Doctor of Surgical Chiropody. Excellent faculty of leading 
chiropodists and physicians. Largest Foot Clinicin America. 
School occupies entire 4-story bldg. 10th successful year. 


Write today for booklet in which graduates who were for- 
mer shoemen tell how they are earning from $5,000 to $15,000 per year 
practicing this interesting profession. We will also send you catalog. 
giving complete information relative to chiropody and this college. 


MAIL COUPON TODAY 
— mS 
Illinois College of Chiropody, 

1327 North Clark Street, Chicago. 
Gentlemen: Please send me, postage we preceid, your book telling how 
your. — are earning from $5,000 to $15,000 per year; also your 


Ask Yourself 


These Questions! 


If you want the maximum of advertising results, ask your- 
self these questions when selecting mediums: 

What is the evidence of READER INTEREST? 

Is the paper essential to its field? 

Is reader interest proven by voluntary paid sub- 
scriptions? 

Are the paid subscriptions audited by the Audit Bu- 
reau of Circulation? 

(Twelve Thousand “Boot and Shoe Recorder” 
paid subscribers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper verified by the Asso- 

ciated Business Papers, Inc.? 

(The character of the “Boot and Shoe Recorder” 


is verified by the Associated Business Papers; 
Inc., of which it is a member publication.) 
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MISCELLANEOUS MISCELLANEOUS MISCELLANEOUS 














Milbradt Rolling Bicy cle 
Step Ladders STEP 


| are made in a great many 
} styles to suit all kinds LADDERS 
of stores and shelving. | ee 
a, will = : ty are made 
jong with less ‘ : ‘ 
eo at er oe Oe in many 
on your shelving, and styles and 
help the appearance of to fit all 
your store. Shi sub- 
ject to approval and sat- 
isfaction guaranteed. 


Neatest, strongest, lightest and most 
convenient fitting stool on the market. 


i 


ti 
Pu TPEGEY 


ll 


pba 
z 
, 


i 
CHIME 


il 


kinds of 
shelving. 
= Manges em yore or, chain oe 
i st ving fu 
Fk as other 


description 
store fixtures. and prices. 


» eel 


Pistoia’ oe or - Milbradt - THE BICYCLE 
Carried in stock by all wholesale shoe an 2416 No 10th Street 67 Randolph St. 
houses. bber t > Ch . i. 
=. A, order dues how us. — = 7 ST. LOUIS, MO. feage 
MILBRADT MFG. COMPANY . 
2416 N. 10th St., St. Louis, Mo. : . _— 
For thirty-five years manufacturers of e Metal Shoe Fitting Stools 
Milbradt Rolling Step Ladders j M oor 




















ACCOUNTANT AND AUDITOR 

Auditing, Systematizing, 

a need, Fi ial St ts, Cost 

Systems, Dissolutions, Stock Records and 

Taxes. MARK I. FLEISCHER 
Bank of United States Building 

1767 MADISON AVE., NEW YORK CITY 

Member of National Association of Certi- 

fied Public A ts, Washingt D.C. 

















No. 141 


WANTED TO PURCHASE wes Pcp fo) | cst; THE CHICAGO 


poe. fee) |“ WIRE CHAIR CO. 
"ry; 621 N. La Salle Street, Chicago, Ill. 


> Zz - Ge @ 
oe De 


$< 


WHAT TO DO WANTED TO PURCHASE 
When It’s Hot : 
DO YOU CONTEMPLATE COME TO CASH PAID 


—— FEE RS mR ; 
set mar having a short term tora taken The Ambassador 
I. OLENICK Atlantic City 
a nn eco N NE ok Where It’s Cool 


HIGHEST CASH PRICES PAID Guests sleep under blankets 
for entire ghee stocks. We also buy yous every night in July and August. 
quate Saw : 
Retail or wholesale. Short term lessee taken es Seeeng See oe, See 
off your hands. Wire or phone us. Coast. Guests dress in ho 

lence confidential. Established 1890. go direct to surf. 

MAX GLAUBERG 















































52 Lispenard Street, New York Cit BROOKLYN PURCHASING SYNDICATE 
e also purchase clothing, hate. furniabing The Ambassador vaane wa Propeteter 
. Phone Canal 


etc 





Broadway, 
4 . The World’s Most Beautiful Re- Phone Stagg 1757 
sort Hotel—famed for food, service, 
hospitality 


THE NEW YORK EXPORT Reservations by wire or letter 
PURCHASING CORPORATION Pee eaes weptveters I PAY SPOT CASH 
596 cpeneasy, NEW YORK, N_Y. 


ONE—SPRING 9965 Tue Amsassapor Horets System 
WILL SLOW SELLERS FOR The Ambassador, New York 
SURPLUS STOCKS The Ambassador, Atlantic City 
BUY /ENTIRE stocks 'CASH The Ambassador, Los Angeles 
Bargains im shoes always on hand for special sales The Alexandria, Los Angeles 
and bargain basements 














116 W. 32nd Street, 
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issue: 
Space 
$4.00 
8.00 

12.00 

16.00 


$3.50 

7.00 
10.50 
14.00 





Recorder rates for space less than one-eighth page per 


l time 7 times 13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each insertion. 
Minimum amount accepted, seventy-five cents. For 
“Want” advertisements, seven cents per word for each insertion. 
Minimum amount accepted, $1.25. 
received up to noon on Tuesday of week of coy date. 
advertisers desire answers to come in care of this o! 
5.00 must be allowed in each advertisement for address. When advertisers 
desire replies forwarded 
address must be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 


$3.00 $2.50 
6.00 


9.00 
12.00 


7.50 
10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Ads under this heading will - 
flice. twelve wounds 
direct to their address, each word of the 











SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 





MTS SY See Pein a 
ine ladies’ 

pany HS to the 

shops throughou 








rss pens Woah shington, 





Si Ww 6 
x e pay ‘ 
Shoe Company, 36 Be. Paul Paul St., Rochester, N 


Sess welts, for side line af Western made men’s 
dress welts, 





ne Sena five fa 
application. Addn 
corder, 207 South St., Genen, i 











E would like to hear from salesmen wishing 
<a ed 


State 
. ey Sh F— 
West Madison St., 








? ull 
. D. , care Paramount Shoe Company, 144 
Center Street, Brockton, Mass. : 





SALESMAN WANTED 
WE HAVE DESIRABLE TERRITORY 
OPEN FOR EXPERIENCED 
MAN TO ENTATI 
REPRESENT. 


eed SHOES 








0 
T 
Lu} 














AIL 
ANSWER “STATING EXPERIENCE, 
REFERENCES, T RY. HYM 

BROS., 84 NORTH ST., ROCHESTER. 


. . 

















Men’s Slippers and Comfort Shoes 


Wanted: Reliable salesmen calling on established trade. Quick se 
lines of Stock Shoes with big commission, only live ones and workers Lan 
Territories west of Pennsylvania. Replies considered in confidence. Ad- 
dress E-140 care Boot & Shoe Recorder, 207 South Street, Boston, Mass. 





TERRITORIES OPEN 


For experienced salesmen with estab- 
lished trade to sell best line of boys’ 
and little men’s shoes made. Straight 
commission basis. Can be handled with 
non-conflicting line. Must carry not 
less than 24 samples. Liberal commis- 
sion. Long established quality. Wis- 

i Mi ta, Oklahoma and 
several Central and Eastern States 
open. Neenah Shoe Co., Neenah, 





GALESMEN | WANTED-—Salesmen to , ae 2 

and eo! toe ae cateing slippers. 

pee-ean Shoe Recorder, 207 South St., 
ass. 


ALESMAN WANTED—With established trade 








GALESMEN WANTED—Experienced 

for’ wholesale shoe house in Connecticut, Hi 

son River em and a section of Mockottan Al 

established . A references. Claflin, 

Thayer & Co., 58-60 Reade St., New York City. 

SALZSMAN WANTED—Outside salesman. 
be experienced. All territories 


. Call 
Weaneeday, wg or Saturday mornings. “Katz 
Shoe Company, 138 W  ibentuen. New York City. 





WA aildren's onal untoons? to carry our line of i 
children’s and misses’ turn sh 
strictly commission witl 

flicting lines. Man. panoy carr 

ritory now open in Flori 

Iowa, Indiana, [inois, N 4 

Dakota, Michigan, New York and Pennsylvania. 

Line is now ready. F. C. Gerber Shoe Company. 

Orwigsburg. 





(See also page 117) 





LINE WANTED 


WANTED —Line of up-to-date modera’ 
women’s novelties for Eastern Pennsylvania 
and New Jersey. Have ey ry trade and can 
ve references. Address H-32, care Boot 
She ecorder, 1420 Widener Bldg., “Philadelphia, 


Ue WANTED—For the ee district. 
Experienced man. now em will be open 
about A 15 1% an in-stock line for this ter- 
ritory. A care Boot and 
corder, 127 Duane = ewe York City. 
LIN E WANTED —Salesman with large following 
among jobbers and mail order house whose 
sales are 


tengo veleene per yous, & epen Se © 
ition wit © pee tactety. Con Seale 
references. High-class houses only con- 

. Address E-201 core Boot and Shee Re- 
sede 207 South th St., Boston, Mi Mass. 


Wits KNOWN REPRESENTATIVE WANTS 
Pa. - ad SHOES—I have successfi sold 

















GALESMAN WANTED —Live-wire salesman 
with well-established 


Territory open for 
New York and vicinity. K-535 Boot and Shoe 
Recorder, 127 Duane St. lew York City. 


AN UNUSUAL OPPORTUNITY is offered by a 
an 








(oes 
up-to-the-minute all-} 
pt mage fener nae ng6 00 and 

ok Ghani A 














GPECIALTY Mh pay WANTED—\for 
Retail ) 





LINE WANTED—A SOE - » 
yous’ Shoe wan ctory 
Men’s novel 








quality ont adress E-199, sama pees one Hes 
207 South St., Boston, Mass. 
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FOR SALE 


FOR SALE 





FOR SALE 


Wholesale and retail shoe business in 
one of the fastest growing towns in 
state of Penna. Iron, Steel and Textile 
mills and rapidly growing. Store will 
invoice about $75,000, with traveling 
force at work and business on a grow- 
ing basis. Real estate must be sold with 
the business, 3-story Brick store and 
Apartment house Real Estate ($60,000). 
Here is a chance for some live wires to 
grab a business that has taken a life 
time to develop. Present owner wants 
to retire quickly and will make a 
sacrifice for a quick cash deal. Write 
E-196, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


R SALE: Very modern shoe store, 

location, town to live in. 
thousand dollar stock to be sold for cash. ‘ 
Best railroad town in state Cs Kentucky, good 
reason for selling out. Please don't answer unless 

ou mean business. Address E-151, care of Boot and 
Shoe Recorder . 207 South Street, Boston, Mass. 





For “fon shoe store, long estab- 
lished in a good thwestern city of 30,000. 
Up-to-date fixtures, high-grade oom, best location. 
Average annual business $140, "Present stock 
$45,000, but can reduce to any aa, desired and 
give i +~——— Romy time. January 1 or sooner. If 
you re responsible party with capital and looking 
ora well established ——y-  apertunity answer 
at once and make ments for new 
lease. Address E173, care re Boot a and Shoe Recorder. 
207 South St., Boston, Mass. 





For SALE—Old established shoe store in city of 
24,000 on Main St. Reason for oanies- Rent 
reasonable. Henry Retzlaff, Lockport, N 





PROSPEROUS SHOE BUSINESS FOR SALE 
A thriving retail shoe business in 
suburb of a large middle western city is 
offered for sale. Thirty-two factories in 
this suburb. Acknowledged to be the 
best shoe store in town. A rare ——- 
tunity to step into a paying business 
wner moving to California. Write 
E162, Boot an: Recorder, 189 W. 
Madison St., Chicago, Hlinois. 














For SALE—Shoe Store on main street in Provi- 
dence good location, low rent, lease. Up-to-date 
front. Clean stock and store. me ey ed for 


Jobbing Business For Sale 
In New York City 


Medium size b dling li 

line. Business ablished ten years 
ago. Excellent location and long lease 
on building. Address E-195, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 





IRST CLASS CHANCE—I am 72 years old 
and wish to retire from business. Will sell 
will stock, fixtures. Price five thousand five hun- 
d dollars, cash. Address F. H. Wilson, 3742 
Germantown Ave., Philadelphia, Pa. 





R SALE—General Store in best a 

in New York State doing $45,000 0,000 a 

inland town, doing a 

sold right if taken at 

once. Address rary care Boot and Shoe Recorder, 
207 South St. Boston, Mass. 





For SALE—Shoe store in NewYork state, good 
town of 3,500, good clean stock of $3,000. Must 
be sold at once on account of other business. 
Address Mrs. Floyd Francisco, Sidney, N. Y. 








a FACTORY FOR SALE 

din B Fully equipped to 
eens 1200 pairs daily. Inquire 
by mail. Address E-193, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 




















BUSINESS OPPORTUNITIES 








BUSINESS OPPORTUNITY 
Capable executive having some ex- 
perience in theshoe is willing 
to invest sufficient capital with a 
thoroughly competent jo! *s sales- 
man (now employed) who is willing to 
start a jobbing business in New York. 
Replies held _ strictl confidential. 
Address E161, Boot and Shoe Recorder, 
127 Duane St., New York. 











POSITION WANTED 





BUYER AND MANAGER, desirous of making a 
, for just Fifteen years experience, 

men and ¥ women’s, highest grade footwear. Eight 

years Chicago Loop, six at present sy Iam no 

experiment, but a peemeers, o2 y record will 

Brot and — West preferred eee E-148, care 
Recorder, 189 W. Madison St., 








FOR RENT 








SYRACUSE & SHOES 





city with a 200,000 
population. Write for further informa- 
tion. Address E-190, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 











PACE POS RENT: Fi shoe department 
Sin Orleans. New building to be completed 


popu price shoes. Store will carry women’ 
paces Sis ee eed Seecle fe 


manafacturer or dealer 
dress E-153, oe Seles Shae Hosonder 207 Bon South 
St., Boston, Mass. 


GHOE department to let, in New ’ York State in a 
live wire aqern ina diy with a popu- 
— Et" Re miles po ew cog hs 
space 25x y equi shelving, 

seats chairs to do a p orieys ,000 a year. 
Permanent window display will be ove, | having 
one of the finest window fronts in the city. Address 
E171, care Boot and Shoe Recorder, 207 207 South St. 
Boston, Mass. 








SiACE FOR RENT in high-class men’s furnish- 
— a for shoe department. 


nore > location 
in sity, Perther information m farniched on applica- 
tion. Fiattendort Co., Memphis, Tenn. 





FoR RENT—Shoe store located 31 years most 
prominent Brooklyn section. Entrance from 
two streets, facing third. Two elevated stations 
and various car lines pate Soe doors. Immediate occu- 
pancy if d reasonable 


Ren 
ee oo roe K-536, care Boot 
Shoe 127 Duane St., New York City. 








WANTED— Experienced and reliable young shoe 
man with about $5,000 to take active int 
in first class up-to-date esta shoe business in 
a town of 18,000 inhabitantsin Eastern Iowa. Must 
furnish first class references. Address E-187, care 
| and Shoe Recorder, 207 South St., 

ass. 





$2400. Address E-191, care Boot and 


207 South St., Boston, Mass. 





POSITION WANTED 





For SALE—Leading shoe store in the 
best town in Colorado. Established 
about twenty years. Choice location. 
Good reputation. High class trade. 
Cash business. Clean stock. Inventory 
about $18,000. Bright future in this 

progressive, ee powtes i of 
about 10,000 populatio her s- 
iness interests reason for a... Will 
sell for cash only. Address E-194, Boot 
and § Recorder, 189 W. Madison 
Street, Chicago, Ml. 








GITUATION WANTED—Bayer fourteen years 
in shoe _— Also ca ma . Address 
Shoe : It Duane St., 


K534, care 
yp AND QUALITY MAN—I have had 25 





New York City. 

experience as manufacturer of women's 
fine shoes in the East and nave hyp had Wee on. 
perience as designer and desirous of 
securing pa: aye as style and man with - 
manufacturer of Wi 
Sm fy West preferred. Address E-203 
and Shoe Recorder, 207 South St., Boston, Mina 


TO LEASE 


Se MANUFACTURERS OPPORTUNITY— 
Pittsburgh's most attractive and prom- 





i 
able 
$00 Fenn, Ave, Pittsburgh, Pa. 





“— mor WANTED 











‘ 
he subsecri 


Hawaiian Islands, Phili 


El Salvador, Argentina, . Brazil, 


Cable Address 





jon price of the Boot and Shoe 
_ 1.4 — Vi 


Recorder is $5.00 a year in advance. includes im the United States, Cuba’ 
1 Islands, , Alaska, Canada, Mexico, Sonne n Rica, Dominican Republic, Honduras, Nicaragua’ 


ruguay, Spain, 


, Peru, 





Each issue copyrighted by the Boot and Shoe Recorder 


No Subscription Accepted for Less Than One Year 


Member of the Associated Business Papers, Inc. Member of the United Publishers Corporation. Member of Audil Bureau of Circulation. 
g See ee sine sce Poet titan otten hoes oe conan thas mater. 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


ic*Tlaads, and the Canary Islands 


Printed in U.S. A- 
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SALESMEN WANTED 


HELP WANTED 





HIGH GRADE 
Salesman Wanted 


A manufacturer of a nationally known 
and distributed line of women’s shoes 
is desirous of securing the services of a 
high-grade experienced salesman to 
sell the large retail, chain store and de- 
partment store trade in Missouri, 

Ai wei 2 2. Michi- 
gan, Illinois, lowa ont part of Chicago. 
Must have established trade and Al 
record. Address with references and 
full particulars, E-185, care Boot & 
Shoe Recorder, 207 South Street, Bos- 


ton, Mass. 





Salesmen wanted— 25-30 years—to sell 
high-grade nationally advertised line 
of rubber footwear in Michigan, In- 
diana, Illinois and other territories. 
Thorough prelimimary instruction 
given. Moderate salary to start; com- 
mission basis as soon as you can handle 
a territory. Apply by letter, oe 
full information, and enclos: 

graph, E-184 care Boot & Shoe 
207 South Street, Boston, Mass. 


peandiee 


SALESMEN 
With Established Trade 


Want salesmen with estabiiched 
trade to rep ta 
making a general line guaranteed not 
to rip play shoes for the following 
states: Tennessee, Ohio, Georgia, 
Texas and Kentucky. First letter, give 
a t of ship t t con- 
nection, territory covered in detail, etc. 


E. J. RAMSAY CO. 
347 Rider Ave. New York City 





urer 





GIDE LINE OPPO. 
wi 
ability and established trad 


fastest 


RTUNITY—If you are a real 
ith plenty of * 

le, we have one of the 

ing McKay lines (for Children, Misses, 

Girls and Women) in America to offer you 

every one belongs to the 

nm er 

of your 

Groenewold, Di- 








Step Ladders 


MO. 








ANTED—Window trimmer with experience 
in trimming shoe windows. Advertising ex- 
perience would r &) be an aa Position i ae — 
up-to-date Florida city. Address E-189, care Boo’ 
and Shoe Recorder, 207 South St., Boston, Tangy 





Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


BUSINESS CHANGES 


Battle Creek, Nebraska—Farmers’ Co-Opera- 
tive Co., general merchandise, reported succeeded 
a Joseph Slobodny 

aye. N. Y —Admiration Shoe Co., boots 

d shoes, sold out store at 811 Broadway. 
pe . ¥.—Mrs. Gussie Mintz, 760 Senaca 

avenue, ~ boots and shoes, reported selling 


or sold ow 
Jersey o City, N. J.—Harry K. Bellis, 297 Jackson 
Aves, boots and shoes, reported moved to Port- 
Newark, N. J.—Harry Halpern, 247 East Ferry 
Street, boots and shoes, reported succeeded by 


* Wolf Adams. 


Newark, N. J.—Le Bouterie Inc., Broad and New 
=> boots and shoes, reported sold or closed out 


Mt. , =~ N. Y.—William F. Burke, 38 South 

Powe > Street, boots and shoes, reported succeeded 
inn. 

N New Rochelle, N. Y.—William F. Burke, 536 

Panis Sivest, boots and shoes, reported succeeded 
ry inn 

New York eae Ciance, 265 East 149th 

nee eee s and 


repairing, reported selling 


ty—Hirsch Bros., 96 Grand street, 
manufacturers leather goods, reported selling or 


New York City—Le Bouterie hry 3790 Broad- 
way, boots and shoes, reported sold or closed out 


New York Sp ge Cohen, 2333 Arthur Ave- 
nue, boots and shoes, etc. ., reported left town or 


away. (A. Solomon.) 


BUSINESS REVERSES 


San Antonia, Texas—Wolfson Saul Dry Goods 
Co., boots and shoes, etc., reported petitioned or 


reported offering to comprom re 
itchita = i compromia a he winston: 


a ~ Department store, —-— 
int Pat lotiosrilie, Va.—Burnstein Brothers, boots 
and shoes, ma wer, petitioned or petitioner in 
bankruptcy. — a 
Store, eoieees’ ond ‘843-845 South Street, depart- 
ment store, reported petitioned or petitioner in 
Philadelphia, Penn.—Harry A. Ettinger, (A. & P. 
Shoe Stores) 2328 Ridge avenue, boc shoes 
itioned or in] 
i » one 's Famil 
Porter ry m4 1 + 
or in 
Bethlehem — . 





Pawtucket, R. I Goldberg, ““Modern Cloth- 
ing and Shos Stores”) 86 N ain street, re- 


Ballinger, ‘Tex.—N. Passur, general merchandise 


i bag Goods Co., 
boots and shoes, etc. ., reported offs to compro- 
mise at 40 per cent. 

, Tex.—Cecil & Co., boots and shoes, 


Cleburne. 
etc., reported petitioned or petitioner in bank- 


oP icesville, Texas—Walter H. Mitchell, general 

merchandise, reported petitioned or petitioner in 
kruptcy. 

“Orange, Say —Hodges Mercantile Co., boots 

., reported petitioned or petitioner in 

mtn ~~ agg 


Sheen. Texas—W. N. Scarbrough, boots and 
reported petitioned or petitioner in bank - 
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and Shoe 








are Lge in advance. 
ADVERT ENG BATES Cost of of 
furnished on 


Advertising 
For rates 
for Wants, For Seles, choos W Want Page. 


is taken by the BOOT AND 
SHOE’ RECORDER’ to avoid printing eny 


ts readers. The 


statement a 
t t 
or read ~ matter a: 4 yy 4 in 


line with 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
BROCKTON OFFICE: 224 Moraine St. Gee. 


Ww. Manager. T: 
CHICAGO OFFICES 169 Wont Madisea Se. Tele 
f LOUIS OFFICE: Leather ‘Trades 


NEW ‘YORE 3 ai Oreice: Roos tat Cokeans 


Walter Scott, Manager. 


popbene sats Cana OFFICE: > 1420, Widener 
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HAVERHILL ee os of Commerce 


WR Hill, Mane Bank Bldg. Geo. 
CINCINNA OFFICE: 416 Gwynne Bldg. H. M. 
ROCHES . C. ) 


re) roe Sas Cowere Bite, Ros- 
siter L. Seward e lew York Repre- 








LYNN OFFIC 

MILWAUKE 
powen, M 

1827. 

WASHINGTON ( OFFICE: William 1. Daley, 26 

Anis OFFI ee.3 2 Rus dee Italiens. L. Hubbard, 

LONDON OFFICE: John < ¢. _ Cartion, Manager, 
TRIER Ren 
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Fuhrimann, Gerente. 

CUBA: Mr. H. Gomes, Corrales, 2A Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wager, 


SPAI IN: Ge Gerente, Leoncio de Miguel, Librere Ed- 
itor, 20 Fuencarral, Madrii. 
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Juvenile Shoe Corp., Carthage, Mo 


eer | ws Products Corp., Watertown, 


Kannally-Wick Corp., Highland, Ill 
Kreider, A. S., Co., The 


Lilly, Hemry, New York City 
Little Witch Shoe Co., Salem, Mass 
Lund-Williams Shoe Co., St. Louis, Mo. . . 


Marston & Tapley Co., Danvers, Mass 
Martin, A. H., Rochester, N. Y 
McElroy-Sloan Shoe Co., St. Louis, -—" 


MecDonald-Kataman Co., St. Louis, Mo... .107 
Miller, I., & Sons, Inc., Brooklyn, N. Y.... 84 


Minor, P. W., & Sons, Inc., Batavia, N.Y. 94 
ew Shoe Mfg. Co., Brockport, 








Nunn, Bush & Welden Shoe Co., Milwau- 
kee, Wis ; 


Olenick, I., New York City 
ones Boudoir Slipper Co., Haverhill, 


Packard, M. A., Co., Brockton, Mass 

Paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, N. Y 

Peck, Frederick S., Worcester, Mass... . 

Phillips Shoe Co., Inc., Haverhill, Mass. . . 

Posner, Dr. A., Shoes, Inc., New York oy, 


Reynolds, Bion F., Brockton, Mass 
Rice & Hutchins, Inc., 
R i, w. c., ws. . 





Co., Berlin, Wis. . 


Sargent, Donn D., Salem, Mass 

Silva & Co., Brooklyn, N. Y 

Slater, C. B., Company, So Braintree, Mass. 
Smith, Wm. Sumner, Chicago 

Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., So. Weymouth, Mass... . 
Stockbridge Shoe Co., Haverhill, Mass... . 
Stonefield-Evans Shoe Co., Rockford, Ill.. 108 


Tessier & Bowdoin, Haverhill, Mass 
Thompson Bros. Shoe Co., Brockton, Mass. 82 
Thomson-Crooker Shoe Co., Boston 

Triangle Shoe Mfg. Co., Brooklyn, N. Y... 7 


United States Rubber Co., New York City 
32,74 


Wall, Doyle & Daly, Inc., Brockton, Mass.. 80 
Weber Bros. Shoe Co., No. Adams, Mass... 22 
Whitman & Keith, Brockton, Mass 

a E. A. & M. C.,°Co., Haverhill, 


Beaton, J. R., Co., Inc., New York City... 84 
Harrington & Waring, New York City 
Richmond Hosiery Mills, Inc., Chatta- 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City 
American Seating Co., Chicago 


Bicycle Step Ladder Co., Chicago 
Blog Shoe Findings Co., New York City... 


Chicago Wire Chair Co., Chicago 
Coultas Co., D. W., Providence, R. I 


Ellis, W. E., Co., Haverhill, Mass 


Netschert, Frank, Co., New York City 
Onken, Oscar, Co., Cincinnati, 0 


Rauh, S., & Co., New York City 
Roth, Kar! L. B., Findlay, O 


Vanity Novelty Works, Brooklyn, N. Y 


LEATHER AND OTHER MATERIALS 


Barnet, J. S., & Sons, Inc., Boston 
Beggs & Cobb Co., Inc., Boston 


Chamberlain, B. F., Boston 
Creese & Cook Co., Boston 


Dryden Rubber Co., Chicago 
Foerderer, Robt. H., Inc., Philadelphia. .14-15 


Hale, Alfred, Rubber Co., Atlantic, Mass.. 10 
a F. R., & Co., Inc., New boned” 


Jones, F. E., Co., Boston 
Kallman-Newcomb Co., Boston 


Lawrence, A. C., Leather Co., Boston... 
Levor, G., & Co., Inc., New York City 


New Castle Leather Co., Boston 


Riectslk 


Co., ¥ t 


hii 
Rep ng 


Ri ng, Fred, Leather Co., Fond du Lac, 





Thayer-Foss Co., Boston 
Thompson-Field Co., Inc., Brockton, Mass. 85 
Tolman, Dow & Co., Boston 


United States Leather Co., New York City. 4 


MACHINERY, LASTS, MFR’S. 
DRESSINGS, ETC. 


SUPPLIES 


Beckwith Mfg. Co., Boston 

Laing, Harrar & Chamberlin, Philadelphia... 1 
Meyer, John C., Thread Co., Lowell, Mass. 104 
Tubular Rivet & Stud Co., Boston 


United Fast Color Eyelet Co., Boston 
United Last Co., Boston 
United Shoe Machinery Corp., Boston. .27, 101 








Illinois College of Chiropody, Chicago, Ill. 113 


Kalter Cerf. Co., Max, New York City 
Kirsch-Blacher Co., Inc., New York City. . 


Macomber Sales Co., Minneapolis, Minn>.. 100 


New York 
New Yi 
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MAKE MORE SALES BY GIVING MORE VALUE 


DECIDEDLY BROCKTON SHOES FOR MEN 
HAVE DECIDEDLY STRONG MERCHANDISING MERITS 


Our line of men’s Goodyear Welts to retail at $5, $6, and $7 will give you a 
lead over competition. You will be in solid with the men of your community 
when they know the merits of our shoes. While we use the same stock other fac- 
tories use in making good’ shoes, we are able to name lower prices to the trade 
because our output is larger and our overhead lower. Then, too, we do not have 
the big selling charges other factories must figure into their prices, neither do we 
burden our business with unproductive management. 


The economies practiced in our business and passed along to the trade in lower 
factory prices for reliable footwear, enable our customers to retail their purchases 
at a profit and still be under the market for dependable shoes. To be able to 
offer your trade shoes which have “That Ten Dollar Look,”’ at $5, $6, and $7, 


means much toward business betterment. No matter where you are located, you 
will be “On Main Street” with decidedly Brockton shoes in your store. 

















BROCKTON SHOE MANUFACTURING CO., In. 
BROCKTON (CAMPELLO STATION) MASS. 


New York Office Chicago, Ill. Stock Dept., 5 N. Fourth St. 
127 Duane St. Security Bldg. Philadelphia, Pa. 








Atlanta, Georgia San Antonio, Texas 
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A Feature That Is Selling Shoes 


The return of lacing hooks is the 
revival of a popular feature on 
tootwear for men. 


With the new demand for both 
style and practical convenience in 
shoes the lacing hook bécomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales. 





Sell shoes that combine the 
features which men demand--_ 
comfort, convenience, fit-- 
shoes with lacing hooks! 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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De Lipp Shoes =\ 





Trade Mark 


HERE IS ANOTHER ONE 
“The TERRACE” 


(Originated by WILLIAM LIPP) 





Price $8.00 


We want to commend to your attention ‘The Terrace.”’ 


Made along the lines of the latest style developments but 
worked out with distinctive features such as the arrange- 
ment of side and instep bands shown |here in Color J ooze 
over brown kid. This shoe has a quality of appeal that will 
cause it to stand out in any window display—and more 
important, create a desire to own a pair on the part of your 
discriminating women customers. 


Fine turn shoemaking—exclusiveness and character are 
features of all Degen-Lipp footwear. 


DEGEN-LIPP, Ine. 


Makers of 
WOMEN’S BEST TURN FOOTWEAR 





FACTORY . SHOWROOM 
a 
133-148 FLOYD STREET gh 607 MARBRIDGE BLDG. 

BROOKLYN, N. Y. Oo aie NEW YORK CITY. 





ae (Made 
Vile >) 





Vol. 83, No. 22. Published the Boot and Shoo Recorder Publishing , 207 South St., Boston, Mass. Entered 
ter April 15, os ypey weplaey Sophy Seordeng bend under the act of Congress of 3, 1879. Subscription price, ws tee nee Print Uo. s. A. 
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Last—Pinked _ Ti 
Sole—Rubber H 
No. 901—Same in Tan. 


No. 842 
Black Velour Calf a 
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| eaaaded dealer who has consistently 
featured the CERTIFIED Shoe 
over a period of time has proved to 
his own satisfaction that the name 
CERTIFIED, with over two decades 
of make-good behind it, is recognized 
by the men of his community as a 
true symbol of correctness, quality and 
comfort. 


Write for In-Stock Catalog 
of Fall Styles 











Black Smooth Calf Shoe— 
Radio Last+Three Double 
Rows of Stitching on Tip; 
Two on Vamp; quarter and 
Lace Stay—14 Iron Sole, 


IN STOCK 


THE STONEFIELD-EVANS 
SHOE CO. 


ROCKFORD $$ 33 ILLINOIS 








Chicago Salesroom, 410 Security Bldg., J. WURMSER 


ANS WAT RY ‘a> 
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White Leather Footwear 


for Spring and Summer Is No Longer Doubtful. 
It Is a Certainty—-a Staple. 
Why Not Frankly Recognize This--Then Act? 


BUY EARLY-~~-You Get Three Big Advantages 


1. You Get Good White Leather---Made Slowly. 
2. You Beat the Price Rise.---(It Is Not a Phenomenon of Economics 
a in Strong Demand Cost More. It’s a Cold, Unavoida- 
act.) 
3. You Have Your White Leather in Your Factory When You Need 
It,---Not Weeks Later. 


BUY WITH THE LEADERS 
Sb, tobctr2 tiCte, 
White Levor Grain Kid White Levor Grain Goat 


(Cabretta) (Chevrettes) 
|S Tne, one 
TANNERS 
NEW YORK GLOVERSVILLE BOSTON 


DISTRIBUTING FORCE 


ARTHUR S. PATTEN LEATHER CO., ST. LOUIS. GEO. W. NEWMAN LEATHER CO., CINCINNATI. 
McGAW & ATKINSON, CHICAGO. EDWARD ZOHRLAUT, SAN FRANCISCO. 






































Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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HOSIERY 























WE are continually making 
new friends and satisfied 
customers among the _ shoe 
trade. 


With our large reserve stocks 
at your service, you can keep 
your inventories low and fill in 
your needs from week to week. 


This week-to-week service 
prevents carrying over large 
stocks of colors when the style 
changes, and increases your 
rate of turnover. 


By keeping in constant touch 
with the shoe manufacturer, we 


are always prepared to match 
new shades of leather with our 
leading numbers of silk hose. 
We can supply you with a 
large assortment of colors in all 
qualities. 


The Gordon line comprises a 
complete range of hosiery for 
men, women, children and 
babies, in cotton, lisle, wool and 
silk, in all grades and patterns. 


Concentrate your: purchases on 
Gordon and avoid large stocks, 
duplicate lines and odd lots. 


- BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 


New York 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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NATIONAL PARK 


HIKING BOOTS~eOXFORDS| 
YEAR ROUND | WEAR R al 


We Repeat— 


“Well Advertised is Half Sold”’ 
and add— 


Half Sold Means ‘‘Quick Turnover’ ’— 
The Ambition of Every Shoeman 


“National Park” e Advertising Gave 
Bae. 0.6) us. OF. Them the “Rep.” 
Outing Footwear Honest Quality 
Enjoys That end: Temsy 
Reputation : Maintain It— 


IN STOCK 


No. 16312—Mahogany Elk 
Moccasin Toe Boot 


Sizes AD—2148 
$6.50 
WRITE FOR CATALOGUE AND CO-OPERATIVE ADVERTISING PARTICULARS 


Stock Department 


THE JUVENILE SHOE CORPORATION 


CARTHAGE MISSOURI 


Southcoast STOCKED FOR THE Northcoast 
WILLIAMS-MARVIN CO., PACIFIC TRADE FITHIAN BARKER SHOE CO,, 
San Francisco _—_ Los Angeles BY Portland, Ore. 


(RE i RN A Sl NL REMARRIED TT 
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are three-way shoes— 

They are built on combination lasts, 
therefore they are exceptionally fine 
fitters. 


GS 


- 
\ 
° 


® 


They fulfill every merchant’s needs 
on staple business. 


And they are made on cleverly 
tailored patterns. Thus your de- 
mand for real style is satisfied. 


You will make money on “Arch 


Rest”’ Shoes. 


A substantial business on a line of shoes is built on repeat-customer 
sales, not on the initial sale. We are daily receiving repeat orders from 
“Arch Rest” dealers. This means they are doing a repeat customer 
business. 








Send for our complete new catalog on “In Stock” shoes, featuring both 
our regular line and our “Arch Rest”’ line. 


IN STOCK 


5146 Brown Kid... $5.50 
5148 Same"in Black Kid 5.00 


TESTIMONIAL ba a eee ase 
I’ve sold Drew Arch Rest Shoes for several C rm Pe In 37 years of experience of selling and fitting 
ears and the longer I sell them the more satis- > B footwear we have never before Sond ony set 
Yed I am that they are building a substantial Wik nV fit as neatly and correctly as the ; ee rch 
trade. They are the-easiest fitters, quickest <> xy Rest Shoes. For fitting any aed — ° 
sellers, longest profit makers of any shoe I’ve —/S ~ feet the Arch Rest Shoe is impossi to beat. 
handled in 31 years of business. ——e 1% 


seq Jhelrving Drew Co. 


. PoRTSMOUTH, OHIO Oc@iais,%0 
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Made in Milwaukee Sold all over the World 


EPR oI PEL 


COLOR, TEXTURE, FEEL and GRAIN 


are the qualities essential in all good leathers. You will ap- 
preciate these wonderful qualities always found in the well- 
known “Lotus” and “‘Velours”’ line. 


BOARDED SMOOTH 
No. 104 Lotus Calf Nutmeg Velours Calf 
No. 105 Lotus Calf Barberry Velours Calf 
No. 108 Lotus Calf Sultana Velours Calf 
Rouge Lotus Calf Amber Velours Calf 
Nigger Brown Lotus Calf Mandalay Velours Calf 
Aurora Lotus Calf Canna Velours Calf 
Mecca Lotus Calf Bright Velours Calf 
Casca Calf Velours Calf 


eds iy ae 


PHD OL IT SDM SET OME SIN LE LENO CELIO 
+ 
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P & V BUCK SIDES 


have the same fine qualities found in all P & V full grain 
leathers—that soft, velvety nap—that incomparable finish 
and feel—that evenness of color—which are very essential in 
the making of good shoes. 





Alba Log Cabin Fog Gray 
Pampas Autumn Brown Silver Gray 


° . “ - 7 
os . ° 
4 . 
5 e.4 - 7 ° > ‘ _— 
EPL OV LS FA, MIC Ee ed ER TS Es OR Fe ne ARG 


Pfister & Vogel Leather Co. 


Milwaukee Wisconsin 





DISTRIBUTORS 
sees, 
Philadelphia 


Paris, France Zurich, Switzerland Frankfurt A/M, Ger. 
Northampton, Eng. Kettering, Eng. Leicester, Eng. 
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Intro 
ur New 


Here it is—one 
of the most pertinent ever used 
on a line of shoes. Give it a moment’s 
careful study. Notice how perfectly it ties 
in with the name of the Company. 


As soon as factory changes can be made 
this new trade mark will be stamped in 
the shank of every shoe upon which this 
Company places a definite trade name. 


The result will be most far-reaching and beneficial. It will enable 
us to make every dollar we spend for advertising help to sell not 
merely one specific brand of Shoes, but a// the CENTRAL SHOE 

COMPANY’S brands you sell. In a word, it is going to effectually 
and effectively CENTRAL-ize the advertising on the entire line. 


Future advertising of our high grade Men’s Shoes, for instance, will identify the St. 
Louisan as a “CENTRAL SHOE”, and the selling argument will emphasize the un- 
varying excellence of all shoes bearing this trade mark. The trade mark itself will 
be displayed prominently in every advertisement, and the public will be taught to 
look for it on Shoes—as a mark guaranteeing excellence. 

The result will be that, eventually, the man who wears the “St. Louisan”’ and 
the woman who wears the “Lady Louis” will demand this CENTRAL. trade 
mark on their children’s Shoes. Or, the other way around, if they have been 

buying our Shoes for the children, they will come to want CENTRAL trade 


marked Shoes for themselves. : 
Thus, every brand of “CENTRAL SHOES” will help to sell every other 
brand—a union of advertising effort that will make tremendously for 
economy and effectiveness. Unifying our entire line in this manner 
will enable us to give you the maximum assistance in selling your 
entire stock, thus increasing your turnover and profits. 
We feel that no step taken by this company for a long 
while is so important and helpful to merchants who 
sell ‘ CENTRAL SHOES” as our adoption 
of this new trade mark and its applica- 
tion in advertising. Watch this maga- 
zine next month 
for an t 
of our new line of 
Children’s Shoes. 





GENTRAL SHOE Go. 
MANUFACTURERS 
St. Louis, U. S. A. 
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Stewart and Potter branch factory, 


We Invite You to Inspect 
“The LAST WORD in LAST FACTORIES 


Below pictured we present the latest May we have the pleasure of showing 
addition to our service resources — the you through this most modern of last 


which has* just been completed at factories when you are next in New 


Brooklyn, N. Y. York? 


Follow these directions — From Grand Central Station take downtown 
subway express — get off at Brooklyn Bridge, and take Lexington Ave. elevated 
to Greene Ave. Walk one block East; then turn one block North to United 
Last Factory. 


UNITED LAstT COMPANY 


HEADQUARTERS, BOSTON, MASS. 


TEN FACTORIES 


BROCKTON ROCHESTER 

NEWARK HAVERHILL 

LYNN AUBURN 

CHICAGO ST. LOUIS 

NEW YORK MILWAUKEE 
Fitz Bros. 


Empire Last Works 
Rochester, N. Y. 


Affiliated Company 
United Last Company, Ltd. 
Montreal 
with Branch Office at Toronto 


SIX SHOW ROOMS 
BOSTON 
212 Essex St. 
CINCINNATI 
803 Syracuse St. 
ST. LOUIS 
Adv. Bldg., Rm. 303 
H GO 


Cc 
301 People’s Life Bldg. 
130 No. Wells St. 
PHILADELPHIA 
331 Arch St. 
MILWAUKEE 
10 Metropolitan Bldg. 
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IN STOCK 


THE SEVILLE 

No. 14—Cinnamon Ooze Calf Goring Slipper, 
Light-Welt Imitation Turn Sole, 12-8 Covered 
Cuban Heel $' 
No. 1689—Black Ooze Calf Goring Slipper, 
Light Welt Imitation Turn Sole, 12-8 Covered 
Cuban Heel $8.75 
September Ist delivery. 


THE FLIRT 
Of Silver or Gold Embossed Cloth at. .. .$8.25 
ee Re eee ae $7.75 
Bead Edge Turn Sole, 17-8 Spanish Heel. 


THE PATRICIA 

No. 1682—J Buck with Tan Calf Trim; Light 
Welt, Imitation Turn Sole, 12-8 Buck Covered 
Cuban Heel $8.50 
No. 1685—No. 31 Gray Buck with Gray Calf 
Trim; Light Welt Imitation Turn Sole, 12-8 
Buck Covered Cuban Heel.............$8.50 
September Ist delivery. 


») >» ty) J 
FO Oe 
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No, 547—Black Satin Twin 
Button Cross Strap Slipper, 
Turn Sole,g16-8 Spanish gues 


THE EVELYN 
No. 10—Black Satin One Strap, 
ope tm Sole, 16-8 Spanish 
Heel. $7.25 : THE GEORGETTE 
No. 12—All Patent Leather 
One Strap Slipper; Light Welt 
Imitation Turn Sole, Celluloid 
Covered Cuban Heel $7.75 
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SCHERER S 


“FLOWER CITY°KID 


The (Colors of 
Absolute Fashion 
Authority 





SAHARA 


CHAMPAGNE 
No. 18 


TERRA COTTA 
No. 2 


No. 6 


SEA-GULL GREY 


No. 23 


MIDNIGHT BLUE 
No. 14 


BRONZE 
No. 34 


HAVANA BROWN 
No, 10 


LIGHT BROWN 
No, & 


0. 


BEAUTY BROWN 
N. 


ROYAL PURPLE | 


No. 15 


CARDINAL —_ 
Vo. 19 


CANARY 
CHANTICLER 
No. 36 


IVORY 
No. 41 


BELGIAN — 2” 
Color plays so vital a part in shoe fashion that no 
— ae merchant who specializes in fine footwear can af- 
ford to choose his colored leathers carelessly. 


The variety—the delicacy—the warmth and glow 
of SCHERER colors are not obtainable except 
from ‘“‘the master-makers of colored glazed kid 
since 1883."’ 

OSCAR SCHERER & BRO. Inc. 


ORIGINATORS OF AND LEADERS IN FANCY COLORED KIO 
29 SPRUCE ST., NEW YORK 


es ar the sree tt vd. 


BOOZIE BLUE 
No, 3: 


JADE GREEN 
No. 13 
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BLACK SATINS 


For Immediate Shipment 


We can take care of your needs on these up-to-the-minute 
patterns in Satins at short notice. 





ALL GOODS CARRIED IN STOCK 


as | you have not 
received our fall 
folder — we will 
mail one on 
request 








No. 251. Price $4.35 No. 100. Price $4.50 
Black Satin Betty Cross Strap, Black Suede Strap, Black Satin Betty Cross Strap, Black Suede Strap, 
Single Sole, Military Wood Covered Heel, Full Spanish Louis Covered Heel, Short 
Newport Last. AA to C. Vamp, Paris Last. AA to C. 
No. 193. Price $4.50 No. 110. Price $4.35 
Black Satin Betty Cross Strap, Black Suede Strap, Black Satin One Strap Marion, Black Suede Strap 
Single Sole, Full ish Louis Covered Heel, and Trim, Single Sole, 8-8 Wood Covered 
Euclid Last. AA to C. Heel, Belmont Last. AA to D. 


THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET + “f: BOSTON, MASS. 
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Tony Tan 


Reg. U. S. Pat. Off. 
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A favorite leather and color 
for heavy winter oxfords 


Te Spring prediction of one of our 

friendly customers that “Tony Tan is 
the style leather of the future” is coming 
true with emphasis. 


TONY TAN is going into those sturdy 
oxfords so much liked by the college men 
and young men about town—in continu- 
ally increasing volume. And, of course, 
in high quality shoes. 
A three-fold sales value will 
be in these shoes 


1st, The Color—2nd, The Leather— 


3rd, Your Confidence in the Tanners 


CREESE & COOK COMPANY 


95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 Breadway, Cincinnati, O. 
Leather Trades Bidg.. St. Louis, Mo. 
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WHITE CANVAS 
SPORT STRAP 
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pre leadership 
of the Dingley 
Foss Shoe Company 
in the field of fabric 
footwear is the re- 
ward of intelligent 
specialization. 


We sell tothe whole- 
salers only. — 











DinGLey Foss 
SHOE ComPpANY 


FABRIC SHOE MANUFACTURERS 


AUBURN MAINE 


VS BOSTON OFFICES 54 LINCOLN ST. 
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vans PR, eacock Colors 
provide the same richness 
“of tone in shoe after shoe 




















The color situation is testing 
the mettle of the tanner as 
never before. 


The chief of the testing factors 
is not so much in getting the 
color, as keeping it unvarying 
in shoe after shoe. 


It is nothing short of remark- 
able what certain finer adjust- 
ments in tanning and finish- 
ing have accomplished in this 
direction. 


Wepresent Evans’ PEACOCK 
COLORS as excellent 


examples of this accomplish- 
ment. Headed by our famous 
leader-—CHIPPENDALE 
BROWN, that richly aged 
shade of old mahogany, that 
has become the standard in so 
many “first mentioned” fac- 
tories. 

All Evans’ PEACOCK COL- 
ORS are made in their sepa- 
rate plant, by an individual 
corps of operatives. The ut- 
most regularity possible in 
run of color and sameness of 
service is a natural result. 


John R. Evans & Company 


Camden - 


New Jersey 


Branches in All Principal Shoe Centers 
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Shoes made from CHIPPENDALE this year will 
give the same service as those made from it last year. 
Shoes made from it next year will give the same serv- 
ice as those made from it this year. 


'tandardize on 


Evans Brands 
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Comfortable— Serviceable 
Fashionable 


No other leather combines these three essentials 
to complete Sport Shoe satisfaction as does 


ELK 


ease vita 


In 12 colors—more at the call of fashion 


Your customers will make many sales for you on 
account of the remarkable comfort which shoes 
made of this leather afford 


C. D. Kepner Leather Co. 
139 South Street, Boston, Mass. 
10 Spruce Street, New York 
308 Leather Trades Bidg., St. Louis, Mo. 








Customers flock to the store that wraps up SATISFAC- 
TION with every purchase. 


Weber* Union Made Shoes for Men to retail at $5.00 to 
$8.00, mean LASTING SATISFACTION. 


WEBER BROS. SHOE CO. 
NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bidg., H. Harris, Rep. 
I, F. STAPS, 735 Boston Block, Minneapolis, Minn. 
C. E, QUIGLEY, Maryland Hotel, St. Louis, Mo, 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





August 18, 1923 BOOT AND SHOE RECORDER 


\ 


\ 


\\\ 





) 


WS 


Pa. yp —it should not be done— 
Shy : but it is. 


And what about the Counter 
when Mr. Wearer tries to substitute brute 
force in place of a shoe horn? 


The poor counter just naturally curls up 
and quits. The MOUSAM Counter has 
elasticity and back-bone—it may bend, 
but it does not break. It will yield under 
pressure, but it does not curl up without a 
struggle. 


MOUSAM Counters will keep the shoe in 
shape under most severe use and abuse. 
Any Counter isa good Counter in the 
“show window shoe’’— 


MOUSAM Counters outlast leather soles 
and uppers. 


sam (nntess 


-hald their own - - 
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<NU-LIFE ) 


Reg. U. S. Pat. Off. 


The Heel of Greater Vitality 


NOLUUEUDOODOEUDDEOCAUELUNUDONUORTODOEDUEVOOREREL GOED 





UMN UOOUUAL | TEED LANE 
MT 


CULO AAL HALAL 


NIITITINIITIT I 


HPUPOUEA CALL OU AAO 


DURERAUOUUDA GUE REDDUOUENOORGMEDE 











Will surely appeal to your sense of 
practical manufacturing economy 
and "good Jbusiness. 


Absolutely A-1 stock. 

A low scale of prices. 

Standard size, shape 
and nailing. 


“Put NU-LIFE into your sales and profits.’’ 


i eo 


IU U TULUM OOO RUE RE ER ed 


~ HANOVER RUBBER COMPANY 
< WEST HANOVER, MASS. € 
Y Boston Office “& IOSligh Street 


LER Le ERLED ERLE LERTER TER TERI ED LER TERT EL LER Lee LER TENT ERT Fy Ley LER LEH Ee LEU Lee Ley Lee ey LEY 
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THESE. TWO 
NUMBERS ARE 
SPECIALLY 
PRICED 


Being Pied Piper Shoes, they 


represent far more value than 
can be secured in any other 

shoes of similar pattern. 

Made solid leather through- 

out—with best quality flexible 

oak bend leatheroutsoles, one- 

piece leather insoles, counters, 

eyelet stays and facings. 


First grade custom twill ‘ ‘ ‘ ‘ . 
ew a theneiiatns: The fastest growing quality line of children’s shoes 
in America. 


The Patented Improved Welt 


process (THE GREATEST Low shoes and high shoes—staples and novelties— 
TRIUMPH IN PRESENT calf, elk, buck and kid leathers—all at popular prices. 


DAY SHOEMAKING) 

makes these shoes without 

equal in smoothness, flexi- = 

bility, comfort and long wear. bh : Pied Piper Child’s Shoe 


IN STOCK SEPT. 15TH. ~ 


No. 734. Fine Grade Ma- 
hogany Veal. Made by 
PATENTED IMPROVED 
WELT PROCESS, Solid 
leather throughout. 

IN STOCK SEPT. 15TH, 
C AND D WIDTHS (made 
B and E). 


6to 8 $2.25 
81% to 12 2.60 


Pied Piper Misses’ Boot - $3.00 


No. 732. Fine Grade Mahogany Veal. Made by 
PATENTED IMPROVED WELT PROCESS. Also has 
PATENTED NAIL-LESS HEEL SEAT AND PAT- 
ENTED NERVE-RESTING SHOCK ABSORBER. 


Solid leather throughout. New splendid fitting 
last. Goodyear Wingfoot rubber heel. 

IN STOCK SEPT. 15TH, B, C AND D 
WIDTHS (made A and E widths). 


12144to2 - - - $3.00 
PIED PIPER SHOES FOR LARGE VOLUME BUSINESS 


Matathen Shoo Coy 


WAUSAU WISCONSIN 
Dealer Influence is secured thru advertising in the Boot and Shee Recorder. 
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You'll find Pigskin fittings in those ultra 
luxurious custom built cars, that mark 
the taste and class of their owners. © 


Like the cars,:these Pigskin fittings are 
made to last for years without showing 
their age. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Perfect and Permanent 
Grace of Line—and 
Lighter by Half. 











Beauty in shoe style is more than ever de- 
pendent upon grace of line. 


Along with grace is demanded an airy light- 
ness and delicacy. 


No hard, heavy, rigid counters will do for such 
shoes, and that is the reason for the pro- 
nounced demand for HUB PIGSKIN 
COUNTERS. . 


Manufacturers have found them the most 
elastic and, therefore, the most readily con- 
forming to the modern graceful lasts. 


And that—they “stand up” and hold their 
shape with fifty per cent less weight than sole 
leather counters of equal strength. 


The elastic strength of 

HUB PIGSKIN 

A. C, Lawrence Leather Company COUNTERS teiains 
210 South Street, Boston, Mass. their original shaping, 
Branches: and therefore the orig- 


New York Philadelphia Chicago St. Louis inal snug fit at the 
Rochester incinnati heel 
eel. 











cf{| 
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THE END BOX — IDEAL FOR 


The Vulco-Unit End Box assures comfort and style in soft toe sport 
shoes by providing just enough support to prevent wrinkling at the toe 
THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG. CO. 


argest Manufacturers of Box Toes tn the World 
lll SUMMER STREET. BOSTON. 
Chicago GW. KIBBY & CO. i & i GEO.A.SPRINGMEIER CO. Gincinnati 





TEM TE Ts 


PMID TMT: 








OSCAR E WRIGHT CO. f 


————— 
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Th afioh way 


tomany sales 


Corrective, “comfort-producing” . 
S shoes—not grotesque, but smart. 


U PPOR* Proven profitable footwear. 


REG.U.S. PAT. OF F. 
SHOES FOR MEN, AND WOMEN /n Stock with a 


N INNOVATION IN re er 


: ORTHOPEDIC “Of leading 
FOOTWEAR WHOLESALERS 


Made in New England 
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Skinner Qualitey means 
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Long Wearing Shoes 














N-shoe satin the name SKINNER means just what it 

has meant for 75 years in lining satins and dress silks— 
wearing quality. 

Skinner’s Shoe Satin is made especially for use in shoes 


and is extra strong. 

When you buy Skinner’s Shoe Satin you buy direct from 
the manufacturer. You get satin of known value—and 
you get prompt delivery. 

Skinner’s shoe satins are 36 inches wide, and made in four 
different qualities to meet all the requirements of the trade. 


“Look for the Name in the Selvage”’ 


WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 
Mills, Holyoke, Mass. Established 1848 


Skinner's 
Shoe Satin 








“Look for the name in the selvage”’ 
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Foot Comfort 


Guaranteed 


to Your Trade, at 


50‘ or"J2° a foot 


without the use of arch supports 


DEP-STEP 
METATARSAL PAD 


Retail 50% a foot 


END VIEW OF HEEL 
Showing Corrective Wedge PEP-STEP siaae 


Retail 50% a foot 


- 





Pep-STEP COMBINED 
Retail $12° a foot 


“Foot Comfort at 50c or $1.00 per foot’”’ without 
the use of arch supports. 

Live dealers will find a large increase in their shoe 
business by featuring an ad like that. 


Your own and your competitors’ customers will 
appreciate such a service. 


It will bring foot sufferers to your'store. You can’t 
sell shoes on the street. 


Pep-Steps give you a nice profit with practically 
no selling éost. 

They are—almost—air-lig'st—no metal. They fit any shoe, 
oxford, pamp, or sania! an I while relieving or correcting foot 
ailments. They keep shoes shapely, good looking and com- 
fortable. 

Pep-Steps ars worn antl praised by thoisands of former suf- 
fercrs of weak or flat feet: by thousan ls who have had cal- 
lo1s°s —corns—bunions, tired, aching limbs. etc. 

A _thirty-day moncy back guarantee with each pair. Could any 
offer be fairer? 

Orthopedic Authorities end our method 

A trial order of % doz. each style, men’s ani women's best 
sclling sizes will be sent on request. 

Pep-Step combination costs $1.25 por pair, Retail $2.00. 
Pep-Step metatarsal pad, $.60 per pair. Retail, $1.00. 
Pep-Step heel pad, $.60 per pair, Retail, $1.00. 


PEP-STEP 


318 W. Division St., Chicago, Ill. 





Pep-Step. 318 W. Division Street, Chicago, Ill. 
Please send Trial Order to 
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Godi 
are good 


Here are Men’s shoes to retail at $8 
and $7 that have both style and 
stamina. Materials and finish are such 
that you can well afford to call them 
Sood. - They are above the average in 
their price class because the Goding 
factory specializes on them rather 
than attempt to straddle a wider 
price range. 


A post card will bring either samples 
or salesman. When shall it be? 


Retail at $8 and $7. 


THE GODING 
SHOE COMPANY 


833-855 W. CHICAGO AVE., CHICAGO 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. see 
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Those who profit most through government 
sales are those who most thoroughly in— 


vestigate them | 


Every merchant, every manufacturer, every distributor knows how impossible it is in the ordinary 
run of business to be one hundred per cent right. 








Industrial engineers say that the seventy-five per cent efficient organization is above the average. 
With no intention of offering alibis, it is admitted that in the disposal of nearly three billions of dollars 
worth of supplies by the War Department, some buyers were not satisfied with their purchases. 







In most cases, however, dissatisfaction was due to failure to properly investigate. A too brief or too - 
general description in catalogs—a clerical error in listing and a corresponding failure of the pur- 
chaser to carefully investigate and check at the time of sale, has sometimes caused disappointment. 

The War Department has tried to operate on “The Buyer Be Satisfied” principle. 


It has tried to hold sales at convenient points with full opportunity for inspection. When inspection 
has been made satisfaction has resulted. 











You as buyer, and the War Department as seller, will both profit if you investigate fully. There is 
value enough to go around, but investigation is your best insurance. 







The Way to Investigate 


Watch your Commercial Business Publication and 






li. £8 Final commodity sales will begin in 
the Mctropolitan Dailies for announcement of specific S > onl cinsives. nat tantée- 
auction or sealed bid sales. tion of stocks is completed at the Quar- 
termaster Depots in Brooklyn, Chicago, 
San Antonio and San Francisco. Offerings 








Send for the Catalog mentioned in the announcemeni. include a wide range of Quartermaster 
. ‘ Supplies, Ordnance Property and smaller 

Check off the items that interest you. quantities of Engineer Property, Chemical 
. Warfare. and Medical and Hospital 





Send a representative to the sale to inspect the ma- Sree 
Important sales of Real Estate, Build- 


terials—in advance, if possible. ings, Plants and Warchouses will be 
held at Camp Devens, Ayer, Mass.; 
Ordnance Reserve Depot, Amatol, N.J.; 






To ensure you more leeway, send your name and ad- Camp Meade, Md.; Ordnance Reserve 
dress at once to Major J. L. Frink, Chief, Sales Pro- - — yeh fer 3 je a po 






Wash. Definite dates will be announced 
later. 


motion Section, Room 2515, Munitions Building, 
Washington, D. C. Advise him the character of ma- 
terials you are interested in, and catalogs containing 
such materials will be forwarded you as rapidly as 
sales are scheduled. 
















21-G 
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A Quality Stocking that 
Makes Quantity Sales 


“MINNEHAHA.” Extra fine gauge, 240 needle, heavy 
weight fibre silk and pure Japan silk mixture, 20-inch boot, 
elastic mercerized top, double sole and high spliced heel. Black, 
White, Cordovan, Fog, Log Cabin, Coating, Congo, Beige. 
Sizes 84% to 10. Three pairs to the box. Recognized as the 
best value in a $1.00 Ladies Hose on the market. 
The mixture of fibre silk with pure Japan silk makes the 
stocking extremely durable, at no sacrifice to beauty. It has 
all the sheen and feel of real silk, yet it sells for 
less. The ankle-clinging quality that is a feature 
of all Arrowhead Hosiery is another recommen- 
dation for “Minnehaha.” 
This is another Arrowhead stocking that is 
being widely advertised to the women of Amer- 
ica. The full line includes 
stockings of pure silk, fibre 
silk, mercerized, worsted 
and cotton for women, 
children and men. 


Send in your order 
promptly so there 
will be no delay in 
supplying you. 


RICHMOND HOSIERY 
MILLS, Inc. 
Established 1896 
Chattanooga, 
Tennessee 


rrowheaGd — 


Ankle-Clinging 


HOSIERY 


For all the Family 
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Constant In Quality 


@ The greatest hazard of retail shoe buying today is, 
as a merchant expressed it, “shifty quality.” To sift MADE TO ORDER 
, “ar Number L. 118, ‘ r 
the good from the not-so-good is a man’s job. ee ee ore Pee. 
: a vamp and quarter, patent or suede trimming. 
@ Cedar Cliff Satins have a phenomenal popularity— 14/8 Spanish or Louis heel. 
with both the retail merchant and the shoe manufac- 
turer. 
@ The basic reason for this confidence is that Cedar 
Cliff fabrics are constant in quality. 
@ Cedar Cliff was introduced as a shoe satin with a 
lustre, strength and permanence far in advance of any 
other satin fabric for footwear. 
@ It has proved to be such a fabric—under severe test. 


@ Its quality has never been lowered from that initial MADE TO ORDER 
' Number L. 102. One of the six best sellers. “Flos- 
standard. , i, P sae —_— cut-out and J. Sent, of 
rd ; oe at) wii lack satin vamp and quarter, black 
@ Those who know Cedar Cliff Shoe Satin best thus suede with satin inlay, 314 inch vamp, 16 or 17/8 
Spanish or Louis heel. 


VIZ 


NPA 


endorse it. 
Both Models Made by 
; SHERWOOD SHOE COMPANY 
Constant in Quality ROCHESTER = 


NIZ=NIZENIA 


NIZ 


SILIC COMPANY 


251-255 FOURTH AVE. 
‘NEW YORICG 
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4, 


Style 451 Style 374 


Otter Ooze Three Strap 
Russian Calf Collar and Strap 


“MILDRED” 
* Flexible Sewed 


14/8 Spanish Covered Heel 
Widths A-D Price $5.75 


Style 374 


Style 451 
Patent Leather 
“CAROLINE” 
Goodyear Welt 


14/8 Wingfoot Heel 
Widths A-D Price $4.35 


Jn Stock § tyles 
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The 
Barefoot 
Idea— 


A national advertising campaign based 
on an idea—Barefoot comfort—will be 
launched in the Fall before the eyes of 
ten million readers of national publi- 
cations,every month. 


Think of it! Many in your community 
will read this forceful Modified Edu- 
cator advertising—telling how they 
can obtain all the comfort of going 
barefoot with shoes on. 





The Modified Educator shoe for men 
and women is supplying every day a 
national demand for comfort—WITH 
STYLE. Think of the added demand 
and increased sales awaiting you. You 
can be prepared to acquaint the 
readers in your community with 
Modified Educator advertising by 
stocking this quick turnover shoe 
TODAY. And in the future you will 
find always ready for quick sizing-in 
a complete stock at the nearest dis- 
tributing agency. 





IN STOCK AT 


Rice & Hutchins Atlanta Co. Rice & Hutchi 

Rice & Hutchins Baltimore Co. Rice & Hutchins 

Rice & Hutchins Chicago Co. Rice & Hutchins St. L 
Atlas Shoe Co., Boston, Mass. Jos. I. Meany & Co. Inc. 


RICE & HUTCHINS 


INCORPORATED 


BOSTON } U. S. A. 
MODIFIER 


E DUCATO 
@)HOE A 


REG'D 
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The Biggest School Year Is Your Opportunity 


The Way to Open Up the Fall Season Is Through Publicity and 


Sales of Student Footwear 


ought to be on the qui vive for the biggest season’s 

business on school footwear that the trade has 
ever known. This may seem to be a pretty broad state- 
ment, but it bears itself out by facts. 

Advance registration in schools in all grades from the 
kindergarten to college have been greater this year 
than ever before. In densely populated cities, school ac- 
commodations are inadequate and extra space is being 
hired even in office buildings to fulfill the function of 
education. 

It has been an intensely active summer for the children 
of all ages and the consumption of shoes has been tre- 
mendous. Inthe main, they have been canvas and rubber 
soled footwear and typically summer foot gear. These 
shoes are not proper for general school wear though 
they have their place in gymnasiums during the 
winter. 

The crepe sole made its biggest hit with the young 
people of the school age. Sport attire has been so na- 
tionally worn that it automatically expires on the day 
that school opens. 

If you are in a community where school life is the big 
part of community interest, then you ought to start 
right now to lay your publicity plans through window, 
newspaper and school paper and to do it not in a per- 
functory manner but with real vim and vigor. 

Half of the sloppy condition of college footwear is 
due to the fact that the community tolerates in its 
social life an indifference to trimness and tidiness on the 
part of the student. The merchant can emphasize the 
necessity for a clean and clear costume as well as a 
clean and clear mind, for garb oft proclaims the man. 
Therefore, the first step to be made toward a good fall 
business is in the direction of the student body, of all 
ages, in footwear sizes and selection to suit. 


Gj OMING September, every store in the country 


A Champion of “Walking” 


SPONSOR of walking news report tells us that our 

new president starts off each morning with a walk 
at 6.00 A.M., to walk the streets of Washington. 
Walking becomes a real symbol of activity to produce 
national health. The people of this country do far too 
little walking. Normal human legs need to be taught 
to walk. The automobile is all right in its place but when 
it bears a sign on its real name plate, ““Why Walk,” it 
carries indolence and insolence a trifle too far. 


We have had national leaders in the White House who 
have ridden horseback, played tennis and golf, so that 
today we in the shoe industry can feel some pleasure 
that a walker is carrying the country forward. There is 
nothing so democratic as to walk, and of our new presi- 
dent it is said, “He walks the same way as he sits and 
stands. In a chair he does not slump, he does not lounge. 
He is business-like in his stride. No teetering from foot 
to foot, no slumping, straight as an arrow, erect, silent 
and a distinctive man—with an unreadable future into 
which his thoughts are reaching. God give him strength 
and wisdom.” 

There is a whole lot of common sense in the slogan, 
“Walk and Be Healthy.” The Recorder is pleased 
to see it being used nationally in advertising and in 
publicity. 

What makes the Japanese soldier such a marvel 
on his feet? It is due to the fact that he has been 
taught to care for his pedal extremities, keep them 
bathed and keep each toe separated with pluggets of 
cotton. Through big toeism a whole doctrine of efficiency 
is taught in Japan. Because the soldier is short in sta- 
ture, the effectiveness of his stride is made a serious 
study. Given a squad of soldiers from any army in the 
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world, in a walking contest, it is said that the Japanese 
will outfoot them all. 

Thereissomething more than profit to the shoe indus- 
try in the campaignon walking. Feet are notas healthy as 
they ought to be. The development of a greater national 
interest in both feet and walking is a good thing for 
everybody. 





More Funds for Business 
Development Needed 


HE work of the Foreign and Domestic Commerce 

Division of the Bureau of Commerce, at Wash- 
ington, has been more effective in the past two years 
than in any administration heretofore. Because the 
results have not been heralded from the house tops, 
many business men get an idea that the services of this 
governmental division is but superficial and incon- 
sequential. 

The reverse is true, a most powerful influence for 
the betterment of business comes from the develop- 
ment of trade resources both at home and abroad by 
the Department of Commerce. Economic power is 
going to play a more important role in the future. Our 
own big market has been such an easy one to serve 
that factories have drifted away from the harder 
problems of doing business by export. 

In so many lines of industry as well as agriculture we 
are finding surplus production to be the biggest problem. 
Domestic consumption, no matter how it is stimulated, 
cannot use it all up. There is opportunity the world 
over for the distribution of food to feed hungry people 
and of shoes and clothing to garb them. The will to 
work exists everywhere on a little higher basis than it 
was three years ago. As a result, the potential buying 
power of American goods is improving daily in many 
parts of the world. Financing of purchases is not half so 
difficult, if an average liberality of credit and time is 
extended. 

It is to be hoped that the new administration in 
Washington will do everything in its power to expand 
the services and activities of the Department of 
Commerce. It is also hoped that some feasible plan can 
be soon started whereby men conversant with each 
industry are stationed in industrial centers to capitalize 
the information on markets sent in by the commercial 
agents now working in all parts of the globe. 

There has never been the proper co-ordination of 
business with this important branch of the government. 
Vital facts have been gathered and have been kept on 
file in Washington for those who wished to study them 
to go to headquarters and search diligently for hidden 
opportunities. 

Some foreign governments establish a perfect con- 
tact between the investigating agent and individual 
industries back home. The transmission of information 
is immediately made useful. The Department of Com- 
merce should be given increased funds to carry on the 
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work of finding markets for American commodities and 
the work should go right through special industrial agents 
lo the industry itself. 

Something of this sort is imperative, otherwise we 
will make our country one great warehouse serving one 
over-ted customer alone. 

We feel that every retail merchant is as vitally 
interested in this subject as is the shoe manufacturer 
and the leather man, for a continuation of industry 
twelve months in the year makes a substantial pay roll 
with its resulting opportunities for the merchant in 
every community. The merchant himself has got to 
look further than the immediate horizon of his own 
town to sense the general influences that affect his 
business. Far-seeing nations of the world are building 
business outside of their borders and the United States 
cannot be so short sighted as not to realize the real 
economic power that comes through playing a leading 
role in the commerce of the world. 


The Motor of Merchandising 


TYLE is the reflective of the world’s imagination. 
And he who catches the spirit of this imagination 
can best capitalize the styles. 

It has been so from the day Eve started the fig leaf 
vogue because she imagined leaves were more becoming. 
No better example of this power of minds over style can 
be cited than the recent “King Tut” and Egyptian 
vogue—born from an intense and universal interest in 
the discovery of art, fashions and a King’s body 3300 
years old. The error was, it became commonplace with 
a rush. Watch for the next major theme. 

There will always be some great theme in which the 
majority is interested. And styles will move in themes— 
just as they always have. By some odd law or coincidence 
unexplained but true, whatever dress influence appears, 
the shoe industry draws from-its sleeve some appro- 
priate style to blend with it. 

Those manufacturers and merchants in our industry 
who have won renown as stylists, who have profited by 
“hitting the style right,” are those with the imagina- 
tion and courage to hitch their styles to a talked-about 
theme. For selling value blooms most luxuriantly in new 
ideas. 

In the selling of shoes to the public prepare a veritable 
fall banquet for their imaginations to feed on, for their 
buying ability to react on. 








A Yankee Process in England 


From W. J. Smith, Grand Hotel, Leicester, repre- 
sentative for Wilson Process Incorporated in England, 
comes announcement of more installations of the Wil- 
son method of shoemaking in the British Isles. The 
process of making Wilson Sewed shoes has already been 
installed in the factories of the Hygrade Shoe Co., Lei- 
cester; and Nichols, Son & Clow, Leicester; making a 
total of 10 Wilson Sewed factories in that city. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “‘more™ but “right”; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Wisconsin Merchants Interpret Styles for 
October, November and December. . . .40 


Clever way of selecting salable numbers de- 
vised for convention delegates in Milwaukee. 


No Profit for Shoe Stores in 1922 


Investigation by Harvard Bureau shows that 
business gains were nil. 


Business Prospects Good; Missouri Mer- 
- chants Optimistic 


Relation of Employer to Employee 
San Francisco merchant tells us what to do 


in order to have your men working with you 
as well as for you. 


Shoes and Millinery Have Much in Com- 
5 


An analysis shows startling similarity in 
the way people now buy shoes and hats. 


Success Founded on Hosiery Display. . . .53 
This Summer Put the Jump in Slump... .54 


Fall Fashion Trend Shown at Pageant o 





HLS Jast Visiting with the Pubhsher 


What The World Is 
Looking For 


HE world today is looking for men who 

are not for sale; men who are honest, 
sound from center to circumference, true to 
the heart’s core; men with conscience as 
steady as the needle to the pole; men who 
will stand for the right if the heavens totter 
and the earth reels; men who can tell the 
truth and look the world right in the eye; 
men who neither brag nor run; men who 
neither flag nor flinch; men who can have 
courage without shouting to it; men in 
whom the courage of everlasting life runs 
still, deep and strong; men who know their 
message and tell it; men who know their 
place and fill it; men who know their busi- 
ness and attend to it; men who will not lie, 
shirk or dodge; men who are not too lazy 
to work, nor too proud to be poor; men who 
are willing to eat what they have earned and 
not ashamed to say “No” with emphasis and 
wear what they have paid for; men who are 
not ashamed to say, “I can’t afford it.”— 
Anon. 
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Wisconsin Merchants Interpret 


the National Style Report 
for Selling in their State 


in October, November 


and ‘December 














Conservative welts—calf, kid and suede 


OTE the diversity of materials as 
well as patterns in the Wisconsin 
selections — a balanced stock is 
thereby assured. 
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Fashion welts—oxfords, gores and straps 


Wistonsin Style Committee which selected the shoes 


demonstrated by Mr. King consisted of Charles Collar, 
Milwaukee, Chairman, A. B. Caspari, Milwaukee, Morris Fitz- 
simmons, Fond du Lac, Wm. C. Schlaefer, Wausau, and Wm. F. 
Strauss, La Crosse. This Committee is to be made permanent and 
will select patterns every three months as a guide for safe buying 
of women’s conservative welts and turns, fashion welts and turns, 
and evening slippers, also men’s and children’s styles. 


This Committee’s first selections are illustrated herewith:— 


Conservative turns—patent, satin and kid 


RANK B. KING, who represents thé traveling 

shoe salesmen on the joint styles committees, not 
only interpreted the styles report but “urged merchants 
to confine their buying within the style limits laid down 
in the Nationa! Style Platform.” 
































In Fashion Turns:— 

Patterns—Straps will predominate. Dainty gore effects. 
There will be variations including straps, anklets and sandal 
effects. 

Lasts—Medium with tendency towards slightly fuller toes 
in new oval toe type and slightly shorter vamps. 

Heels—Boxwood; 12-8 to 14-8. Full Louis and Spanish Louis 
13-8 to 17-8. 

Materials—Black satin; Patent; Colored ooze; Black ooze; 
Colored kid in subdued shades; Brown stain (Color card name 


Log Cabin). 

















Women’s Fashion Turns have leading place 


In Evening Slippers:— 


Patterns—Straps will predominate with a liberal proportion 
of cut-out effects in quarters and new sandal effects. Tongue 
or similar effects to provide for rhinestone and cut steel buckles. 

Lasts—Medium toes. 

Heels—Full Louis 14-8 to 17-8; shape XV and Spanish. 


Materials—Silver and gold brocades, plain or trimmed; 
Satin, plain and brocaded; Bronze kid; Brown satin. 























Women’s Evening Slippers give infinite opportunity 


Men's Styles:— 


Patterns—In October oxfords will still predominate. Later, 
or just after first snow, high shoes will gain rapidly with a 
possible average of 60% boots, 40% oxfords. Stitching will 
predominate as heretofore. Lace and Brunswick pattern 
bluchers will prove best in stylish shoes. 


Lasts—French type-Brogue and conservative lasts will con- 
tinue as best sellers in the order named. A tendency is noted in 
favor of a new medium toe, custom English last. 

















Men’s Shoes show more style 


Children’s Styles:— 


For Growing Girls for Street Wear—Tan calf and grain leathers; 
Patent; Suede leathers with trimmings to match or contrast; 
Black calf. 


For Misses and Children for Street Wear—Tan calf and 
lightly boarded leathers; Brown and smoked elk. 


Growing girls’ shoes will follow the trend of the women’s 
styles, recommended both as to patterns, leathers and ma- 
terials. Lasts will be medium round toes, heels leatheror 
covered from 7-8 to 10-8. 








Juvenile footwear coming into the style field 
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Composite Profit and Loss Statement for 105 Retail Shoe Firms with Net 
Sales between $50,000 and $99,000 for year ending December 31, 1922. 


of Merchandise at Beginning of Year 
Purchases of Merchandise at Billed Cost 
Inward Freight, Ex and Cartage 
Gross Cost of Merchandise Handled 
Cash Discounts Taken 


Net Cost of Merchandise Handled 

Net Inventory of Merchandise at End of Year 

Cost of Merchandise Sold 48,737.03 71.3 
$19.617.85 28.7 

Wages of Salesforce (including PM's) $7,313.97 10.7 

1,496.97 2.2 


Advertising 
Boxes, Wrappings, and Other Selling 143.55 0.2 


Total Selling 13.1 
0.0 


$2.939.26 “47 an 
205.06 0.3 


Delivery 
Buying, Management, and Office Salaries 
Office Supplies Postage and Other Management 


Total Buying and Management 


| 


050.65 


t $2, 

Heat, Light, and Power 478.49 
Taxes (except on buildi and i ) 410.13 
Insurance (except on buildings) 348.61 
Repairs of Equi t 129.87 

iation of Store 273.42 
Interest on Capital— 
Interest on Capi 
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1,982.29 2.9 


8.3 
11 


0.2 
18,660.88 27.3 i 


$956.97 14 
Stock-turn 1.8 times a year 


Similar composite Profit and Loss Statements showed a net loss of 2.9% for 101 retail shoe with net 
sales less than £30,000; a net loss of 0.1% for 102 retail shoe firms with net sales between $30,000 and $49,000; 
a net profit of 1.1% for 67 retail shoe with net sales between $100,000 and $249,000 and a net profit of 
1.5% for 46 retail shoe firms with net sales of $250.000 and over. 











Shoe Merchants Made No Profit in 1922 


Significant Study of Operating Expenses in Retail Shoe Stores by the Bureau of 
Business Research of the Graduate School of Business Administration, 
Harvard University . 


The thanks of an industry should go to the Bureau of Business Research of the School of Business Administration of 
Harvard University. Ten years ago, the bureau started its first studies in the cost of doing business in retail shoe stores. 
Ten complete bulletins have been issued in these years, all of which have had a beneficial influence in bringing about a 


beller understanding of shoe merchandising. : 
The bureau has for a number of years, sent ils trained investigators to the National Conventions to give merchants first- 


hand information and at the same time to gather in facts and figures to help them round out their re, 5 

We are privileged to quote in part from Bulletin No. 36 issued this week from Cambridge. Significant is the statement. 
For each $1,000 of sales, $719 on the average was required to cover the cost of merchandise sold, leaving a gross margin of 
$281, which was entirely used up in the high cost of doing business in 1922.—Editor’s Note ; 


7 HE figures for 1922 are of particular significance $719 on the average was required to cover the cost of 
as they show the slowness of the retail shoe trade merchandise sold, leaving a gross margin of $281, which 

to readjust itself on a profitable basis following was entirely used up in meeting the total cost of doing 
the pronounced maladjustments occasioned by the business, leaving the average shoe retailer, as a net 
price movemehts of 1920 and 1921. result, neither a profit nor a loss. For 232 firms that 
“Briefly stated, the salient facts brought to light submitted fully comparable statements for both 1920 
by the reports from 421 retail shoe firms for 1922 are and 1922, the aggregate volume of sales showed a 
as follows: The typical shoe store showed neither a decrease of 8.3 per cent from $34,979,000 in 1921 to 
profit nor a loss; the total expense of 28.1 per cent of $32,094,000 in 1922. For these identical firms, the typi- 
net sales was exactly equal to the gross margin. This cal figure for gross margin increased from $262 of each 
means that of each $1,000 of sales for these firms, $1,000 of net sales in 1921 to $283 of each $1,000 in 1922, 
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and the total expense increased from $275 of each $1,000 
of net sales in 1921 to $283 in 1922. In these stores a 
net loss of $13 for each $100 of net sales was sustained 
in 1921, but in 1922 there was neither a profit nor a 
‘oss. The rate of stock-turn for these 232 firms decreased 
from 1.9 times in 1921 to 1.8 times in 1922; and the 
aggregate inventory in dollars and cents for these 
firms was 5.9 per cent less at the end of 1922 than it 
was at the beginning of the year. Since the common 
figure for total expense for 1922 was higher than for 
1921, the better showing made by these 232 firms was 
caused entirely by the larger gross margin secured in 
1922. 
Re-adjustment Needed of Expenses 


Although neither losses nor profits were confined to 
any one section of the country, it appears that retail 
shoe firms in interior areas such as the Cleveland, St. 
Louis, and Kansas City Federal Reserve districts, 
found it more difficult to sell shoes at a profit than 
firms in the seaboard regions. Evidently further re- 
adjustments of the ratio of operating expenses to net 
sales will be necessary before the retail shoe business 
as a whole recovers entirely from the depression of 1920 
and 1921. Theproblems of expense reduction require the 
careful attention of each shoe retailer. The figures col- 
lected by the Bureau for the past four years show that 
profits gained during the period of prosperity were 
largely wiped out by the losses in the succeeding period 
of depression, except where especial foresight had been 
exercised in preparing for a slump. Business in general 
reached a point of high activity during the first part 
of 1923, and shoe retailers who did not effect sub- 
stantial economies in 1922 may find themselves in a 
disadvantageous position if another period of business 
depression ensues in the near future. 

As in the past, the firms making the best showing in 
1922 were for the most part those that secured a rapid 
rate of stock-turn. For 119 retail shoe firms turning their 
stock 2.2 times and over in 1922, the average net profit 
was 3.9 per cent of net sales; whereas 107 firms turning 
their stock less than 1.4 times in 1922 sustained an 
average net loss of 3.4 per cent of net sales. 

In all, 6,862 unit shoe stores were given an oppor- 
tunity to take part in this research, the financial bur- 
den of which was borne by the National Shoe Retailers’ 


Keep Records by Pairs 

Retail shoe firms who are not at present 
keeping records of their sales by pairs should strongly 
consider the advisibility of maintaining records of this 
kind. It has been the Bureau’s experience that such 


records afford a valuable index to the real progress of . 


the business. 

Inquiry also was made in regard to the relative pro- 
portions of sales of men’s and women’s shoes. One hun- 
dred thirty-four firms were able to furnsih information 
on this point. In these stores, the sales of men’s shoes, 
measured in dollars and cents, constituted approxim- 
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ately 25 per cent of the total sales volume; whereas 
sales of women’s shoes were about 50 per cent of the 
total. From these same 134 firms, information was se- 
cured in regard to the price range of men’s and women’s 
shoes. Of men’s shoes, slightly less than 30 per cent 
were sold at prices below $6; 70 per cent were sold at 
prices between $6 and $10; and those sold at prices 
over $10 were negligible a proportion of the total. 
Women’s shoes were practically evenly divided be- 
tween those sold at retail prices below $7 and those sold 
at retail prices between $7 and $12, with very few sales 
reported at retail prices above $12. 

In answer to a question in regard to sales of hosiery, 
231 retail shoe firms reported that they sold hosiery 
during 1922; 118 stated that they did not sell hosiery, 
and 72 failed to reply. 158 of the 231 firms reported the 
amount of their hosiery sales in 1922, the average figure 
being 6 per cent of the net sales volume. In some stores, 
the sales of hosiery in 1922 represented an increase 
over 1921; in other stores, there was a decrease in 
hosiery sales. For all these 158 firms, however, the sum 
total of sales of hosiery in dollars and cents in 1922 was 
practically the same as in 1921 


How Do You Inventory? 


“In order to determine accurately the 
net cost of the merchandise that has been sold during 
a given period, it is necessary to take a physical inven- 
tory of stock at cost or market, whichever is lower. 
Even though the cost of sales is accumulated from day 
to day, the true cost of merchandise sold cannot. be 
known accurately unless an inventory is taken to show 
depreciation and stock shortages, if any. The closing 
net inventory subtracted from the sum of net inventory 
at the beginning of the year, purchases at billed cost, 
and inward transportation charges, less cash discounts 
taken, gives the net cost of merchandise sold. For ex- 
ample, in a store where net sales were $100,000, net 
inventory at the beginning of the year $35,000, pur- 
chases at billed cost $67,000, inward transportation 
$800, cash discounts taken $1800, and net inventory at 
the end of the year $33,000, the net cost of merchandise 
sold was $68,000, and the gross margin $32,000. 


To Get Rate of Stock Turn-over 


“The cost of merchandise sold is the 
figure that is divided by the average net inventory at 
cost to determine the rate of stock-turn. Thus, in the 
example given, the rate of stock-turn was 2 times an- 
nually, determined by dividing the cost of merchandise 
sold—$68,000, by the average net inventory cost— 
$34,000. The gross margin is the amount from which the 
expenses of operating the business must be paid, and 
the net profit, if any, obtained. 


What Is a Net Profit? 


“The amount that remains after deducting total 
expense from gross margin is the net profit. If the total 
expense exceeds the gross margin, a net loss is the result. 
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Thus, in the example previously given, since total ex- 
pense amounted to $30,000, the net profit was $2,000, 
or 2 per cent of sales. If, on the other hand, total ex- 
pense had been $33,000, a net loss of $1,000 would have 
been sustained. Inasmuch as a charge for interest on the 
net investment is included as an expense, net profit and 
interest are entirely distinct. Interest is the return on 
the investment; net profit is a residual amount over 
and above the entire cost of doing business, and over 
and above the returns a man could secure by investing 
his capital in other enterprises and himself entering the 
service of some other firm as a salaried employee. Net 
profit, thus, is partly compensation to the proprietor 
for the business risks which he incurs and partly a re- 
ward for the enterprise and foresight exercised in the 
conduct of his business. The hope of net profit is the 
incentive that encourages men to engage in business 
undertakings on their own account.” 

In the “Recorder” of July 28 on page 37 we showed a 
general chart giving the operating expenses in 1922 which 
were equivalent to the gross margin of mark-up, leaving 
the average shoe merchant as a result, neither a profit nor 
loss. The full report thoroughly analyzes by comparison 
businesses doing approximately a similar volume of busi- 
ness. Figuring on this basis is far more satisfactory, for 
it takes in representative groups of stores in order that 
every shoe retailer may be able to compare his figures in 
detail with representative figures for firms with a similar 
volume of sales. 

“For example, a retail shoe firm in Akron, Ohio, with 
sales of $50,000 is likely to find that its figures on operat- 
ing expenses and ils management problems compare more 
closely with those of a firm with a similar sales volume in 
Des Moines, Iowa, than with those of a firm in Akron, 
Ohio, having net sales of $100,000 annually.” 

Out of the conclusions reached in the report, we have 
selected a few typical and timely topics. 


Average Annual Sales Per Employee in 1922 and Total Salaries 
and Wages 


Number of 


Average Annual 
Firms 


Sales per Employee 


$11,000-$13,900 
$14,000—$16,900........... 


$17,000 and over 13.1 


In this table, the figures for average annual sales per 
employee are divided into five groups, beginning with 
the group where average sales were $8,000 and ending 
with the group where average sales were $17,000 and 
over. For each of these groups of firms the common fig- 
ure for total salaries and wages was determined, in- 
cluding wages of salesforce, and buying, management, 
and office salaries; and these common figures are shown 
for each of the five groups in the above table. As the 
Bureau has noted previously in this and other retail 
trades, total salaries and wages were high in percentage 
of net sales for those firms where average annual sales 
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per employee were low. This indicates that any steps 
that can be taken to increase the average volume of 
sales per employee may be expected to aid directly in 
bringing about a lower ratio of operating expenses. 

The common figure for advertising expense for the 
trade was 2.3 per cent of net sales. Only ten firms 
reported no expenditures for advertising, and at the 
other end of the range 27 firms had advertising ex- 
pense in excess of 5 per cent of net sales. Judicious 
and well-directed advertising is a valuable means of 
sale promotion for retail shoe firms. 

The next large item of expense in 1922 was buying, 
management, and office salaries, which amounted to 
4.4 per cent of net sales for a typical retail shoe firm. 
Since in many stores proprietors, partners, or managers 
devote part of their time to selling as well as to the 
performance of managerial duties, a d‘vision of their 
salaries is necessitated between wages of salesforce and 
buying, management, and office salaries. Although in 
individual cases such a division frequently must be 
made on the basis of more or less arbitrary estimates of 
the time given to selling and to buying and management, 
the Bureau uses great care in checking this figure on 
each statement in order to secure fully comparable re- 
sults. Such a division is thoroughly worth while, not 
only from the standpoint of comparison of figures be- 
tween different stores, but also for purposes of control 
within individual stores. For 1922, the figures for buying, 
management, and office salaries from all firms co- 
operating, after proper allocation had been made, 
showed a marked concentration around the common 
figure of 4.4 per. cent. 

The typical figure for rent for all firms reporting was 
3.3 per cent, or $1,650, on the average, for a representa- 
tive firm with sales of $50,000. In previous years, the 
Bureau frequently has had correspondence with the 
proprietors of retail shoe stores who, in the light of their 
own experience, believed that the Bureau’s common 
figure for rent expense was too low. Of the 421 shoe 
firms from which fully comparable reports were received 
for 1922, only 59 had rent amounting to 6 per cent or 
more of their net sales, and only 39 reported rent figures 
ranging from 5 per cent to 5.9 per cent of net sales. 
At the other end of the range, 157 firms had rent ex- 
pense less than 2.6 per cent of net sales. These rent 
figures, in all cases, included charges for buildings that 
were owned as well as for those that were leased. 

The following table shows common figures for rent 
expense in 1922 for retail shoe firms according to size 
of cities. 

Rent in 1922 According to Size of City 


* Size of City a of 
irms 


"Rent 
Pet Salee) 
2.6% 
3.6 
4.1 
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“Although, as regards 1922 at least, this table clearly 
(Continued on page 60) 
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Business Prospects Good; 


Missouri Merchants 


M. M. McCAIN 
Vice-President of the 


Optimistic 


Missouri Shoe Retailers’ Association 


PTIMISM with continued prosperity was the 
keynote of all addresses before the Missouri 
Retail Shoe Dealers’ Association Convention, 
which met in St. Louis, this week at the Hotel Statler. 
Joe Mullen of Moberly, Missouri, president of the 
state association, one of the first speakers, urged the 
correction of the evil of shoe factory employees buying 
shoes at cost for themselves and their families; also that 
of manufacturers making special shoes for certain cus- 
tomers. 
William M. Chesney Martin, chairman of the board. 
of the Eighth District Federal Reserve Bank, was op- 
timistic as to the future of business. 


Farmers and Planters More Prosperous 


“The rural population,” he said, “is well off in the 
South. Planters received good prices for their last cotton 
crop and the present market prices for that staple are 
sufficiently high to spell good returns on this’ year’s 
crop. The dairying industry has grown wonderfully in 
this general region during the past few years and crop 
diversification generally has resulted in more prosperous 
conditions on the farms. It is my belief that the Ameri- 
can farmer with his energy and resourcefulness will 
work out his problems and that the present adverse 
situation in the wheat regions will not be of long dura- 
tion. 

“Relative to the outlook for retail distri- 
bution, most recent reports indicate a 
continuance of present auspicious con- 
ditions. There has been the usual sea- 
sonal slowing down in some lines but no- 
where has curtailment been abnormal 
or below expectations. The retail shoe 
_ trade, and even the wholesale branch of 
that industry, just at present is being 
affected by the craze for ‘jazz’ styles. We 
see red and green shoes and slippers. In 
fact, unusual colors to match every 


change of costume of milady, but now, 
the era of conservatism is extending even 
to the selection of footwear, as early or- 
ders received from salesmen on the road 
indicate less radical and extreme styles, 
which is something to be thankful for.” 


Carl J. Baer, manager of the production bureau of 
the Chamber of Commerce, indicated with the aid of 
an elaborate chart, the necessity of stabilizing the 
price of farm products to bring about business stabili- 
zation. 


Big Black Season Predicted 


J. J. Sensenbrennez stated that ninty per cent of the 
shoes sold in large cities are sold because of their style. 
After October he predicts a black season of about 
eighty per cent. He also anticipates a tremendous call 
on black patent, suede, and satin and expects colored 
suede to go big in September. Word from ready-to- 
wear manufacturers, he pointed out, is to the effect 
that black will be big in costumes. 

“Heels,” he said, “are divided fifty-fifty between 
Cuban and Spanish Louisfor dress shoes. The popularity 
of the stage last is to continue for thirty to sixty days. 
South and Southwest stores are unable to get enough, 
while in St. Louis they are selling only twenty per cent. 
He expects a slump on the stage last after October. 
There is no distinct trend toward any one pattern. 
Pretty shoes are selling regardless of pattern.”’ 


Hosiery Colors Recommended 


J. A. Schrader, buyer of hosiery for the Senac Shoe 
Company, outlined the hosiery demand, recommend- 
ing nude and light beige shades. 

The following committees were appointed by Presi- 
dent Mullen: 

H. C. Blazer, W. G. Wilkins, W. B. Huette—Nomi- 
nation Committee. 

(Continued on page 64) 
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From address before the convention of the 
California Shoe Retailers’ Association 


By MELVILLE KAUFMANN 


tion of “The Relationship between Employer 

and Employee,” is that the relationship is fun- 
damentally one of mental attitude. It isn’t a dollars and 
cents relation, it isn’t a question of how much the 
man earns, but it is rather the relationship between 
man and man. In this connection let me add that I 
do not believe that any system of profit-sharing, such 
as has up to the present time been tried, will satis- 
factorily solve the relationship that should exist be- 
tween employer and employee. 

But before we satisfactorily understand the prob- 
lem, it is necessary to strip it of all its veneerings, and 
to study those wrong conceptions that many of us still 
have and that all of us had a few years ago. 


“Slave Driving’ Now Dead 
In the first place, we have 


Ors thought that is fundamental to a considera- 


what I term Nineteenth Cen- 
tury Medievalism—the in- 
ability to see the close rela- 
tionship that exists between 
merchandising and service. 
The flow of merchandise 
from the manufacturer to 
your shelves without the 
proper manageria! activities, 
without the proper supervi- 
sion, without the proper 
service, will not successfully 
sell your merchandise to the 
buying public. The opinion- 
ated, dictatorial attitude 
toward men is a thing of the 
past. The old Phrase, “He isa 
slave driver,” isno longer per- 
missible. That is Number 
One. 

Number Two. You must 
be willing to adjust yourself 
to new ideas as they present. 








themselves. No idea, no axiom, no principle is so firm 
that some newer principle cannot shake its found- 
ations. What was right yesterday is not necessarily 
right today, nor will it be right tomorrow. 

The third covering is that you are not working with 
a bunch of mechanical toys in your organizations; you 
are working with human beings, men that have feelings 
and emotions exactly the same as you. 

Number Four is the absence of personality in your 
business. You cannot treat your entire organization as 
a group, you must treat the different members of your 
organization individually. Eack man has a different 
attitude, each salesman a different outlook, each per- 
son has different aspirations and different hopes, and 
each one of the members of your organization must be 
treated differently. 

Consider the importance 





Deal with your employees as 
individuals—not as groups 


—" of salesmen. Your merchan- 

dise stocks are at one end of 
ATAV) abe the pipe line of distribution, 
flowing through to this end 
where stands the salesman 
ready to check the flow or 
permit it to flow smoothly 
into the hands of the ultim- 
ate consumer. If your sales- 
man is dissatisfied or discon- 
tented, that valve, that sales- 
man who checks or controls 
the flow of your merchandise 
into the hands of the con- 
sumer will not work properly, 
and it will not flow smoothly; 
there will be friction, and 
you will wonder why your 
sales have fallen off. 


Seven Hurdles to Jump 
In my belief, there are 


seven negative phases to 
the existence of a_ satis- 
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factory relationship between employer and em- 


ployee. 

In the first place, there is lack of honesty, and hon- 
esty and dishonesty can be in word as well as in deed. 

The second is a lack of appreciation. In brief, 1 mean 
that if a man has made a good sale he likes to be told 
about it. Go up and tell the man; he is human. If you 
have made a good purchase of shoes, you like commen- 
dation, if it is just exactly what the public is calling for. 
If your salesman has made a good sale, go up and say 
to him, “That was a splendid sale.”’ 


Don’t Withhold Credit 


The third lack is a lack of understanding. The lack of 
understanding is the failure to realize the interdepend- 
ence between the retailer and 
the salesman. No retailer, no 
retail store could be operated 
if it were not for the sales- 
man; no salesmen could have 
their jobs if it were not for 
the retail stores. Give your 
men a good understanding of 
the interdependence between 
yourself and himself. Give 
him the credit for key posi- 
tion which he occupies. 

The fourth lack is a lack of 
foresight—a dogged refusal 
on the part of the buyer to 
consult the salesman about 
what he should buy. I feel 
that it is absolutely essential 
that merchandise managers 
and buyers for large specialty 
shops should consult fre- 
quently the salesman in order 
to feel more closely the pulse 











of the buying public. Then, 
under the same head, the 
refusal of the salesman to report deficiencies in service 
or in the merchandise to the merchandise manager. 
There should be as much contact as possible between 
executives and salesmen. 


Lack of Frankness a Fault 


Then the next lack is a lack of frankness. The other 
day I met a salesman who is now with one of our lead- 
ing competitors—and I said to him, “I am going to 
have a few words to say during the convention on the 
relations between employer and employee. What is 
your reaction to that question?” He replied, “Well, 
[ could tell you a lot of what I think about it.’’ I said, 
“Won't you tell me?” He answered, “No, I won't tell 
you, because if I tell you, you’d go back and tell my 
boss that I had made the suggestions, and I would get 
fired.” 

The sixth lack is a lack of vision, and by lack of vision 
| mean the inability to see your relationship as a sales- 





Don’t be afraid to praise them for good work 


man, your relationship as an employer, to the whole 
process of distribution of shoes. I am reminded of this 
story: A man was walking down the street and came 
to an incomplete building, one under construction, and 
there were three workmen in front of this building. 
The man turned to the first of these three workmen 
and said: ‘““What are you doing?”’ The man replied: “I 
am laying brick.” He turned to the second, and 
asked him what he was doing. He said: “I am earning 
six dollars a day.”’ Then he turned to the third workman 
and asked him the same question. And the man replied: 
“1 am building a cathedral.”’ Gentlemen, it is neces- 
sary that we show our salesmen the cathedral of 
the merchandising of shoes, in order for us to over- 
come a lack of vision on their part. 


Don’t Be a Straw Boss 


The last lack is a lack on 
the part of the subordinates. 
Everybody hates the sight of 
a straw boss, and we don’t 
want any of our straw bosses 
not to carry out the ideal we 
have set up for ourselves. 


How to Better the Relation- 
ship 


We can now ascend the 
other side of the hill, the up- 
building, the positive phases 
of the problem. 

If you have hired a man 
as a salesman, if you have 
put to him the necessary 
questions and received the 
necessary answers, demon- 
strate to that man that you 
have confidence in him as 
a man. That is essential, I 
feel, in order that there might be established a proper 
relationship, the satisfactory relationship between 
employer and employee. Take the human interest atti- 
tude toward your men, rather than the day laborer 
attitude. They are not working for you just by the 
day. 

Some stores have a turnover system; other stores 
have no turnover system. If a store has no turnover 
system, however, it should demonstrate to every one 
of its salesmen that it has enough confidence in his 
honesty as a man when it says that the customer should 
not be turned over. Too many stores have a hard and 
fast rule in effect that every customer should be turned 
over and when a customer is turned over the salesman 
feels that he is not being recognized as a man in the 
fullest sense of the word, that you are not putting the 
fullest confidence in his moral integrity, and no man 
wants to feel that his moral integrity is being ques- 
tioned. 
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Encourage visions. The single track mind sees nothing beyond 
the laying of bricks. The man with vision sees the Cathedral. 


Set an Example to Your Men 

Also, in connection with the idea of confidence be- 
tween employer and employee, comes the life of the 
employer. You should conduct your business affairs 
and your private affairs on such a high plane that every 
man working for you will endeavor to emulate the ex- 
ample which you have set. 

The next confidence is confidence in the technical 
ability of the salesman. If you hire a man, believe in 
his ability as a salesman. Demonstrate to him that you 
have confidence in his ability as a salesman. Demon- 
strate to him that you look upon him as a representa- 
tive of the store, that when he sits before a customer he 
is able to handle your merchandise, so to handle your 
customers from a technical selling point of view, that 
he will satisfactorily conclude the sale. 


Another Form of Confidence 

Then, confidence in the service of the employee. 
Demonstrate to your salesman, in order that the satis- 
factory relationship will be established, that the service 
of your store is such that nothing short of the highest 
type of salesmanship will be tolerated. If you have 
lax methods of service you cannot expect your sales- 
men to have high methods of service. 

In the fourth place, and under this head I have 
enumerated several different things, is the confidence 
in the store itself, engendered first, by means of store 
meetings; secondly, at the time of hiring the employee, 
don’t take three minutes to hire him; take thirty 
minutes to hire him and discuss with him what your 
ideals of service are, what your merchandising ideals 
should be; thirdly, group insurance, partially paid for 
by the employee and partially borne by the employer; 
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fourthly, the physical appearance of your store; and 
fifthly, by assuring every man who comes into your 
store as an employee that he has a chance to advance. 
I think that is one of the most important elements in 
the establishing of a satisfactory relationship between 
employer and employee, to tell every man, and show 
him by your deeds, that every man in your employ, 
provided he has all the qualifications, of course, has a 
chance to advance. 


T. F. Vogel New Head of Rich Shoe Co. 


F Milwaukee, Wis., Aug. 14.—Officials of the Rich Shoe 
Co. here announce the election of Theodore F. Vogel 
as president of the company, succeeding William J. 
Muckle, resigned. Mr. Vogel who was formerly vice- 
president of the company, also takes over the position 
of general manager held by Mr. Muckle. Several other 
changes have been made in the executive end of the 
business. A. Christensen succeeds Theodore F. Vogel 
as vice-president and secretary; F. F. Dittmar remains 
treasurer; R. E. Vogel has been made a director, Fred 
Callies has been appointed credit manager; and Irving 
Fedigan becomes superintendent of the company. 

Mr. Muckle resigned the presidency of the Rich Shoe 
Co. in order to take advantage of an excellent retail 
business opportunity that presented itself. He will open 
one of the finest shoe stores in the city at Forty-fourth 
Street and North Avenue on September 1. A full line 
of men’s, women’s and children’s shoes will be carried, 
and only the best grade of footwear stocked. The new 
store occupies a corner site, has 34 feet of show window 
space, and is situated in what Mr. Muckle believes to 
be the best outlying shopping district in the city. 





{ 
/ ( 
Keep your store clean and neat if you want to keep the respect 
of your employees. 
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Free Buying at Milwaukee Convention 






Co-operation between Merchant and Manufacturer Evident When Wisconsin 
Association Meets in Three-Day Session 


slogan of the Wisconsin Shoe Retailers’ Asso- 

ciation at the opening of the Seventh Annual 
Convention at the Hotel Pfister, Milwaukee, Tuesday, 
Aug. 7. 

The keynote of all addresses by the shoemen on the 
program was that the retail merchant should co-operate 
with the manufacturer and salesman by placing an 
order, regardless of size, while attending the conven- 
tion. Exhibits of 65 manufacturers were carefully ex- 
amined by delegates and considerable buying was 
reported. 


_ | } VERY Delegate a Buyer,” appeared to be the 


Sager Is New Leader | 


Richard Sager of Green Bay was elected president 
on the last day of the convention. Other officers elected 
include W. F. Gleue, Wisconsin Rapids, first vice- 
president; W. G. Schumacher, of Madison, second vice- 
president; Harry Lucas, Milwaukee, secretary-treasurer 
and A. B. Caspari and Albert T. Jenkins of Milwaukee 
and A. W. Schlaefer, of Wausau, directors. 

The official program opened at 2 o’clock with an ad- 
dress of welcome by Albert T. Jenkins, president of the 
Milwaukee Shoe Retailers’ Association, who then turned 
the convention over to Joseph Langenberg of Appleton, 
retiring president of the state association. 

In taking the chair, President Langenberg asked as- 
sembled delegates to rise and stand one minute in silent 
prayer in respect to the memory of President Harding. 
The association also passed a resolution of sympathy 
for Mrs. Harding and regret at the loss to the nation of 
the late chief executive. 


Sam Davis on “Get Together’ 


Sam L. Davis, Field Secretary of the National asso- 
ciation, spoke on ““The Get-Together Spirit.” He stated 
that merchants can compete for private interests and 
yet meet for mutual and personal gain in associations. 
The potentialities of association work are as yet un- 
realized, he said. Davis pleaded for less laws and legisla- 
tive interference, stating that a man can, without 
realizing it, break enough laws to send him to jail for 
20 years. “What we need is more business in govern- 
ment and less government in business,”’ he said. 

Burt Williams, former collector of Internal Revenue, 
said business is in the ascendancy despite occasional 
pessimism. He quoted the Sears Roebuck and Mont- 
gomery Ward business reports as proof of improvement 
in business, 

The Over-Production Subject 

Walter Booth, vice-president of the Weyenberg Shoe 

Manufacturing Company of Milwaukee, spoke next. 





Mr. Booth told the merchants that the manufacturing 
side and merchants’ side of the shoe business are the 
same because their problems are identical. He stated 
he didn’t believe the widely quoted remarks of Herbert 
Hoover, Secretary of Commerce, to the effect that there 
is an 80 per cent over-production of shoes in this coun- 
try. Mr. Booth said Mr. Hoover evidently did not allow 
for the vast amount of obsolete machinery in various 
shoe factories. He also stated that even though some 
over-production was possible, it was vitally necessary 
in the manufacture of footwear, because of the pressure 
of production during a few months and slackness dur- 
ing the remainder of the year. Each factory must have 
a capacity sufficient to produce its product under high 
demand at these times regardless of whether continual 
yearly operation of such machinery might result in over- 
production. 


“There is nothing about shoe manu- 
facturing to cause retail merchants to 
worry,”’ said Mr. Booth. “‘There will be 
no over-production of footwear this 
year. The shoe business is the best busi- 
ness in the country. All we need is a little 
more co-operation all around in order to 
get more systematized in all branches 
of the industry. As salesmen are the con- 
necting link between the manufacturer 
and the merchant, I ask you to give 
them more consideration and to try if 
possible, to place a larger order with 
them on their first visit in order to cut 
down expenses.”’ 


The Wednesday session was featured by a compre- 
hensive display of style footwear drawn from the 65 
exhibitor displays by a committee of delegates on the 
basis of a chart presented by Frank B. King of S. Weil 
& Co., Brooklyn, who addressed the convention on 
“Co-operation and Style.” He stressed the work done 
by the four great national organizations—tanners, 
manufacturers, salesmen and retail shoe merchants 
toward standardization of colors and to some extent at 
least styles. 


Why Sales Records Should Be Kept 


Mr. King urged each retail merchant to make it a 
cardinal point to keep a record of the style possibilities 
in his particular community. Thus in a town of 5,000, 
the merchant should estimate how many of that num- 
ber ought to be his customers and then go out and try 
to get them. 











BOOT AND SHOE RECORDER 


This estimate should be made on the basis of both 
population and past sales. Merchants were urged to 
keep a careful record of all sales. Mr. King insisted that 
success could not be attained in a full measure without 
such records. 

The speaker urged each merchant to keep his own 
sample room in which one sample of each kind of shoe 
in stock would be kept. The merchant could determine 
his top line and his weaker lines and buy and sell 
accordingly, and at the same time moving his sample 
room shoes as a graphic reminder of the sales value of 
each number. 

What the Banker Expects 


J. U. Lademan, vice-president of the Second Ward 
Savings Bank of Milwaukee, spoke on: “The Banker 
and the Retailer.”’ He asserted that the banker was the 
lowest in rank of all the servants who catered to the 
one master—the consuming public. All industry is 
servile to the consumer and the banker is servile to all 
industry. The banker’s whole mission after protecting 
patrons’ interest is to render service, he said. Lademan 
made a plea for better co-operation between the mer- 
chant and the banker. The shoemen were told if they 
would rank highest in the estimation of their banker, 
they must confide in him to the extent of giving him 
full insight into their business. 


Uncertainty of Foreign Market 


“What the banker expects from the retail merchant 
is a well prepared financial statement at frequent in- 
tervals in order that he may know just how merchants 
stand and be able to understandingly finance him in 
time of peak loads beyond the capital of the merchant, 
and to advise him when and how to buy. A banker 
knows general conditions as an expert, but is not ex- 
pert on such specific things as the shoe industry.” Mr. 
Lademan said. He added that “Uncertainty of our 
foreign market is another problem of the shoe trade. 
Prior to the war we exported annually about 10,000,000 
pairs of shoes. In 1919 over 21,000,000 pairs were ex- 
ported. Since then exports have shrunk to about 
6,000,000 pairs in 1922 and for the first five months of 
1923 only about 5,000,000. This is significant when we 
realize that the total production in the United States in 
the same five-month period is in excess of 59,000,000 
pairs. At this rate we will have made available for dis- 
tribution during the present calendar year more than 
375,000,000 pairs of shoes, which is 25 per cent more 
than the average annual production in the past five 
years. 

“It is obvious that our present rate of production 
cannot long ‘obtain without disastrous overstocking 
unless exports increase or the period of prosperity in 
which we are now living extends itself so as to make 
continued increase in domestic consumption possible.” 


Kelly On Advertising 


T. K. Kelly of the Kelly Sales System of Minneapolis, 
speaking of salesmanship said, “Advertising is the life 
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blood of business and all the successful firms are suc- 
cessful because they appreciate the power of advertis- 
ing. Newspaper advertising backed up by a direct mail 
campaign and window displays of the right kind wili 
put any business on its feet if it also provides the essen- 
tials of quality and service after the trade is secured.” 

According to Mr. Kelly, a good window display will 
add 25 per cent to the store’s volume. 

Sam B. Davis, field secretary of the N.S.R.A., took 
as his subject, “Yes, We Have No Bananas,” but 
treated the matter in a serious vein, beginning with the 
assertion that the psychology of the phrase is correct. 
Mr. Davis asserted that “‘yes” is the soothing syrup of 
business. “Look out for the man who agrees with you 
in everything,” he said. “Every salesman knows that 
you cannot argue with a man who agrees with you.” 
Merchants were urged to remember that the word 
“‘yes”’ followed by the word “but” was thesoft answer that 
“turneth away wrath.” In the retail business an af- 
firmative instead of a negative reply should be used 
wherever possible. 

Doctor H. B. Robinson of Kenosha, Wisconsin, dis- 
cussed bunions from the viewpoint of the shoe merchant. 

On Wednesday, the ladies were taken on a motor 
tour through the city and visited the Eline Chocolate 
factory as well as the immense plant of the Phoenix 
Hosiery Company. Each visitor was given a pair of silk 
hosiery as a souvenir. There was a banquet in the 


evening. 
List of Exhibitors 


Following is a list of exhibitors at the convention: 
James Shoe Co.; Kalt Zimmer Shoe Mfg. Co.; Ebner 
Shoe Co.; J. P. Smith Shoe Co.; The Dalton Company; 
Savial Shoe Mfg. Co.; Marathon Shoe Co.; Churchill- 
Alden; Ideal Shoe Mfg. Co.; Julian E. Kokenge; Moore 
Shafer; Peters Shoe Co.; Ault-Williamson Shoe Co.; 
Lewis A. Crossett Co.; The Copeland & Ryder Co.; 
E. P. Reed Co.; Frank Reimhold; Bradford Shoe Co.; 
Freeman Shoe Co.; Holters Shoe Co.; Cleveland Shoe 
Co.; Stonefield & Evans Shoe Co.; Beals-Pratt Shoe 
Co.; Thompson-Crooker Shoe Co.; S. Weil Co.; Joe 
Taylor; Wobst Shoe Co.; Roberts Johnson & Rand; 
The Union Shoe Mfg. Co.; Marshall Bros.; Hood Rub- 
ber Products Co.; United States Rubber Co.; P. W. 
Minor & Sons; Herbst Shoe Co.;. Burrows Shoe Co.; 
Sinbac Shoe Co.; Ferriss Shoe Co.; Columbia Shoe Co.; 
C. W. Scruggs; Pedigo Webber Co.; Bradley & Metcalf; 
R. J. Leiser; Helmholz Shoe Co.; Williams Kneeland 
Co.; Rich Shoe Co.; Bertram Shoe Co.; J. W. Carter 
Co.; Individual Last Mfg. Co.; The Gar Shoe Co.; 
Field & Flint; Hamilton-Brown Shoe Co.; I. Grossman 
Inc.; Ogden Shoe Co.; Nunn-Bush; Sax Brothers; Ed- 
monds Shoe Co.; Johnson, Stevens, Shinkle Co.; Racine 
Shoe Co.; Frank J. Satek; Stanwear Shoe Co.; Sorgel 
Electric Co.; Adrian X-ray; Wm. Henne Co. Inc.; 
Cedar Grove Shoe Mfg. Co.; Chandler Ornaments; 
Cahill Shoe Co.; Leach Shoe Co.; Herb. Gardner; 
American Shoe Co.; Kramer Hosiery Co. 
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Hats are fitted 
lo both head 
and fancy 
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Shoes and Millinery Have Much in Common 


Quick Buying, Quick Selling, Quick Deliveries and a Constant Study of 
Style Influences 


By HELEN M. HANEY 


merchants of Boston, a man who has been in 

the hat business for a great many years and who 
has been a keen observer of conditions, past and 
present, there are now twelve seasons in the millinery 
trade. Some twenty years ago, he recalls that there 
were only two. Buyers came to the home markets, or 
salesmen visited his store about twice a year. At the 
present time, his buyers are continually in the market 
and salesmen are calling on him every day. Scarcely is 
a new style introduced when another is offered. It is 
today a case of quick buying, quick selling, quick 
deliveries, and a constant study of style and many 
style influences. The millinery buyer and merchandiser 
of 1923-1924 must be a clever person if he would be 


successful. 
Shoe Man Indorses Hat Man’s Statement 


A prominent retail shoe merchant of Boston has 
said to the above—‘‘All that the millinery merchant has 
stated in regard to the women’s hat business is per- 
fectly true in regard to my women’s shoe business. 
Neither of the merchants wished to have his name 
mentioned. But they expressed themselves as being 
very much interested in the discussion of millinery and 
footwear comparisons. As what one has said has been 
endorsed by the other, and as the millinery man made 
his statement first, we are presenting herewith the hat 
dress dissertation in the hope that through this parallel 
of comparison, some new and constructive ideas may be 
gained for a better and greater turn-over in the retail 
shoe stores of the country. 


\ CCORDING to one of the leading millinery 


Never Lose Anything Good 


The milliner¥ merchant stressed the point that 
he has ever instructed his buyers to remember the 
desirable features of a good seller and to retain 
same for the next season. It is true that last 
season’s model may be introduced in a disguised 
form, but the essential lines thereof—the lines 
that were so becoming, are continued. A cardinal 
rule at the millinery man’s store is—‘‘Never lose 
anything that is good.”’ 


New Models Introduced Scientifically 


A new style may be created by the alteration of one 
line of decoration, yet the same frame may be used. 
The millinery merchant has on file in his workroom, or 
“custom shop” many hat frames, corresponding to 
shoe lasts. Some of these he has preserved for seven or 
eight years. They are all numbered. When the latest 
cable from Paris, or an advance style report from any 
section, is received, he reads it carefully and then gives 
orders to the head trimmer—‘See if there is anything 
new in that report which can be introduced into the 
beautiful and good selling models which we now have. 
If the “something new” is adaptable to the old, it is 
introduced to the old, but the latter is not condemned 
to the discard. If it is entirely new, that is a different 
story. 

Meeting the Chinese Influence 
For some weeks past, the millinery merchant’s buyer, 


who has been in Paris, sent word from the gay capital 
that at the “Bal du Grand Prix,” of the Paris Opera, 
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Domergue, the famous artist, introduced hats of 
Chinese origin. Following this, all of the stores in Paris 
displayed costumes and head dresses of Chinese and 
Indian influence, predominating colors being lacquer 
red, black and gold. The buyer stated that Chinese 
tams were also noted. Upon receipt of this advice, the 
millinery merchant ordered brightly embroidered 
“tams” of silks and velvets. He instructed that the 
store be supplied with enough of the new creations to 
meet the anticipated demand, but he did not lose all 
consideration for hats which were graceful of line and 
which were quick sellers. He may decide in ordering to 
have the colors on the less new types changed a bit to 
conform to the new Chinese colors—or to those which 
the National Textile Color Card has stated would be 
fashionable for fall and winter. 


Style Today Is International 


The millinery merchant knows that style today is 
international; that through the quick transmission 
of news, New York and Paris 
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become acquainted with a great diversity of materials 
and accessories. For instance, ostrich feathers of the 
old days were either long or short; ostrich feathers of 
the present day have about 150 variations. The 
merchant and his buyer must learn to pick quickly and 
sell quickly. 

Pride of Craft 


The millinery. merchant of 1923 likes to consider 
himself a creator. He has real pride of craft. He wishes 
to have his hats “different” from the other fellow’s. 
He likes to display them differently. He likes to have 
his name inside his hats, so that the whole world may be 
told that this charming “chapeau” which the American 
woman, who is so well dressed that she is the envy of 
her European sisters, is wearing has been “‘designed”’ 
by him. 

“Orthopedic” Styles Are Staples 


The millinery man realizes that he must always have 
“orthopedic” patterns; that there is always a place for 
the felt hat, or the tan, in popu- 





move almost simultaneously. 
For instance, 24 hours after a 
millinery style appears in Paris, 


it is on Fifth Avenue, New York sand. 


When She Wears Black 


For Street. Shoes in black, gray, taupe, 


Afternoon. Same as street. 


lar materials and colors. He 
knows that there is a bonnet 
shape which is always good 
for elderly people; he knows 
that the sailor shape varies very 


City. He cites the case of Henry 
Bendel of 57th Street, New 
York, one of the world’s leading 
millinery houses which has an 
organization in Paris constantly 
on the qui vive, with the 
result that when anything novel 
comes out in Gay “Paree,” a 
description of same is flashed 
across the water. If the millinery 
merchant decides that America 


Evening. Slippers in black, gold, silver, 
gray, or metal brocades having colors 
chosen for combination purposes in the 
combining colors selected for the dress. 


And because the hat plays an important 
part in costuming 


Millinery for Street Wear 


Black. Approximately one-half of the 
foundations in millinery will be black. For 
combinations in millinery, choose mallow 
purple, green blues, gold, American beauty 


little from season to season. 


Style “‘ Hops” by Airplane 

But he realizes that style 
today “hops” by airplane, rather 
than proceeding leisurely by 
stage coach; that all merchants 
of America, whether they sell 
hats, or shoes, or gowns, or coats, 
are in an era of progress. And 


- the millinery merchants and the 


will accept it in toto, he incorpor- red, and gray blues. 


ates it within his stock; if he: 








shoe merchant have both agreed 





decides that some modification 

thereof is necessary, he proceeds accordingly. Truly, 
a case of good judgment, and a correct survey of 
what his customers will buy. 

At the present time, a millinery buyer must be 
familiar with the leading trade journals and other 
sources of inspiration. He must attend conven- 
tions. He must not only instruct his buyer, but 
the members of his salesforce. If the millinery 
merchant knows that a Domergue-Chinese hat is 
going to be the latest novelty, he gathers his girls 
and boys around him and tells them all that he 
has ascertained. For he remembers when he was a 
salesman in a store and he liked to think that he 
was a part of the business and that he would have 
very often read the latest issue of that trade 
journal or would have attended a convention, if 
the “boss” had allowed him so to do. 


Wide Range of Selection 
The millinery merchant knows that today he must 


that they must respond to the 
quick, staccatq style keynote which Dame Fashion 
has sounded. They do not hold the theory of a Govern- 
ment health expert who, after doing some research 
work, reported that the people of this world were in a 
most serious way and if they continued to whirl as 
they had been doing in the past few years that inside 
of the next 25, they would all be crazy. 


Keep Pace with the Times 


On the contrary, millinery merchants and shoe 
merchants say—‘‘We are not going to lose our heads. 
Our hands are going to remain just as firmly on the 
steering wheel as ever for the ‘traffic’ is moving more 
quickly and we are going to move with the rest of the 
procession. The faster events and style influences move, 
the more goods we can sell and the greater will be our 
turnover. For we are real merchandisers and we are 
buying and selling what our customers want. And we 
are fitting their heads and their feet correctly and 
harmoniously.” 
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Success Founded on Hosiery Display 


How a Portland, Oregon, Store Builded Better Than It Knew With the Right 
Kind of Store Furniture 


department which has some of the cleverest mer- 

chandising features of any hosiery department in 
Portland. Miss Marie Dickey is the genius who is in 
charge of the department, and whose intelligence has 
made the little corner of Staiger’s store, where hosiery 
is kept, a drawing card for the whole shop. 

The hosiery stock is kept in two sectional cases, which 
are so arranged that more may be added if the increas- 
ing size of the stock demands it. The display space at 
the top of each case, which has a window of plate glass 
before it, is about eighteen inches deep and is lined with 
rich black velvet. In this effective setting unit trims 
are carried out with charming artistry. 


S deparimen Shoe Shop has newly opened a hosiery 


Matching a Specialty 

Only one pair of shoes and hose to match is shown in 
each case, against the background of black velvet and 
brightened by the addition of a spray of colorful flowers, 
perhaps. Staiger’s makes a specialty of matching hose 
to the shoe, no matter how odd the shade of the foot- 
wear. In the display case footwear of very unusual 
novelty effects is often shown, but always one finds per- 
fect taste and artistry in the selection. 

Below the display space the stock cases are divided 
into drawers, which again are subdivided into four 
compartments for greater convenience in handling the 
large and various stock of hosiery featured in this pro- 
gressive department. All the drawers are equipped with 
glass doors, so the customer and the saleswoman can 
both see at a glance just where the desired shades are 
to be found. Besides this these glass doors showing the 
entire stock of colorful hosiery give a very pretty effect. 
The space devoted to the display of evening footwear is 
the loveliest thing. A show case almost entirely of heavy 
plate glass is housed on top of a mahogany base. In this 
the sheerest chiffon hose are disp!ayed against a dark 
background along with gold and silver pumps, rhine- 
stone buckles, and other attractive accessories for 
feminine evening wear. In the lower portion of this case 
two different pairs of novelty pumps and hosiery are 
arranged. 

Display Accessories Helpful 

In the center display of the showcase Miss Dickey 
has placed flowers, fruit, rich draperies, on a black and 
gold satin pillow and amid these rich looking fittings 
the customers’ thoughts naturally turn to rich looking 
hose for evening wear. A tall, silk-shaded lamp and a 
beautiful spray or two of flowers in a vase gives the 
finishing touches to the attractive effect. 

A clever little folder which tells women of the oppor- 
tunity to match their shoes with hose from the hosiery 


department of the shop is used to help introduce the 
department and connect it with the shoe department 
of the store. Customers appreciate this information 
and when they find that they can find the exact shade 
they are looking for they are surprised and delighted. 
In order to make this possible at all times, Miss Dickey 
has to keep on hand an enormous number of stockings, 
but she feels that it pays to have the shade wanted for 
all calls. When a customer finds that she has the perfect 
match for a pair of new shoes, she often buys two or 
three pairs of hosiery. So Miss Dickey buys a very wide 
variety of hose instead of buying a large number of a 
few sorts. 
Hosiery Also in the Windows 

The most popular price for chiffon hose, Miss Dickey 
finds, is around $2.75. Fallow and fawn shades are sell- 
ing well and graphite light gray, and nude are also well 
liked. Chiffons with lisle tops seem a favorite style of 
stocking. Windsor and McCallum lines of hose are 
stocked at Staiger’s, and a smart English sport hose in 
fancy lisle is going well, and promises to be a best 
seller for Autumn. : 

The new hosiery department is featured effectively 
in the window displays of the store. Hosiery and shoes 
are shown together and a wax figure posing in novelty 
footwear and perfectly matched hose gives the window 
a touch of human interest and so decidedly striking. 
Golf sticks, a porch table of reed or other seasonable 
accessories also aid in making the window attractive. 
The displays are always unified and are a proof that a 
specialty shoe store may have as much charm and 
variety in their window displays as any other shop. 


A Gem in the Corner 

The new hosiery department is located just inside the 
main entrance of the ‘store. After looking at the 
attractive window display the customer is not dis- 
appointed when she enters. The colorful hosiery 
department with its gleaming glass cases, chromatic 
showing of lovely shades of hose and its shining buckles 
and other accessories is the first thing that meets the 
eye. Though the hosiery department occupies only a 
small space in the main salesroom, it is quite the most 
attractive part of all. No wonder the new department 
has been a success from the day it opened! 





Sylvan Barnet in Paris 


Sylvan M. Barnet, president of the Barnet Leather 
Company, Inc., who has been abroad for some time in- 
vestigating the foreign raw calfskin situation and the 
style tendencies for the coming season, is in Paris. He 
is also visiting his sales agencies in Italy and France. 
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A Lively Ad-Visor Series on Hot Weather Adver- 


lising Methods for Immediate Use. 


VI—Study of New Season’s Trends 
Provides Advertising Material. 


There is a Siamese relationship between buying 
and selling that makes it quite logical to inter- 
change the two elements, or even place selling in 
advance of buying if it is-possible to separate the 
two to this extent. 

That is the thought in this new series, the de- 
termination of what is right to buy through ad- 
vertising of questioning nature which results in 




















opinions being freely expressed. The result is more 
than likely to be creative in that it will focus in- 
terest and desire on certain shoes that will be the 
profitable ones on which to concentrate. 

Toward the end of August the bargain sale 
begins to lose its force. Folk are no longer at- 
tracted in profitable numbers by bargains. Their 
mood is changing even though the weather re- 
mains hot. It is just about the time when a new 
season’s ideas would be welcomed; the public’s 
mind is open to suggestion. The rapidity with 
which fall tastes develop depends to great extent 
on‘the range of selection allowed; the greater the 
range the higher the interest and the more easily 
does it enter this channel or that if given the 
opportunity of elimination. 


. 
ad 


Step on the Accelerator Now to Mount Fall’s High 
Hills 

A late start never allows enough momentum to 
shoot an approaching season’s sales “‘hills’’ up to 
the highest notch. That’s why it takes several 
seasons to bring some styles into profitable popu- 
larity. Foreign style trends of commonly acknowl- 
edged style centers are transplanted too late in the 
season, if it isn’t too much to switch from gas to 
gardening metaphor, to reach a high pitch of 
enthusiasm during one season. The ideas on these 
pages are the result of an effort to supplement the 
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clearance sale lure 
in getting store 
attendance—once 
in the store a customer may be sold anything 
—and to quicken the idea of a store’s service in 
supplying wanted merchandise. Every town has 
its store which stands out from all others as a 


it WY (ONION les Sin Mi) 











place where one is sure to get what is wanted, 
and the other kind which in the public’s mind is 
just an ordinary place to which one may go for 
ordinary things. 

The store that is to be depended upon for 
wanted merchandise is the one that is run on a 
high percentage of anticipation . . . anticipating 
and creating purchasing impulses. 


It Is Human to Seek Information 


The most successful advertising has been that 
which has given the reader information which in 
some way is of use. In Figure 1 the word of an 
authority on style supplies the theme for ad and 
window. Most every merchant has connections 
with those who are authorities on style to whom a 
letter with a set of questions can be mailed to 
bring a reply that can be used in advertising new 
styles. Mount the letter along with the envelope 
in which it comes for display and place toward the 
center of the window. It will of course be hard to 
read but to get the real message of the window 
before passersby a huge “magnifying glass” can 
be arranged focused on the letter with a few lines 


| 
| 

| 
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supposed to be magnified—pick them from the 
body of the letter actually—lettered on the “glass” 
part of the instrument which may be composed of 
some highly translucent material like celluloid. 

The display of shoes should be new styles and 
all the information concerning style possibilities of 
each model should be given on a card with each 
shoe. 

The ad shown in Figure 2 should be composed 
of a reproduction of the letter with perhaps a 
message from the store on style written at the 
bottom or in a corner in longhand; something 
about the treat in store for those who visit the 
shop. 

This might be the opening of a thorough cam- 
paign on style, the opinions of which come from 
headquarters. 

Every word of fashion books is read by con- 
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Figure 4 
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sumers. The in- 
formation is desired 
and valuable. This 
may seem a long way around but the idea 
is aimed principally at establishing in the minds of 
customers the value of the shoe store’s service. 





























Figure 5 


The Association of Shoes with Gown Isn't a Sure 
One Yet 


Figure 3 is given for its general attraction value 
and its power for making passersby think. For 
such a window the co-operation of specialty shops 
is necessary to supply the gowns, millinery and 
accessories. Due credit must be given apparel 
shops. The coming vogue of brown is given prom- 
nence in this case. With such a setting appropri- 
ate shoes ought to take on greater significance in 
the success of a costume. Taking each color of 
promise for fall the interest shown in each can be 
compared and this will influence the placing of 
fall orders. 

For the Advertisement, Figure 4, the heading, 
“Footwear Styles Interpreted in Our Windows,” 
and copy as follows: 

This season the mode turns its eyes toward 
things that complete the costume. The 
bright green hat strikes a harmonizing or 
contrasting note with gown. Footwear is 
given greater prominence than ever. Unless 
one is a color expert the actual combinations 
must be taken together. 

That is the story our windows tell this 
season. They[are designed to be of tremen- 
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dous help in getting greater satisfaction in 
your fall wardrobe. 

Every style is made to fit an occasion, a 
gown, a hat . . . and you’ll get more ideas 
than you think is possible. It will be fun 
picking footwear after seeing our windows. 

Seeing’s Believing 

The matter of shoes to match is a hard one to 
convey with a proper sales reaction merely by 
word. Jacquards, Satin crepes—greens, browns— 
figured or plain, the gown regardless of how strik- 
ing in itself does not suggest the kind of footwear 
complement or the range of leathers suitable to it. 

The rainbow window places the shoes right 
where they can be seen against their complement 
in material for gown. Procure bolts of new ma- 
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paw terials and drape 
e/a over in form of an 
arc, run the dif- 
ferent materials parallel and place appropriate 
shoes on folds of material in front of window. 
Such a method can be used to check up on various 


























Figure 7 


types of shoes. With each window change note the 
difference in the number of lookers and keep close 
record of all inquiries for certain colors. This 
exhibition idea will increase the number of cus- 
tomers who come in if such displays are handled 
with a view of watching carefully the colors and 
styles that “‘take.”’ 

Copy for ad: At the foot of the rainbow 
lies the pot of gold—footwear. Here the quest 
for the most desirable part of trim style ends. 
Poise, grace, charm, health—better than 
the riches of fable—stylish, fitting, becoming 
shoes. 

Such advertising is based on the idea that 
every woman will look at pretty things and the 
way to get them in is to show pretty things. 


Shoes Are Not Just Shoes 


Among the family treasures—most families— 
is a pair of shoes. Baby shoes of a dear, homely 
type that clad feet long since done with tramping 
about on this earth; that represent the handiwork 
of the old-fashioned shoemaker. Sometimes they 
were made by the wearer. 

It ought to be an easy matter to arouse mem- 
ories, sentiment or whatever concern it is that 
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leads to the safe tucking away of copper-toed 
boots or grandfather’s old style boots. 

A prize might be offered for the oldest pair of 
shozs made in the ten-footer of old days, the age 
and make of which would capture the fancy 
when placed against the creations of today. This 
idea is simply a method for developing interest 
in an exposition of the newest styles. 

Against the old shoes the new, and one has 
something to attract customers. In Figure 7, the 
idea for the window is outlined. Everything of 
news value pertaining to the exhibit of the old 
shoes should appear in the window with the shoes. 
The bill of sale might be procurable if the shoes 
were bought. The photograph of the shop in 
which the shoes were made. The prize for the 
oldest pair of shoes—the age to be decided upon 
by a committee if necessary—should be some 
article of value in_the store. 
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Fall Fashion Trend 


August 18, 1923 


Shown at Pageant 


in St. Louis 


HE St. Louis Pageant of Fashion of 1923 brought 
"Te the stage of the Municipal Theater in Forest 

Park on the night of August 9th, gorgeousness of 
setting, lavishness of design, entertainment of first 
quality and versatility of style for the fall and winter 
of 1923-24. The pageant was deluged on the previous 
night, postponing the initial performance until Thurs- 
day evening. Living models displayed St. Louis-made 
shoes and costumes and if femininity in St. Louis and its 
great trade territory follows the dictates set forth in 
fashion’s name this is to be a gorgeous winter. 


Wealth of Color in Costumes 


Every retail shoe merchant will be interested to 
know what costumes were worn and the shoes that 
harmonized with each costume. To describe the 
costumes would be impossible due to the number that 
were worn throughout the show. 

Glitter is the word 
that occurs most 
persistently in at- 
tempting to sum up 
the general impres- 
sion. This was due 
to the lavish use 
of rhinestones, of 
metallic cloths, 
brocaded or shot 
through with colors, 
and the bead work 
applied in all-over 
mesh effect or in 
patterns like paint- 





GOLD BROCADE— 
TRIMMED 
GOLD KID 


Sketched at 
Fashion Pageant 


sunbursts. Those hats that did not glitter with jewels 
gleamed with metal cloth in silver, gold, copper, bronze, 
green, blue, pink tints. Most of the hats displayed with 
street costumes were the close fitting type. Skirt 
lengths—important item to the retail shoe merchant 
with every changing season—appeared about the same. 
That is, ankle length in street costumes and instep 
length or longer for more formal wear. To get some 
idea of the color of the costumes worn a few of the most 
attractive are mentioned: 

A walking suit of vivid cerise. 

A black and white check walking suit. 

A lavish suit of black velvet with an all-over design 
of cut steel beads developed on the coat and trimmed 
with red fox on the collar and cuffs. 

An amber satin dance frock, with amber bead 
fringes. 

A long black coat trimmed from top to bottom with 

stripes of solid pat- 
terns in bright beads. 


Shoes Harmonized 
with Costumes 


In practically 
every instance were 
the shoes made to 
harmonize with the 
costume. The shoes 
shown in the show 
this year surpass any 
of the past season’s 
efforts on the part 
of the St. Louis shoe 








ings. 

Even cloth suits 
had bead motifs as 
large and colorful 
and much the same 


max Svepe-—. 


designs as those 


DITTMANN SHOECO 


manufacturers. Style 
abounds in every 
pair. Not the spec- 
tacular type of shoe 
which creates the 
“Oh’s and Ah’s”’ but 


PATENT LEATHER 





found on Oriental 


rugs. Nailheads of lex Germs 


MED BLACK GUEDE 


FAWN SUEDE — 
TRITYMED 


FLELD MOUSE 


the type of footwear 
which will be bought 
by the great major- 


jet and of silver stud- 
ded many of the 
plainer dark cloth 
gowns. 


Rhinestones and 
Metal Cloths in Hats 


Almost every 
hat had its scintil- 
lating ornament of 
rhinestones in 
arrows, bow knots, 


ROBERTS~ 
SOnNeON & RAND SHOE 


ID : 
ity of the shoemen 


who sit out in front 
of the theatre each 


CENTRAL SHOE Co. . 
night. Never have 





FAWN SUEDE— TRIMMED 
ELD MOUSE XID 


more practical shoes 
been shown and with 
such elaborate grace 
and beauty as this 
season. And the 
many buyers who 

















come to this market. 
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and attend the show are being introduced nightly to 
the type of footwear which will receive an enthusiastic 
welcome back on “Main Street.”’ 

In colors, the new fall vogue other than what we 
have been having was without a doubt suede in grey, 
black, brown and otter, fawn, beige, sand or desert or 
any of the “‘trick’’ names leather manufacturers have 
attached to this particular shade. 


Plenty of Grey Suede 


Grey suede comes unheralded and this color deserves 
watching as the number of grey suede shoes shown by 
manufacturers evidences a demand which is being felt. 
About 30 percent of all suede shoes shown were grey. In 
most cases the trimmings were either patent leather or 
grey kid. Some of the patent trimmings were punched 
and carried an underlay of grey. 


Black Suede Ten Per Cent 


The remaining suede footwear was divided between 
the wood shades and biege, fawn, desert and black 
The trimmings were harmonious shades of kid or rarely 
of light calf. The toes on some shoes were trimmed 
with slender strips of the same material. 

Black suede claim- 
ed only 10 percent 
of the suede color. 
Some of these shoes 
were trimmed with 
patent leather. Black 
satin was shown in 
greater volume than 
any other material. 
Of all the shoes, at 
least 28 or 30 per 
cent were black satin. 
Worn with evening 
gowns and afternoon 
costumes this favor- 


Strap Patterns 
Predominant 


BOOT AND SHOE RECORDER 59 


new effect in which biege colored braid was used made a 
striking new shoe. The combination of patent trimmed 
with black suede appears to have a strong calling and 
good sales are expected from this combination by retail 
shoe merchants who have been asked an opinion. 

Gold and silver brocade for evening wear without a 
doubt is good. Trimmed with gold or silver kid was the 
combination used in almost every instance. A sprink- 
ling of grey kid, a few pairs of fieldmouse kid and a 
number of other shoes which in most cases were made 
to match a costume. 

The final anlaysis on materials as shown here in 
the style show is as follows: Suede, 32 percent; Satin, 
28 percent; Patent, 20 percent; gold and silver brocade 
12 percent; and 8 percent miscellaneous. The vamps 
were particularly noticeable due to their shortness. 


' Strap Patterns Predominant 


No extreme toes were shown, but a modified effect 
was observed in the majority of shoes. On a few 
novelties the exaggerated French toe was noted 
but this could not be taken as a trend. The vamps 
are shorter, of course, but there still remains grace 
and some slenderness in their appearance. 

In patterns straps 
lead by a_ wide 
majority. It was es- 
timated by shoemen 
present that - at 
least 85 percent were 
strap patterns. Gor- 
ings were about 10 
percent and oxfords 
about 5 percent. 
This last figure is a 
bit unfair to oxfords, 
as thé season is too 
early to show ox- 
fords in the pageant. 








ite outshone all other 
materials. Beauti- 
ful effects in fancy 
trimmings were 
developed. Grey kid 
or in some cases 


Furthermore, when 
a fancy pattern can 
be shown it is always 
done so in order to 
make the costume 
more attractive. 

In straps there are 





black suede was used 
lavishly on black 
satin. However the 
greatest proportion 
was plain without 
trimming. 

Patent leather 
was extremely strong 
in the showihg with 
about 20 percent of 
the shoes of this 


material. Trimmings 
were elaborate, with 





as many kinds as 
there are costumes. 
Any number of the 
patterns have two 
side-button effects. 
This is a pogular 
type of strap. An- 
klets are not numer- 
ous although any 
number of patterns 
fasten around the 
ankle. The shank is 




















black suede and a 





closing up. 








. 


60 BOOT AND SHOE RECORDER 


Shoe Merchants Made No Profit in 1922 
(Continued from page 44) 

shows a tendency for rent expense to be higher in ratio 

to net sales in large cities than in small, the common 

figure of 4.4 per cent for the 51 stores in cities of 500,- 

000 and over was by no means as high as frequently has 

been asserted. ; 

“The common figure for total interest expense was 
3.1 per cent of net sales. In all cases this figure included 
not only interest on money borrowed for use in the 
business, but also interest on the net investment in the 
business as determined for the financial statement. 
Although interest on owned capital does not represent 
money actually paid out and is not allowed as a de- 
ductible expense in making income tax returns, it is, 
nevertheless, a charge that must be included in total 
expense in order to determine the real net profit of a 
business. Comparatively few firms in 1922had total 
interest expense amounting to more than 5 per cent of 
net sales. On the other hand, total interest expense for 
89 firms was 2 per cent or less of their sales. 

“Of the 421 firms reporting, 252 recorded no losses 
from bad debts during 1922. The common figure for 
the firms reporting losses from bad debts was 0.2 per 
cent of net sales. 

“For the trade as a whole, the average rate of stock- 
turn was 1.7 times in 1922. Only 39 firms turned their 
stock 3 times or more during the year, while 61 firms 
reported a rate of stock-turn less than 1.2 times. The 
importance of a rapid rate of stock-turn, both in keep- 
ing operating expenses down to a reasonable level and 
in maintaining a fair gross margin, scarcely can be over- 
estimated. The firm showing the highest rate of stock- 
‘urn for 1922 was one with net sales of approximately 
$37,500; it turned its stocks 6.3 times. For this firm the 
gross margin was 33 per cent of net sales, the total 
expense, 25.5 per cent, and the net profit, 7.5 per cent. 
Many retail shoe firms, of course, are located at a dis- 
tance from primary markets and, therefore, perhaps 
cannot buy in as small quantities as firms more ad- 
vantageously situated. Nevertheless, the Bureau has 
reason to believe that numerous shoe merchants could 
achieve a faster rate of stock-turn and avoid losses oc- 
casioned by the accumulation of end sizes and obsoles- 
cent style numbers if they would regularly use some sys- 
tem of stock records as an aid in buying. Such a system 
need not be elaborate. The essentials are that it should 
show the retailer from day to day which style numbers 
are moving well and which are not, and that it should 
provide a means of forecasting the needs of his clientele 

- with respect to sizes and widths. Such a system, how- 
ever, will be of no use unless it is used regularly as an 
aid in buying.” 


Comparison of Operating Expenses, Profit or Loss, and 
Stock-turn for Identical Firms in 1921 and 1922 


— “For the purpose of showing how the year 1922 in 
the retail shoe trade compared with 1921, the common 
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figures for 232 firms that submitted complete statements 
for both years are summarized in Table 17. The only 
reports used in this comparison were those submitted 
by identical firms for the two consecutive years, hence 
the results are exactly comparable. 

“In comparing the common figures for 1922 with the 
common figures for the same group of firms for 1921 
as shown in Table 17, it is to be borne in mind that the 
net sales of these firms showed a decrease of 8.3 per 
cent in 1922 as compared with 1921, the aggregate net 
sales of these 232 firms having been $35,147,769 in 1921 
and $32,244,713 in 1922. 

“Wages .of salesforce and advertising were prac- 
tically the same for the two years. Buying, manage- 
ment and office salaries, however, showed a decided 
increase from 3.7 per cent of net sales in 1921 to 4.4 per 
cent in 1922. Careful analysis of the statements re- 
vealed the fact that this increase in a large majority 
of cases did not represent larger buying and manage- 
ment salaries actually paid out in 1922. The primary 
cause of the high figure for 1922 in most instances lay 
in an increase in the proportion of time spent by pro- 
prietors, partners, and managers in the performance 
of buying and management duties. In numerous in- 
stances proprietors who had specified that their time 


Operating Expenses in Retail Shoe Stores—1921-1922—232 
Firms 
Table 17—Net Sales = 100% 


1921 
Wages of Salesforce 
Advertising 
Buying, Management, and 


Losses from Bad Debts. . 
Total Expense... 


Net Profit or Loss...... 


‘Stock-turn (times a year).... 1.9 


in 1921 was divided equally between selling and buying 
and management, stated for 1922 that three-fourths of 
their time was spent in buying and management. It is 
not surprising that the problems of management 
required greater attention during 1922. 

Rent expense was somewhat higher in 1922 than for 
the same firms in 1921. This increase was caused partly, 
of course, by the decrease in sales volume. Total interest 
was practically the same for both years; and this also 
was true of losses from bad debts. 

“The common figure for total expense for these 232 
firms in 1922 was 28.3 per cent, as compared with 27.5 
per cent for the same firms in 1921. It thus appears that 
some reduction in expenses in dollars and cents was 
effected by these firms in 1922, but not enough to off- 
set the decrease in sales volume. The gross margin se- 
cured by these firms for 1922 was distinctly higher than 

(Continued on page 119) 
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Business Prospects Good; Missouri 
Merchants Optimistic 
(Continued from page 45) 


Omar. Marin, J. W. Woods, F. C. Walker—Legisla- 
tion Committee. 

Otto Schultz, C. B. Miller, John H. Houx, E. H. 
Payne, Ennis Courtney, Charles E. Williams—Member- 
ship Committee. 

M. M. McCain, W. H. Toller, Fred Werner, Jacob 
Heberling, Henry Geiselman, Chas. M. Buckner, Jr., 
E. F. Meyers, F. C. Parish, H. H. Cooper, H. Christman, 
Arthur Ebbs, Brooks Wigley, H. R. Terrill. The entire 
delegation was taken on a boat ride, instead of having a 
banquet. The substitute entertainment was arranged 
for by C. E. Williams as it was too hot for the banquet 
previously scheduled. 


M. M. McCain Elected President 


The Wednesday session of the Missouri Retail Shoe 
Dealers’ Association was called off. 

At the Tuesday session, Sam Davis, field secretary 
of the N. S. R. A., gave one of his remarkably inspira- 
tional talks on orgnization. John H. DeWild, manager 
of the merchant’s department of the Ely and Walker 
Dry Goods Company spoke on, “Making Advertising 
Pay,” and detailed the preparation of good shoe adver- 
tising. 

The following officers were elected: 

M. M. McCain, president (Mr. McCain is _vice- 
president and secretary of the Shoe Mart, St. Louis.) ; 
first vice-president, C. E. Williams; second vice-presi- 
dent, J. V. Byrn; third vice-president, Otto Schultz; 
fourth vice-president, E. Bloom;secretary and treasurer, 
E. Kappell of St. Louis. The following directors were 
elected to serve three years: H. C. Blazer, Joe Mullen, 
J. M. Woods. 

The meeting then adjourned with the pledge of 
President McCain to make the nineteen twenty-four 
convention the best ever. The next convention will 
be held in St. Louis at approximately the same time. 


George R. Weeks Is Dead 


St. Louis—George R. Weeks, secretary and buyer 
for the wholesale shoe firm of Williams-Marvin Co., 
of San Francisco, is dead. The end came suddenly, in 
St. John’s Hospital, this city, on August 13, where he 
had voluntarily gone on Saturday, August 11, for a 
little rest. He had been in conference with manufac- 
turers until just prior to his departure for the hospital. 
During his short stay there, he appeared cheerful and 
dictated business telegrams up to 3 P.M. on Monday, 
the day of his death, but the fatal summons came at 
5.30 P.M. with broncho-pneumonia as the immediate 
cause. 

Two of his close friends, Fred C. Church and Harry 
L. Davis, were present when he died. An only son, 
Richard Weeks, with the Juvenile Shoe Corporation, 
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arrived here last Tuesday morning to direct the funeral 
arrangements. Interment will be at Berkeley, Cali- 
fornia, August 20. 

Mr. Weeks had been associated with Williams- 
Marvin Shoe Co. for thirty years; his associates being 
Chester Williams, president: J. F. Peters, vice-president, 
and William Devine, assistant buyer. He is survived by 
his widow, son and four daughters. 





S. O. Barton Now in St. Paul 


St. Paul, Minn., Aug. 13—S. O. Barton, for many 
years prominently identified with the W. H. McElwain 
factories, and more lately organizer and manager of the 
McElwain distributing house at Chicago, has recently 
become associated with the executive department of 


Ss. O. BARTON 


Who has recently become associated with 
Foot, Schulze ¢ Co., of St. Paul 


Foot, Schulze & Co., St. Paul. Mr. Barton has had an 
unusually successful and varied experience in the manu- 
facture, merchandising and sale of leather footwear, and 
will participate very actively in the general manage- 
ment of Foot, Schulze & Co. 

Mr. Barton’s brother, K. L. Barton, Jr., also occupies 
a high position with Foot, Schulze & Co., having or- 
ganized a year ago its Kansas City distributing branch, 
which has experienced a remarkable growth and is 
already operating on a profitable basis. 





Litewelt Process Installed 


The Riley Shoe Manufacturing Company of Colum- 
bus, Ohio, has recently installed the Litewelt Process. 
The production under this process will be in addition 
to the regular line of welts. Thus far, it has proved so 
successful that they have placed in stock two or three 
numbers which have incorporated in them the Riley 
Arch Relief features. 





BOOT AND SHOE RECORDER August 18, 1923 


“J 


3 a 


What the Establishment of 
THE CHARLES A. EATON SHOE INDUSTRIES 
Will do for Retailers 


HEN we announced the establishment of the 
Charles A. Eaton Shoe Industries last week we 
touched upon the economies of production that 
have already been effected in our various plants 
through centralization of management, concentration 
of buying activities and specialization of manufacture. 


These economies are, of course, reflected in the 
prices of our different shoes. They have definitely 
resulted in greatervalues. Values that we believe are 
far and away superior to those afforded by other 
shoes in our various price classes. However, these 
values, interesting as they are to the retailer of 
shoes, are actually the least important result of our 


great forward step. 


Of infinitely greater interest is our scheme of 


operation. Our fundamental policy of manufacture 
and distribution is based on a sure and certain 


knowledge of retail problems. 
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Our forthcoming lines of fine shoes for men and 
our basic methods of merchandising them through 
our retail connections to the public, will amply 
demonstrate its soundness. 

Rapid turnover of our product is assured. 7 

The seasonal aspect of shoe selling has been 
eliminated. 

So, without disclosing our plan in detail, which 
you must agree would be an unwise move, we can 
now make the unqualified statement that the lines 
of fine shoes for men produced by the Charles A. 
Eaton Shoe Industries afford an opportunity for 
vastly increased profit through extreme rapidity of 
turnover, small inventories, low investment and none 
of the griefs which nominally occur in the course of 
aeregular two season business. 

Retailers desiring further information as to the 


details of our plan are requested to write us direct. 


each. Ee a TO 


PRESIDENT 


CHARLES A EATON (iS) SHOE INDUSTRIES 
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Government Thermometer 
Readings in Durant, Okla., 
during Durant Merc. Co's 
Kelly Drive. 





July 14 102 
July 13......101 
July 12 97 
July 11......100 
July . 98 


July 90 
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Guneee thts hoy soma HE Durant Mercantile Co. Store, Durant, Okla., where Kelly 

: Service has three times demonstrated the super power of its 
selling methods. In its third campaign just concluded over $20,000 
was sold in spite of intensive competition, bad business conditions, 
and almost unbearable heat. 















































Kelly Sales System, 
Minneapolis, Minn. 


men: 
Mout obligation: please explain how you can secure 
feveral weeks’ business for me in a few days’ time and help 


me to obtain a record fall business. 











Stock Inventories: +... 
va tr om to dem Stock Consists of: 
“LY GALQS srorey ° 
Past Six Months’ Volume Was: 
we STHERAPOLIS som : 
= LARGER TRAN ANTICIPATED - YOUR syste amp commmcton son Signed without Obligation: 
OFEEED SITS Teo TRY SagD Five oe EAPO L ? - 
SOW? Cl SHEW vee Firm Name 


Name 





acca 1 
—- ~ ane mcs A Position 
Address , . City 


weommarotrs me P Pa i 


\VER 19,000 times Kelly methods have scored a bullseye. The 
wires show merely five of the recent ones. Kelly plans will hit 
| the mark with you too. 


@ The coupon above brings a full explanation—no obligation. 
GLOMED GALE TOPIONT APTER SIME DATS SELEIEO forat mcEtrTs : , . . = 
You'll never use your shears and a moment's time better than to— 


Mi— clip it. 


+ « Lr Ga¥es ereTeS 














7 © SLey Sales sree 
SUPEEAPOLIS WINERSOTA 














THE T.K.KELLY SALES SYSTEM. 


MINNEAPOLIS 





4 
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AFRAID OF COMPETITION 2 


NE sale to every 1,000 people—that was the 
exact proportion of sales to population in 
Durant, Oklahoma, when Kelly. Service 

opened its latest campaign for the Durant Mercan- 
tile Company. On this page are pictured the six 
stores in Durant which opened competing - sales 
against the Durant Mercantile Company's Kelly cam- 
paign. But, the Durant Mercantile Company closed 
its day's business with receipts of more than $4,000 
—one of the biggest days in its history. Kelly sell- 
ing plans are competition-proof. 


BIBT 2 Ra a HL APRS OREO IRE 


OR evident reasons the names of the 
k stores pictured on this page have been 

withheld, but complete details of the Dur- 
ant Mercantile Company campaign will be 
furnished on reques 


THE T.K.KELLY SALES SYSTEM_ 


MINNEAPOLIS 
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@ ‘s your assurance of 
Perfect Style 





IN STYLE 
IN STOCK 
me sanmonrrence IN DEMAND 


Order from Boston, New York or Chicago 
Style 10888 Price $5.75 


AUTUMN BROWN KANGAROO OOZE GEORGIAN 1-STRAP 
BROWN KID TRIM 
17/8 Wood Covered Paris Heel . 


Flexible Sole Riviera Toe 
AA4%-8 A4-8 B38 C2%8 D3-8 


SELLING SHOES ON A SERVICE BASIS 


In Style, in Fit, in Quality, in Salability, Queen Quality gives you 
the right merchandise at the right time, backed up with the right 
namejandjreputation with consumers. In every department of the 
Queen! Quality line for women, growing girls, misses and children, 
the Queen Quality policy affords to retailers the exceptional advan- 
tages associated with America’s best-known brand, the leading 


name in women’s shoes. 


THOMAS G. PLANT COMPANY 
101 Bickford Street - - BOSTON, MASS. 
NEW YORK: 125 Duane Street’ - - CHICAGO: 207 West Munroe Street 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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This Summer— 
Put the Jump in Slump 
eAnd in the Fall 


Comes the Flarvest 
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eAnd tn the Fall— 
(Comes the Flar'vest 


Though the frost is on the pumpkin—there 
will be none on your cash register. 


As you have sown this summer in pep, con- 
fidence, and selling ability—so will you now reap 
in a bountiful autumn business. 


Nature gives to the runner a wonderful relief 
which athletes call “the second wind.” It is re- 
served for those who mightily strive to win. 


To you who have put forth your best—who 
have drawn on your imagination, ingenuity and 
plain “horse sense” to sell shoes during the hot 
weather—comes a reserve Strength which can and 
must carry you to a higher peak of fall selling 


than ever before. 


Boot and Shoe Recorder Publishing (0. 
Boston, Mass. 
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Getting ‘More Shoes Sold Right 


is the purpose of the Boot and Shoe Recorder 


We now ask the co-operation of 
the Merchant and the Manu- 
facturer that the Public may be 
better served this summer--to the 
mutual profit of all. 
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The “foot happiness” 
of “kid days’— 


for your 





customers! 





F you put this shoe in your store and let the men of your com- 

munity once get acquainted with the “foot happiness” they 
can have by wearing it you will have permanent customers that will 
come back again and again—and bring their friends. 


Men want exactly what the Arch Preserver Shoe has to offer—quality, 
style, comfort, foot health—and they necessarily want this shoe 
because it is the only shoe that can give such advantages combined. 
Further, through the Saturday Evening Post, the Review of Reviews, 
Atlantic Monthly, Scribner's, Harper's, Century and World’s Work 
Magazines we are telling all the men of the country about this shoe. 
We’re telling the men YOU should be selling now. The man’s shoe 
with a real “‘chassis’”—let us tell you more about the selling of it. 
Here is the most valuable franchise to be Secured in the shoe in- 
dustry. 

Sixteen styles carried in stock for immediate delivery 

thus making unnecessary a large investment of capital. 


E. T. WRIGHT & CO., INC. 


Rockland, Mass. 
Makers of the “Just Wright’? Men’s Fine Shoes since 1876 


THE 


ARCH PRESERVER 


SHOE 


(The Talbot Shoe Co., St. Thomas, Ont., are licensed 
by us to make Men’s Arch Preserver Shoes for Canada.) 


“KEEPS THE FOOT WELL” 


This Trade-Mark is found on the 
sole and lining of every genuine 
Arch Preserver Shoe. There are 
seven patents embodied in Arch 
Preserver Shoe construction. 
These are vested solely with E. 
T. Wright & Company, Inc., 
Rockland, Massachusetts, for the 
making of men’s and boys’ shoes, 
and with The Selby Shoe Com- 
pany, Portsmouth, Ohio; for the 
making of women’s and misses’ 
shoes. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Spring- 
Board Arch 


The Spring-board Arch, as constructed 
in the Kenworth Shoe, holds the shank 
piece rigidly under the entire heel seat, 
and has it attached permanently through 
the insole, arch support, outsole and heel. 
This gives the wearer a spring-like step, 
a well-supported arch and a flexible fore- 
part. : 


All Kenworth Shoes are made under the 
Kenworth Patented Process, which pro- 
duces a flexible, tackless, well-fitting 
shoe, and which enables us to make and 
deliver shoes within three weeks. 


Write for further particulars about the 
Spring-board Arch. It has valuable profit- 
making possibilities for you. A Kenworth 
salesman will call without obligation, or 
we will send you a sample pair upon 
request. 


The 


Kenworth Shoe Company 


Incorporated 


Cincinnati Covington 


Ohio Ky. 


Kenworth 


Shoes of Quality 























Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution— 
needs capable salesmen; young men between the ages of 25 
and 35 years who have had thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, now 
operates 371 retail stores in 29 states. Wé sell dry goods, shoes, 
notions, clothing and furnishings for men, women and children. 
We do a strictly cash business. Our sales in 1922 were $49,- 
035,729. We opened 115 stores in 1920, 9 stores in 1922, and 
will open 104 stores this Summer and Fall, making a total of 
475 stores in 33 states in operation this year. 


By industry, study and determination your progress will 
be rapid in our organization. Under our experienced managers 
you are trained to become a manager. When you have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest suc- 
cesses come from the ranks of average men. What we need 
are young, healthy and capable salesmen who have had 
thorough experience in a small or medium-size department 
store, or are experienced in general store work in special lines. 
The investment of money is not necessary for your success 
with us. The financial backing of our company is ample. 
Briefly, this is our proposition—tested and proven over a 
period of 21 years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability you 
learn the greater possibilities of co-operative effort. 
Your progress depends upon your ability and effort. 

As our new stores are opened, managers are selected 
from our sales force. 


When you make a success of the management, 
you are sold a one-third interest in a new store and 
become its manager. You may afterward acquire a 
partnership in other stores which are the outgrowth 
of the one in which you first received a financial in- 
terest. If you do not possess the capital to purchase a 
one-third interest in a new store, the money is loaned 
you by the J. C. Penney Company, and you repay it 
from subsequent profits of the store. 


Write today for our booklet, “Your Opportunity,” 
fully explains our plan. Give’ your age and num 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to 


J. C. PENNEY COMPANY, INc. 


Wm. M. Bushnell, Manager of Employment, 
Star Building, St. Louis, Mo. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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BROMIDROSIS | 


This offensive foot disease 
can now be eliminated 


Bromidrosis is a functional disease of the sweat 
glands, due to bacterial growths. There usually 
is a normal secretion of perspiration but it is 
of a most unhealthy quality. The feet havea 
strong offensive odor and to persons of refine- 
ment it is particularly repugnant. It is distress- 
ing, annoying, embarrassing and humiliating. 


Owing to the ever present odor, many people 
hesitate to buy shoes and dread to remove 
their shoes in the presence of other persons. 
They can bathe the feet as often as they like 
with soaps and use disinfectants or antiseptics, yet Bromidrosis is always with 
them. The excretions from this trouble will quickly rot hosiery and shoes. 


Dr. Scholl’s Bromidrosis Powder will positively relieve and correct the 
most stubborn cases of Bromidrosis. It has been thoroughly tested before 
it was placed on the market. By eliminating the 
bacteria from the pores, the trouble soon disap- 
pears and leaves the skin in a healthy, sanitary, 

wholesome condition. 


Dr. Scholl’s Bromidrosis Powder comes one dozen 

cans in an attractive counter carton. It practically sells 

itself for anyone thus afflicted will instantly recog- 

nize its purpose and the name “Dr. Scholl” is suf- 
ficient to insure confidence and quality. 


Retail—50 cents per can 
Wholesale $4.00 per dozen 


USE COUPON TODAY 
Pte Scholl Mfg. Company, - 


213 W. Schiller St., Chicago 
fy 62 W. 14th St., New York icy | Mail to nearest office. 


§ Gentlemen: Please send dozen cans 
g _— Scholl’s Bromidrosis Cet at $4.00 per dozen. 
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NEW AND CORRECT STYLES 


SHOWN BY TOBER-SAIFER 
ON THE FLOOR 


READY TO SHIP 


No. 4851—Taupe Gray — y in pum; ay kid 
No. 8905—Black Satin: one-strap pump, black ooze pens apron, year welt sole, 1 mdinery 
calf collar, strap ts sides. Exectly = illustrated. canes tapes. A A wonderful number. B and C widths, 
16-8 semi-Spanish Louis wood-covered heel, 

flexible sole. A yp C widths only agg es Rae Saf sae omg 
No. 8906—Exact style as above in Log Cabin buck, field-mouse kid apron $3.85 
field-mouse kid trimmed $4.00 No. 4852—Exact style as above, all-over beige Ly 3 


No. 4853—Exact style as above in patent colt, Por | 
Cabin Buck apron 


No. 458—Patent Colt vamp and quater, black ooze 

calf top, sixty cut-outs, five eyelet oxford, 13-8 military 

ceiluloid wood-covered heel, oe, McKay sole. No. 2320—Log Cabin buck, field kid trimmed 

A new number and a real value. C widths only, collar and tip. Gyps ap, Goodyear welt sole. 

5008 $3.50 13-8 military ‘heel. Rubber top. top-lift. Exact as illus- 

No. 453—Exact same style as above in Log Cabin ted. A brand new pattern. B and C 

buck vamp and quarter, mahogany calf top, sixty 8 pone 
$3.50 No. 2322—Style as above in a six eyelet oxford . . $4.50 


No. 2323—Style as above in a six eyelet oxford, made 

taupe gray buck, gray kid trimmed apron, and 
No. 2324—Style as above in _— Buck Oxford, 

brown kid winemed apron and ti $4.50 


No. 2867—Black Satin, black ooze calf, cut-out 
front apron, full French corded “T-S” Process flexible 
sole, 16-8 Spanish full-breasted wood-covered heel. 


A very attractive style. A, B, and C widths, 3 “ss 50 No. 6620—Log Cabin buck, calf trimmed apron 


wy paceetn bos avaiet oxford, Good year velit i sale 
No. 2865—Style as above in brown satin, mens top-lift. A good oan © 00 


suede trimmed nts aa 
— - No. 661 le as above in tan Russia 
No. 2860—Style te es above in black satin, 13 eo °. ~ Sty = am Cae 


~~" “TOBER-SAIFER SHOE CO. 


MANUFACTURERS AND DISTRIBUTORS 


NOVELTY FOOTWEAR IN STOCK 


$3.15 


1312 WASHINGTON AVE. 


a a a 


—___—_4, ¢—____—_4, ¢_____4 9 ____—_-® 
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ST. LOUIS 


Fall Styles Being Displayed 


But Clearances Continue in Attempt to Get Rid of Whites 
and Colored Summer Footwear 


HE first showing of any quantity of 

fall footwear was observed this week 
in one of the large downtown shoe stores. 
This initial exhibition was followed by a 
number of the other stores until few of the 
retail shoe merchants in the downtown 
“shoe belt” were without some fall pat- 
terns in their windows. Meanwhile every 
possible effort is being made to clean up the 
whites. This condition has met with some 
success and latest reports on whites are 
that the stock is in better condition than a 
month ago. Colored trimmed whites, how- 
ever, failed to move in the clearing sales 
and information gathered on this type of 
footwear is unchanged from that of a few 
weeks back when much disappointment 
was evidenced, due to the lack of support 
of the buying public. 


Plain Whites Still Selling 


Plain whites are still selling although 
much of the demand for this footwear has 
spent itself. The weather remains ideal for 
vacation time apparel which has added 
some little zest to the buying of whites. 

Champagne kid and ivory which were 
selling rather briskly some two or three 
weeks back have declined in the sale ac- 
cording to reports from some of the lead- 
ing merchants. Before a majority had 
their complete stocks on the floor, much 
enthusiasm was voiced for these shoes. 

Practically all of the stocks have been re- 
duced to within safe margins, but there has 
been a noticeable slump during the past 
ten days. Field mouse to some extent 
has taken up the slack and good sales are 
indicated in stores where the new patterns 
are available. The patterns for fall are by a 
big percentage straps. No doubt about 
straps being the biggest bet in point of 
patterns. 


Patent Leather Sells Well 


Patent leather is also 4 good seller at 
present. Practically all stores report sales 


on this material. Satin still holds its pres- 
tige with some retail shoe merchants pre- 
dicting a big season later. 

Short vamps are being widely shown. 
There is some difference as to the length 
of the vamp but most shoes will be found 
in a medium toe. One store that hasa fairly 
large volume of business in checking sales 
of short vamps on Saturday against other 
toes learned that of the novelty shoes, 
short vamps were selling about sixty per 
cent against all other toes combined. All 
of the short vamps were the new fall shoes 
and the store is one that caters to the 
“chicken”’ trade. 


Maxted on Vacation 


F. H. Maxted, manager of the St. Louis 
Hanan & Son store, left this week for a 
two weeks’ vacation. He took his familywith 
him to Chicago, his home town, where he 
will spend his time among his many friends. 


Horn and Winkler Super 
Shoe Fitters of Style Show 
Back in the dressing room where the 


hundreds of shoes are fitted on the models 
participating in the St. Louis Pageant of 


Wi 


| | 





Besewits More Shoes Sold Right 
tala 


SZ 





Fashion held in Forest Park in the Muni- 
cipal Theatre, from August 8th until 
August 25th, you will hear sweet voices 
soften the air with call for “Jack” and 
“Oscar.” These two individuals are none 
other than Jack Winkler of Hamilton- 
Brown Shoe Company and Oscar Horn, 
assistant manage: of Huette’s Sixth Street 
store. Since the inception of the style 
shows held each year in St. Louis these 
two veterans of the shoe trade have been 
termed the super shoe fitters of the show. 
If a pair of shoes pinch, a button comes 
off, easing the straps or any of the thous- 
and complaints of runway models, Jack 
and Oscar have always been on the job 
smoothing the tread of the models. Much 
importance has been attached to this ele- 
ment of the show because of the fact that 
a model with improperly fitted shoes can 
ruin an entire scene. With years of long 
experience behind each of these men Walter 
Pickett of Brown Shoe Company in 
charge of this part of the show wisely se- 
lected “Jack” and “Oscar” for the task 
of making the models step “‘out’’ to the 
best of their ability. 


Forest Rowley Dead 


Forrest Rowley, one of the promising 
young salesmen of Brown Shoe Company, 
died unexpectedly at Little Rock, Arkansas 
this week, following an attack of appen- 
dicitis. The news of his death was a great 
shock to the Brown Shoe Company 
organization. He traveled the state of 
Arkansas. 





MILWAUKEE 


Fall Displays Make Appearance 


Black, Log Cabin and Subdued Shades Predominate in Early 
Showings—Men’s Business Good 


DVANCE fall showings of footwear 

are now common here, following the 
lead of a few “early birds” who installed 
their early showings two weeks or so ago. 
It is interesting to note the simlariity © 
which predominates these showings. It is 


obvious that the merchant himself is as 
yet more or less uncertain as to what will 
be worn and his advance showings are ob- 
viously feelers. 

This accounts for the attention paid to 
black and shades of brown in the displays 





76 


and the obvious reluctance to introduce 
such footwear shades as jade and the 
novelty colors which are held by many 
merchants to promise well. Each merchant 
prefers to go slowly on the fall footwear 
displays until a tone of more definiteness 
pervades the market. Shades of brown, 
especially log cabin brown, smoke, and 
the subdued shades are in the lead in the 
showings. Black is heavily favored. Heels 
are slightly higher and this feature seems 
to be making a good impression on the 
style shoppers. 


Merchants Boost Fair 


Milwaukee’s merchants and business 
men are active in boosting the Wisconsin 
State Fair to be held in Milwaukee Aug. 
27 to Sept. 1, inclusive. More than a half- 
million miniature posters to be stuck on 
letters are being sent out to mailing lists of 
Milwaukee merchants and business men. 
Early preparations for the fair indicate 
that officials believe it will be the largest 
in history. 


Remodeling Shoe Store 


Albert T. Jenkins, prominent shoe mer- 
chant and widely known as the president of 
the Milwaukee Shoe Retailers’ Associa- 
tion, has let contracts for the remodeling 
of his store at 2129 Walnut Street. The 52 
store front will be changed and various 
improvements made throughout the store. 


Shoe Supply Firm Incor- 
porates 


Application to do business in Wiscon- 
sin as a foreign corporation has been made 
to the Secretary of State by the George A. 
Cummings, Jr., Co., of St. Louis, Missouri. 
W. A. Wagner is named as manager of the 
principal office of the company in Wis- 
consin, to be located in Milwaukee. 
Capital is listed at $40,000, all common. 
The company purposes to deal in and 
manufacture shoe supplies, polishes, dyes 
and similar products. 


Gain in Child Labor 


Child labor permits are being issued this 
summer at a much greater rate than usual, 
according to Marjorie M. Gillet, in charge 
of child labor permit work in Milwaukee. 
The total number of child labor permits 
issued for the year ending July 1, was 
10,496 or nearly up to the high figure of 
11,921, in 1920. 


Has Valuable Autographs 


When John E. Fitzgibbon, vice-presi- 
dent and general manager of the Phoenix 
Hosiery Co., of Milwaukee, received a 
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check from the state of Wisconsin for his 
services as a presidential elector in 1920, 
he sent it to Washington and had it coun- 
tersigned by President Harding and Vice- 
President Coolidge, instead of cashing it. 
Now he has what is probably the only 
paper in Milwaukee bearing the signatures 
of the two presidents. 
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Display Large Boot 


One of the largest boots in Wisconsin, 
if not in the United States, is on display 
in the window of the Sockness & Norden- 
foss, shoe merchants of Rice Lake, Wis. 
It is a size 48 and was made by fhe firm 
in 1894, 





CINCINNATI 


Good Outlook for Autumn 


Optimism the Ruling Keynote—Shoe Factories Fairly Busy— 
General Business Good 


USINESS conditions in Cincinnati 

are in very good shape for this time 
of the year and, while none of the indus- 
tries are enjoying a phenomenal business, 
production for the most part is sufficient 
to keep the volume of trade up to normal 
and to employ all available workers. 


In fact this summer is in sharp contrast 
to the economic situation a year ago. At 
that time industry was just recovering 
from the depression of 1921 and many 
concerns were having a hard struggle to get 
back to a satisfactory production basis. The 
feeling among Cincinnati business men was 
tinged with a distinct spirit of pessimism 
and the morale of the rank and file of the 
industrial world was in need of being bol- 
stered. Today confidence has replaced 
doubt and pessimism, and the outlook for 
the coming months is decidedly encourag- 
ing. 

Shortage of Labor Reported 


One of the best indications of the present 
business activity is the absence of unem- 
ployed in this city. Each industry has been 
endeavoring to secure more workers dur- 
ing the past few months, but they are not 
available. Labor in Cincinnati is being 


fully employed and is being well paid and. 


has money to spend. This has been of much 
benefit to the retail trade, for workers do 
not hesitate to spend their money freely 
when they are steadily employed and are 
receiving good wages. 

Another factor reflecting the sound 
condition of business in Cincinnati is the 
continued activity in the building in- 
dustry, especially in the building of sub- 
urban homes. The machine toll industry, 
which forms a large part of Cincinnati’s 
industrial activity, is producing about 
fifty per cent more material than in 1922 
and many other lines show as great a pro- 
portionate increase. 


Retail Trade Ahead of 1922 
The improvement in conditions is not 
confined solely to manufacture, for the 


jobbing houses have reported good busi- 
ness throughout the summer. Retail busi- 


ness in general is ahead of 1922 and the 
Cincinnati public has more money to spend 
than at any time since the boom period of 
1920. This fact has reacted to the benefit of 
the retail shoe merchants who report that 
their sales during July and the early part 
of August were considerably in advance of 
last year. 

The past week saw less activity in the 
retail shoe trade than the previous week. 
The latter part of the week particularly 
saw a lull in business due to the closing 
down of stores on Friday in respect to the 
memory of President Harding. All the re- 
tail houses affiliated with the Cincinnati 
Retail Merchants’ Association were closed 
on Friday afternoon, while others, es- 
pecially department stores, closed all day 
Friday to remain closed until the follow- 
ing Monday morning. The knowledge that 
many stores were closed all day Friday and 
Saturday cut down in large measure the 
usual crowd of shoppers at the end of the 
week. 


Cleaning Up Summer Stocks 


The period of clearance sales has been 
successful among most of the retail mer- 
chants who are taking advantage of the 
opportunity to clean out their summer 
stock. All-whites have been moving well, 
their sales being stimulated by the warm 
weather which has prevailed throughout 
the week. Whites trimmed with colored 
leather have not been selling as fast as 
they should and the calls for them have 
been in limited numbers. Some merchants 
still have small quantities of red, green, 
and blue sandals on their hands, but are 
disposing of these at low prices ranging 
from $3 to $5. Black satin has been in fair 
demand, according to several prominent 
retail merchants. 

A number of the retail merchants say 
that their sales on whites throughout this 
season have not been as good as in 1922 due 
to the unusual call for colored shoes. 
Women showed a decided preference for 
vivid colors in place of whites which cut 
rather heavily into the usual demand ‘for 
the latter. 
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Holters Off On Vacation 


John G. Holters, president of The United 
States Shoe Company, left Saturday to 
spend his vacation with his family in 
Massachusetts. Robert Wise, vice-presi- 
dent of The United States Shoe Company, 
has just returned to Cincinnati from Michi- 
gan where he enjoyed a rest of several 
weeks. 


Kay and Jay Plant Busy 

The volume of fall business being booked 
by The Kay and Jay Shoe Company is 
testing the capacity of the company’s 
plant, according to H. Bloom, president. 
This concern is concentrating its attention 
on the manufacture of novelty slippers for 
women. 


Advance Showing of Black 
Satin 


Rollman’s shoe department is showing . 


advance fall styles in black satin footwear 
at present. These include one-strap pumps 
of rich satin and a more fancy black satin 
strap pump with a trimming of black 
patent and carrying Spanisb covered heel. 
These are selling at $6.50. 
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Colored Sandals in Demand 


Sales have held up well throughout 
July and the first two weeks of August at 
The Mabley and Carew Company, accord- 
ing to Charles Voller, head of the shoe de- 
partment. Mr. Voller states that there 
has been a big demand for colored sandals 
and whites have suffered from the pref- 
erence which women have shown for the 
shoe of brilliant color. Men’s footwear has 
been selling in good quantities with brown 
shoes leading, but blacks have had con- 
siderable call. 


Meiss Takes Over Elbinger 


The Charles Meiss Shoe Company of 
Cincinnati bas purchased the real estate, 
buildings, machinery and other assets of 
The Elbinger Shoe Manufacturing Com- 
pany, which recently went into the hands 
of a receiver. It was announced that the 
sale price was $62,250. 

Bidders from New York, Boston, Pitts- 
burgh, and Chicago competed for the 
assets of the Elbinger Company. Bids were 
first received for the property in. parcels, 
the total of which was $54,500. The assets 
included 42,000 pairs of shoes. The com- 
pany’s plant is located at Lebanoa, Ohio. 





SALT LAKE CITY 


Summer Business Pleases Merchants 


Report Slight Falling Off in Buying as Stocks Near Deple- 
tion—Preparations Made for Fall Stocks 


UYING in the retail shoe stores has 

slumped to a slight degree, according 
to the report of the merchants for the 
week ending Aug. 11. They advanced the 
thought that the lateness of the summer 
season in opening was also significant of 
the lateness of the so-called slump in busi- 
ness. Up to the week ending Aug. 11, busi- 
ness in the shoe stores was. excellent. 
Clearance sales are now going on and are 
playing an important part in stimulating 
buying to some extent. 

Most of the retail shoe merchants are 
very well satisfied with the summer busi- 
ness, reporting it to be substantially ahead 
of the 1922 sales. When the time comes for 
stocking with fall merchandise there will 
be little summer stock left on the shelves 
due to the splendid response during June 
and July. Sales during July exceeded the 
expectations of many of the merchants 
and in one case an increase of 108 per cent 
over the sales of the corresponding month 
in 1922 was reported. That store is the 
Booterie, formerly the R. H. Solomon Shoe 
Co. Several months ago firm was re- 
organized and re-named and Mr. Solomon 
took A. M. Wesson, a shoe man of con- 
siderable experience, into partnership. 
Men’s and children’s shoes were dropped 


and women’s novelty shoes at popular 
prices became a specialty. This change in 
policy is regarded by the proprietors as 
responsible for the increase in business. 


Interest in Suedes 


Stores catering to the more exclusive 
women’s novelty trade report an interest 
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in dark suedes, patents and satins and it 
is expected that they will be the leaders 
during the late summer and fall. Spanish 
heels, both medium and high, are also being 
favored. Others selling popular priced shoes 
see indications of a brisk demand for 
lighter shades as well as dark. 


Shoe Stores Consolidate 


The Beebive store on State Street has 
consolidated with Albert’s on East Broad- 
way. Theformer’s lease expired and it was 
decided to close the store and remove the 
stock to the East Broadway establish- 
ment, where a large sale will be held to 
dispose of it. Both stores are in the Hirsch- 
man chain, Albert’s being one of the larg- 
est in the city. 


Other News 


Andy F. Smith, local manager of the 
J. J. Fontius and Son store, says his find- 
ings business has increased 150 per cent 
during the past year. He believes in carry- 
ing these goods where they may be readily 
seen by customers coming into the store. 
Mr. Smith said the hosiery business, both 
men’s and women’s, was also making big 
gains and was an evidence people are look- 
ing to their shoe stores to furnish all their 
footwear. 

R. H. Solomon of the Booterie is enjoy- 
ing a vacation on his ranch at the mouth 
of Provo Canyon, Utah. 

The Auerbach and Keith-O’Brien shoe 
stores recently moved into new homes. The 
Keith-O’Brien firm moved into a smaller 
store next door to its former location 
while the Auerbach company moved into 
the store formerly occupied by its compet- 
itor, a fine, handsome building which it 
has owned for many years. 

Salt Lake City is enjoying a building 
boom. Permits are more than 100 per cent 
over the same period of last year, when 
building operations were considered to be 
on a satisfactory scale. 





DENVER 


Retail Business Shows Increase 


Good Farm Crops in Fall Expected to Boom Buying in 
All Lines 


N increase in business in the country 

districts in Colorado is expected this 
fall with the placing on the market of good 
farm crops. The increase in country busi- 
ness will, of course, serve to make business 
better in the cities also and Denver will 
benefit. The present outlook in Colorado 
for growing crops. and all types of live 
stock is very favorable. Farmers are com- 
plaining of alabor shortage and of difficulty 
in obtaining experienced help, but it is 


reported that harvest operations are pro- 
gressing rapidly by co-operating and com- 
bining forces. 

Business in all lines is showing increas- 
ing right along in Colorado. Mining is 
good, industrial plants are operating at 
capacity for the most part, building is 
booming and everything seems to be work- 
ing hand in hand to put more money into 
circulation. 

Retail shoe merchants report they have 
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enjoyed a good business during the week 
ending August 11, with an increase noted 
over the same period last year. There has 
been a very good demand for red and 
green sandals. White shoes have also com- 
manded a good salein Denver this summer. 
Fall footwear has not as yet made its ap- 
pearance in the show windows of Denver 
shoe stores. 

There has been a good sale of men’s 
shoes this summer with black oxfords sell- 
ing freely. Brown oxfords have also com- 
manded a good sale in this city. 


Good Buying at Sales 


The Broadhurst-Young Shoe Company 
is holding a clearance sale of low shoes for 
women. The firm is selling out a stock of 
1,500 pairs of these shoes at $5.85 a pair. 
Reports from the store are to the effect 
that a very good summer business has been 
enjoyed. 
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The Muth Shoe Store is conducting a 
special of 1,000 pairs of pumps, oxfords 
and slippers. They are being sold at $1.85 a 
pair. 

The Johnston Shoe Company is featur- 
ing a special price reduction sale of Ease- 
All shoes for women. The store reports a 
very good summer business that is ahead 
of what it was during the same period last 
year. 


Market Week Observed 


The annual Market week was staged 
during the week ending August 18. An 
entertaining program was arranged by a 
committee and many out-of-town mer- 
chants came into the city. On the reception 
committee was: L. M. Purcell of the L. 
M. Purcell Shoe Company, and Joseph 
P. Dunn of the Joseph P. Dunn Shoe & 
Leather Co., was a member of the finance 


committee. 





INDIANAPOLIS 


Summer Clearances Successful 


Season Just Closing Has Seen Volume Business on Whites— 
Browns Showing Up for Fall 


USINESS with the Indianapolis shoe 

merchants for the last two weeks has, 
as several dealers expressed it, been “‘just 
a little quiet.” In other words there has 
beena noticeable dropping off in the volume 
of sales, but this is not regarded as unusual 
for this time of the year—generally re- 
ferred to by the shoe men as “between 
seasons.” 

The dullness is said to be due largely to 
the fact that the midsummer clearance 
sales, which have been in progress since 
July 4, have just about cleaned out the 
summer lines and it is yet too hot for fall 
and winter styles to be moving at a very 
rapid rate. 


Some Fall Styles on Display 


Until a week or so ago practically no 
reductions were made on white footwear. 
The clearance sales were confined largely 
to colored lines, discontinued lots or odds 
and ends. The shoe men say their stocks 
of white footwear dwindled so much at 
regular prices that it has not been neces- 
sary to make any great price reductions in 
order to close them out. 

Some of the early autumn modes are 
being displayed in the windows of a num- 
ber of the downtown stores and some fall 
shoes are being sold, but not in great 
numbers. Among the early arrivals, 
browns, wood shades, camel and bronze in 
satins, suedes_in straps and gores seem to 
be the most prominent. A number of 
French lasts are noticed among some of 
the early showings. Light tans and blacks 
are being shown for the men. 


Marott Off for Europe 


George J. Marott, owner of the Marott 
Shoe Shop, sailed August 14 from New 
York for a tour of foreign countries. He 
expects to be gone about two months and 
while away will make a study of business 
conditions, particularly as they apply to 
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the shoe business, in the countries he visits. 

Before leaving Indianapolis, Mr. Marott 
announced that the Marott store will be 
closed every Saturday night in the future. 
The announcement, which affects 130 
employees of the establishment, was in the 
nature of a “going away” gift. 


New Shoe Store for Portland, 
Indiana — 


Selma Finch and A. B. Brosher, who 
have operated a grocery at Portland, Ind., 
for a number of years, are closing out their 
grocery stock preparatory to embarking 
in the retail shoe business. The shoe store 
will be established in the same rooms in 
which the grocery was situated. 


Evansville Firm to Move 


The Peoples Shoe Company, 405 Main 
Street, Evansville, has taken over a lease 
on a business building at 219 Main Street, 
and will move to the location in a short 
time, it was announced recently by O. C. 
Burke, manager of the company. The new 
location will give the shoe company more 
adequate space for sales and display 
purposes. 


- Kinney To Close Store 


The G. R. Kinney Company’s retail 
shoe store at Logansport, which has been 
in operation for the last three years, will 
be closed soon. According to E. T. May- 
nard, manager, the store has not been a 
success and it was decided by the company 
to close out the stock. A closing-out sale is 
being conducted. 





CANTON 


Greatest Volume in Years 


Good Retail Shoe Business During Summer Season—Falling 
Off in Buying Noted. Lately 


OLUME of sales during the summer 
season in many instances was the best 
in years, retail shoe merchants report. 
Merchants are well satisfied with the re- 
sults of summer sales and at present ate 
anticipating a brisk business with the 
opening of the fall season. White and va- 
rious colors in women’s footwear sold 
freely, but at present there is a slight lull 
in the retail shoe trade. , 
Figures released this week by the Akron 
Merchants’ Association show that the 
general retail business for the first six 
months of 1923 was 18 per cent better than 
the first isx months* of last year. During 
the six months period more than 600 
business volume reports were filed with the 
association offices, thus affording a fairly 
accurate barometer of local retail con- 
ditions. 


New Youngstown Store 


Opening of the Millar Patton Company 
Shoe Store in the Ritzel Building, Young- 
town, took place receatly and the room in 
appointments ranks with any store of its 
kind in the state, it being modern in every 
detail. David Millar, president of the 
Millar Patton Company, is a Youngstown 
product. He received his early shoe ex- 
perience as a boy in the Proctor-Klingen- 
smith store. When the business was in- 
corporated in 1914 he became interested 
financially and acted in the capacity as 
secretary. Later he was associated with 
the C. B. Klingensmith Co. Ray F. 
Patton has been a resident of Youngs- 
town for several years, coming here from 
Steubenville, to affiliate with the Proctor- 
Klingensmith Co. 
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“First Be Sure You're Right, 
Then Go Ahead” 


Some shoe men are so used to leather that they 
honestly never have taken time to find out that 
West Virginia Fibre is actually better than ordinary 
leather, as well as less expensive, for shoe counters 
and insoles. 


We would be very glad to correspond with any 
manufacturer or wholesaler who still has any doubts 
on the subject. Ifhe is open minded we can submit 
proof that West Virginia is not only the best Fibre, 
made by the best process, and from the purest raw 
material, but for counters and insoles it will outwear 
any but the most expensive leather at about 
one-quarter the cost. 


Pulp Products Department 


West Virginia Pulp & Paper Company 
200 Fifth Avenue 732 Sherman Street 
New York, N. Y. Chicago, III. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Another evidence of the 
Quabaug purpose to set 
the pace in rubber heel 
development. 
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As rubber heels progress 
in popularity ARMOR- 
TRED Heels will play 
their part in that progress. 
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ARMORTRED _ rubber 
heels on your shoes will 
help in increasing customer 


good will. 
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Quabaug Rubber 
Company 
By graduating the heel from back North Brookfield Mass. 


to breast (4% inch thick at back 

ant vs inch at breast, as shown 

ee ve) a perfectly flat striking sur- 
s afforde 








This illustration shows how Armor This illustration shows how the or- 
tred CUSTOM Heel helps to give dinary heel tends to rise and strike 
the whole shoe a perfectly flat tread. at the breast, but not at the top. 
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RUBBER HEELS 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Winner of this year’s $200 prize for the best Keds window trim. The store is thal of Hanke Bros. Co. 


of Cincinnali and the display man who planned it is R. E. Courtney. 


Mr. Courtney reports that the 


window not only created a demand for the footwear featured but also was instrumental in selling other 


types of foolwear as well. 











Gloucester Great Center for Sale of 


RR presets be: of Gloucester, Mass., 


probably buy and wear more rubber 

boots than people of any other city 
of the same size in the country. And the 
statement, and certain remarks relating to 
it, are doubtless of timely interest to the 
rubber trade, as well as to people generally, 
for Gloucester will soon celebrate its ter- 
centenary, and, also, will soon sail its in- 
ternational fisherman’s race for the Lipton 
cup. 

For the fisherman depends upon good 
boots of rubber as an automobile depends 
upon its rubber tices. “Red jacks,”’ or tall 
boots of heavy cow hide leather with four 
thick soles, fastened on by pegs of wood, no 
longer serve him. He wants rubber boots, 
good rubber boots, and plenty of them. 
The average fisherman has at least two 
pairs of rubber boots; the pair that he 
wears and the new pair that he holds in 
reserve. Many have three, or even four 
pairs. There are 4000 fishermen sailing out 
of Gloucester, and many other fishermen 
who come into port there. So it will be 
seen that their consumption of rubber foot- 
wear is considerable. 


Straight Last Boots 


The fisherman has his own special re- 
quirements in rubber footwear. He likes 
straight last boots. He often refuses to buy 
rubber boots that are made over right and 
left lasts. He has no time to spend in sort- 
ing out the right boot from the left boot 
in the dimly lighted forecastle when the 
calls come for him to go on deck. He wants 


Rubber Boots 


boots that he can jump right into. That is 
why he buys straight last boots. 

For winter weather, the fisherman wants 
a hip high boot, while for summer he is 
satisfied with knee high boots. When the 
wintry waves are breaking high, the fisher- 
man needs all the footwear protection he 
can get. In summer weather, he can wear 
lighter rubber footwear. Also, he wants a 
boot with an extra high instep, and of a 
size two or three sizes above his fitting size, 
for when the days are cold and stormy he 
puts on. two, or even three pairs of heavy 
woolen stockings to keep his feet warm and 
dry. Plenty of room there must be inside 
rubber boots in order to accommodate the 
thick hosiery. When resting, either on deck 
or in the forecastle, the fisherman may 
walk around in bis woolen stockings, or 
may put on deck slippers. But when at sea 
he sticks to his rubber boots most of the 
time. 

Luck and Merchandising 


A fisherman may come to the store with 
a story that his last trip to the banks was a 
failure, and ask for a pair of boots on credit 
and a couple of weeks later he may come 
in with a roll of bank bills as big as a cod, 
and tell a story of a lucky catch. Then he 
will pay his bills, and will buy one or two 
more pairs of rubber boots. 


Special Types for Packers 


Besides the demand for rubber boots 
from fishermen, there is also a demand for 
special types of rubber footwear from the 
mea and women who work in the fish pack- 


ing houses. The boots for fishermen are 
especially made, so that they will stand 
the action of salt water. But the fisherman 
gives his boots the hardest kind of wear. 
The soles stand the wear, but uppers now 
and then give way quickly. Then the 
fisherman comes back to the retail mer- 
chant, and asks for an adjustment. He 
usually gets it, for the fisherman is usually 
a fair man. Besides, his influence is far 
reaching, for he tells of his hoots, and other 
equipment of the trade over the vast sea 
on which fishermen sail. The next cus- 
tomer in a Gloucester store is aa likely to 
be a man from Newfoundland as a resident 
of Gloucester. 

Gloucester’s business ia footwear is by 
no means entirely restricted to rubber 
boots. Many good style shoes are sold ia 
the store, and the windows on a summer 
day are full of novelties, for the fisherman 
buys good street shoes for himself and his 
family. Besides, many summer residents 
buy many pretty shoes in Gloucester. How- 
ever, the rubber shoe business is a most 
interesting part of the trade of Gloucester 
merchants. 


To think without acting won't get you 
very far; and to act without thinking may 
get you some place where you would rather 
not be.—Indiana Shoe Traveler Live Wire. 


If you are ambitious to make a killing 
in this world, never start the slaughter 
with time.—Indiana Shoe Traveler Live 
Wire. 
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Prestige 


According to Webster’s Dictionary means “‘weight 
or influence derived from past success.’’ 
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Gallun’s Famous 
Norwegian Veals and Calf 


is a brand of leather that has earned the right of prestige 
classification by over twenty-five years of unquestioned 
quality and meritorious service in the shoe industry. This 
popular leather was originated and named by the firm of 
A. F. Gallun & Sons, Milwaukee, over a quarter of a cen- 
tury ago. It has built up an envious influence among shoe 
manufacturers and retailers of better-class footwear. 
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A smooth finished leather that is pliable, 


Aztec Calf strong and pleasing to the eye. Offered in the 
Fashionable shades. 
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Viking Calf Available in black and five colors. A smooth 


finished leather of superior merit. 
——_@-— 


~A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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Midsummer Sales Approach End 


Some Retail Shoe Stores Show New Fall Patterns—Strap 
Models Very Popular 


ALL patterns in women’s footwear 
were more prominently displayed 
during the week ending August 11. Several 
retail shoe merchants devoted a section of 
their display windows to showing some 
new models. The strap patterns in almost 
every case featured the fall numbers. Log 
cabin, gray, field mouse, champagne and 
brown are the leading colors. Black patent 
and satin are also used freely in the latest 
styles. 

The termination of clearance sales was 
also marked during the week ending 
August 11 and reports from the various 
stores correspond in substance. Business 
was good in every store where there was a 
clearance sale and there were very few 
which did not have one. Merchants agree 
that clearance sales have served as a 
stimulus to move the stocks and make 
room for fall supplies. 


Patent Leather Sells Well 


Demand for patent leather patterns 
continued to be strong and many of the 
Botosn merchants are’ confidently an- 
ticipating a good business in patent in the 
fall. Black satin has also proved a good 
seller and many of the new models are of 
this material. Some salesmen reported 
that they noticed a call for welt oxfords 
during the early part of the week. How- 
ever, very few of the more subdued colors 
on strap patterns are welt shoes. They are 
in most cases turns; some heavy and some 
of lighter construction. 

The modified French toe is a prominent 
characteristic on the new fall numbers. 
Heels measure 14-8 on some shoes with 
the modified French toe. Some patterns 
with this type of toe are built with 16-8 
heels. 

Sales of white canvas oxfords for 
women were reported as falling off decided- 
ly. One store manager said he was glad 
that his stock on this type of whites was 
limited. He reported white kid shoes were 
selling much freer than canvas. 

Men are responding fairly well. Retail 
shoe merchants say men are buying more 
freely of tan oxfords. Blacks are going 
well, too. Suitable footwear for summer 
resorts enjoyed good demand during the 
week, especially shoes with the crepe sole 
attached. Some white oxfords were sold. 


New Crossett Store Opens in 
September 


The second Crossett Shoe Store for 
Boston will be opened about September 1 
at 292 Washington Street. ‘The store will 
handle exclusively men’s footwear, while 


the other Crossett store at 78 Boylston 
Street, in the ground floor of the Little 
Building sells men’s and women’s shoes. 
The interior of the store is now being 
fitted with attractive furnishings and the 
display windows will be so arranged as to 
be ideal for shoe trims. Walter K. Thayer, 


- manager of the Boylston Street Store, 


will also manage the new store and is 
planning arrangements for the opening. 


Resolution Adopted at Special 
Meeting 


A special meeting of the directors of the 
New England Shoe and Leather Associa- 
tion was held August 8 at the headquar- 
ters, 166 Essex Street for the purpose of 
adopting resolutions on the death of 
President Harding. Herbert T. Drake, 
president of the association, presided. 
Remarks in eulogy were made by Mr. 
Drake and other directors. 

Arthur B. Butman, chief of the Shoe and 
Leather Manufacturers Division of the 
Department of Commerce, a personal 
acquaintance of President Harding, was 
present and eulogized the late presideat. 

The following resolution was offered by 
Charles C. Hoyt and adopted: 

“Warren Gamaliel Harding, the 28th 
president of the United States, has passed 
on in his prime and tbe fullness of bis 
power. 

“‘Nation-wide is felt the loss of this 
great-hearted and strong-minded bead of 
the Republic. 

“A sincere and willing worker from 
early youth, he did with his might what 
his hands found to do, and so duty nobly 
done led him to the highest office in the 
nation and the world. 

“The Directors of the New England 
Shoe and Leather Association, meeting 
on the 8th of August, 1923, in honor of 
our illustrious dead, hereby express their 
heartfelt appreciation of the noble life and 
spotless character of our lamented Presi- 


. dent, and their deep sense of the great loss 


the Nation has sustained. 

“Of him it may truly be said: “Well 
done, good and faithful servant, enter 
thou into the joy of thy Lord.’ 

“*To his successor, our former Governor 
and fellow-citizen of Massachusetts, we 
pledge our strong support and our firm 
belief in Calvin Coolidge, the man, and 
the President. 

“We confidently predict for him an 
able, upright and honorable administra- 
tion of the exacting and arduous duties of 
the high office to which in the Providence 
of God he has been called.” 








Where to Buy 


Women’s Shoes 














BLEECKER STYLES 


Are the last word in footwear 
for stylish women 











Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 


207 Essex Street 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slippers and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








E. A. & M. C. Witherell Co. 


Manufacturers 
Women’s Turns, 
Bootsand Slippers 


F 
Haverhill, 
Boston Office 
Rice Bidg. Reom 406 








J.W.BARNARD & SON 


Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 
for Ladies 


IN STOCK 











STOCKBRIDGE SHOE COMPANY 
a 


HAVERHILL, MASS, 
ZU SAS” 














Where to Buy 


Miscellaneous 
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NEW YORK 


Retail Prices Holding Up 


Few Reductions Noted, Even on White Shoes—Straps and 
Gorings in Fall Styles 


LTHOUGH a mid-summer dullness 

is observable in the local shoe retail 
field, retail merchants here are holding 
prices fairly firm. As yet there have been 
no large price reductions on white shoes 
and the price cuts on other types of foot- 
wear have been modest, compared with 
the cuts that were made last year. 

This is explained by the fact that retail 
merchants bought their stocks cautiously 
this year and also by the fact that retail 
volume appears to have been anywhere 
from 25 to 50 per cent heavier for the first 
six months of this year than it was last 
year. 

Another angle on the situation is that 
price cuts no longer stimulate buying. as 
they once did. The general public, so far 
as shoes are concerned, at least, no longer 
buy bargains merely because they are low 
priced. “It is impossible to drive the 
women, or the men either, into buying 
shoes unless they need them or want 
them,” said of New York’s best 
known shoe merchants last week. “Price 
is no longer the motivating force in shoe 
merchandising, although every effort must 
be made to keep prices within reasonable 
bounds.” 

In the summer clearance sales now in 
progress prices around $6 and $7 a pair for 
medium to good grade shoes are generally 
the rule. 

There have been few clearances of men’s 
shoes so far. Two of the leading chain or- 
ganizations in the men’s field here, the 
Ward stores and the London stores, are 
holding firm to the prices that have pre- 
vailed since the opening of the season. 


Fall Styles on Display 


In the fall showings that retailers are 
edging in along with the summer clear- 
ances, straps and gorings appear to tell the 


whole story. Two- and three-strap models 
are shown profusely, many retailers show- 
ing a preference for the three-strap model 
in which the three straps combine over 
the instep into a sort of medallion pattern. 

The same type of shoe also is shown 
with goring fastenings. Side gores rather 
than front gores are in the lead in the early 
fall retail displays now. 

Just how strong ooze will be for fall sell- 
ing is an open question among New York 
merchants. There is some feeling that ooze 
and suede will not bear out its first prom- 
ises. Recently consumer demand has 
swung around to patents and satins fairly 
strongly. The fact that black is being used 
largely by the cloak trade and in dresses 
gives the New York shoe merchants an 
idea that black will forge to the front as 
the leading shoe color when the season 
gets under way. 


Light Colors for Linings 

One of the Fifth Avenue specialty shops, 
Stewart & Company, are having their 
women’s shoes all lined with light tan or 
gray linings. This is a direct development 
traceable to the continued demand for 
light colored hose for wear even with dark 
shoes. According to officials of the store 
there has been much complaint from 
women on the score of having their hosiery 
badly soiled from the dark linings in shoes. 
The light colored linings, it is felt, will 
eliminate these complaints. They also 
form the basis of strong selling talk for the 
sales force. 


Louis Goldstein Dead 
Greenville, S. C., Aug. 6—Louis Gold- 
stein, a well-known shoe merchant, died 
recently at his home after a long period of 
illness. He had operated the Sample Shoe 
Store here for some time. 








PHILADELPHIA 


Marked Preference for Suedes 


Shoe Manufacturers Report Straps and Gores as Prevailing 
Patterns—Prices Remain the Same 


ACTORIES here report trade a little 

quiet, due both to the between-sea- 
sons period and the ever-continuing un- 
certainty of the retail and wholesale mer- 
chants on the style situation. Suedes seem 
to be more popular than anything else. 
They are being asked for in blacks, browns, 
and grays. In some quarters the demand 


for suedes is expected to decline very ma- 
terially with the coming of cold weather 
and calf and kid take its place. There is 
also some call at the present time for pa- 
tent leather and gun metal. 

The prevailing patterns are gores and 
straps. There seems to be very little, if 


‘any, tendency towards staples, though 
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one manufacturer reports that there is 
more leather and less open-work in the 
shoes for fall than in those which were pop- 
ular during the summer. 

Prices have undergone norecent changes. 
Reductions are precluded by the fact that 
there has been no deflatioa in labor costs 
and raw materials are still high. Advances 
are held to be just as improbable as de- 
clines. 


Slight Activity Due to Style Forecasts 

John C. McKeon, of Laird, Schober and 
Company, reports slightly increased ac- 
tivity due to the issuance of the recent 
style forecast by the tanners, manufac- 
turers, and retail merchants. Business 
generally, however, is rather dull, though 
it is not any slower than it usually is this 
time of the year. 

Mr. McKeon says that, in line with the 
need felt at the last meeting of the tanners, 
manufacturers, and retail merchants for 
more news publicity for the industry, a 
newspaper story was prepared from the 
style forecast and sent to the papers in 
several of the larger cities. He reports that 
it was favorably received and given con- 
siderable space. Concerning colors, Mr. 
McKeon says that browns will be the most 
popular for fall. Blacks will run a close 
second and will be followed by a moderate 
demand for grays. 

Solid kid shoes will not be in very much 
demaad except in the browns. Kid, how- 
ever, will be very popular as trimmings on 
satins and ooze. Fancy patterns continue 
as popular as ever. There was some agita- 
tion towards staples but it seemed to have 
had the opposite effect from that intended. 


Some Orders for Glazed Kid 


Some orders for glazed kid are coming 
in though the trade in general is not very 
active. The chief obstacle to good trading 
in glazed kid at the present time, accord- 
ing to manufacturers here, is the popular- 
ity of the suedes. It is felt, however, that 
suedes will not dominate the field much 
longer as they are not suitable for wear in 
cold weather or with overshoes. There is 
also considerable call for patent leather 
and for satins. Black glazed kid is the more 
active, though brown is expected to enjoy 
fair trading a little later. There will not be 
much call for grays. 


Wholesale Trade Slow 


Fall trading among the wholesale men 
is developing very slowly. One merchant 
reports patent leather leading the market, 
with black satin coming next, and suede 
third. Straps and cut-outs will continue 
in styles more fanciful than those of the 
summer according to this dealer. Kid will 
not figure very prominent y in the fancy 
shoes. Prices will remain unchanged ex- 
cept for such advances as will be necessi- 
tated by additional work required on ex- 
treme patterns. 
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Sole Leather Trade 


Tanners here report no change in the 
sole leather situation. The between-sea- 
sons period in the shoe factories is slowing 
up buying of sole leather. Very few, if any, 
of the factories in this district are closed 
though the production of some of them is 
quite low. Tanners say that the makers of 
cheap shoes seem to be more active than 
the high-grade factories. There has been a 
very slight change for the better in the 
findings trade. Quite a few cut soles have 
been sold recently. Prices have undergone 
no changes though there has been a ten- 
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dency toward stabilization. One t 
reports he has gotten an advance on turn 
soles due to an increased demand and a 
rather limited supply. 


McKeon Going to Europe 


John C. McKeon, of Laird, Schober and 
Company, who will sail for Europe on 
September 15, expects to visit the branch 
agencies in Paris and London and the ac- 
tive accounts of his company while abroad. 
He will travel through England, Germany, 
Belgium, Italy, and Scotland. 


Simon Making Shoes 


Leroy Simon, formerly connected with — 


Perkins and McNeely, has entered the shoe 
manufacturing business at West Point, 
Penn. 


Cousin’s Clearance Sale 


George W. Herman, of J. & T. Cousins, 
reports their clearance sale of whites, 
colored shoes, and short lines of black is 
proceeding very satisfactorily. The prices 
in this sale are $1.95, $3.85, $5.85 and $7.85. 
Outside of the clearance sale Mr. Herman 
says black, brown, and gray suede are 
selling very well. The Modise shoe, a 
dressy comfort shoe featured by -this 
store, is being offered in suede, calf, kid, 
patent leather, and satin, and in straps, 
oxfords, and higb shoes. Prices range from 
$12 to $16. Three-strap pumps and a 
tendency away from cut-outs are promi- 
nent features of the fall shoes. 


Retail Offerings 
The John Wanamaker Store is featuring 
a clearance sale of men’s shoes at $8 and 


$10. There are both sports shoes and busi-- 


ness shoes. The offerings included white 
buckskin oxfords with rubber soles, white 
buckskin oxfords trimmed with tan calf, 
and with leather soles and heels, gray elk 
oxfords trimmed with tan calfskin, 
straight last oxfords of tan or black calf- 
skin, and high shoes of tan or black calf- 
skin. This store also recently featured a 
sale of men’s sport oxfords with fiber soles. 
They were of smoked horse with brown 
calf tip, saddle, and heel foxing, else tan 
calf with brown calf saddle. The price is 
$6.40. Another feature of this store is a 
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patent leather gored pump with punch- 
work. It is a round-toed, Cuban-heeled, 
two-strap pump in patent leather. A band 
around the top and both wide straps are 
punched in a cut-out design giving the 
effect of three broad cut-work straps cross- 
ing the instep. There are elastic side gores 
and turned soles of good weight. The price 
is $12. 

Gimbel’s recently featured a sale of 
strap pumps, oxfords, and sandals in 
black kid, suedes, Russias, patent, colt, 
and satins at $3. 

Steigerwalt’s store recently offered 
plain pumps in patent leather or tan or 
white kid at $8. 

Geuting’s recently featured a sale of a 
great variety of shoes including whites, 
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black, pink, and white satin pumps, and 
brocaded metal cloth evening slippers at 
$4.90. At $6.90 they offered women’s 
low shoes in patents, satins, suedes, calf, 
and white shoes in buck, kid, and kid- 
kloth. 

Snellenburg’s at $1.49 offered a lot of 
white canvas shoes in Egyptian sandals, 
lace oxfords, and buckle or strap pumps 
with military, French or low flat heels. 

The Newark Shoe Stores offered at $3.50 
patent leather Egyptian sandals, with 
cut-out vamps and sides and low heels 
with rubber heels attached; tan calf one- 
strap pumps with novelty stitching and 
low heels; and tan calf Blucher oxfords 
with novelty perforations, and military 
heels with rubber heels attached. 





BROOKLYN 


No Basic Changes in Style 


Variations of Patterns, However, Continue to Crop Up— 
Shoe Factories Fairly Busy 


ROOKLYN factories are all now 

fairly well engaged with business 
running for the next month or two. Orders 
continue to come in slowly and are gen- 
érally for small lots, but the buying is wide- 
spread. Salesmen now on the road, par- 
ticularly in the South and Far West are 
sending in good orders, according to man- 
ufacturers of their executives here. 

There have been no basic changes in fall 
styles. The manufacturers are still ad- 
hering to the same general lines that were 
shown earlier in the season. New patterns 
are being produced almost daily, however. 
Most of these are concerned with novel 
methods of strappings or overlays. In 
general kid trimming on ooze or suede 
continues as an outstanding feature. 


Ooze Leather Hard to Get 


The volume of ooze shoes going through 
the factories here has taken a drop re- 
cently, largely because of the difficulty 
that manufacturers are finding in getting 
suitable quantities of ooze. For this reason 
there has been some pushing of patent lea- 
ther to replace ooze or suede. 

Satins are again forging to the front for 
fall use, according to some manufacturers 
and a considerable quantity of black satin 
shoes, trimmed with ooze are now going 
through the works. 


New Heel Appears 

A new heel, known as “‘Duchesse”’ and 
by various other appellations has made its 
appearance here. It is a combination of 
the Cuban and French heels, slightly 
higher than a baby Louis and not quite 
as high as a full Louis. It is in strong de- 
mand among some of the leading New 
York retail merchants, according to manu- 
facturers who are using it. 


To Make Men’s Truwauk 


I. Miller & Sons announce the com- 
pletion of arrangements whereby Field & 
Flint, of Brockton, will manufacture a line 
of men’s Truwauk shoes, containing the 
same general features that distinguish the 
Miller Truwauk for women. Both the 
men’s and women’s Truwauks will be sold 
on the road by a special staff of six sales- 
men, which is now being organized. 
Miller’s report an exceptionally good busi- 
ness in their women’s Truwauks and the 
addition of several new accounts now 
handling the shoes. 


Max Schneider Is Now Mer- 
chandise Man 


Max Schneider, a salesman connected 
with I. Miller & Sons, Inc. for the past 
five yeats, was recently appointed mer- 
chandise manager and buyer for the shoe 
department of Auerbach & Guettel (The 
Palace Clothing Co.) of Kansas City, Mo. 
and Topeka, Kas.; also for the Plymouth 
Clothing Co., which recently opened at 
St. Joseph, Mo. 


Will Make Women’s Shoes 


Seymour Troy, formerly half owner of 
the Cornell Shoe Co., Brooklyn, N. Y., 
acting in the capacity of salesmanager and 
treasurer, announces the formation of his 
own manufacturing organization, Sey- 
mour, Troy & Co., Inc., 79 Front Street, 
and will cater to his many friends who in 
the past were kind enough to give him 
their co-operation, to achieve this wonder- 
ful prospective. 

Mr. Troy has secured the services of 
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designers and craftsmen whose art has 
been manifested in the most exclusive 
lines of women’s footwear. 

Among the executives who will be active 
in establishing the Seymour Troy Co. as 
a leader in the shoe industry are I. Wein- 
stein, formerly with several large shoe 
manufacturing plants as supervisor; H. C. 
Sherman, formerly with Cornell Shoe Co., 
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who will be Eastern representative for the 
new concern. A Southern representative 
will be announced in the near future. A 
cordial welcome to those associated in the 
shoe industry has been extended by Mr. 
Troy inviting them to inspect the new 
show rooms and factory. The slogan 
adopted by the company is: “See More 
Troy Shoes.” 





ROCHESTER 


Miniature Fall Style Shows 


Display Windows of Retail Shoe Merchants Brightened by 
Exhibits of New Patterns 


RADUALLY the display windows 
of the retail shoe stores are being 
transformed into miniature fall style 
shows. Pretty window trims, featuring 
latest creations in women’s fall footwear, 
are very conspicuous and the last of the 
clearance sales are waning as the mer- 
chants are planning for the opening of the 
fall season. 

Business in the shoe stores has been 
good. It is partially due to the quick good 
and quick buying at the midsummer sales 
that the fall showings are somewhat 
earlier this year than in prior years. More 
subdued tones are predominating in strap 
patterns in women’s footwear in the new 
displays. 


Stimulates August Business 


A letter sent out by William Pidgeon, 
Jr., to his customers offers them a dis- 
count of 15 per cent on all footwear pur- 
chases made during the month of August. 
The letter says: “Our business is always 
very quiet in August and always a source 
of loss for the rest of the year. To over- 
come this condition we offer you and your 
friends a special 15 per cent discount on 
any shoes that you buy in August. There 
will be no newspaper announcement and 
no one can get this discount without this 
letter for we believe that any extra saving 
should go to our customers and friends 
and not to the general public. You will 
naturally buy shoes in September or 
October and all we ask is that you an- 
ticipate your needs for a month or two and 


in return for your anticipation we will 
save you 15 per cent of the cost of the 
shoes.”” The letter concludes with this 
P. S: “If you cannot avail yourself of the 
discount hand this letter to a friend.” 


Funeral of Sandy C. Gloud 


Sandy C. Gloud, one of the best known 
shoe salesmen that ever traveled out of 
Rochester, passed away at his home in 
Rochester, after an illness of nine months. 
Prior to his illness he represented the. 
Leach Shoe Company for a number of 
years, traveling in the northwestern 
states. At one time Mr. Gloud represented 
the Utz & Dunn Co., in the same territory. 
The late shoe salesman was born in Gar- 
den Island, Canada, in 1865. He was most 
active in promoting the shoe industry in 
Rochester. He also took considerable in- 
terest in civic movements and in yacht- 
ing. Mr. Gloud was a member of the 
Rochester Yacht Club and was elected to 
honorary membership in the Royal 
Canadian Yacht Club which competed 
with the Rochester Yacht Club. 


Shoe Workers at Picnic 


Shoe workers of the Menihan Shoe 
Company held their annual picnic at 
Manitou Beach on August 18. Com- 
mittees under the direction of Elmer 
Hagreen arranged the field events and 
plans for the dinner. Employees of the 
Menihan Shoe Company and the Arch 
Aid factories attended. 





‘LYNN 


Good Business Continues 


Orders in Large Volume Received—Call for Suedes and Straps 
Very Pronounced 


S Lynn stands in mid-August time 
and the volume of business is ex- 
cellent, orders are coming from far and 
near, and factories are hurrying shoes for 
fall openings. One set of figures, recently 


prepared, shows that Lynn will ship 
1,000,000 pairs more shoes this year than 
a year ago. Novelties is the reason. Lynn 
novelties are sweeping up orders every- 
where. 








Where toB 
Children’s Shoes 

















‘Bonita: Shoo? Baby] 


In Stock 








SCIERTIMAC 
SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 

AND YOUNG LADIES 
DR.A POSNER SHOES INC. | 


140 W. BROADWAY NEW VORK 


SEASTORY, y 

















Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 16 Columbia Street 

















Where to Buy 


Engraving and Printing 








ASK FOR SAMPLES ~ 

We Cre and Sr” s 
TOLMAN PRINT. INC. 
Lp or S and PLANT BF cK NMA & 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 
201 South Street Boston, Mass. 
Telephone Beach 4960-4961 











K The HOWARD PRINT Suc 


OCKTO N. MAS 


PRINTING 


FOR THE 


een ere. natant 





Where to Buy 


Hosiery 





OLLYWOO 
H°“iose . D 


Reg. U. S. Pat. Off. 
Guaranteed fullfashioned 
Let Your Jebber Carry Your Stock 
Harrington & Waring 
41 Union Sq. W. New York 











J. R. BEATON CO. 


Inc. 
331 Fourth Ave New York City 


CHICAGO 
227 West Jackson Bivd. 


ATLANTA 
246 Peachtree Arcade 
BOSTON 
99 Chauncy Street 


























Where ma Buy 


Ballet Slippers 














BALLET SLIPPERS in Stock 


ewes 4 eae 
ench M 
BLACK KID sort TOE $2. yy BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 


I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 








Chicago 
WM. SUMNER SMITH CO. 




















Where to Buy 


Shoe Dlustrations 




















« GUD RWOODA PI 


BOOT AND SHOE RECORDER 


Straps in Great Demand 


As for styles, it is the old story of suedes 
and straps. Manufacturers frankly say 
that straps are even crowding oxfords, let 
alone boots. Some are beginning to won- 
der how much longer straps will continue 
to hold their popularity with women. One 
designer brightly replies that “Straps will 
please women for as long as we can con- 
tinue to make new strap patterns.” 

Black shoes continue to gain according 
to several manufacturers. The blacks in- 
clude suedes, satins, patent and kids in 
light dress shoes and heavier types of 
dressy street shoes, and, also, calf in street 
shoes. 

There is quite a difference in ideas about 
soles of shoes for this fall and winter and 
next spring and summer. Some welt shoes, 
newly sampled, show the heaviest bottoms 
that have been seen in Lynn since the 
days of double sole McKays, which were 
popular in 1876, or thereabouts. They 
believe that some of these shoes will sell 
this fall and winter. But on the other 
hand the McKay shoes now in style have 
the lightest bottoms that ever were seen 
on Lynn shoes. The lightness of a sole does 
not necessarily mean a short time wearing 
sole, for a good light sole will outwear a 
cheap heavy sole. 

Some buyers are already asking for 
even lighter bottoms on their McKay shoes 
for next spring and summer, and a few 
said they are ready to accept even lighter 
bottomed shoes for fall. Manufacturers 
are puzzled by this demand, for if they 
should lighten their soles further, they 
would have to use smaller lasting tacks, 
and lighter cord threads for sewing soles. 
And they are already using the smallest 
tacks that the tack makers produce, and 
the lightest of cord threads. The problem 
of sewing soles could be solved by using 
lighter outsoles and stitching them aloft, 
instead of in a channel. 


Orders Coming Fast 


The factory of Murphy, Gorman & 
Waterhouse continues as busy as a bee 
hive in honey time. Orders keep coming in 
from all parts of the country. Shoes in the 
making are chiefly strap styles of suede 
leather. Straps are of the one, two and 
three straight pattern, and, also of many 
fancy patterns. A number of lattice front 
oxfords, and some gore shoes, too, are 
being made. There are some boots also. 

Suede and buck leathers on the cutting 
boards are in a long run of browns; also, 
there are many blacks, for the sale of 
black shoes is gaining. And lately some 
gray shoes have appeared. The brown 
suedes range from the lightest tones, al- 
most a champagne, to the darkest shades. 

Besides, some brown satin is being cut, 
too. And more black satin shoes have 
sprung up in the factory. Buyers by the 
way, seem to like satin shoes with trim- 
mings of kid, or even patent leather. Like- 
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wise are some suede shoes trimmed. Patent 
leather is as staple as ever. And the bright- 
ness of some patent leather pumps is 
toned down by the use of trimmings of 
dull calf. 


Novelties Made in a Week 

Lynn is quick on the trigger when it 
comes to making novelty style shoes. This 
story, from the factory of Cruise, Sullivan 
Company, shows real speed in that re- 
spect. In brief, 50 cases of novelties were 
made and delivered in a New York store 
within the short space of one week. 

The order for the shoes was booked in 
the factory one Wednesday morning. It 
called for leather of a new shade, but the 
shoes were to be a repeat of a last and pat- 
tern that the buyer had used before. So 
the firm had its lasts and patterns on hand. 
It sent a passenger automobile among 
nearby tanneries for leather of the de- 
sired shade, the buyer carrying with him a 
sample of the color that was to be matched. 
Before noon, the automobile was back, 
with the first lot of skins of the desired 
shade. They were bought at the tannery of 
Thomas A. Kelley, about a mile away. 

The cutting of the shoes was started in 
the afternoon, and the next morning the 
first of the lot of shoes were in the stitching 
room. And, to make a long story short, the 
first cases of the order were shipped from 
the factory Friday night, and the re- 
maining cases were sent the next Monday 
night, so that the shoes were in the store of 
the New York buyer by Tuesday. 

The order was filled to the satisfaction of 
the buyer within one week from the time 
it was booked. The buyer was so pleased 
that he sent a letter of thanks to the firm 
and its employees. Also, he sent a gift to 
the forelady of the stitching room, who was 
largely responsible for getting the shoes 
through on time. And he sent a check to 
settle a bet with the foreman of the cutting 
room, who wagered with the buyer that 
the shoes would be delivered on time. 


Old Firm Liquidates 

Heag & Walden, Inc., Lyna, are liquidat- 
ing. Charles H. Walden, senior member of 
the firm, says: ““We have been for years 
makers of women’s welt shoes, which are 
nw in very light demand, as the McKay 
sewed shoes seems to be largely what is 
wanted by women. To change over our 
factory to make this class of shoes, and to 
keep pace with the rapid style changes and 
demand for quick deliveries, looked to us 
like a very great risk that we did not care 
to assume after more than 30 years of 
successful business. So we have decided 
to liquidate. We want to extend our best 
wishes to our employees and to our cus- 
tomers with whom we have had very 
pleasant business relations.” 

Mc. Walden, senior member of the firm, is 
of the Walden family that has been making 
shoes in Lynn since 1793. 
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Cork Welt Line 


Another line of cork welt shoes is being 
made in Lynn, It was recently seen at the 
factory of the Welch Shoe Company. The 
shoes are of tan, or black calf, in mannish 
oxford patterns, and along the edge of the 
heavy sole is a cork welt, to help make the 
inseams waterproof. 

That sales of black shoes are increasing 
is the story told by “Tom” Welch, after a 
recent trip among big cities of the east. He 
includes, in the blacks, suedes, patents, 
kid and calf, and satins. He tells of selling 
recently more black kid shoes than for some 
time. Incidentally, this firm is making a 
line of welt shoes, with Louis heels of 
leather, and a rubber top lift on the heel. 


New Thomas Shoes 


Frank Terhune set forth for a big city 
trip last week, carrying with him a new 
line of samples from the V. K. & A..H. 
Jones & Thomas. Both McKays and ‘welts 
he carries this trip, for the factory was re- 
cently fitted up to make 1000 pairs of Mc- 
Kay shoes daily, all these shoes to have 
wood heels. The samples are of the light 
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and dainty type of suedes, kids, satins and 
patents. Also, he has a line of wood heel 
welts, for dress wear, and a good assort- 
mentof sport and street weltsof Russia and 
boarded leathers. Besides, he has a line of 
“stylish stouts.” 


Blacks Are Leaders 


At the factory of Harney, Tracey & 
Crehan blacks lead among shoes for fall, 
and strap styles, with wood heels, are 
foremost. The blacks run in suede, satin 
and patent, in the order named. A number 
of them show two-tone effects, for instance 
a black suede pump with black dull calf 
straps and trimmings. Heels are running 
13-8 bigh. 


Lynn Style Show 


The Kiwanis clubs of New England will 
assemble for a convention at the New 
Oceano House, Swampscott, September 
18-20, and, for their eatertainment Lynn 
shoe manufacturers will present a style 
show under the direction of Edric R. 
Taylor. 





BROCKTON 


Men Buying Too Few Shoes 


Shoe Manufacturer Calls Attention to Extremely Important 
Subject 


ROCKTON’S industrial plants and 

merchandising houses paused in re- 
verence and paid a tribute to President 
Harding on Aug. 10, the day of his funeral 
services at Marion, Ohio, by closing busi- 
ness at noon. This general shutdown in- 
cluded not only the city of Brockton but 
the entire South Shore district including 
all the shoe towns in this vicinity. The 
Brockton Shoe Manufacturers’ Associa- 
tion and Brockton Chamber of Commerce 
issued official announcements for the clos- 
ing period of factories and stores. Brockton 
was a silent city during the funeral cere- 
monies of the late President. 


A Striking Tribute 


A unique and impressive memorial dec- 
oration in honor of the late President 
Harding was made by the M. A. Packard 
Company on the lawn in front of its fac- 
tory on Warren Avenue. A billboard which 
has been used to advertise the Packard 
Shoe was employed to support a large por- 
trait of the late President. There was a 
drapery of black and white while at the 
base was a mass of white geraniums and 
green sprays. In the evening there was a 
border of electric lights turned on and 
the memorial was most impressive. 


Good Orders on Hand 


The labor disturbance in Brockton, 
which is now a matter of history, is fol- 
lowed by a period of great activity at a 
majority of Brockton’s shoe manufacturing 
plants. Manufacturers have now ample 
help in all departments to produce goods. 
All departments in every plant are keyed 
up to top notch of production. Deliveries 
of fall orders are being hurried. Merchants 
can depend upon deliveries which will 
coincide with their needs in fall footwear. 
Salesmen are getting out their samples for 
late fall and early spring trips; in fact many 
representatives of Brockton and South 
Shore Shoe concerns are making calls upon 
the trade in their various territories. 


A Vital Subject 


President Fred F. Field of Field & 
Flint Company, writing in a recent issue 
of Korrect Shape News, a publication is- 
sued by this concern, says: ““The men of 
this country are not wearing enough shoes. 
They have fallen into the habit of regard- 
ing their shoes serviceable long after these 
should have been thrown into the discard. 
In four years the average man buys less 
than seven pairs of shoes. It seems to me 
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Boys’ Shoes 
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that the shoemen have devoted too much 
time, effort and advertising in competing 
with each other, overlooking entirely the 
need for increasing the distribution of 
men’s shoes by awakening foot dress con- 
sciousness among the 37,500,000 men 
throughout the United States. The con- 
sequence is that men have become in- 
different to the appearance of their shoes.” 

Mr. Field pointed to the great results 
obtained by advertising the soft collar for 
men and also said the fruit-growers had 
stimulated the consumption of more fruit 
by urging the eating of more fruit in 
general, not that of any particular grower. 

“‘Let us awaken the pride of the men of 
this country in foot dress. The potential 
shoe buying power of the 37,500,000 men 
is gigantic but dormant. Let us find some 
way to awaken this slumbering giant,” Mr. 
Field said. 


“Walk and Be Healthy” 


Brockton manufacturers are getting 
squarely behind the slogan adopted by 
the shoe industry, ““Walk and be Healthy.” 
In their publicity plan they are urging this 
upon merchants with particular reference 
to men’s shoes. An increased number of 
pairs must be sold in every shoe store. Al- 
though \Brockton makes many women’s 
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welts, yet the men’s product is the main- 
stay of its industry. “When itis considered,” 
said a Brockton manufacturer, “that the 
men of the United States average to buy 
but one and seven-tenths pairs of shoes in 
a year, we realize the importance of getting 
more shoes sold through the retail stores.” 


Keith Company any Closes Branch 
actory 


George E. Keith Company has dis- 
continued the manufacture sf shoes at its 
plant in North Adams, Mass., known as 
the No. 5 factory, where shoes have been 
manufactured by this concern for the past 
18 years. Shoes formerly produced at the 
North Adams plant will be distributed 
among other Walk-Over factories. 


About Men’s Styles 


The several pages of men’s shoe styles 
which appeared in the Recorder issue of 
August 4 were favorably commented upon 
by local shoe manufacturers. These shoes 
which represented styles shown at the 
recent Boston Exhibition by manufacturers 
in Brockton and elsewhere, brought for- 
cibly to the attention of all Recorder 
readers the importance of men’s footwear 
in their merchandising plans for the com- 
ing season. 





HAVERHILL 


Solving the Single Pair Problem 


Additional Cost Taken into Consideration by One Firm Which 
Makes Additional Charge of $2 


ERCHANTS who order single 

pairs from. factories in Haverhill or 
elsewhere frequently are in controversy 
with manufacturers over what some con- 
sider excessive charges for this service. 
Hazen B. Goodrich & Co., one of Haver- 
hill’s oldest established concerns manu- 
facturing women’s high grade turn foot- 
wear, have gotten out an announcement 
regarding single pair charges which is well 
worth quoting for the benefit of merchant 
readers of the Boot and Shoe Recorder. 


Actual Loss to Manufacture Single Pairs 


The Goodrich concern states that be- 
ginning August 15 an extra charge of $2.00 
a pair is made on all lots of three pairs or 
less, this applying to regular work, special 
measurements, etc. This explanation is 
made: 

“Upon investigating the extra cost of 
special pairs of shoes in this factory, we 
find that the additional charge of $1.00 a 
pair does not compensate us for the expense 
incurred. One item alone, that of labor, 
which figures to average about $1.75 per 
pair, and for which we are called upon to 
pay double price for all single pair work, 
occasions a considerable loss on each 


transaction. Add to this the many details 
and the selection of all materials and we 
aré actual losers even at $2.00 per pair. 

“We are not furnishing these ‘Special 
pairs’ except with an idea of accommoda- 
tion and service to our customers. This 
work is unprofitable at almost any price, 
it so interferes with the schedule and con- 
duct of any establishment. However, it is a 
necessary evil, and we desire to co-operate 
with our customers in dealing with the 
problem. 

“We believe our patrons view this un- 
welcome business in much the same light 
as ourselves, and only employ our special 
pair offices when necessary, and that they 
consider the question of price of less 
seriousness than that of service, and that 
they are prepared to share the burden of 
this expense. 


Special Pairs Cannot Be Returned 


“It may not be amiss to explain some of 
the details that occasion this extra ex- 
pense. The material is especially selected, 
and the best of it used. The labor is paid 
for at double price, and the clerical work 
and incidental expenses are the same for 
one pair as for a case. Oftentimes, too, 
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materials, trimmings, ornaments, or some 
part of the product are ordered from a dis- 
tance, occasioning correspondence, ex- 
pense, and delay, and there is always waste 
of stock, and loss of factory efficiency in 
this special work. Special pairs made to 
order cannot be returned.”’ 


Business Activities Suspended 


On August 10, the day on which the late 
President Harding was taken to his last 
resting place, Haverhill manufacturers and 
merchants united in paying tribute. All 
the factories and stores were closed for the 
day, the Haverhill Chamber of Commerce 
and the Haverhill Shoe Manufacturers’ 
Association having previously recom- 
mended to its membership that all busi- 
ness be suspended on Friday as a national 
day of mourning. The response was unani- 
mous. Haverhill business in every line was 
at a complete standstill. 


Concern Enlarging Its Line 


Hannahsons Shoe Company, manu- 
facturers of women’s turn and McKay 
novelty footwear, is enlarging its line. 
Formerly manufacturing fabric goods ex- 
clusively it will now produce patent 
leather, kid and suede shoes. New lasts 
and patterns have been added and other 
preparations completed for the changes to 
be made in the factory output. The stock 
carrying feature which has proved so 
successful in merchandising the Hannah- 
son line will be continued on a larger scale 
than heretofore. 


Death of Retired Manufac- 
turer 


John A. Lynch, head of the firm of J. A. 
Lynch & Co., shoe manufacturers, died 
recently at his home in Haverhill after an 
extended illness. For 30 years Mr. Lynch 
was actively engaged in Haverhill’s shoe 
industry until an illness caused his re- 
tirement. He was born in Maine and came 
to Haverhill as a boy. He entered the 
Haverhill business at an early age and 
built up a concern which took a leading 
place in the Haverhill shoe manufacturing 
industry. 


Adding an In-stock Line 


The Harding Shoe Company, manu- 
facturers of women’s turns, is adding an 
in-stock department to its factory on 
Granite Street. This new policy is one 
which has been adopted as a forward step 
in the development of this concern’s 
business and added convenience to retail 
merchants. 


An Effective Trim 
Philadelphia, Aug. 7— D. Strumpf re- 
cently installed a very effective trim in 
cretonne effect. The idea was that of. Al 
Bogertz, formerly with Winkleman’s and 
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now manager and decorator of the above- 
named store. The original valances were 
replaced with flowered cretonne in neat 
box-plaited effects. The background had 
a window represented with the cretonne 
draperies hanging in sash effects. 

In the large window was a beautiful 
painting of a peacock. This was hung in the 
background and draped with cretonne, the 
ends of which were carried to the corners 
of the window in a V shape. A red spot- 
light gave a very artistic effect. On the 
floor of the window a green and white 
material gave a restful and cool effect. 

The display was entirely new to the 
neighborhood and created much interest. 
It made July a banner month. D. Strumpf, 
the proprietor, says Al deserves much 
credit. When asked what were the best 
sellers, Mr. Strumpf replied: ‘““Whatever 
we display. Gore pumps are good. As to 
colors, field mouse in kid and log cabin in 
suede are excellent, especially in fancy 
strap effects. Lattice work sandals are 
big. In men’s styles, we sell 75 per cent 
patent leather oxfords as the dance craze 
is now on. In all we carry 16 different styles 
in men’s patent oxfords.”’ 





Charles Meyer Entertained 
at Boston 
Augusta, Ga., Aug. 14—Charles Meyer, 
proprietor of a high-grade shoe store here, 
was recently entertained at Boston by 
William P. Brennan (“Uncle Bill’’) of 
Richards & Brennan when the former was 
on a business trip. Mr. Meyer has been 
in the shoe business for 35 years. 


Commences Business at 19 Years 

Mr. Meyer commenced his work over 
the fitting stool when but nineteen years 
old, at the “magnificent salary’”’ of $15 a 
month. When he started in business for 
himself in 1909, he had only $250 in the 
bank but he had a good name and good 
credit and he has succeeded. At first, he 
occupied but half a store with a large stock 
room in back of same. Four years ago, he 
moved to his-present location at 938 Broad 
Street, where he operates one of the lead- 


ing shoe stores of the city. He has a hosiery 


department and carries a general line for 
men, to correspond with his lines of shoes. 


Selling White Kid Straps 

During the past summer, he has sold a 
great many white kid shoes at $7.00, 
$8.00 and $9.00. Mr. Meyer stated that 
he was selling more straps than any other 
type of shoe. He is, however, buying a 
few gore pumps. Mr. Meyer believes in 
carrying a full assortment of widths and 
sizes. 





New Store Front 
New Orleans, Aug. 14—Another old land- 
mark in that busy thoroughfare of French- 
man Street will be “dressed up”’ with a new 


front. This is the shoe store of Charles 
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Tolmas, who recently bought out the shoe 
stock of Robert Fendig. Mr. Tolmas’ store 
is situated at Frenchman and Decatur 
Streets, a corner which has had a shoe store 
for the past 50 years. 

The old stock of the Fendig store has 
been sold out and new stock at popular 
prices installed by Mr. Tolmas. The new 
front will have three large show windows, 
with two entrances, one each from Decatur 
and Frenchman Streets. The inside will 
have all new fixtures and shelves and no 
expense will be spared by Mr. Tolmas to 
make it a very attractive store. Mr. Tolmas 
is assisted by Mrs. Tolmas, who is an ex= 
pert in shoe fitting; Peter Bordelon, head 
salesman, and also several saleswomen. 





Prominent Shoe Man Dead 


Norfolk, Va., Aug 13—Benjamin F. 
Hofheimer of the firm of Hofheimer 
Brothers Company, with shoe stores in 
Norfolk, Portsmouth and Richmond, died 
recently. He was the junior member of the 
concern. For 30 years Mr. Hofheimer was 
a shoe merchant and was very prominent 
in promoting civic affairs. He was vice- 
president and director in banks of Ports- 
mouth. 





Stockton Shoe Store 
Burned 


Stockton, Cal., Aug. 13—Property dam- 
age estimated at $1,000,000 resulted in 
this city recently when a fire, which orig- 
inated in the Philson Hotel at Main and 
Sutter streets, threatened to wipe out the 
entire block in the center of the business 
district of the city. 

The retail shoe store of Campbell & 
Gealey suffered loss estimated at $50,000, 
being fully protected by insurance, how- 
ever. One man was killed and 15 people 
injured while attempting to escape from 
the burning section. 

The Rosenbaum block, which housed the 
Philson hotel and several retail stores, was 
an entire loss as was the stocks and furni- 
ture and fixtures of the retail stores. All 
stores were protected by insurance. 
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GOODS YEAR 


HE Goodyear Wingfoot name is widely 

known. Wingfoot is recognized instantly as 
the name of that longer-wearing: heel, and 
therefore it helps make sales. 


Along with its wearing quality, the Goodyear 
Wingfoot Heel has better style and better fit. 
There is no substitute for Goodyear Wingfoot 
Heels. More people walk on Goodyear Rubber 
Heels than on any other kind. 


Goodyear Means Good Wear 


WENGEFOOT 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








August 18, 1923 


BOOT AND SHOE RECORDER 


HOEK TRPAVELER® 


This Department is conducted by I!rlen M. Liuney, Associate Editor 


Salesmen Expect Good and Early Business 


How the Travelers Built Oakland—Vice-President Buford McWhirter Visits Boston—Adjourned 
Pullman Surcharge Hearing September 5 at Washington 


get on the job again for early fall 

trade. Much activity in buying is 
forecasted through many inquiries re- 
ceived from merchants for salesmen to 
call to see them with lines from im- 
mediate deliveries. Shoe travelers are 
therefore anticipating an unusually early 
fall business. 


eet on the in general are anxious to 


Gene Murphy Gives Interesting Facts 

Gene Murphy, president of the Pacific 
Coast Shoe Travelers’ Association, writes 
us that the City of Oakland, California, 
recognizes the commercial travelers as its 
best builders. 

Mr. Murphy relates that some months 
ago a canvass was made among the new- 
comers to Oakland to see what it was that 
had attracted their attention to this com- 
munity. Seventy-five per cent of those in- 
terviewed said they had first learned of 
Oakland and became interested through 
commercial travelers. 

When the city’s development, situation, 
and record are such as to inspire enthusiasm 
he spreads that enthusiasm to the far 
places. In the nature of his business, in the 
trains, or in the offices of leading men of 
many states he becomes the personal rep- 
resentative of his city. 

But recently the supreme council of the 
United Commercial Travelers of America 
convened at Columbus, Ohio, for a week, 
with representatives present from every 
state in the Union and from Canada. At 
that very meeting of men who visit every 
county in the country the fame of Oakland 
was spread by the local delegates and 
others. 


Tribute from Indiana Paper 

Of that meeting, and the men who at- 
tended, the Ft. Wayne, Ind., News- 
Sentinel, after telling of the Oakland can- 
vass and its revelations said: “He is a 
serious-minded, keen, active, optimistic 
worker who is thoroughly versed in mat- 
ters interesting the merchant. Indeed, the 
wise merchant, the progressive merchant 
welcomes the advice and suggestions of the 


commercial traveler who possesses the 
knowledge of up-to-date selling methods, 
a knowledge acquired by study and obser- 
vation. The commercial traveler is a good 
citizen, a home-lover and a home-builder. 





BUFORD McWHIRTER 


Vice-President of the N.S.T. A. He represents 
the Middlesex Shoe Co. in the Southwest 





He knows human nature and responds 
readily to the appeal of the needy and 
distressed. 


McWhirter Pleased with National Office 

Buford McWhirter, vice-president of 
the National Shoe Travelers’ Association, 
came up to Boston from Waco, Texas, on 
Sunday, August 5, and has been visiting 
here during the past two weeks. On Mon- 
day, August 6, he visited the National 
Office, which he has made his headquar- 
ters. Vice-President McWhirter has had 
numerous conferences with Secretary 
Delany and together they have discussed 
the policies of the National, as a result of 
which Mr. McWhirter says that he has 


‘gained a very clear insight into the work- 


ings of the N. S. T. A. and is well satisfied 
with the “ship shape” condition of the 
National office. 

He made a call at the Recorder office 
and expressed himself as much pleased 
with the co-operation extended to the 
boys through the columns of the Recorder. 


Good Association Man 

Mr. McWhirter is a good association 
man, as he was the first secretary of the 
Southwestern Shoe Travelers Association 
and has stuck faithfully to his post since its 
inception in 1913. He has seen this asso- 
ciation grow from a membership of 0 to 
196 to date. Asked if the Southwestern 
had a membership campaign on, he said: 
““We always have a membership campaign. 
We have a most unusual organization in 
the Southwestern. We meet once a year 
and hold our meetings in conjunction with 
those of the Southwestern Shoe Retailers’ 
Association. The Southwestern merchants 
seem to feel that we help them.” 


For Retail Salesmen’s Education 


Mr. McWhirter is a firm believer in re- 
tail salesmen’s education. He stated that 
the Southwestern merchants and shoe 
travelers always devote a part of their pro- 
ceedings to the discussion of this subject 
and that many retail salesmen attend the 
conventions. 


Conditions in Southwest Promising 

“Conditions in the Southwest are very 
promising. At the present time, we are 
wondering whether the cotton crop is 
going to be a bumper crop or a medium 
one. The months of July and August 
usually tell the story, but we do not have 
to depend entirely upon the cotton crop, 
for we have plenty of oil and other prod- 
ucts. People always have to wear shoes, 
and not only women, but men today are 
demanding more style in their shoes. There 
is a strong spirit of optimism all over the 
country. The splendid harmony which 
exists among all members of the branches 
of the industry is bound to make for good 
business for the coming seasons.” 
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‘Consider the Market far 











IN STOCK 


IN STOCK 14-8 Cuban Heel. 

’ 611—Black Kid, Cross Strap... $4.50 
610—Black Kid Two Strap $4.25 616— Brown Kid, Cross —_ ... $5.00 
615—Brown Kid Two Strap...... $4.75 631— Patent Leather, Cross Strap. $4.50 

Sizes 344 to 10 C-EE 3% to 10 E & EE 


The fat ankle woman misses the pleasure of wearing tancy shoes. Her desire for style is all 
the keener, because she is barred by nature. “STYLE-FULL OVER-SIZES” will interest 
her. They provide the style and perfect fit appealing to the fat ankle woman. Stock 
“OVER-SIZES”,, and get more business and profit from this source. 


A line to either the Boston Office or the factory, and a man will call and show you the com- 
plete line, which includes “STYLE-FULL DEMI-SIZES” — made over combination lasts—, 


to fit the “combination” foot. 


Send For A Few Pairs On Approval. NOTE—To sizes 8% and 9 add 25 cents. 934 and 10 add 50 cents. 


ANDERSON-OWENS SHOE CO. sass: 


BOSTON OFFICE: 186 LINCOLN STREET 




















De Luxe 


Gold, Light Blue, Red and Rose 
Packed in Individual Pair Cartons 
Price $4.50 per Dozen Pairs 


Sold by Authorized Jobbers only 
Send us your order for nearest distributing point 





FREE < 


Window and Counter 
Display Racks prepared 
in four colors with every 
order. 3 Manufactured by 


JAMES N. MAYHEW COMPANY, Inc. 
Minneapolis, Minn., U. S. A. 


























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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G. L. BAKER 
Who covers New York State for H.M. Hoyt Shoe Co. 


J. W. WILKINS 


Of the Joseph I. Meany § Co., Inc., the Pennsyl- 
vania Rice § Hutchins distributors 


CHARLES 8. STRAYER 
Whoon August 15 look Ohio territory for Johansen 
Bros. Shoe Co., with headquart. Columb 


lers al 








First Visit Since 1911 


This was Mr. McWhirter’s first visit to 
Boston since 1911 and he said that he had 
a good time getting re-acquainted with its 
crooked streets. He is an expert golfer and 
played a few games during some of his 
leisure hours. 

“But by August 23,” he said, “I must 
be back in Waco, because my little boy 
will be five years old on that day, and 
‘dad’ must be at bome with mother to 
celebrate the big event.” 


What’s in a Name? 


Among the many Boston friends of Mr. 
McWhirter is “Billy” Noll, the secretary 
of the B.S.T.A. “Billy” relates that he had 
often heard of and written to B. Mc- 
Whirter, but he had never known until 
recently that his first name was Buford. 
So pleased and interested was he in Mr. 
McWhirter’s first name that he decided 
to use it often and all at once—therefore 
he immediately wrote a letter to Mr. Mc- 
Whirter in which he emphasized Buford 
in almost every line. 


Frank Lord on Vacation 


Frank W. Lord, who sells the Hazen B. 
Goodrich line left the Hub on Augvsc 1 
via automobile for his annual vacation in 
the New Brunswick woods. Frank’s “tepee”’ 
will be pitched in a beautiful section of the 
country bordering the St. John River, 
known as Browns Flats. His headquarters 
will be the Rockdale Hotel. But life ‘‘in the 
great open places” appeals more to Frank 
than hotel life, and his friends are predict- 
ing that before he comes home many tro- 
phies of his skill with rod and line will 
have arrived ahead of him. 


N.S. T. A. to Be Represented 
at September 5 Hearing 


On September 5 in the Interstate Com- 
merce Commission rooms at the Com- 
merce Building, Washington, D. C., at 
9 o’clock will be held the adjourned Pull- 
man surcharge hearing. Those members of 
the traveling fraiernity who appeared at 
the last Portland hearing will be subject to 
summons. The National Shoe Travelers’ 
Association will be represented on this oc- 
casion by T. A. Delany, National Secre- 
tary, and Charles W. Morrill, Chairman 
of the Legislative Committee of the 
N. S. T. A. 


Harry D. Dodge a Turn Shoe 
Expert 


Harry D. Dodge of Dodge Bros., covers 
the Middle West with his line of turn 
shoes in all of the new colors and patterns; 
as well as the limited variety of semi- 
comfort shoes they manufacture. All of 
the Dodge Brothers shoes are made by 
their patented processes. These patents, 
Mr. Dodge stated, when recently inter- 
viewed at his Boston office, Room 211, 
139 Lincoln Street, were obtained by the 
son of C. W. Dodge of the firm Milton 
L. Dodge. 


Moisture Proof Bor Toes 


“Harry D.” stated that he is having a 
good business on his line of turns, in which 
the box toes and counters are moisture 
and perspiration proof. “These features,” 
said Mr. Dodge, “are entirely unique in 
turn shoe manufacturing and make it 
practically impossible for the box toes and 
counters of our turn shoes to break down 
or lose their shape, even after twelve 
months of continuous wear. 


“Our comfort and semi-comfort shoes 
with steel bridged arch, and carried in 
stock are finding a ready sale, as our cus- 
tomers find that they retain their shape as 
well as Goodyear welts.” 


F. L. Cheever with J. E. 
French Co. 


F. L. Cheever, formerly with the A. E. 
Nettleton Company and the James A. 
Banister Company for a number of years 
and well known to the shoe trade of the 
country, is now a member of the selling 
force of the J. E. French Company. Mr. 
Cheever will cover his old territory from 
Pittsburgh and Buffalo east. 


Starks to Concentrate on A. 
E. Little Line 


George L. Starks was recently inter- 
viewed in front of the building at 183 Es- 
sex Street, where is located the headquar- 
ters of the N. S. T. A. Mr. Starks had 
with him Frank N. Wright of Rochester, 
well known to many of the travelers. Mr. 
Starks was in his usual optimistic frame of 
mind.’ He stated that he. was going to 
handle the A. ‘E. Little line exclusively 
the coming season, in which there were 
some 43 new patterns. He also stated that 
H. W. Ward, or “‘my boy,’’ as George L. 
affectionately calls him, is to handle the 
Pels line exclusively in the South and 
Southwest. Mr. Ward has been an apt 
“‘pupil”’ of Mr. Starks for some years and 
assisted the latter in selling both the A. E. 
Little and Pels lines. Mr. Starks says 
that great achievements in ‘shoe selling 
will soon be recorded to the credit of this 
young man. 
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Repco Makes Shoes Look New 


Re is a liquid enamel 
which restores’ that much 
desired newness to sole edges 
and to heels. 

Your customers prefer Repco to 
any other brand of enamel be- 
cause Repco is easily applied 
without danger of soiling hands 
or clothes. 


Repco contains no varnish, shel- 


lac or other gummy substance— 
but materials that protect the 
leather and prolong its life. And, 
best of all, Repco clings firml 
and evenly to the surface. ft 
does not rub off. 


Repco is made in every stylish 
color—white, ivory, light gray, 
dark gray, champagne and Ha- 
vana anil 


For Sale by Shoe Finding Jobbers 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 
J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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M. W. KEMPNER 
With Harry Smolen Co. He will travel the Middle 
and Southwest. Mr. Kempner is President of the 
New York State Shoe Travelers Association. 





A. V. ROONEY 
New York City representative for M. N. Arnold 
Shoe Co. Mr. Rooney's headquarters are at Room 
43, 127 Duane Street 


ALFRED K. NEW 


Formerly sales ger for Hi 
head of New Sales Company 


h 











Kempner with Harry Smolen 
Co. 


Morris W. Kempner, President of the 
New York Shoe Travelers’ Association 
and formerly for 25 years with the Good- 
year Sales Corporation, has recently 
joined the salesforce of Harry Smolen 
& Co., Brooklyn, and will travel the 
Middle and Southwest for them. Mr. 
Kempner is a live wire and has a big ac- 
quaintance in the trade. All indications 
point to many orders booked from his 
territory for the Smolen line. 


Wakeman Brown Is Dead 


Wakeman Brown, for. thirty years a 
salesman for S. B. Thing & Co., Inc., 
Boston, is dead. Mr. Brown had been ill 
for some weeks, but the end came rather 
suddenly on Sunday morning, August 12. 
During the many years which Mr. Brown 
had traveled, he had endeared himself to 
the trade, especially in his late territory of 
Pennsylvania, part of New York State, 
and to some large Boston accounts. He 
was a member of the Elks, the Boston 
Athletic Association and a 32nd degree 
Mason. Funeral services were held by the 
Boston Chapter of the Elks, after which 
the body was taken to Cobleskill, N. Y., 
Mr. Brown’s native town. He leaves an 
aged mother. 


“Jenks” Taylor on Trip 


The Joy, Clark & Nier representative 
for Texas and Louisiana recently visited 
Rochester to pick out bis new fall samples 
“Jenks” Taylor (we were told that was 
his name) was so enthusiastic about his 
new samples that he made a quick “get- 
away to spread the good news. 


Rooney Is M. N. Arnold’s 
New York Salesman 


A. V. Rooney covers New York City 
and Greater New York for the M. N. Ar- 
nold Shoe Co., with headquarters at Room 
43, 127 Duane Street. Mr. Rooney has rep- 
resented this company for the past six 
years. Prior to that, he had considerable 
selling experience with the O’Sullivan 
Rubber Company. Mr. Rooney is one of 
“The Old Guard” and is a successful sales- 
man in every sense of the word. 


“Joe” Kalisky ‘‘Goes a 
Fishing” 

Joe Kalisky, the well-known and mucb- 
liked representative of Thompson Brothers 
Shoe Company, left Chicago for a month’s 
fishing trip, Avgust 7. 

He went to Chetek Lake, Wisconsin, 
way up in the northwestern corner of the 
state near Minnesota, where the fishing 
for bass, pickerel and “‘croppies” is un- 
usually good. 

Joe Kalisky covers Minnesota, Michi- 
gan and Wisconsin, but this season will 
also cover North and South Dakota, where 
he has many friends among the shoe mer- 
chants, having formerly traveled that 
territory. He leaves for his fall trip Sep- 
tember 5. 


George J. La Montagne 
“Vacationing” 


George J. La Montagne, ihe man who 
has taught many a New York State shoe 
merchant to say “Marion” is touring 
through Massachusetts, Vermont and New 
Hampshire with plenty of grips, but no 
shoes. ‘‘“Monty”’, who sells Marion shoes 
the other 49 weeks of the years, is now visit- 
ing his mother at Springfield, Mass. 


Alfred New Organizes New 
Sales Co. 


Alfred K. New, formerly sales manager 
for Hannahsons, will establish the New 
Sales Company, with an office in Boston 
and possibly one in Haverhill. This or- 
ganization will function as a detached 
sales department for various factories, 
operating on a commission basis. It is Mr. 
New’s intention by so doing to save manu- 
facturers a steady overhead expense of 
large dimensions in organizing their own 
sales departments and on the other hand 
the manufacturers will pay only for such 
business as is received. 

Mr. New has already secured a fine line 
of leather McKay novelties and will shortly 
have other lines for distribution. It is his 
purpose to have as a part of his organiza- 
tion high grade commission salesmen, men 
who are in a position to operate without 
financial assistance and who can get 
results. 


A Sales Developer 


Mr. New has had wide experience in 
sales development work and advertising 
during the past seventeen years and this 
experience has placed him in a position to 
be of real service to shoe manufacturers 
who feel the need of additional sales 

“It is becoming more apparent every 
day,” said Mr. New when interviewed 
recently, that the battle cry of business for 
fall, 1923, will be increased Sales Pressure. 


Long with Val Duttenhofer 


R. L. Long, formerly in the retail shoe 
business at Winchester, Kentucky, has 
joined the sales forces of the Val Dutten- 
hofer Sons’ Company. Mr. Long will 
cover Kentucky and Tennessee. 
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Be IMPERIAL CABRETTAS Fee 


Cabrettas of Character’ 


COLORS 
FIELD MOUSE 
Choice Raw Stock rp 
SILVER GRAY 
Careful Manufactur e PEARL GRAY 
RED 
Standard Selection —_ 
GREEN 
HAVANA BROWN 
IVORY 














PRICES NO HIGHER THAN FOR 


INFERIOR LEATHER. We can also match 
any color at short 


notice. 


ALLMAN-NEWGCOMB COMPANY 


5-65 SOUTH ST. GINGINNAT! BOSTON, MASS. i. 











ST.LOUIS a eee Soe” a 
—_— —_ <= 














TIPS:—Guaranteed Not to Come Off 


CONSUMERS APPRECIATE THIS FEATURE OF 


“HUBTIP” “NO-METAL-TIP” SHOE LACES 


Made of First Quality, Fast Color Braid from Tip-to-Tip 
Cannot PULL OFF, FRAY OUT or CATCH IN HOSIERY 
DISPLAY A CABINET OF “HUBTIPS” 


Easily and Conveniently handled. Packed in Single Pair Cartons, 72 pair in Cabinet 


TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


EITHER BLACK, BROWN OR RUSSET ~*.- ASSORTED CABINETS SUPPLIED 
YOUR FINDINGS JOBBER CAN SUPPLY YOU 


MANUFACTURERS 


FRANK W. WHITCHER CO. _ Boston and Chicago, U. S. A. 
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Factories Busy on September Deliveries 


N interviewing quite a number of trav- 

eling salesmen covering the jobbing 
trade, we find that factories are very busy 
making shoes for September delivery and 
salesmen are looking forward to the com- 
ing of buyers into the market about Au- 
gust 20 for October purchases. 


Big Improvement Since July 


In talking with one of the leading sales- 
men in the wholesale district of Boston, he 
reported that his business since the first 
of July has “improved wonderfully.”’ This 
man sells women’s medium grade shoes. 
“Everybody seems to be in the market all 
the time for something,” he said. “They 
are buying a few cases at a time and buy- 
ing often. Everyone seems to be looking 
for the new style of the moment.” 


Dame Fashion Holds Sway 


A review of the women’s lines at the 
various sample rooms reveals an almost 
infinite variety of patterns and colors. 
Those houses selling the men’s lines are 
swinging right into the women’s fashion 
trend, while the children’s shoes were 
never more beautiful. Dame Fashion cer- 
tainly holds full sway. 


Hartford Entertains J. M. 
Arnold 


J. M. Arnold of J. M. Arnold Shoe Co., 
Bangor, Maine, was a visitor in the Boston 
market last week. Among those by whom 
he was received was W. C. Hartford who 
sells the line of Norridgewock Shoe Co., 
at 139 Lincoln Steet. 


Rafter Says 13-8 Block and 
Spanish Louis Heels Good 
Sellers 


Edward J. Rafter, with office at Room 
208, 139 Essex Street, sells the product of 
the Carroll-Jellerson Shoe Co., to the 
wholesale trade. “Ed” Rafter is one of the 
best known shoe men in the country. He 
has made the shoe business his life work, 
having been for many years in the manu- 
facturing game and always having sold 
the jobbing trade. He has been a member of 
the Carroll-Jellerson Shoe Co. for the past 
five or six years. 


Straps Are Favorites 


Mr. Rafter when interviewed, between 
sales to customers, stated that he was not 


going to start out until about the first to 
the tenth of September, as his factory had 
business to keep it running up to October 1 
on women’s fancy shoes. For fall, his trade 
has bought black and hazel suede and two- 
thirds of the patterns sold are in strap 
effects. He notes a tendency to the round 
toe and is selling the 13-8 block and Span- 
ish Louis heel. He believes that oxfords will 
sell well in October. 


Harry Rice Sells Carroll Felt 
Shoe Co. Line 


Harry F. Rice sells the product of the 
Carroll Felt Shoe Co. to the wholesale 
trade. He makes his headquarters at Rm. 
209, 139 Lincoln Street where he will re- 
ceive visiting buyers until about the first 
of October. 

Mr. Rice has been with the Carroll Felt 
Shoe Co. for about a year. Before becom- 
ing affiliated with this house, he sold the 
line of Field Bros. & Gross Co. for about 
nine years, covering the whole country. 
It was at the latter factory that he re- 
ceived his early education in shoedom 
coming into the factory direct from school, 
where he started in the office, anda little 
while later developed into a shoe salesman. 

Mr. Rice stated that instead of worry- 
ing about leather, his chief concern is 
the wool market, and with the 31 cents a 
pound on raw wool, which the Senate has 
recently levied, that purchases of stock 
indeed constitute a problem. 


Egyptian Effects Good 


He says that blues and orchid shades 
have a big call, and he believes that with 
the coming popularity of the new bottle 
green shade, his line of dark shades of 
green, as well as sage and sea green, will be 
big sellers this fall. His ribbon-trimmed 
moccasin he states is also a good seller, as 
well as the King Tut Egyptian pattern, 
trimmed in real pyramid effect. Some of 
the patterns look almost like the designs 
of the cubists. 


How The Auction Pattern 
Received Its Name 


How many have heard how the auction 
pattern got its name? It’s a story a bit out 
of the ordinary. 

Jack Gorman, of Murphy, Gorman & 
Waterhouse, “fetched’’ a lot of new pat- 


Photo by Waid 
JOSEPH JELLERSON 
Who sells the li Wood ¢ Smith, Inc., tothe 
sells the line © at 139 Lincoln Street, Boston. 
“Joe” has a 50 year—Plus Sales Record 





terns from the Lynn factory to a special 
display room in the Copley-Plaza hotel in 
Boston the other day. The buyers picked 
and chose among them, as buyers do, until 
they had sorted them according to their 
relative merits. But there was one pattern 
among them that was a puzzle to them all, 
a sort of a double strap, double collar type, 
something entirely new. 

“T would like that shoe,” said one buyer. 
“And I would like it, too,” another added. 

“But I will have to get orders for 150 
cases for it before I can put it into the 
works,” said “Jack.” 

“Well, put it up at auction, and see 
how many cases you can séll,”’ suggested 
one buyer. 


Jack Gorman Mounts the Block 


So the resourceful salesman climbed on 
the table, and began to auction off orders 
for shoes. “I'll take ten cases,” bid one 
buyer. “Twenty cases for me,” offered an- 
other. And so on they went, until 125 
cases were quickly sold. 

“T’ll take 25 cases more,” said the man 
who suggested the auction, and started 
the bidding “providing you will stop the 
bidding and call the auction closed.” 

“The auction is closed,”’ declared the 
salesman auctioneer. 

“We will call the pattern the Auction 
style,”’ said the buyer who sponsored the 
auction. 

And so the shoe is called “the auction 
pattern.” 


There may be nothing but wind in po- 
liteness, as some rudely declare, but wind 
in tires eases the jolts along life’s high- 
way.—Indiana Shoe Traveler Live Wire. 
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; color Detended for quality footwear. All the popu- 
lar shades. 


’ Don’t forget these best selling colors in our regular line of “SUNPRU” Calf: 


ATTA Brown 61 No. 14 (Medium Brown) 
ATTA Red 71 No. 21 (Dark Brown) 
ATTA Tan 91 No. 31 (Light Tan) 


Seneca Dull Calf 
Write Today for Samples 


ws D. BROWN & CO, INC. 


EXECUTIVE OFFICE AND FACTORY 


ROCHESTER, N.Y 


mn cmcaoo orice bs Noma WELLS ST 


n | me 
i — ate tm hihi eal ii 








Why tanners of smooth, white 
leathers recommend Cinderella 
White Kid Polish and Cleaner to 
the shoe manufacturers to whom 
they sell their leathers. 


THEN 


Guess why over 100 slipper 
manufacturers mail-order Cin- 
derella Silver Slipper Cleaner. 


Various Widths and Co 
Retailers sell these polishes put Colors 


up in attractive packages for — Cotton-Mercerized and Silk 
home use. a’. 


Produced by 


EVERETT & BARRON CO. 
Providence, R. I. 


SEND FOR SAMPLES 


Makers of highest quality 


=: [J | | EVERLASTIK, Inc. | 


— ee Webster and Spencer Aves., Chelsea, Mass. 
1107 Broadway, New York City 
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For speedy, positive action-- 
the new | 


Repco Shoe 
Stretcher 


SHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher. 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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STETSON 
White Duck Oxfords 


Style 61R 


During this summer many 
white oxfords will be bought by 
women— 


In anticipation of this demand, 
Dept. 5 has planned its stock of 
this St. Regis}White Duck Ox- 
ford on the Miss Hawes Last 
so that it will be in a position to 
give excellent service. 


Order a few pairs now and fill 
your stock from Dept. 5 as you 
make your sales — 


If you haven’t a copy of Stock 
Book 32R send for one. 


Dept. 5 


The 
STETSON SHOE CoO. 


South Weymouth, Mass. 

















“THE CLIMAX”’ 


A Real Sensation 


(Imitated, but not Duplicated) 


Pattern 95. 160 Last, 16-8 Spanish 
heel. Also in 150 last which carries 
12-8 Cuban or 13-8 Spanish heel. Can 
be made in gold and silver brocade 
cloth, with plain silver and gold 
cloth, as well as patent leather, satin 
and all other prevailing shades. 
NOT CARRIED IN STOCK. 
THREE TO FOUR WEEKS’ DELIVERY. 
- SAMPLES OF THIS AND OTHER MODELS 
OF OUR LINE SUBMITTED ON REQUEST. 


MIDDLE WEST PLEASE TAKE NOTICE. 


ED 


Factory and Sales Rooms 
351-353 Jay St. 











uh 








“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces. a perfect innersole, as it is 
easily formed: in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CoO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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A 
New Bleecker 
Creation 
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Fall 
Models 
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NOW IN STOCK 


A t.4. LAP 


FEET OTT er TUTE TTTETTIPIT PUTO TTT 


5034—Women’s Black Suede Vamp 
and Foxing, Two Strap Pump with 
Gun Metal Quarter, Straps and Tip. 


5035—As above with Vamp and 
Foxing of Dark Brown NuBuck, 
Quarter, Straps and Tip of Brown 


14/8 Covered Cuban Heel, High Kid. Widths AA to C. Sizes 2% 
Grade Welt. Widths AA to C. Sizes 


PN We eins ecccscoseeseosees $5.25 











5036—As above with Vamp and 
Foxing of Grey NuBuck, Quarter, 
Straps and Tip of Grey Kid. Widths 
AA toC. Sizes 2% to8 
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Always Ready fo Serve 


Le SEW AL LL bh AZZL AZ Ab Le ttl 
== BLEECKER SHOE O.inc: 


Ahhh 
Ci 
SLVTTV7Fa IVE WI RE HOUSE. i 
b Stylists bibbiaddds BOE Yearfors ¢ 
. 138-140 DUANF ST NEW YOROK CITY 


BOSTON OFFICE, 214 ESSEX ST. 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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IN STOCK—delivery at once 
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THIS SHOE REPRESENTS A SMART STYLE—A QUICK SELLER 
AND A GOOD PROFIT MAKER FOR EVERY MERCHANT 


Black Satin Trimmed with Black Ooze Calf. Medium Round Toe, 14-8 Spanish LXV Heel, A 4-7, B 3-7, C 38 
Write for Further Details 


HARDING SHOE CO., Inc. 


TURN NOVELTY CREATORS 
HAVERHILL : MASSACHUSETTS 
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London 


Boston 
ERNEST JACOBY HENDERSON, FORBES & CO., Ltd. 
79 Milk Street 


F. R. HENDERSON & Co., Inc. 


111 BROADWAY, NEW YORE CITY 
(rude Rubber 


IMPORTERS OF PLANTATION SHOE SOLE 
Cable Address (7 epe Rubber HENDERSON’ ‘BROS., Ltd. 


REDSONDER, NEW YORK Bata 
LIEBER’S A. B. C. 5th Edition -Private Codes HENDERSON "BROS., Ltd. 











APPROVED BY Fine Calf Leathers 


MEDICAL MEN 


As a sturdy support for the ankles of 
dren and as a fully venti- 


fived shos, the Burkley. V tilated Foot 
e entila’ 001 


Manufacturers of 





Tuscan Calf— 








PATENTED “ims 
—— BE, ° 
Phone. Brockton a Russia Calf 





BURKLEY . . : 
SHOE CO. Strictly Fine Full-grain Calf Leather 


1156 No. Main St. HUNT-RANKIN LEATHER CO. 
Brockton, Mass. 106 Beach St., Boston, Mass., U.S.A. 
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NEWEST FALL STYLE 


Imported Black Scotch Grain, Heavy Single Sole. 
6 rows stitching. Flange Heel. Dundee Last. 


Send for Stock Style Catalogue 


The Dalton Company, Inc. 
Makers of Fine Shoes for Men and Women 
BROCKTON, MASS. 


OSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 209 South State Street 
1618 Republic Bldg. 











NINE: rar‘varrenns 


IN STOCK 


B-325—All Pat. Colt, 3 strap pump trimmed 23 
with Blk. Kaffor Kid, cut-out on Pat. Trimmed, with Black, Kal 
Colt A close edge welt. 14-8 ered block wood heel. Hand 
pay he Suede, — a ahs-ctth ‘iin te pum 
a tin two-stra 
trimmed with Blk Kaffor = ™ Trimmed with Blk. Ooze Calf, 12-8 covered 
es, Blk. Suede underlay. Close edge welt. block wood heel. Hand turn $6.00 

12) $ Cuban heel $5.35 

parE turned two-strap pump of 

colored J Ooze Calf, field mouse trimmed, 

15-8 Spanish covered heel 

B-321—All Black Ooze two-strap pump. 

Trimmed with Bik. Kaffor Kid, 14-8 covered 

Spanish wood heel. Hand turned $6.35 

B-322—All oe Brown Ooze Calf two- 





merry l_ Pat. Colt, cut-out with side 
oare, 168 Cuban leather heel, Light —. 








Terms: Net 30 Days 


JOY, CLARK & NIER, INC., Rochester, N. Y. 


NEW YORK OFFICE, 127 DUANE STREET, MURRAY KLEIN 
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SCHOOL SHOES! How’s Your Stock? 
3 W’s Lenox 





Now Ready 
For Stock! 





A line you can get and sell. 
Handsome sturdy shoe for misses 
and children, which will sell 


steadily from late August to early 
Pat. Chrome, Field Mouse Top 


Pat. Chrome, Field Mouse Top October. Prices and styles are 

White Rubber Welting, Pat. , ‘ 3 Bar Collar, ppc ne gy McKay 
Ghrome Collar, McKay right for a sure clean-up of this 330-1114 t0 2, D & E, rubber . 
fine trade. ea 


455—Misses, 11}4 to 2, D & E, rubber heel... Belt be 


. $2.90 
456—Child’s, 8 to 11, D & E, rubber heel,. 33 
457—Child's, 854 to 11, D & E, spring heel, .$2.65 Same in Tan Calf, Smoked Elk Top 
8510—Grow. Girl's, 2 to 7, C & D, rubber heat, 


WEIMER, WRIGHT & WATKIN CO. 


35 S. SECOND STREET, PHILADELPHIA 


| 
| 


Note the Screw Top 
Cover. No.Leakage. 


WITH SUMMER HERE 

White Shoe Sales Are Heavy 
‘ Be prepared for taking care of the 
demand for white shoe dressing 


The reputation built in years past by Liquid Blanco is today 
a valuable merchandising asset to retail shoe merchants. The 
name “Blanco” is signal of the best white shoe cleaner available. 


There is also much demand for the well-known cake dressing 


a nce in white. This product is also made in khaki and web colors. 


Raga LAING-HARRAR « CHAMBERLIN 
Sole Agents for the U. S. A. 
PHILADELPHIA - - PENNSYLVANIA 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





eS see eee = J) 


ETITTTTTeTTT TTT he TTTTTTTTTPPPP OTT Tere nneT on 


Aagast 18, 1923 BOOT AND SHOE RECORDER 
en anna 


MonARCH SHOE CO. Inc. 


omens Specialty Jootwear 
79 Reade Street NewYorkCity 


IN PHILADELPHIA and EASTERN PA. {| ON PACIFIC COAST 





Mr. M. FIERMAN 


The Latest in Metropolitan Styles. A 
Hand-Turned Pump, Fully French 
Corded, with 15-8 Full Spanish Heels 


No. 3817—Black Satin 
No. 3818—Patent Chrome...........4. 
No. 3819—Black Ooze Calf. . 


B and C Widths 


A Very rade tation with 
Covered 13- Military = 17-8 bpenials Heels 


Ne. 7403—Black Ooze Calf, Gun Metal Trim, 
Spanish Hee 
No. 7402—1 B ack Ooze Calf, Gun Metal Trim, 
Military Heel 4.75 
No. 7400—Black Satin, Black Suede Trim, 
ilitary Heel 4.25 
4.25 





Ne. 7401—Black : , Black Suede Trim, 
panis 

No. nn Cabin Ooze Calf, Military 

No. 7405—Log Cabin Ooze Calf, Spanish Heel 4. 3 


B and C Widths 


: 
: 
: 
: 
: 
: 
: 
: 
. 
: 
> 


PUTT 


A Hand-Turned Shoe of the Finest Quality 
with 13-8 Military and 16-8 Spanish Louis 
Heels 


No. 1932—Patent Chrome, Spanish Heel.. 
No. 1933—Patent Chrome, Military Heel.... 
No. 1934—Black Ooze Calf, Spanish Heel... 
No. 1935—Biack Ooze Calf, Military Heel... 5.75 
No. 1936—Otter Brown Ooze, Spanish Heel.. 5.75 
No. 1937—Otter Brown Ooze, Military Heel 5.75 
No. 1938—Black Satin, Black Suede Trim, 
Spanish 5.50 
5.50 


. $5.50 
5.50 
5.75 


No. 1939—Black Satin, Black Suede Trim, 
Military Heel 


B ind C Widths 


MR. JAMES MILAW 


A Very Fine Turn at a Popular Price. 
Good Vege Stock, Leather Counters 
and Fully French Corded 
No. 4803—Gun: Metal Calf, Military sod 

lo. 4800—Patent Chrome, Military re 
. 4801—Patent Chrome, Spanish _— 
No. 4802—Black Ooze Calf, Military o- 


B and C Widths 


A Very Flexible McKay, with Covered 14-8 
Military and 16-8 Full Breasted Spanish Heels 


No. 3705—Log Cabin Buck, Military Heel. .$4.35 
No. 3704—Log Cabin Buck, Spanish Heel.. 4.35 
No. 3702—Patent Chrome, Spanish Heel... 4.15 
No. 3703—Patent Chrome, Military Heel... 4.15 
No. 3706—Black Suede, Spanish Heel 
No. 3707—Black Suede, Military Heel 


Cand D Widths 


THE LATEST IN FEMININE FOOTWEAR 
NOW IN STOCK 
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comfort in footwear that will win the heartiest 
sort of approval from women who walk about 
a lot — with superlative style distinction that 
adds beauty and charm to their common sense 
appeal. The possibilities of gaining new business 
and of developing greater sales through Johan- 
sen’s FEETURE ARCH SHOES — are worthy 


of your immediate consideration. 


Propper Blue Edge 
Chiffon Hosiery 


The Only Dependable 
Chiffon Hosiery! 


Carrying the ideal combi- 
nation of quality with 
economy into the Chiffon 
hosiery field. 


“No Hose Like Chiffon 
No Chiffon Like Propper 
Blue Edge.” 


Propper Silk Bosiery Mills 
276 Fifth Ave., N. Y. 


Mills: Elmhurst and Long Island City, L. I. 





Johansen’s Feeture Arch resists the —is flexible enough to allow the 
direct downward foot pressure, yet— natural walking movement of the feet 


rPALENTED iq 


7. 
ohanse N's 5 





Johansen Brothers : 
Shoe Company 


(Makers of Women’s Shoes 68» Since 1876} 
ST. LOUIS, MO. 











3 
AW || § 
al ? 
Gin q 
y 
Here Is (Comfort 
That Will Appeal 
To Business Women! 
Johansen’s FEETURE ARCH SHOES provide 
$ 
Eeedoeed>ve 


a eam 
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-MASTERPIECES BY THIE 


MACITE Y SHOE Cy, Inc. 
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“ELOISE”’ 
Se ae 

















- 


Imagination to create, combined with facilities and ability to produce, is 
the important factor in style. These, and the assurance of master-crafts- 
manship operating on selected materials, constitute the ideal. 


In “ELOISE” we feel that we are offering to the trade all of these things 
and a model that will sell to the discriminating. Our new and larger manu- 
facturing plant assures promptness in serving our customers, 


ae Mackey Save CoOMmPANy osc snsricun 


526 Marbridge Bidg. € > 482-500 Driggs Avenue 
UNew York The Work Furns Foward @) these Brooklyn MasterIurns Brooklyn. N. ¥. 
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The Progressive Insole 


EN 


DEX 





Standard Equipment with Largest 
Makers of Canvas Outing Shoes ,_, 


Converse Rubber Shoe 
Co. use KENDEX in their 
“DELEVAN”—o ne of 
their best selling light 
summer shoes. 


La Crosse Rubber Mills say that KENDEX 
lays an important partin the suceess of the 
INNER model here pictured. 


‘ 


Hood Rubber Company uses KE NDEX 
in their famous HYSCORE Basket Ball shoe 
which is now making remarkable sales records 








Remember: “The Feeling of the Feet Is 





‘“‘Kendex Insoles Have 
Played an Important 
Part in Developing Our 
Lines” 














Writes one of the prominent 
makers of canvas and rubber 
soled footwear. 


The greatest appeal to the public in 
KEN DEX is found in the fact that they 


INSULATE 
THE FEET 


Heat cannot concentrate in KENDEX 
Perspiration is quickly absorbed 
Friction is eliminated 
Therefore : 
Kendex never hardens nor cracks — 
remains always flexible--- conforms 














perature in winter or summer. 


Therefore : ‘ 
Kendex prevents burning and sting- 
ing of the feet -- eliminates callouses 
and generally adds to the wearer’s 
comfort. ‘ 








Try KENDEX in your own shoes 


KENWORTHY BROTHERS CO. 
Stoughton, Mass. 


Kenworthy Brothers of Canada, Lid. 
St. Johns, P. Q. 





Reflected in the Face” — Wear KENDEX 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





August 18, 1923 


BOOT AND SHOE RECORDER 








Keeping the Faith with Both Parties 














A B P Standard No. 6 


“To solicit subscriptions and ad- 
vertising solely upon the merits 
of the publication.” 














HE A B P publication must be worthy of the consideration of 

both subscriber and advertiser, primarily on its merits. But the 
final, basic rule in determining all policies, is number one of our 
Standards—“To consider first the interests of the subscriber.” 


The good physician has nothing to sell but Service, his ability to 
treat human ailments. Should he sell pretense, cure-alls, or subterfuges, 
he becomes a quack. Likewise, the good business paper has nothing 
to sell but Service, and it is the avowed ambition of our publishers to 
render clean, honorable service to both’ subscribers and advertisers, 
of such a character as to command recognition for its own sake alone. 








NATURAL §se- 
quence of No. 
6, as you perceive. In 
every business there 
must be standards of 





verification.” 


A B P Standard No. 7 


“To supply advertisers with full 
information regarding character 
and extent of circulation, includ- 
ing detailed circulation statements 
subject to proper and authentic 


has a real significance 
for subscribers too. 
The inevitable tend- 
ency of standardiza- 
tion in any business, 

















measurement, and we 

have taken the lead in enforcing a uniform 
method of measuring and counting cir- 
culation. 

Every A B P paper must have its circula- 
tion records audited by The Audit Bureau of 
Circulations, which assures absolute ac- 
curacy and a standard unit of measurement. 

This means a lot to advertisers, but it 


is to cul out waste, to 
reduce costs, and to stabilize and define 
values. 

The benefits of this policy are bound to 
reach the ultimate buyer in the form of re- 
duced selling costs and better sales methods. 
Here again we are hewing to the line laid 
down by our Standard No. 1—‘‘To consider 
first the interests of the subscriber.” 


THE ASSOCIATED BUSINESS PAPERS, Inc. 


JESSE H. NEAL, Executive Secretary 


220 WEST 42nd STREET NEW YORK CITY 


HEADQUARTERS: 








& 
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ee Drei 
the Boy who . 


“BOBS” Army Shoe 


For Real Service 


This shoe is cut from Rueping’s Kin Kin Elk. 
It carries a full ten iron insole, full toe vamp, 
soft box and rubber heel. 


Like all other BOBS, it is built on our Shoulder 
Channel Process, which puts leather to leather 
without the use of a cork filler. 


This is the shoe that will stand the service 
boys need for school. 


Sizes 9 to 1314............ $3.15 
ae > aaa 3.75 
SW Wibend detesscnan 4.35 


Delivery in 15 days—Order today 
Terms 5% 10 Days — Net 30 Days 


ow BEY RR 
TI SRE A ptm as, 


KANNALLY-WICK 
CORPORATION 


Manufacturers 


HIGHLAND, ILLINOIS 
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A Sturdy GYMNASIUM 
SHOE for Rough Work 
Indoors or Out 





The IRONCLAD with either Heavy Chrome 

Elk or Flexible Corrugated Rubber Soles 
This is another example of our specialized production in Gym, 
Athletic and Ballet Footwear. 
Shoes to meet the requirements of all Physical Instructors are 
found in our line. 
Four different styles of GYMNASIUM SHOES 


CARRIED IN STOCK 





Hard Toe Soft Toe 
BALLET SLIPPERS 


CARRIED IN{STOCK 








Write for Catalogue 


| 
BROOKS SHOE MANUFACTURING CO. | 
[1731-41 NORTH SIXTH ST., PHILADELPHIA 

















SOMMER’S 
New Adjustable 


SHOE TREE 


HERE 
TO ADJUST 


PATENT PENDING 


THE NEWEST BEST TREE 
Ask your jobber for them or write us direct 


5 SIZES — FITS ALL SHOES 


Manufacturers of 
SHOE HORNS, BUTTON HOOKS, SLIPPER TREES 


J. L. SOMMER MFG. CO. 


97 Chestnut St. -- NEWARK, N. J. 
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\W" GREP!" 


\ 


\. SHOES 


Here is something your 
customers can’t get in 
any other shoe— 


Arnold Glove-Grip Comfort 


It’s a patented and exclusive feature. Sell your customers Glove-Grip comfort 
and they will come back for the next pair because they can’t get it in any other 
shoe. Arnold Glove-Grip shoes are nationally advertised in the Saturday Eve- 
ning Post. ¢ 

Style and quality are first considerations in Glove-Grip shoes. They come in all 
the popular shapes and leathers. But, in addition to being good-looking, they 
are comfortable as well. 

It is easy to explain the comfort feature to a customer. The 

soft leather of the upper grips the instep like a glove. Lac- 

ing a Glove-Grip shoe lifts up the arch instead of pressing 

it down. 

Glove-Grip shoes come in a wide variety of styles and sizes, 

including combination widths. 


Send for Fall and Winter Stock Style Catalogue—S. 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 
BOSTON OFFICE NEW YORK OFFICE 
10 High Street 127 Duane Street 








Narrow Shank— Upper Footprint of normal foot. Model S477, The Haig—aArnold Glove-Grip Oxford, soft 

attached to sole at out- Glove Grip Innersole toecap, Tony Brown Calf with Cherry Cordovan Apron, Ti 

side, conforms to shape of andStay. Browncalf binding, half rubber heel. Sizes AA- 
foot. Upper leather is 7-11, B 6-11.t C and D 5-11. 


drawn under arch and 


supports the foot. Price $7.50—Ready for Shipment Sept. 1 


eq ARNO 


GLOVE-GRIP SHOES 
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Marvelous Sport Shoe Making 


ALL THE STAMINA A SPORT SHOE 
SHOULD HAVE WITH FEATHER WEIGHT 


[PATENT PENDING] 


Made by Keith’s Tenderfoot Welt Process. Can be had in High or Low 
Cut patterns, in tan leather or snappy combinations. Plain toe, soft cap 
toe, or box toe as desired. Crepe soles of course. 


FOR GOLF --- FOR TENNIS --- FOR HIKING 
MEN’S AND WOMEN’S STYLES 


This shoe weighs less than a pound. 
The ordinary sport shoes weigh a 
pound and over. This shoe has made a 
tremendous impression on all who 
have seen it. It was the center of 
interest at the recent Boston Shoe 

Style Show. It is an admitted 


success. Your customers are waiting for this shoe. Get your 
order in now as there is every indication that we are going 
to be decidedly busy taking care of orders. 
ISN’T IT 


A BEAUTY? 


The Preston B. Keith Shoe Company 


Brockton :-: (Campello Station) :-: ass. 


Hi © AAA PE 


Quick Deliveries of 
The Latest Styles 


Patent Leather Side Lattice Two- 
Strap. French Toe. Junior Louis 
Heel. Flexible Single Sole. Same 
with Black Suede Insert and 
Straps. Also in Three-Strap in 
Different Leathers. 


Sold in Case Lots Only. 


R. H. MITCHELL CO. 


Factory Boston Office 
Lynn, Mass. 72 Lincoln St. 


| 
A 
Mee Ash ded Sth StL LOL PLO PLP A A 
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The really finished shoe—the shoe that sells 
best—is the shoe equipped with visible eye- 
lets. For the visible eyelet has features that 
increase the attractiveness, comfort and 
wearability of all laced shoes—shoes for all 
purposes. On the sport shoe or dress shoe, 
high shoe or low, the visible eyelet is the 
outward sign and assurance of true quality 


Diamond Brand (Visible) and style. 


Fast Color Eyelets have 
celluloid tops which al- 
ways look new and never 


Many people demand them now on their 
footwear—many more will demand them 
wear brassy. They pro- soon! 


mote easy lacing, retain ‘ 4 ‘ ‘ 
their original finish Your sales will increase—in new business 


indefinitely and actually and repeat orders—when you buy, feature 
outwear the shoe. and sell visible eyelets on all laced shoes. 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 
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A Feature That Is Selling Shoes 


The return of lacing hooks is the 
revival of a popular feature on 
footwear for men. 


With the new demand for both 
style and practical convenience in - 
shoes the lacing hook becomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making: sales. 





Sell shoes that combine the 
features which men demand-- 
comfort, convenience, fit-- 
shoes with lacing hooks! 
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New Modes for Women 


Among the many features of Snug-lers none is more 
important than the style appeal. This well-known quality 
line, in addition to its workmanship and service, is a leader 
in new modes. The color and design of Snug-lers are a 
year round attraction to women and a splendid opportu- 
nity for profits. 


Display your new modes in Snug-lers. You will find a 
quick response from women. 


In addition to this type of Snug-lers, there is a wide 
variety of styles for men and children. You will find a real 
source of profits in the quality felt line of Snug-lers. 


United States Rubber Company 





Z 


(> es 


0 SSn 


Nd) 














BOOT AND SHOE RECORDER 


BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to take 
for granted the things the owner said, and then wait for experience to show 


if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would show his 
ancestry and race and give you an idea of the animal's capacity for speed and 


endurance. 


It's the same in buying advertising space. Some publications sell “just a horse” 
and you have to take their circulation statement with a pinch of salt. 


The Boor & SHoz Recorper is blooded-stock. An 
A BC statement is the pedigree that tells you 
what to expect in the way of speed and endurance. 








GREELEY 
BOUDOIRS 


Are not to be looked 
upon in the light of or- 
dinary boudoirs. They 
are different and you'll 
recognize their excel- 
lence in the first order 

ge you open up. 

only. 


If Your Jobber Cannot Supply You, Write Us. 
A. W. GREELEY .°. Haverhill, Mass. 








OPPORTUNITY for SALESMEN 


IN STATE OF IOWA 


ESTERN Manufacturer has territory of Iowa 

open. Advertised line of men’s popular welt 
shoes ranging from $3.10 to $4.50. Salesmen must 
be experienced and give reference of former em- 
ployer. Only experienced salesmen considered. All 
applications treated confidential. 


Address E 204 


BOOT and SHOE RECORDER PUBLISHING CO. 
207 South Street BOSTON, MASS. 


Study Chiropody 


the coming profession 


This rapidly growing, dignified, highly profitable profession 
offers men and women unexcelled opportunities. Demand 
for chiropodists greatly exceeds the supply. This college is 
the largest and best equipped school in the world teaching 
this subject. Day and evening classes leading to degree— 
Doctor of Surgical Chiropody. Excellent faculty of leading 
chiropodists and physicians. Largest Foot Clinicin America. 
School occupies entire 4-story bldg. 10th successful year. 


Write today for booklet in which graduates who were for- 
mer shoemen tell how they are earning from $5,000 to $15,000 per year 
practicing this interesting profession. We will also send you catalog. 
giving complete information relative to chiropody and this college. 


MAIL COUPON TODAY ‘a 
Illinois College of Chiropody, 
1327 North Clark Street, Chicago. 


Gentlemen: Please send me, posta: id, your book telling how 
your & gvaduates are earning from $5,000 to $15,000 per year; also your 
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Shoe Merchants Made No Profit in 1922 


(Continued from page 60) 


for 1921; and consequently these firms broke even for 
1922, whereas an average net loss of 1.3 per cent was 
the result in 1921. There was a slight decrease in the 
rate of stock-turn as compared with 1921. 


No Net Loss but also No Gain 


“Even though no net loss was incurred in 1922, the 
increase in the ratio of expense to sales and the failure 
of these firms to achieve a more rapid rate of stock-turn 
than in 1921 are disturbing factors. The fact that no 
net loss was sustained in 1922 was entirely the result 
of the increase in gross margin. In the long run, this is 
not the method by which profits are to be secured in 
the retail shoe trade. Improvement in net profit is to 
be sought rather by the reduction of expenses all along 
the line. The largest item of expense, of course, is 
salaries and wages, and in the retail shoe trade, a situa- 
tion apparently has been reached where salaries and 
wages are badly adjusted to the volume of retail sales. 
It is unlikely that either a reduction in salaries and 
wages of employees or a cut in the number of employees 
will prove to be the primary answer to this problem. 
Rather, some means must be found whereby a larger 
number of customers can be served satisfactorily with- 
out any increase in the salesforce. Under existing con- 
ditions the principal hope for a reduction of interest, 
rent, and other fixed charges, in ratio to net sales, lies 
in an increased rate of stock-turn. This means, for one 
thing, that more care must be exercised in buying, to 
prevent, as far as possible, accumulations of end sizes 
and obsolescent sizes. 


Cash Discounts 


“Three hundred fifty-five retail shoe firms stated the 
amount of cash discounts taken on purchases of mer- 
chandise in 1922. The common figure for cash dis- 
counts taken by these firms was 2 per cent of purchases. 
That means that if purchases of merchandise at billed 
cost were $45,000, during the course of the year, the 
cash discounts secured for early payment of bills 
amounted to $900. Cash discounts decrease the net cost 
of a retailer’s purchases and thus increase the gross 
margin which he secures. 


Relation of the Rate of Stock-turn to Expenses and Profits 


“The common figure for rate of stock-turn for all re- 
tail shoe firms reporting was 1.7 times in 1922. As pre- 
viously explained, the rate of stock-turn is determined 
by dividing the average net inventory into the cost of 
goods sold. Since monthly inventories of goods on hand 
were not available, it was necessary in computing the 
rate of stock-turn to use an average inventory figure 
based on the net inventory of merchandise on hand at 
the beginning and at the end of the year. Although this 
method does not give so exact a result as might be 
obtained by the use of monthly inventories, it has been 
found serviceable for purposes of comparison. 
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New Wholesale Firm Formed by 
Max M. Adler 


Boston, August 15—Announcement is made of the 
establishment of the Max M. Adler Company at 146- 
154 Lincoln Street, this city. The firm, which is headed 
by Max M. Adler, founder of the old firm of the Katz- 
man-Adler Company, will wholesale women’s novelty 
footwear exclusively. The Katzman-Adler partnership 
was dissolved early this summer. 

The establishment of this new firm follows closely 
on Mr. Adler’s return from Europe where he has spent 





MAX M. ADLER 


Head of the newly established 
az M. Adler Co. 


the last ten weeks in building up connections with re- 
cognized style authorities in Paris and Switzerland and 
perfecting a service by which he hopes to give his cus- 
tomers the advantage of the latest style information 
available, translated into American footwear. 

In the course of his trip, Mr. Adler also visited, for 
pleasure purposes, England, Germany, Holland, Italy 
and the Scandinavian countries. 

The new quarters already have been taken over by 
Mr. Adler. They are those recently vacated by the R. E. 
McDonald Co. 





Firm Name Changed 


Lewiston, Maine, Aug. 14.—Thefirm name of Nathan, 
Morphy & Co., Inc., manufacturers of Nature’s Com- 
fort Turn’ Shoes, has been changed to Morphy, Levy, 
Crossman Co. There will be no change in the manage- 
ment of the business, the change in the name resulting 
from the retirement of Randolph J. Nathan from the 
firm. The officers include George W. Levy, president; 
Edward W. Morphy, vice-president; James A. Cross- 
man, treasurer. 
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Can You Fit Feet? 


66 * ~=©6©**Foot Knowledge”’ by HERMAN W. 
Foot Knowledge MARSHALL, M. D., Orthopedic Sur- 
geon, Boston. 160 Pages, 6x 9 In., 


A 160-page book which 84 Figures—Cloth $1.50. Principles 
and ideas pertaining to maintenance of 


is worth its weight m normal foot conditions and to proper 
gold to the progressive use of shoes. 
Price $1.50 


salesman. Cash must accompany order 






































WANTED TO PURCHASE MISCELLANEOUS 








CASH PA 1D Order Now for 1924! 
ermarmhcemnt| | AALENDARS 


tity. 
KIRSCH-BLACHER CO., Inc. at Manufacturers Prices. Largest line 
293 Church St., New York, N.Y. in U. S. SOUVENIRS FOR NEW 
Phene Canal 6679 STORES. Write for Salesman or samples. 


——__—_—_—___— I. BONNERWITH CO. 
7 | and phleale gocks of show or BROOKLYN. sn” "New York WHAT TO DO 
cP. When It’s Hot 
mROORLIN PURCIASING STNDIATE cent 0 


610 Broadway, Brooklyn . 
seems ues Os Milbradt Rolling ; . 
Step Ladders (he Ambassador 
DO YOU CONTEMPLATE i ia 
Retiring of going out of business? We will styles. to wait all Kinds Atlantic City 
Poy AKO ER t- They will enable you to Where It’s Cool 
over. Established 25 years. get along with less help, 
I. OLENICK | on “your halving, aad ay ee gy er 
. a ince of ° 
a ea every night in Jul d August. 
650 Broadway, New York Tel. 0095 Spring Jeet ek. ap Best bat a : Mo. Spo Atlenta, 
‘action guaranteed. Coast. Guests dress in hotel and 


‘or HIGHEST CASH PRICES PAID BB a eae go direct to surf. 
ire shoe stocks. our 

qupiee or dow callers. Quantities no object. aS oe os che The Ambassador 

Retail or wholesale. Short term leases taken . The W. Most Beautiful Re« 

off your hands. Wire or phone us. Corre Milbradt ‘orld’ s ca. f 

spondence confidential. Established 1890. > sort Hotel—famed for food, service, 

MAX GLAUBERG Manufacturing Co. hospitali 
52 Lispenard Street, og | ag City ; o 2416 No. 10th ilality 

oun ee a Ga eae ST. LOUIS, MO. Reservations by wire or letter 

Write for Illustrated Booklet—Dept. 


Tue Amsassapor Horets System 












































CASH PAID 


SAS HALAL MYERS ER 
We will send a representative to investigate TIR 


and make offer upon request 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 


1 PAY SPOT CASH| [fF tides o'er poet |_| SHOE STORE 
Siow Moving pumbery ‘Kay quantity. Wl : CHAIRS 
S. CLEARFIELD i SETTEES 
































THE NEW YORK EXPORT 
PURCHASING CORPORATION ny height ceil WINDOW DISPLAY FIXTURES 


596 BROADWAY, NEW YORK, N. Y. 
PHONE—SPRING 9965 ; 
WILL {SLOW SELLERS | The OSCAR QNKEN CO.. 
Se oe 1181 4th St. CINCINNATI, OHIO 


in shoes alwa hand f ial sal 
Bargains — mee | swenee es 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder than e-eig OSITIONS WANTED—Four cents per word for each insertion. 
issue rates for a anes less = hth oS o= P Minimum amount accepted, seventy-five cents. For other 


a _““Want” advertisements, a — oar wend | for Len —— 1-7 
e ltime 7 times 13 times 26 times 52 times mm ply, ae PF FR 
Lin.s......$5.00 $4.00 $3.50 $3.00" $2.50 no I ES 
8.00 7.00 6.00 5.00 must be allowed in each advertisement for address. When advertisers 

12.00 10.50 9.00 7.50 desire replies forwarded direct to their address, each word of the 

16.00 14.00 12.00 1 0. 00 address must be counted in the advertisement and paid for accordingly. 


Answers to ads must be sent under letter postage. 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 














South Street, Boston, Mass. 


English Manufacturer 
Wants Salesmen for U. S. A. 


Will be interested only in the applications of men having good 
standing and established trade with large retail and depart- 
ment stores. Successful record absolutely essential. References 
required. Address E-213, care Boot and Shoe Recorder, 207 


ESTABLISHED TERRITORY IN NEW 
YORK STATE NOW OPEN. 
New York’s largest exclusive Infant’s 
Shoe House stocking all the leading 
sellers and selling at ¢ompetitively 
lower prices, has an established terri- 
tory in Eastern New York State to turn 
over to a salesman of proven ability; 
one who is acquainted with the tra ‘4 
and who seeks a per tion 
on straight commission basis with 
weekly drawing account as soon as 
results are shown. 
In addition to our long line of Infants’ 
Shoes, we have a strong line of Misses 
and Children’s McKays and a complete 
line of Stitchdowns. 
New Fall Line of Samples now ready. 
Immediate action necessary. Write 
giving all particulars in first letter. 
ddress E-210, 127 Duane St., New 
York, N. Y. 

















SALESMEN WANTED 


GALESMEN WANTED for the follow- 
ing states to sell on commission 
basis to the retail trade a high grade 
line of stitch down shoes, sandals and 
lay oxf 
te of Texas 
State of Oklahoma 
States of Arkansas, Tennessee, Missis- 
sippi and Louisiana 
States of New or and —— 
States of Gerogia, Florida and 
States of Virginia, North and South 
Carolina 


States of Nebraska and Iowa 

States of Kansas and Missouri 

New England States 

Give full particulars and references, 
also territory being covered. S. Rauh 
and Company 310-318 Sixth Avenue, 
New York City. 








SALESMAN WANTED 
E HAVE DESIRABLE Sw Rs 


REPRI 
FANT: 
A SIDI EON CO SS Ss 
D SE Mate Dn a SHOR 
TRADE. WE MAKE BETTER GRADES 
ONLY AND HAVE. AN ESTABLISHED 
TRADE OF 17 YEARS, CATERING TO 
LEADING EXCLUSIVE INFANTS’ 
AND EPARTMENTS 





ING 
REFERENCES, TERRITORY. HYMA 
a 84 NORTH ST., ROCHESTER, 











WANTED —Shoe salesman for Kansas and New 

York. Straight commission. Popular line 

Men’s Dress Welts. Strongest and quickes 

line in market. " 1 ities for live- 
| E b & Sons, Dubuque, 








+t Parr agre with lines) 14 
trade to carry (with their lines) 14 
men’s welts to retail at $5.00. All carried in stock. 
Commission basis only. Commissions paid each 
month, State what senheny you cover and what 
line you carry. Samples gate now. Address, E-205, 
care Boot and Shoe Recorder, 207 South St.. 
Boston, Mass. 


RUBBER FOOTWEAR SALESMAN 


Eastern Manufacturer of high-grade can- 
vas and rubber Segewens has ‘estern 





nm for 
n op rienced salesman. Start at once. 
——ag- —ag as to age, ex 





Address E-212, 


as strictly cont 
= Recorder, 207 South 


care Boot and 
St., Boston, Mase 





SALESMAN WANTED-We have the following 
states open and are looking for salesmen to carry 
our well-known line of nurses’ comfort shoes oni 
4 . These will go very well as a side 
ae unction, with ay an shoes. The 
— issouri, Minnesota, Kansas and Texas. 
Merrill Porter & Co., 113 Munroe St., Lynn, Mass. 


WANTED-—Salesman with large following of 
retailers, bd line of turn shoes. Several 
territories Address E-208, care Boot and Shoe 
Recorder, 7 South St., Boston, Mass. 








GALESMEN |! for Middle West territories for the 
fastest growing Wisconsin madeline of Children’ : 
Hi-grade stitchdowns made under new process. 

objections to non-conflicting line. Must fi 





ANTED—Live wire men with established 
trade, to represent a high grade line of 
Brooklyn turns in the Southern, Pacific and some 
of the Western states. Commission basis to start. 
Can also be taken as a side line. Answer stating 
ualifications and experience. Address nese care 
t and Shoe Recorder, 127 Duane St., New York. 


GALESMAN WANTED—Experienced salesman 
to sell to retail trade well known in stock line of 
Boy’s McKa ons ocak Welts, and girls 
McKay aon ~ commission, for Chicago 
and balance of ities zs, South, Ohio, Brooklyn, 
Long Island and Westchester ‘Co. and Middle 
West. Address E-207, care Boot and Shoe Recorder, 
207 South St., Boston, Mass, 


Wwe WANT SALESMEN for Connecticut and 
for Hudson River Territory. e carry a 
complete line Women’s, Misses’ and Children’s 
Welts, McKays and Turns, Staples and Novelties. 
Also a full line of Felts and Men’s slippers. All at 
lar prices. Great opportunity for right men. 
Keres ving full references and experience, 
; Kennedy Shoe Co., Inc., 126 Duane St., 

New} York 


ANTED—A-1 Salesman with an established 
trade to invest limited amount “of capital in a 
small i making Little Men's on 
wy | a elt a, —-\ ys fe could oe, 
the factory to 2... —y erre 
care Boot and y Some ecorder, 207 South St.. 
Boston, 


GALESMEN | WANTED—Salesmen to handle a 
path Ce priced line of turn boudoirs; also soft 

ard toe dancing slippers. Address E-183, care 
=, _— Shoe Recorder, 207 South St., Boston, 
Mass. 

















wanted — 25-30 yee sell 





themselves. Replies strictly confidential, but must 
penal us who you are, and what you are doing. Line 
about August 15. Address E-143, care Boot 
Recorder, 207 South Street, Boston, Mass. 





= “would like to hear from salesmen desiring a 
side line of padded felt boudoir slippers on 
commission basis. State your territory and refer- 
ences in your first letter. Address K-538, care Boot 
and Shoe Recorder, 127 Duane St., New York. 


h-grade nationally advertised line of 
high footwear in Michigan, Indiana, Illi- 
nois and other territories. Thorough preli- 
minary instruction given. Moderate salary 
to start; commission basis as soon as you 
can handle a territory. Appl denclos by letter, 
giving full information, = 
hotograph, E-184 care a's 
reco ‘ecorder, 207 South PR, ~ een Mass. 

















WANTED 


Salesman with established trade to 
take Men’s and Boys’ felt slippers as a 
side line on i basis. Add 
E-21l, care Boot and Shoe Recorder, 
207 South St., Boston, Maas. 














Men’s Slippers and Comfort Shoes 


Wanted: Reliable salesmen calling on established trade. Quick selling 
lines of Stock Shoes with big commission, only live ones and workers wanted. 
Territories west of Pennsylvania. Replies considered in confidence. Ad- 
dress E-140 care Boot & Shoe Recorder, 207 South Street, Boston, Mass. 
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SALESMEN WANTED 


QALaAR WANTED—We want to hear from 
Shee Salumep = is — —- 
jepartment and high grade retail trade 
Tenens includes the United S: States. This is a high 
grade line of novelty turns, and requires a high 
ade salesman with a good following. Commission 
Communicate at once, Address E-209, care 
Boot and Shoe Recorder, 207 South St., Boston, 
ass. . 








WaANTED,—Side line salesmen carrying women's 
a line of 

a won- 
yy, and 
“erritory t. y 
Rochester, nie 


or men’s high-grade shoes to 
children’s and misses —, x. 
derful line of children’s and 
R Some 


ussian boots. good 
Box E-167, 623 Powers Bidg., 


GALESMAN WANTED—With established trade 

for the State of Michigan to sell our line of Mc- 

Kay and turn-sewed growing girls’, misses’, chil- 

cept ant infants’ shoes on commission. Can be 
7 Ay yy ag Address with 
Ibright & 





qeecmeee, =. Inc., Orwigsburg, 





WE would like 5 hear from salesmen wishing 
side line of .~y te choos novelties and spa 
on commission is. State your terri an 
reference in your first letter. Address E-175, care 
and Shoe Recorder, 189 West Madison St., 





WANTED—Would like to hear from A No. 1 
salesmen who sell good trade only; to carry 
our line of children’s turns. 1-5 first-steps, and 
regular sizes, 5-8, 844-11 and 1114-2. Following 
states open: Washington, Ore ~t <> Kan- 
sas, Missouri, Tennessee, Ken Colorado, 
Arizona and New Mexico. Also + England 

States. We pay 6 per cent commission. Flexible 
Shoe Company, 36 St. Paul St., Rochester, N. Y. 


WANTED—Live wire 

Ls eo resul 
novelties in children’s turn shoes. Sizes 1/5 Ca 
5/11. Turns only. Line ready August 1. 6 per cen 
commission. Quality, Shoe y, 110 Clifford 
Ave., Rochester, N. Y. 


ALESMEN for a real s 





men who can 





POSITION WANTED 


BUYER AND — my | open for position. 
Ten years ana ing popular price and 
high grade footwear. amiliat with department 
store methods of a i dising. Thirt - os 
old and married. Middlewest ys 

E-217, care pest end Shoe Recorder, 207 5 St, 
Boston, Mass. 


Sipe BUYER and department manager now 
open for live proposition. 15 years ae 








LINE WANTED 








LINES WANTED 


Lines full of pep wanted for 
CLEVELAND AKRON 
YOUNGSTOWN CANTON 

and a few smaller towns near said cities. 





ears old. Married. Can uce lar; 
-< - profit in Ladies’ and Children’s high grade 
+ popular price — Now employed. Can give 
Al references from t and present = 
Address, E-218, care Pia and Shoe R er, 
207 South St., Boston, M Mass. 





Men’s line of —y" - samples to re- 

tail for 85, 36 and 

Women’s line of _o 15 samples to 

aca for the same price as the men’s 
ne. 








H's. GRADE SALESMAN having covered the 
iddle West and Pacific Coast territory for 
the past fifteen a desires position with reput- 
able manufacturer of medium grade men’s or 
women’s shoes for the retail trade. Can furnish 
best of references. Address E-219, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


STYLE AND QUALITY MAN—I have had 25 
years’ experience as manufacturer of women's 
fine shoes in the East and have also had wide ex- 
perience as designer and salesman. I am desirous of 
securing position as style and 7 *,. man with a 
manufacturer of women’s no’ > cam. Will go 
anywhere, West preferred. ‘Address E-203, Boot 
and Shoe Recorder, 207 South St., Mass. 


BUYER AND MANAGER, desirous of making a 
or just r ifteen years experience, 

men and women’s, highest grade Tosewenn, Eight 
years Chicago Loop, as preens eatin. Iam no 
experiment, Ww a producer, as my record will 
Brot ar Middle le Weat preferred. Maco E-148, care 
t = Sees Recorder, 189 W. Madison St., 














MANAGER WANTED 


AN UNUSUAL OPPORTUNITY is offered by a 
women's retail shoe store at Boston. Only an 
ambitious man accustomed to the better trade and 








line branded Yor 


Recorder, bid 
Duane St., New "York, N. Y. 


GIDE LINE OPPORTUNITY—If you are a real 
salesman with ity of “ 

ba | and established trade, we have one of the 
fastest aoe lines (for Misses, 
a and Women) tp Amesien to offer von 
only mbers—and every one oalenge te _— the 
“bread and butter” class. We ar are allotti: 

at once. Write today giving an details of of —4 
experience. Address Herbert Groenewold, Di- 
rector Shoe 





of Sales, Wobst AB, Milwaukee, 





POSITION WANTED 








EXPERIENCED BUYER AND MAN- 
AGER of Men’s, Women’s and Chil- 
dren’s Shoes would like to — — 
preferably in ee South 

accept good offer ~~ hay i | the 
country. For full information write to 
E-220 care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








le of rapid advancement to an executive _ 
tion will be considered. Address E-186, care t 
and Shoe Recorder, 207 South St., Boston, Mass. 





HELP WANTED 








WANTED 


Sal with l years experience 
selling canvas and rubber footwear or 
leather shoes. Weekly drawing account 
and expenses advanced to satisfactory 
applicant. Address E-214, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 














ANTED—Experienced and reliable ing shoe 

Ww man with about _ 000 to take active interest 

in first class up-to-date business in 

a town of 18, inhabitants in Eastern Iowa. Must 

furnish first class references. Address E-187, care 

meet tt and Shoe Recorder, 207 South St., Boston, 
ass. 





ANTED—Window trimmer \-- ex 
in —— or 
perience wou! 
up-to-date Florida city. Address 
and Shoe Recorder, 207 South St., Boston, M 





UYER—fourteen years in shoe game. Also 
capable manager. Address K-534, care Boot 
and Shoe Recorder, 127 Duane St., New York City. 





ITION WANTED—Repairman—Experienc- 

ed American—Wants position in shoe store 

where repair work is done in connection. Can 

help with sales also. Satisfactor. 7. reference furnished. 

Prefers some coast town. ill consider others. 
Address, Chas. Bingham, Jackson, Ohio. 


TO LEASE 


HOE MANUFACTURERS OPPORTUNITY— 
Pittsburgh's newest, most attractive and prom- 
es located women’s ready-to-wear store is 


sub-leasing attractive to 4 
able ye LH. acturer of quality —_ Basu 


tunity to responsible concern. i 
800 . Ave., 5. Pittsburgh, Ne 








About 5 ples of the ch t men’s 


shoe made. 

About 10 samples of women’s white 
canvas line. lockers, but low 
price. Factories in Maine prefe 5 


All on commission. Have been in this 
territory 10 years-selling shoes for old 
reliable house carrying about 400 sam- 
ples. Using auto. Just want a change, 
that’s all. 

Jobbing houses, makers of baby shoes, 
comforts, work shoes, children’s 
and boys’ shoes 
PLEASE DO NOT ANSWER THIS AD 
Address , E216, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 























LAS TURN LINE WANTED FOR NEW 
YORK TERRITORY—1 have an established 
trade in Greater New York (Metropolitan territory) 
—. rts of New Jersey among the better class 
il shoe merchants. I am in a position to take on 
a a side line of ladies well made turns costing the 
retailer between $5.00 and $6.00. I have been 
connected for seven years with one large shoe 
manufacturing house and can furnish t of 
references. If you are interested in securing an 
efficient tative for Metropolitan territory, 
address with full particulars, E-215, care aoe and 
Shoe Recorder, 127 Duane St., New York, N 





FOR SALE 








FOR SALE 


Foe Sale: Best exclusive shoe and hosiery 
stock in city of 6000 in northern In- 
diana. Best location in — neo | in 
oc 


t write 
, ZX . E-14l, care a Boot and Shwe Re- 
corder, 207 South St., Boston, Mass. 


Feasoms for sel 4 











OPPORTUNITY 


Do you want to put on $1.00 sale? We 
offer subject to —- sale 18 styles 
ladies’ low cut close outs, regular sizes 
75e¢ per pair. Write for enctmneed cata- 
log. B. Rosenberg ms, Inc., New 
Orleans, La. 











For SALE—Several Salesmen’s sample trunks 
an ladies’ ly new, also office 

desks, etc. A > © 2) ieee 
aa 78 Reade St., New York, N 


R ~~ ny established paying shoe s 

Virginia orth Carolina cities. Will sell 
separately trade ar aks Fay real estate or sell half > 
terest in each store to experi men who 
will take man t of same. Terms to men with 
little cash or my hy A 
better town. Owner has entered manufacturing 
business. Address K, 448. Main St., Norfolk, Va. 








— 


in the spate States, Cuba, 


The subscription price of mang Boot ond, pee Recorder is $5.00 a year in advance, which > Siete pos 
Hawaiian Islands, Philip; Island rgin I Alaska, Mexico, Costa Rica. 
El Salvador, Argentina, Batiien remit "c 1 bia, E dor, Peru, Uruguay, Spain, The Balearic Islands, and ‘a Canary Islands. 


No Subscription Accepted for Less Than One Year 


Member of the Associated Business Papers, Inc. Member of the Uniled Publishers Corporation. Member of Audil Bureau of Circulation. 
Each issue copyrighled by the the Boot and Shoe Recorder P Publishing Co. Ei tated et the! Post Oice Berta Na Mass., apo bee 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U.S. A. 
cable Address BOOTRECO 











Printed in U.S. A 
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FOR SALE 








Jobbing Business For Sale 
In New York City 


Medium size business handling limited 
line. Business established ten years 
ago. Excellent location and long — 
on buil . Address E-195, care Boot 
and Shoe Recorder, 207 South 5t., 
Boston, Mass. 











FoR SALE—Only soive shoe and hosiery 
store in town of 8,000. Best location, sr! 
Rail Road town, Doing $30, 000 business. Will 
for cash $8000.00, stock clean. Good reason for 
Baty Don’t answer unless interested. Address 
1 i. case? Boot and Shoe Recorder, 207 South St. 
Mass. 


re SALE—Rare chance to buy out a going 
eral Store, average cash + past three 
ane $1,135.00, also $20.00 a week net from a 
=: line besides, loca location on railroad, woolen mill 
Party with $7,000.00 oh can handle. 
pv. L-Box 650, Peterboro, N 


FOR SALE—In Atlantic Cy. 5 J. an up-to- 
date shoe — doing good business men’s and 
women’s shoes only. Can show you in black and 
white it is making money. Other business cause of 
selling. If you mean business inquire D. T. F. Shoe 
Co., 36 N. 4th St. Phila. Pa. 


R SALE—Shoe store New York C 

trade. Inven about $ Lang Good ice 
fixtures and everything 
with lease. Retiring from . poi J. a 
Miller, care Morse & Rogers, 21 Hudson St., 


New York City. 
FoR SALE—Leading retail shoe store, long estab- 
lished in a good South thwestern city of 30,000. 
Up-to-date stot twat sok, best location. 
Average annual business $140. ‘Present stock 
$45,000, but can reduce to any ke, TL 
give possession any time. January 1 or sooner. If 
my are responsible y with capital and looking 
tablished business opportunity answer 
at once and make your ow tye) ments for new 
lease. Address E173, a Sot Shoe Recorder, 
207 South St., Boston, M Mass 











F — 















FOR RENT 


Sin Ne FOR RENT: For men’s shoe department 
A, New Orleans. New building to be completed 
lar y ty “eal cases ’ - 4 
a price 
price o-,° oe gpportanit for 
manufacturer or ¢ 


stores. Ad- 
dress E-153, ALF — s oedee 207 South 
., Boston, Mass. 








GHOE department to let, in New York State in a 
live wire t store in a city with'a popu- 
lation of 100,000, 160 miles from New York City. 
A space 25x70 fully with shelving, tables, 
seats and chairs to do a — ti pre. 
isplay given, | ving 
one of the finest window fronts in the city. Address 
Shoe Recorder, 207 South St., 





Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 
BUSINESS CHANGES 


Birmingham, Ala.—Blumberg Sh a, 
x aeenereney 


Co. 
Gloucester, Ohio—Kiener Stems Co., boots and 


eo 
Jefferson 


sold or out business at hoes 
Jehuiten, Pa— & Son, 134 Market 
aes 7 
"Yonkers, N. Y.—Mrs. M. , boots and 
shoes, reported selling or ~~ aes 


tly commenced 
Ly ae Borrow, 6719 Elm- 

w . 
venue, ae shoes, reported sold or 
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ew 
corporated) 44 North 4th street, wholesale . 


Tex.—Gardner Smith Shoe Co., boots 
and — reported succeeded Weaver & Reese, 
Sweetwater, Tex.—J. P. en, beets 
by Cowen & Ti v_y 


etc., succeeded 
Hoboken, A . | Richmond & Son, 212 First 
pa and shoes, etc., reported sold or 


N ov. k cs Benjamin & Benjamin I 
lew Yor! ity— ne., 
manufacturers of sli etc., changed name to 
Schwartz & Benjamin Inc. 
New York City—Ente & Landsman, 2059 Second 
and partnership dissolved, 


Avenue, - joseph 

Binghamton, N. Y.— Trafield Shoe Co., stitch- 
down shoe manufacturers, recently commenced 
busi pocerageeted at $75,000. 

New - City—Liss Brothers, 636 Morris 
Avenue. 90 Willis La boots and shoes, 

Columbia, Pa. 


Corson, reported sold or 
closed out 


Saint Clair, Pa.—Mrs. P. Ri boots and 
succeeded by S. weig. 
Seren fom ok dal oa BE, - 
Mort ay, En Shop (Dom- 
rovidence, — 
esek & Hoenn 201 Com Street, boots and 


shoes, Hi: 
Wheeler. ——S wee , general mer- 
gy 5 ay Fee, = Pe 
uttingvi t. in, mer- 
chandise recently commenced business. 
Menasha, W Wis.—Gregor Lenz (Lenz Shee & Co), 
boots and shoes, reported succeeded by M. 


BUSINESS REVERSES 
Fresno, Cal.—Normart Shoe Co., boots and shoes, 


Manda Park, Cal.—Benjamin H. Park, 
boots and shoes, reported petitioned or petitioner 


in ptcy. 
laven, Sogn —Sase S. Bender, whole- 
sale leather and a eyes a ering to com- 


promise at 25 ley 
Petersburg, [1l.—R. 'c. Corsaut, boots and shoes, 
etc., seperted petitioned or petitioner in bank- 
— 
ton, Mass.—Walter E. Sargent Shoe Co., 
boots an reported receiver appoin 
Eden Valle inn.—John Flynn, general store, 


ibbing, Ft. Catomay & Co., boots and 
mo Pach pened eesed ne boots and 
Miller, yeeneral store, 

reported 


oiler in ba gine fh 
no “City Site Bros., 1685 Madison 
Avenue, boots and shoes, reported petitioned or 


petitioner in ptcy. 

Brooklyn, N. Y.—Harry Abrahams, 32 — 
mer Avenue, Spats and and shoes, reported meeting of 
creditors called 


petitioned or petitioner 

eynolds, N. D.—Henry R. Dickinson, general 
‘ported assigned. 

Sk N. D.—Tom Kellel, general store, re- 


assigned. 
Reading, Penn.—Sam B. Moyer, boots and 
shoes, etc., reported petitioned or petitioner in 
elon, 


Greenvi' S. C.—Hagler’s Department store, 
— petitioned or itioner in bankruptcy. 
anchester Depot, Vt.—Harry H. Levin, de- 


it store, reported petitioned or petitioner in 


nkruptcy. 

Milwaukee, Wis.—Mrs. F. Felstein, 852 Franklin 
place, yts_ and shoes, petitioned or 
petitioner in tcy. 

suntan ed mee Bros., Ltd., leather, re- 


Pom treal, Tradeau, ‘& Co., 717 
4 ctzel ocino_ Ty eau tag 


Shoe Co}, bovis 


itioner in ~o 
PeOrark, Ale —— G. Sep nearer ava 


compromise at 10 cent, 
“her City, a fie Scott, = A mods wen 
dise, reported 


rk—L. A. Coleman (L. —* A mw pm 
ind shoes, reported pe' 


petitioned or petitioner in bank- 


ruptcy. 
ix, Ariz.—Hyder Bros.” as boots and 
COR See See Sas petitioner in 
Brawley. Cal.—H. K. Givens Co., boots and 
8, ete., reported offering to compromise at 70 


oe (Ybor City) Florida—Nadel’s Inc., boots 
and shoes, etc., reported petitioned or petitioner in 
bankruptcy. 
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SUBSCRIPTION price of the 
and Shoe Recorder is $5.00 a year in ad- 
aaa ae includes ty the United 
tes, Cuba, Hawaiian 2 
Sy sini Republic, ~ 
ico, Costa Rica, 
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Hosiery Distributor Changes 
Name 

A recent announcement informs retail merchants 
that—“‘The business of Wallach & Mayer, Inc., will 
hereafter be known as the Triple A Hosiery Co., Inc. 
The purpose of this change is merely to simplify and 
safeguard the identification of our line and our business. 
All Triple A standards remain unchanged—under the 
direct supervision of Sidney L. Mayer.” 

In a little more than ten years, this concern, under 
the personal direction of Mr. Mayer, has advanced 
to the position of one of the foremost distributors of 
women’s, children’s, and men’s hosiery in this country. 
Most of the members of the present organization have 
been associated with Mr. Mayer from the inception of 
this business and some have advanced to positions of 
responsibility. Important among these are J. J. Farley 
and J. C. Straus who have been elected to a member- 
ship in the firm. Both these men are well known to the 
retail hosiery buyers. 





Now Sells to Retail Trade 


The Prudential Silk Hosiery Co. of Belleville, N. J., 
manufacturers of ladies’ high grade, full fashioned silk 
hosiery, who have recently been selling to the jobbing 
trade, will now sell its output of several hundred 
dozen pairs a week direct to the retail trade through 
the Sohn Hosiery Co. of New York. 

The plant is now capitalized for $100,000 and the 
officers under the new arrangement are Emil Hahn, 
president; Max Haensel, vice-president: and Samuel L. 
Sohn, secretary and treasurer. 





A Price Card Idea 


During the midsummer sale, or whenever mer- 
chandise is displayed on tables, price cards should be 
printed on both sides. Everybody who comes into the 
store goes out again. It is just as important that they 
see the price when going toward the front door as when 
coming in. 

Another thing about price cards, always have your 
firm name on them. It is a good plan to have the card- 
board cut into quarters, eighths or sixteenths at the 
printers and then have the firm name printed at the top. 

No matter whether you are in a big city or a small 
town, you want everybody to remember the name of 
your store. The more often they see it the more likely 
they are are to remember it. 


Comparative Prices 


It is a question and a serious question as to whether 
comparative prices are advisable, even for midsummer 
sales. A card tastefully written and tactfully worded is 
usually more impressive than glaring figures announc- 
ing $8.00 shoes for $2.49. : 

Wild comparative prices usually give a customer the 
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impression that you must have been making an awful 
profit originally, because few of them believe you are 
taking a loss now. 

The average customer reasons that you cannot take 
heavy losses and continue in business, unless you have 
made excessive profits during regular selling seasons, 
and it is during regular selling seasons that you want 
that customer’s business. 





A Flag of Shoes 


A. Schwimmer, Manager of the shoe department of 
the 12th Street Store, corner of Halsted and Roosevelt 
Road, Chicago, conceived a novel idea for a 4th of 
July display. In a most prominent place of the shoe 
department he placed a table about 4 x 714 feet. On 
this he arranged alternating rows of red and white shoes 
for children, set toe to heel and in the upper left hand 
corner a square of blue shoes which completed the flag. 

As a background he had an American Flag, sur- 
mounted by a sign also in red, white, and blue, with the 
wording, ‘‘Patriotic shoes for July 4th.” 

Cut this out and save it for next year. Undoubtedly 
colored shoes will be as popular in 1924 as they have 
been this year. 





Do You Send out Shoes in Cartons? 


Do you use stock cartons, or do you have manufac- 
turers send your shoes to you in cartons of your own 
design, or a special color that harmonizes with your 
fixtures? 

When you sell a pair of shoes, do you send them out 
wrapped in paper, or do you put them in a carton? 

If shoes are sent out in cartons it is very much better 
to have a batch of cartons under the wrapping counter 
into which the shoes are transferred than to send out 
the cartons that belong in the shelves. Nine times out 
of ten, when cartons come back from a customer they 
are broken up or soiled and unfit to go back in the 
shelves. 

A good practice is to leave the original carton in the 
shelf, turn it bottom side up, and tomorrow morning 
check over the stock numbers, sizes and widths, and 
make the record of sales thus obtained on your stock 
record to show what has been sold. ; 

This batch of cartons should then be held for a few 
days to re-carton any shoes that may be returned from 
today’s sales. _ 

After this, these cartons can be placed at the wrap- 
ping counter to send out shoes when the customer re- 
quests the carton. 

With the exception of gold and silver cloth, or deli- 
cate shades of satin, it is unneccessary to send cartons 
and most women prefer not to have the cartons around 
the house because they mean just so much more rubbish 
to be thrown away. 

It is a very good practice first to wrap shoes in tissue 
paper, and then in regular wrapping paper. 
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High Grade Turns 


No. 3250—Black Satin, Silk Gored, Black 
Suede Front Collar, Cut-out, Turn, 14-8 
Cuban. Widths A to C. Price $5.50 


No. 3251—As above. Patent Chrome, Black 
Ooze Calf Collar. A to C. Price $5.50 


No. 3252—Dark Brown Buck, Havana Brown 
Kid Collar. A to C. Price $5.75 


No. 3253—Black Satin, Black Ooze Calf, 
Front Lattice, peeae H 14-8 Full ne pene bag 1 
Heel. A to C. Pric 


No. 3254—As above. Patent Chrome, Black 
Ooze Calf, Front Lattice. Ato C. Price... .$5.85 


No. 3255—Black Satin, Black Suede Calf, 
Front Lattice, Turn, 14-8 Full Covered Spanish 
Heel. A to C. Price 


3257—As above. All Brown Buck, 14-8 
Csben Heel. A to C. Price $5.75 


In Stock 


Exclusive styles from 

Leading New England 

turn manufacturers. 

Ready for Shipment 
August 10 


A beautiful line of 
Novelties including the 
latest styles, patterns, 
leathers and colors, also 
many stock numbers of 
Imitation Turns and 
welts. 


Terms: 2% 10, Net 30 
F. O. B. BOSTON 


Single pairs 25 cents 
extra. 


ROGERS BROS. 
SHOE CO. 


59 Lincoln Street 
BOSTON Mass. 


Largest Women’s Specialty 
Shoe Wholesalers in 
New England 


Pacific Coast Branch: 
San Francisco Cal. 


135 Bush St. 


No. 3853—All Havana Brown Kid, Three 
Strap Side Lattice, Turn, 14-8 Full Covered 
Spanish Heel. Widths A to C. Price $5.75 


No. 3854—As above. Black Kid. 
No. 3855—As above. All Patent. A to S 
Pri $5.7: 


No. 3856—As above. All Black Ooze rere 
Ato C. Price $5.85 


No. 3857—Black Satin, Three Strap, Black 
pose Calf, Trimmed, Turn, 16-8 Full Covered 
panish Heel. A to C. Price $5.75 


m4 3858—As bg Black Ooze Calf, Dull 
Trimmed. A to C. Price $5.90 


No. 3859—As above. Dark Brown Ooze Calf, 
Brown Kid Trimmed. A to C. Price $5.90 


No. 3847—Black Ooze Calf, Patent Leather 
Trimm Silk Side Gored. Turn. 16-8 Full 
Covered Spanish Heel. A to C. Price $5.90 


No 3848—As above. All Patent. A to C. 
Price $5.7: 
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REG. US PAT OFF 


HIKING BOOTS~»OXFORDS 
YEAR ROUND EAB. 





This Oxford, displayed in your 
window, will appeal to the real 
outdoor girl for one good reason— 
Rugged Quality, Gracefully Re- 
vealed in‘an Oxford that is neces- 
sary to Her Outing Wardrobe. 





IN STOCK 


No. 16302— 


Mahogany Elk, Moccasin Vamp Oxford, 

8/8 Leather Heel. Corrective (Round Toe) 

Last, Blucher Gusset Tongue, A-D—24-8. 
$4;25 


(Write for Catalog) 


The ‘‘National 
Park’”’ Line leads 
Ta 
Quality— 
Style— 
Completeness— 
Popularity— 
and 
Its Co-operative 
Advertising 
Features. 








Stock Department 





THE JUVENILE SHOE CORPORATION 


CARTHAGE MISSOURI 


South Coast: STOCKED FOR 
WILLIAMS-MARVIN CO., PACIFIC TRADE 
San Francisco —_ Los Angeles BY 


North Coast: 


FITHIAN-BARKER SHOE CO., 
Portland, Ore. 





Vol. 83, No. 23. Fubitshed every wok Shoe Recorder Publishing Company, 207 South St. , Boston, Mass. Bnscsed a0 ee oA. 
‘ost + «S.As 


ter April 15, 1922, at the P ., under the act of Congress of March 3, 1879 


Subscription price, $5.00 a year 
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TOP! 


Experience has taught you- 


White Leather is Staple 


for Spring and Summer. 


Experience has taught you- 


Nobody can make good 
White Leather and 
— “Rush It.” 


Experience has taught you- 


The early fall is the right 
time to order Whites. 


But--- 


If you don’t act on the experience, the “other 
fellow” gets the benefit. : 


STOP---and think that over. 


Sha. t0Cite. Hocvse gf Alusrian 


Shr tobcter tote, 


Charge G. Levor & Co., Inc,, New York Office. 
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(eR BAKER-CHANDLER CO. 


>> 
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Vamp and quarter 
of VODE Kid color 
19 Camel, saddle, 
vamp collar and 
heel cover, color 222 ° 
Autumn Brown; 
quarter lining, color 
19 Camel. 








LLEEETEEE ETE TOTTI TOLOOOD 


——————————————— 
‘ 
t 


Vode Kid ; 
(olors Include The Importance of Being Sure 


CAMEL Have you confidence in the colored kid that goes 

LOG CABIN into your shoes? 

GRAY 

FAWN 

WHITE 

AUTUMN BROWN 

HAVANA BROWN 

GOLDEN BROWN 

Ane ofticed Because VODE KID has the confidence of shoe 
merchants and shoe manufacturers, who think 
most of their business reputation, we know what 
it will accomplish for you in the same direction. 


FGASULAINTATEAMTAATLALETY 


Do you know in advance that it is going to give 
your customers not only wear satisfaction, but 
style satisfaction? These are points too often 
overlooked, but which mount up in the con- 
fidence of your customers. 





TMAH 


LETICIA 


ttl 


The Standard Kid Company 
209 South Street :: Boston, Mass. 


Branches in New York, Philadelphia, 
Cincinnati, Chicago and St. Louis 
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These Points 


Every shoe man knows that a well-designed, scientifically constructed rubber 
heel adds style, comfort, and durability to his shoes. 


In making your choice remember that ; 
the Armstrong Circle A Heel— Let us prove that the Armstrong Circle 
1. It is made of the finest materials A Heel has these qualities. Draw a 
 sheninahie. diagram of your heel on a post card or on 
Se none cettela Deas enn your letterhead. Send it to us, stating 
een y- color desired. 
. Is well-designed. 
. Adds beauty to your shoe. Before you specify the Armstrong 
. Makes people like the shoes they Circle A Heel, satisfy yourself that it is 
buy of you. the finest heel that you can obtain. 


Armstrong Cork Company, Shoe Products Division, Lancaster, Pa. 


mstrong 


C 
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THIS TRADEMARKeIS 


Your Assurance 7 — 


BEARS THE FULL NAME 


cA Good Name Uniform Quality 


THIS IS THE FOUNDATION AND 
ANIMATING FORCE OF THE 


C. B. SLATER COMPANY 


IT Is OUR PLEDGE 
TO YOU AND YOUR CUSTOMER 


: 
: 
: 
: 
: 
. 


C. B. SLATER COMPANY 


BOSTON Builders of Shoes for Men, Women & Children NEW YORK 
SALESROOM SALESROOM 
SOUTH BRAINTREE, MASS. AEOLIAN 

BUILDING 
33 W. 42ND 
STREET 


PARK SQ. 
BUILDING 


ST. JAMES S 
pee ae Send for Catalog “B’’ of In-Stock Styles 


9 
5 
: 
: 
5 
5 
: 
8 


5 
5 
5 
G 
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An Expressive Leather 


You cannot better assure 
your customers of the leather 
quality that’s in your shoes 
than to have them made of 


ACE CALF. 


The soft mellow surface with 
its inimitable glow expresses 
convincingly the quality 
beneath. 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS “TENRAB” 


| 
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In 24 Pair Lots 


917 X 
CHERRY VELVO 


918 X 
BLACK VELVO 


ee 


ee 
’ 


IN STOCK 


C-D Widths 


TWO SURE MONEY MAKERS 


The chance of a life time to make some real money. Two Bi 
Selling $5 retailers that show 40% profit. Even at $4.5 
they show 33%% profit. Victor last. 12 edge. Wingfoot 
heel. Mail your orders early to insure prompt deliveries. 
24 Pairs or More $3.00 12 Pairs or More $3.25 
Less than 12 Pairs $3.35 
You Can Pick Your Own Run Of Sizes 


MARION SHOE CO. 
MARION, INDIANA 











we 


iil 

















WESTERN QUALITY AND EASTERN STYLE 
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Kverything 


EY COLT 


you CaN ASKs,5 rsh 
c 4 “3g heist ? Ay 


for in 


No small part of the steady 
increase in patent leather styles 
is due to the great improve- 


ments which have been made 


in patent leather manufacture. 


In no patent leather is this 


progress better exampled than 
in our famous DONKEY 


COLT. 


< 
é 
- 


aan 


Paten 
Leather 


TOLMAN, DOW & CO., Inc., 


Careless acceptance of any 
leather so long as it is shiny 
often costs the shoe merchant 
more than he can measure in lost 
customer confidence. 


DONKEY COLT has al- 
ways been a highly standard- 
ized patent leather. 

As such, it will repay your 
specification. 


174 Lincoln Street, Boston, Mass. 


Rochester, N. Y. 
Mr. Charles L. Kirk 
22 Andrew St. 


GENERAL REPRESENTATIVES 


CONTINENTAL EUROPE— 


Cincinnati, Ohio 
Mohr-Holters Sales Co. 
202 E. 7th St. 


FOR NEW CASTLE 


Greater New York 
New Castle Leather Co. 
100 Gold St. 


St. Louis, Mo. 
T. M. Fitzgerald & Co. 
1602 Locust St. 


LEATHER CO.— 


HEADQUARTERS AT PARIS, FRANCE 
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STICKLES 


KO-REC-TOE 


TRADE MARK 


IN STOCK 


Immediate Delivery 














799 528 


No. 528—Misses’ Cates, Brown” Calf 


No. 799—Misses’ Bd. Mahg. Cf. Perf. SRF Vamp & Qtr. Mahg. Cf. Tip, Band, 
oe : Oxf. Goodyear Welt. 


Senkyesr Welt Oak Bend Soles. Rub- ad Backsta lu. 
Ko-Rec- 


Heel. Ko-Rec-Toe Last. ; 8 oe Last. 
Sines 12-2 Width C'& D Brice. 08.35 agi Sizes 12-2 Widths B, C & D Price. $3.00 


No. o0t—Seme as above in Black Calf. 
Sizes, widths, prices same as above 


No. 7715—Little Gents’ Bd. Magh. Cf. 
Blu. Oak Bend Soles. Ko-Rec-Toe Last. 
Sizes 9-11 44 Widths C & D. Price. $2.75 


No. 8715—Youths’. Same as above. 
Sizes 12-2 Widths C & D. Price. . .$3.00 





9801 


’ : No. 9801—Growing Girls’ Bd. Mahg- 
Cf: Lace Oxf, Pert. “Goodyear Welt cS Pert. Goodyear Welt. Ko-Reo-Toe 
u 


| ey 7 Heel. Ko-Rec-Toe Sizes 24-8 Widthe A- D. Price. . .$4.15 


2%-8 Widths AA-D. he -$3.90 
No. 9817—Same as . oom in Black 
No. 9585—Same as —¥ in eae Calf. Sizes, widths, and price the 4 


Same sizes, widths, and 


9579—Same as above illustration, 
Hs “Black Kaffor Kid. Sizes, widths, and 
price the same. 





“They made their way-- 
By the way they’re made.”’ 


THE L. D. STICKLES SHOE COMPANY 


Manufacturers 


RED WING, - - MINNESOTA 
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BOX -TOES 
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VULCO-UNIT 
310), XO) ke | 
THE END BOX — IDEAL FOR SOFT TOE SPORT SHOES 


The Vulco-Unit End Box assures comfort and style in soft toe sport 
shoes by providing just enough support to prevent wrinkling at the toe 
THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG, CO. 


Largest Manufacturers of Box Toes in the World 





Chicago GW. KIBBY & CO. 4 = GEO.ASPRINGMEIER CO. Cincinnati 
OSCAR E WRIGHT CO. | mm) _ St Louis 


—__—— 
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Our “Berville’’ Pattern 


B 447X 


Women’s black ooze quarter and vamp, black 
kid collar and straps, Berville cross-strap 
pumps, Navarre last, McKay sole, two-inch 
wood-covered Spanish Louis heel. 


NOT IN STOCK 
Can be made within 30 days from 
receipt of instructions. 


Can also be made in a wide 
variety or combination of ma- 
terials. 


Prices quoted on request. 


A Popular 
Fall Pattern 


Our new BERVILLE is a light, 
airy cross-strap pattern that can 
be made with either a turn or 
light-weight McKay sole. 


The last over which it is made 
has the new modified French toe 
that is in favor in the style 
centers. 


It carries a graceful, slender 
Spanish Louis heel of a popular 
height that adds to its attractive- 
ness. 


Not a “freak” style, but a 
fashionable sandal that will be 
worn by the best dressed women. 
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Speed up Production on your Strap Styles 
by using 


Our New Full Cone 
Hinged Last 

















Makers of strap pumps and oxfords will find this last par- 
ticularly helpful, in that it prevents the straps from riding 
above the cone and into the hinge opening when the shoe is 
being lasted. 


Straps can be buttoned in the exact proper position when 
the shoe is on the last. 


This last can only be obtained through us, and at the present 
time is only made in our Auburn factory. We shall shortly, 
however, be able to provide it from a number of our other 


factories. 


Untrep LAst COMPANY 


HEADQUARTERS, BOSTON, MASS. 
TEN FACTORIES SIX SHOW ROOMS 
BOSTON 


BROCKTON ROCHESTER DSN hie 
NEWARK HAVERHILL Ne Xf 212 Essex St. 

, LYNN AUBURN STA: BP. Sryonnati 
CHICAGO ST. LOUIS SA yy ST Louis 
NEW YORK MILWAUKEE ” yy) Adv. Bidg., Rm. 303 

Fitz Br ys 
Empire Last Works Sa Lat Wella Blig fo. 406 
Rochester, N. Y. WAY ye PHILADELPHIA 
_ Affiliated Company WZ 331 Arch St. 
United ine nam a td. MILWAUKEE 
with Branch Office at Toronto oP Deerpeaae Sale. 














is 
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BLACK SATINS 


For Immediate Shipment 


We can take care of your needs on these up-to-the-minute 
patterns in Satins at short notice. 


ALL GOODS CARRIED IN STOCK 


If you have not 
received our fall 
folder — we will 
mail one on 
request 


No. 251. Price $4.35 No. 100. Price $4.50 


Black Satin Betty Cross Strap, Black Suede Strap, Black Sate Betty Cross Strap, Black Suede Strap, 
Single Sole, Military Wood om Heel, Full Spanish Louis Covered Heel, Short 
Newport Last. AA to. C. vo Paris Last. AA to C. 


me %] 


No. 193. Price $4.50 No. 110. Price $4.35 


Black Satin Betty Cross Strap, Black Suede Strap, Black Satin One Strap Marion, Black Suede Strap 
Single Sole, Full S ¥g Louis Covered Heel, and sam. ae Sole, 8-8 Wood Covered 
Euclid . AA to C. Heel, Belmont Last. AA to D. 


THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET ss 3 BOSTON, MASS. 
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KREIDER’S Children’s and Misses’ Footwear set the 
standard that should be the desire of every good retailer. 


No. 584 “POLLYANNA” 


Misses’ Mahogany Calf Leather Pony Cut Welt. 
Fair Stitched Mouse Quarter, Fancy Cut Cuff. 
8144toll Cand D Spring Heel 

11% to 2 B, C and D 6-8 Rubber Lift Heel$3.15 
2% to 6 B, Cand D 8-8 Rubber Lift Heel. $4.00 


No. 582 Same as above only Black Patent Vamp 
and Grey Cuff. 


They have the style, 

the quality and the 

workmanship that at- 
tract custom- 
ers; have the 
built-in service 
that customers 
quickly appre- 
ciate. 


CHICAGO 


PHILADELPHIA PITTSBURGH 
NEW YORK ST. LOUIS 
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KREIDER’S Children’s and Misses’ Foootwear are live 
sellers because they are produced by makers who have 
specialized in this type of footwear for twenty-nine years. 


Are priced so that the 
retailer can make a 
fast turnover at a 
profit. Are 
popular with 

live retailers 
because they 

are PROFIT 
MAKERS. 


y 


= 
ce) 


i 24a ey of 
Sete eS | 


No. 411 “LUCY ANN” 


Misses’ Cherry Calf Leather Pony Cut McKay. 
4 -4 Stitched Mouse Quarter, Diamond Cut-Out 

uff. 
CHICAGO 81% to 11 C and D Spring or School Heel. .$2.50 
PHILADELPHIA PITTSBURGH 11% to 2 C and D 6-8 Rubber Lift Heel... .$2.85 
NEW YORK ST LOUIS No. 409 Same as above only Black Patent Vamp. 
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Men’s 4-8” Heel 
Sizes 4 to }}, Inc. 











Men’s 7-8”; 
6-8” Whole Heel 
Sizes 4 to }4, Inc. 

















m21's3 3-8” Women’s 3-8” Spe- Children’s 5-16” 
Cuban Heel cial Cuban Heel wie 
Sizes 1, 3,5,7and9 edge Heel 
- Sizes 0 to 5, Inc. 


Sizes 000 to 8, Inc- 
Women’s 1-4” 
French, Spanish 
and Cuban 


Top Lifts. 
All Sizes 


Co, 
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Misses’, Boys’, 
Youths’ and Little 
Gents’. an 
4-8” and 5-8” 3-8 Junior Heel 
Sizes 9 to 12, Inc. 








Men’s 3-8” Heel Cupped Heel 
Sizes 12 to 22, Inc. Sizes 00B to 6B, Inc. 





























Why accept “ordinary wear’? Rubber Heels on the shoes you 
purchase when you can get “DOUBLE WEAR” by speci- 
fying them to your manufacturers? 


Your customer is surely entitled to the best you can give him, 
especially when the cost is no more. 


You are particular about the kind of -leather—about the trim- 
mings, etc., that go into the shoes you order—why not use 
the same discriminating care in your selection of the Rubber 
Heels—which are such a vital part of the shoe and so directly 
concerned with the wear? 


DRYDEN DOUBLE WEAR Heels always deliver the’: maximum 
in Wear, Comfort and Style. Specify them and please your 
customers. 


There's Double Wearinevery Pair” 


CHICAGO --- BOSTON - DETROIT - ST. LOUIS 
ee or Ae ee ra 
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TRADE MARK 


There is and no doubt always will be a 
demand for boots of conservative and 
semi-dress types. 


This demand is comparatively limited, 
but boot sales in October and November 
assume a volume which the average 
dealer cannot afford to sacrifice. 


Some retailers handle ‘‘made-on-order” 
boots bought months before they are 
needed; a gamble on sizes and quantities. 


Others make use of In Stock depart- 
ments, buying what they need as the 
need becomes apparent. 





Cane) 


TRADE MARK 


It may be rather early to consider 
the sale of boots 


It is not too early to consider the 
buying of boots 


Running a boot stock with ‘“‘made-on- 
order’ merchandise usually results in an 
over-stock through too many sizes or 
lost sales because of a lack of sizes. 
Advance purchases and the length of 
time required to make up “fill ins” 
result in too many or not enough. 


A boot stock of “In Stock” shoes is 
invariably a clean stock for they are 
ordered and shipped as the need arises, 
replacements are made without long 
waits and the fact that extremes can be 
secured as they are called for makes it 
unnecessary for the retailer to gamble 
on sizes which may prove unsalable. 


If you will look upon W. B. Coon Co.’s stock as your stock you will have 
at your command forty odd boot numbers with “regular,’”’ “full,” “‘outsize’”’ 
and “extra outsize’”’ tops, on combination, standard measure or “‘outsize”’ lasts 
in sizes 2 1-2 to 12, widths AAAA to EEEEE. In fact, you will have access to 
the most complete stock of boots in America. 


A catalog and price list will be sent upon request. 


ROCHESTER, N. Y. 








ee ee MMIII mm nn 
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A.SHOEWISE 
says— 


Style No. 0320—One Strap, Price $2.50 
Style No. 0321—Two Strap, Price $2.65 


Made of high Quality Chrome Patent 
Leather on a Smart Full Measurement 
Last. Perforated Vamp and Quarter. High 
Quality Sole—trimmed light in keeping 
with the present style trend. A sensible 
high heel (13/8) with Wingfoot Rubber 
Top-Lift. At this price these shoes will 
return you a healthy margin of net. Here 
is Avenue class on a last that meets the 
widest range of fitting requirements. 


Sizes and Widths In Stock:—C, D, E— 
2% to 8. 


BOSTON OFFICE 
216 Lincoln St. 
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No. 0320 


IN STOCK 
$2.50 


5%—30 DAYS 


‘“‘T have a beautiful array of shoes on my shelves. 
Shades of Tut—all shapes and cuts. They're 
going to get the broom. Feel bad at the loss,— 
not in the least, for FISHER Comforts take up 
the slack and sell while others go stale. Number 
0320 shown above is my best bet. It keeps. my 
customers smiling in style. It fits their feet and 
is style all the while. I can’t think of a single 
shoe in my entire stock which gives as much 
value for the money.”’ 


(COMFORTS 


: SHER 8 ON 


LYNN,MASSACHUSETTS rn y neg 











"PARFAIT" 


ZA 


Semi-Evening or 


Evening Slippers | 


One Strap Buckle of Black 
Satin, trimmed with Patent 
Leather. Also in all Bro- 
cades, trimmed with Silver 
or Gold Kids, and in leather 
Combinations also. 


Made to order only 


SILVA & COMPANY 


208-16 WILLOUGHBY STREET 
BROOKLYN, NEW YORK 























HAT could be smarter 
than this Weber model? 


And the 
Mf just as 


best part of it is, it’s | 
full of the cd tient Ml 


WEBER value il 


Only on 
we Sunke 


eof the many new models | 


'  TORETAIL AT 


$5.00 --- $8.00 


New York Office 


HARRIS, 1328 Broadway, Marbridge Building 
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Alenz Case 


HIGHEST IN QUALITY 


OUT-DOOR 
BOOTS 


For MEN and 
WOMEN 


There’s a REAL 
Tetons Chon Vee Waveot ow demand for outdoor 


full soles. Leather lined vamp..... .Price $6.25 boots. 














Here is your oppor- 
tunity to offer your 
customers a line that 
carries SATISFAC- 
TION for them and 
PROFIT for you. 


They’re made up to 

the MENZIES 

standard and will 
stand the stress and 
strain of outdoor 
wearing. 


Write us for samples or let 
our salesman call and get you 
started with the ‘‘Money 
Maker””’ line. 





THE MENZIES SHOE CO. 


FOND DU LAC WISCONSIN 


NORTHWEST DISTRIBUTORS 
KRAUSSEE BROS., 53 4th St., Portland, Ore. 








7087—Men's Chocolate Veal Waterproof Moc- 2000—Ladies’ Chocolate Full 
casin Boot 16”. Two full soles. Leather li Hiking Boot Moccasin. Lined 
Vamps Price $7. NEW ENGLAND DISTRIBUTORS Rubber Heel., 8. 8......2........ 60 


H. E. SMITH & SON, Inc., Worcester, Mass. satan 
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Fa “Yes, sir— 
it’s a ‘U.S.’ Spring-Step!” 


HIS really means something to your customer. He recog- 

nizes an old friend in the U.S. trademark that he has learned 
to bank on—that he always associates with quality products. 
In thousands of shoe stores throughout this country U.S. Spring- 
Step Rubber Heels are helping to sell shoes because of this fact. 
And the heel itself lives up to the reputation of the trade- 
mark. Durable — comfortable — good looking — it feels right 
and looks right. 
And note this exclusive feature: The heel is right side-up. It 
reads right. The inscription on the heel and the manufacturer’ s 
mark on the sole are both taken in at a glance. 


It’s a sales asset to any shoe to be equipped with U. S. Spring- 
Step Rubber Heels. Specify them on your next leather shoe order. 


United States Rubber Company 
1790 Broadway New York 


Sole and heel stocks in our following branches : 
BOSTON CHICAGO CINCINNATI NEW ORLEANS NEW YORK ST. LOUIS 


SiR + baci ¥ 
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SNAPPY—ATTRACTIVE STYLES—LOW PRICES 
IN STOCK 


“SUSAN” 
“CLARA” 


. : ; ' “Susan” Black Satin 1 Strap Black Suede 
‘‘Clara” Black Satin Black Suede Trimmed, . : Trimmed. Imitation Turn Spanish Jr. 
Turns A to D Regular Sizes Spanish Jr. r ‘ Heel. B to D Regular Size... . Price $2.60 
Heel ad Price $4.00 - “‘Alice” same as ‘‘Susan” except 12-8 
Sh : Military Heel Price $2.60 

“Edna” same as ‘‘Susan” except Brown 

TS ee eee 


“MILDRED” 


“Mildred” Log Cabin Suede, Letep, 
Spanish Jr. Heel. Imitation Turn, B to D. 
Price $3.15 
“Marion” Same with 12/8 Military Heel. 
Price $3.15 


“MABEL” 


ee a Black Satin 1-strap, Black Suede “Ethel” Black Satin, 2 Button, 1 Strap 
Tri —s x" Spanish: Jr. Hock faiaticn 4 Soutache Braid, Spanish Heel ‘Imitation 
*“‘Maud” same except 12-8 Military Heel. * 4 re >. with 12-8 Belg pa 
Be es Price $2.32 44 

*MARGARET” 


“Margaret” White Cabretta, 1 strap, 
12-8 Military Heel, Imitation Turn, B to 
Wika denne «ah cable 04s cob dais dae 
‘“‘Mary” same Spanish, Jr. Heel. Price 

$2.90 


“HELEN” “FRANCES” 
Sold in Cases only 
36 pair to width 


‘“‘Helen” Black Satin Black Suede Trim- B-C-D. “Frances” Black Satin, Cross Strap of 
med Grecian Imitation Turn, 12-8 Mili- suede, Spanish Jr. Heel, Imitation 
tary Heel, BtoD ............Price $2.75 B to D Price, $2.55 


The Outing Shoe Company 
530 ATLANTIC AVE. Boston, Mass. 


Manufacturers of “‘Unico” Felt Slippers, ‘Meadow Brook” White Shoes and 
Satin Slippers. Both NATIONALLY ADVERTISED. 
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Originators and Exclusive Tanners of 


WEILDA CALF 
DURO CALF 


NUBUCK 
BLACK DIAMOND 


Chrome Patent Leather 


A. C. LAWRENCE 


210 South Street - - 


New York Philadelphia 
Rochester 
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LAWRENCE LEATHERS 
ARE 














RELIABLE LEATHERS 


It’s the absolute reliability of Lawrence 
Leathers that makes them so satisfying to 
shoe manufacturers and retailers, a constantly 
increasing number of whom are learning to 
insure receiving the newest and best things in 


leather by keeping in touch with A. C. 
Lawrence Leather Company. 


Are you on our mailing list? 


LEATHER COMPANY 


- = = Boston, Mass. 


Chicago St. Louis 


Cincinnati 
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In Stock 
CAHILL’S 
ANATOMICALLY CORRECT 


ARCH BRACE SHOE FOR 
WOMEN— 


built on the most scientific lasts ever produced. They are 
made to fit the foot, never forcing the foot to fit the shoe. 
Our 80 last is exceptionally stylish and comfortable. It 
bears a neat appearance desired by all women. 


In stock with Flexible Arch Brace. 

















ot Oo 
——ss eo 





Heels 1” -14" — 16-8”. Sizes 3 to 10, 
widths A to D. Black Kid $5.00. 
Brown Kid $5.50. 

Made in four weeks—2% to 10. AAA 
to EE. 

Write for exclusive agency and have our 
salesman call. 


— 
The CAHILL SHOE CO. | 'Sh 9 
Cincinnati, Ohio Trade Mark Registered 
CHICAGO 


Sheridan Road at Wilson Avenue 
Uptown Chicago’s Most Favored Hotel 
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For your greater comfort, on your next visit to 
Chicago, come to Hotel Sheridan-Plaza on the 
famed North Shore. Convenient to bathing 
beaches, golf links, parks and bridle paths. In 
the center of a rich retail district where are 


Every comfort and con- Jj rice a ee 


venience so much appreci- ' 

ated by the busi PP Whether on business or pleasure, for a week, 
: y the business man month or year, not elsewhere can you find 
is yours at the Essex. When location or accommodations better suited to 


you say, “Meet me at the your comfort and enjoyment. 


Essex,” it is at once under- Five hundred rooms, each wi private bath. 
tood . Music and dancing evenings. In this hotel is 
8 

h that haart — stopping one of Chicago's leading restaurants and the 
where the service is the best. far-famed Narcissus Grill (cafeteria), patron- 
ized by thousands daily. 


The Essex Hotel Co. Eighteen minutes from downtown; elevated 
express trains; surface cars ; motor busses to 

from downtown, through Lincoln Park, stop at 
the door. Exceptional garage accommodations. 


European plan. Excellent 
rooms with private bath, $3 a 
day and up. Reservations are 
advisable. 


J.J. McCarthy. Pres. T A McCarthy. Treas. 
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Select Golden Vici, Modified Medium Toe 
Pe Last, Cushion Sole, Steel Shank, Guaranteed 
Viet Kid Moulded Counter, Rubber Heels and Mercer- 
ized Goring M and F 5/12. 


a 


Style No. 192 Style No. 190 Style No. 191 


MEN’S TURN SLIPPERS 2000 


As Manufacturers and Distributors we now have that satisfied feeling that one gets 36-Pair 
after a long, hard struggle. Cases 


Quality and Service has been our aim,—how well we have succeeded is showing daily in In Stock 
our increased shipments of this class of footwear. 


All Orders Shipped Promptly on date specified. We earnestly solicit your acquaintance CATALOG SENT 
and will gladly submit samples if only for your approval. BY REQUEST 


O U R Golden Vici Kid, Modified Medium Toe Last, 
craein — Kid Sock Lining, Steel Shank, Guaranteed 
$ - ‘ 3 x Vamp Lined. Moulded Counter, Rubber Heel and Mercer- 


j amp Lined 


LI N E with Heavy Twill ized Goring M and FF 5/12. 


%a 0h. 0 


Style No. 198 Style No. 196 Style No. 197 


“1 Women’s 1 METS TWOLD COMFORT SHOE Co.} 1!“ 


Styles Slippers 
Iu Sesck RAYMOND - - - NEW HAMPSHIRE In Stock 
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How RAJAH Soles Are _ ‘witsisvisc 
Working Out in Service 


“‘T Never Felt So Sure of 
My Stance,’’ Says an 
Expert Golfer. 


‘Since they asked us to give 
up spiked shoes, I’ve never 
worn a sole that gripped the 
ground so solidly.” 


‘And say—aren't they com- 
fortable? I can play 36 holes 


Remember— 


Genuine Rajah Soles are 
branded wi this mark 


Do Not Judpe Rajah Soles 
bagel do Hol bear 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 


long wear. 


in RAJAH Soles, and never 
feel my feet.” 


“I like them so well on the 
links, that I took to wearing 
them on the street too. Now 
I have just ordered a pair of 
street oxfords, with RA JAH 
Soles, to wear to business, 
so I can keep my golf shoes 
in the locker.” 
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“First Walk” Turn Flexible First Steps 
BIG VALUE IN LITTLE SHOES 


en 


= SS) (SSS (SSS) oa 


SS 


No. R70—Patent Vamp and Fox, 
Smoked Cab. Top $1.25 
No. ee Vamp and Fox, Red 
Cab. T: $1.25 

No. R72 Patent Vamp and Fox, Mat 

Cab. T $1.25 
No. Re _Diowa ' No. R73 _Brown Calf Vamp and Fox, 
Smoked Cab. Quarte $l. ' ‘ Smoked Cab. Top $1.35 
(All the above in sizes one to five, in- (All the above in sizes one to five, in- 

cluding half sizes) : cluding half sizes) 


Flexibility in Helthy-Fut “First Walk” First Steps is assured by 
our own special process. They are carefully lasted, hand turned, 
with full standard measurements. Nothing there to injure tiny, 
tender feet—the inside finish is absolutely smooth. No wonder 
they sell and repeat! The satisfaction they give will keep mothers 
coming to your store for baby’s shoes as long as they are in the 
community. If the styles above do not appeal to you, send for our 
new catalog. Over sixty-five styles in stock for immediate delivery. 

















Ac 
SINSEEPNEE BRO.& So 
211-13-15 W. MONROE 


CHI CAGO 
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wf) The Hallmark of Hospitality \=— 





United Hotels 
Are in Big Business Cities 


Seventeen modern, fireproof hotels of this famous chain 
are centrally located in the larger cities throughout the 
United States and Canada. Four new hotels are now in 








the course of construction in New York, Seattle, Pater- 
son, and Niagara Falls, N. Y. 

The man in business will find these hospitable hotels 
logical headquarters whenever his business takes him to 
the cities listed below: 


THE BANCROFT WORCESTER, MASSACHUSETTS 





Charles S. Averill, Mgr. 
THE TEN EYCK ALBANY, NEW YORK 





























Harry R. Price, Mgr. 








HOTEL UTICA UTICA, NEW YORK 
Walter Chandler, Jr., Mgr. 
THE ONONDAGA SYRACUSE, NEW YORK 
Proctor C. Welch, Jos. Grogan. Mgrs. 
THE SENECA ROCHESTER, NEW YORK 
B. F. Welty, Mgr. 

HOTEL ROCHESTER ROCHESTER, NEW YORE 
Lewis N. Wiggins, Mgr. 

THE ROBERT TREAT 
Charles x 








THE STACY-TRENT TRENTON, NEW JERSEY 
Charles F. Wicks 
THE PENN-HARRIS HARRISBURG, PENNSYLVANIA 
H. S. McDonnell, Mgr. 
THE LAWRENCE ERIE, PENNSYLVANIA 
W. A. Cochran, Mgr. 
THE PORTAGE AERON, OHIO 
Harry Halfacre, Mgr. 
THE DURANT FLINT, MICHIGAN 
Geo. L. Crocker, Mgr. 
THE MOUNT ROYAL MONTREAL, CANADA 
Vernon G. Cardy, Mgr. 











TORONTO, CANADA 
Mgr. 





ROYAL CONNAUGHT HAMILTON, CANADA 
A. E. Carter, Mgr. 
PRINCE EDWARD HOTEL WINDSOR, CANADA 
J. T. B. Foote, Mgr. 
THE CLIFTON NIAGARA FALLS, CANADA 
Open May to September 
Building 
THE ROOSEVELT NEW YORK CITY, N. Y. 
THE OLYMPIC SEATTLE, WASHINGTON 
THE ALEXANDER HAMILTON PATERSON, N. J. 
THE NIAGARA NIAGARA FALLS, NEW YORK 














UNITED HOTELS COMPANY 
OF AMERICA 


Frank A. Dudley 
W, Rockwell, Vice-Pres.  Toshe Rlneatd, Vieo-Pessidene 
Pence Wipes Vez nent Bt Jot - 
Executive Offices 
25 WEST 45th STREET, NEW YORK 
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What makes it easy, 
to sell "Grip Sures : 


HREE things! Speed... safety .. . service. 


Surefootedness ... ability to leap and turn with panther 
swiftness and accuracy ... comes from the patented suction cup 
soles to make speed with safety. 


Service . . . long life . . . ability to endure game after game of 
rushing, tearing speed comes from strong Top Notch Duck uppers 
and the moulded suction cup soles of live rubber. That’s the third. 


Those three things... speed, safety and service... are the 
chief reasons why Grip Sures stay sold and customers repeat. 
Straightforward, opportune advertising in the Saturday Evening 
Post, American Boy, Boy’s Life, Boy’s Magazine, Associa- 
tion Men and Physical Culture is the reason why everywhere 
men and boys are asking for Grip Sures by name. 


There is a place on your shelves for Grip Sures and a place in 
your cash register for their profits. Write now to our nearest 
branch office for details. 

BEACON FALLS RUBBER SHOE COMPANY 


Makers of Top Notch Rubber Footwear 
Beacon Falls, Connecticut, U. S. A. 


Factory Branches in: 


NEW YORK CHICAGO KANSAS CITY 
BOSTON MINNEAPOLIS SAN FRANCISCO 


8. TRADE MARK 99 


RIPSSURE 


PAT. OFF. 


The All Year Shoe 
for Service 
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MENIHAN’S ARCH-AID SHOES 








Sell her style and comfort—at a good profit 


No woman need say good-bye to style, nor endure aching 
feet for the sake of pride. 

Long after nature's warning, a"woman persists in wearing 
shoes which intensify instead of relieving the trouble— 
weakened or fallen arches. Why? Because, she thinks that 
once she has adopted scientific, corrective footwear she 
must say good-bye to style! In other words, she has not 
yet discovered Menihan’s Arch-Aid Shoes. There are hun- 
dreds of shoe merchants throughout the land who have 
departmentized these shoes and find them their most 
profitable and reliable line of staple sellers—a line that 
never has to be sacrificed—no left overs, no accumulations 
of unsalable styles. 

NATIONAL ADVERTISING Is Helping 
the Arch-Aid Dealer 

NOW THE WOMEN OF AMERICA HAVE A COR- 
RECTIVE SHOE THAT IS ALSO A BEAUTIFUL SHOE 


= 


Menihan’s Arch-Aid are shoes any woman would be proud 
to wear—anywhere. They are correct irt styles, leathers, 
shapes and b 

Bs have broken down the last objection to the corrective 


DOMINATING FULL PAGE ADVERTISEMENTS 
IN VOGUE and the SATURDAY EVENING POST 
REGULARLY TAKE THIS STORY INTO MILLIONS 


Menthon Arch-Aid adv has brought thi 

i s i ertising is story 
to millions of women. Our Fall Campaign—full pee & 
the Saturday Evening Post and Vogue—will bri i- 
han's dealers even greater business. ; 

Menihan's dealers enjoy territorial ion. Their 
— are increased by the Menihan tative sales 

lan. 


ou need a line such as this—write now— 


MANUFACTURERS G& DISTRIBUTORS 


Rochester, V.% 


Please send full’particulars about your co-operative selling proposition on Menihan’s Arch-Aid Shoes. 
Add 
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Don’t Wait Until Fall 
Sell More Comfys Now 


A ugust 25, 1923 


Our full page in the August Ladies 
Home Journal, reaching 2,000,000 
of the best buying families in the 
United States. 








as 


‘Women Want More 
Than Comfort 


I F comfort were all—almost anY 
felt slipper would do for you. 


But particular women demand the 
same good looks in their quiet hour 
slippers, as in those they wear into 
the outside world. And they want 
these good looks—smart design— 
snug fit and trim shape—to continue 
evep after months of hard wear. 
s 


When you understand how much it 
means—in skill, in care, and in ex- 
perience—to put in those good 
looks so they will stay, then you will 
understand the great difference be- 
tween Daniel Green Comfys and 
ordinary cheap felt slippers. 


The traditions of more than forty 
years building to a standard are be- 
hind every pair of genuine Comfys. 
The expert craftsmanship, the in- 
sistences on finest materials, the 
exacting standards of inspection, 
are all necessary to give you that 
additional vaiue that becomes in- 
creasingly evident the longer you 
wear them. The famous Daniel 
Green label is your best assurance 
of full value in the slippers you buy. 


Daniel Green 


C 
nate A 





2 ~* 


When Buying Slippers 
re hg Pe 

‘omfys ade Only 
By Da n 


iel Green. 





Boudoirs, 


D’Orsays 
and Mules, 





Another old tradition has been shat- 
tered. Every day we hear of some new 
dealer who has discovered that he can 
sell Comfys steadily right through the 
year—that he doesn’t havgto wait until 
the late fall to do a real business in this 
most popular of all felt slippers. 


Our national advertising runs through- 
out the year, creating new customers 
and building up an appreciation of the 
greater economy in genuine Daniel 
Green Comfys. It gives your customers 
an acceptance of Comfy quality that 
makes your selling task far easier. 


And when you have sold Daniel Green 
Comfys you have made a friend that 
will come back over and over again— 
not only for Comfy Slippers, but for 
everything else you have to sell. 


DANIEL GREEN FELT SHOE 
———COMPANY———_ 


General Offices: 
Dolgeville, New York 


New York Sales Office, Chicago Sales Office, 
116 East 13th Street 189 West Madison St. 


Boston Sales Office, 
10 High Street 
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A Slant on Style 


The days of style prediction 
passed long ago. What may find 
great popularity west of the 
Mississippi, may go begging for 
takers in New York. A style 
tendency in New Orleans does 
not influence desires in the north, - 
and vice-versa. 





The Fall season will be a profit- 
able one, but most profitable to 
the retailer who can best suit 
the particular requirements of 
his customers. 


The broad scope of the activi- 
ties of the Rice & Hutchins 
organization allows us to feel 
the pulse-beat of all style mar- 
kets, and prepare for them. The 
desires of your customers for 
Fall footwear are in stock in the 
eight Rice & Hutchins distrib- 
uting branches—ready for quick 
shipment. To give you the styles 
your customers want, when they 
want them and in any quantity 
you need, is true Rice & Hutch- 
ins service. Try us! 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S.A. 


Rice & Hutchins Atlanta Co. Rice & Hutchins Cleveland 

Rice & Hutchins Baltimore Go. Rice & Hutchins New Yoox oo 
Rice & Hutchins Chicago Co. Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co., Boston, Mass. Jos. I. Meany & Co. Inc. Phila., Pa. 
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Lengthen Your Selling Season 


If Yours Is a Half-Year Town, Do Something to Develop a Twelve-Month 
Business Cycle 


ERCHANTS are giving more study to the 

peaks and valleys of their own business. They 

find a rush of business in the months when 
school is in operation, or harvests are being paid for, or 
tourists are in their midst. 

Some of the Southern resorts find that the bulk of 
their business is being done in the four middle months of 
the winter. The alert merchant in one of these com- 
munities looked his field over to see whether he could 
emphasize his store service to people within a fifty-mile 
radius so that he might enjoy fairly consistent busi- 
ness the year through. It is of little profit to have a big 
business spread over four months and no business for 
the eight that follow. 

One Florida merchant who has been constantly bring- 
ing the topic up before his Chamber of Commerce 
brought about the expenditure of one hundred thou- 
sand dollars by the merchants of that section to en- 
large their tourist season by three months. The hotels 
have been asked to stay open and all sorts of municipal 
activities are encouraged. Also, special events, fairs and 
fetes have been arranged and as a result the season has 
been enlarged, and the community has prospered 
greatly. This same merchant in the very dull months 
visits the nearby islands and has encouraged the trade, 
which formerly looked upon footwear only for utility, to 
buy extra pairs on the style basis. 

The problem of the merchant is so to diversify his dis- 
tribution that his merchandise is constantly and con- 
tinuously hitting the public purse. There is a lot of dif- 
ference between the store operated as a temporary depot 
(in and out at profit) and one managed as a storage 
warehouse in the dull season. 

All over the country the sluggards have been say- 
ing “summer slump” and have been marking time 
till business freshens. As sure sales are missed by not 
going after them there have been less shoes sold this 


midsummer than conditions warranted. Those who 
“put the jump in slump” have profited thereby. Mer- 
chants have taken seriously the Recorder campaign 
of store publicity and have benefited thereby. A real 
“go-getter’’ spirit has actuated sales staffs and the re- 
sult has been a cleansing of stocks and a reduction of 
inventory. 

Merchants have been studying their home towns. 
If style is in a monthly cycle how about local buying— 
is it by the month or by the season? Does the farmer 
buy only in the winter months? These are interesting 
topics of particular importance when one cycle of style 
rushes along in a monthly circle while local trade may 
have its major swing over a six-month period. Both must 
be reconciled by the merchant who must buy in style 
and sell when money is being freely spent. A clear pres- 
entation of the new order of things is given in the 
Danville (Ill.) News as follows:— 


Is Danville a six months town? Many merchants say it is. Now 
just why do they have the feeling that business is done only during 
the six winter months and not during the summer? The mer- 
chant’s explanation of this is that this is a tobacco city and that 
in the fall the farmer comes to Danville, bringing his tobacco 
and gets a large sum of money, then spends it for the merchandise 
he needs for the rest of the year and after this money is spent 
buys no more until the following year: 

“Is the merchant’s point of view correct or not? Honestly they 
think they are right, but are they? 

“‘We will agree with the merchant that the farmer trade is a 
large asset, they appreciate this trade and offer the farmer good 
merchandise at a reasonable profit, but here is where the mer- 
chant is wrong—The farmer does not spend all of his money in the 
fall and winter months. The average farmeris just as good a buyer 
as those of the city, and after working during the entire summer lhe 
does not spend all of his money at once, bul keeps a reserve to buy 
the bargains that are offered and that he needs from time to time, 
just as any of us do. 

“‘Many of us who live in the city would do well to have a reserve 
as large as the farmer carries. 

“No business man can expect to have a successful business if 
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he sits around and talks about this being a half-year town and 
that business simply can not be had. The progressive merchant of 
today goes after business all the harder when things begin to slow 
up. He advertises, he sends his salesmen out, he never admits that 
business is bad, but just keeps on looking forward to better days. 
There is a slogan universally used that “If you keep on telling 
them, you will keep on selling them.” This is absolutely the truth 
if you offer legitimate values. ‘ 

“Wake up, Mr. Merchant, don’t think that business is dead for 
six months, because if you do, your competitor will beat you to it.” 


Try to develop a continuous business, for only by an 
average rate of sales the year around does the greatest 
economy come in merchandising. 





A Better Standing for Business 


HE position of American business on important 

economic questions was put before President 
Coolidge this week by the Chamber of Commerce of the 
United States. Our new executive thereby was given 
the opportunity to understand the position of mer- 
chants and manufacturers on the subjects of inter- 
national relations, railroad transportation, merchant 
marine, tax reforms, the budget, immigration, the 
bonus, tariff and Federal reserve system. 

An early solution of foreign relations will correct 
“selling prices at home for factory products that now 
lack the economy of large production sustained by both 
home and foreign trade.” A national program on the 
development of both rail and motor transportation will 
bring about great progress in all communities. The re- 
peal of war excise taxes will reduce the burden of taxa- 
tion and release more capital for industrial develop- 
ment. The perfection of the budget system will facilitate 
economy in government. A real program of selective im- 
migration is recommended. The cash bonus is not 
favored while the injured veteran is to be given adequate 
training for health as well as work. 

Such a constructive program by the administration 
will do much to encourage both optimism and prosperity 
in the land. The second step in the government’s in- 
vestigation to eliminate waste in distribution was 
taken this week when representatives of six large manu- 
facturing associations met with government officials in 
Washington for formal discussion and an exchange of 
ideas as to how department and retail stores can best 
serve the public and at the same time reduce the over- 
head costs of distribution. 

The first conference was held early in July when the 
government officials met with the retailers. The con- 
ference this week was with the manufacturers and the 
last of this or the first of next month representatives of 
the wholesale trade will be asked to send representa- 
tives to meet with the government officials in formulat- 
ing a definite program—the ultimate aim of which will 
be more economic distribution in retailing. 

No recommendations were made by representatives of 
the conference as it was decided that all the representa- 
tives of the various phases of distribution should be 
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heard from before recommendations can be made as to 
the actual plan adopted. 

Nothing was made public as to what was done at the 
conference other than the statement that the manu- 
facturers would closely co-operate with the other asso- 
ciations and the Department of Commerce in the move- 
ment. 

The representatives from each of the associations will 
select certain representative commodities on which the 
General Committee can base a systematic study of 
waste in distribution from the finished product as it is 
sold over the counterback to the source of raw materials. 
Once this is done the committee is of the belief that cer- 
tain radical changes brought about by concerted action 
of the trade, with the co-operation of the government will 
result in the saving of a great deal of waste in retailing 
and wholesaling methods. 

Those who participated in the conference included 
Frank R. Briggs, of Boston, Mass, and J. Dudley 
Smith, of New York, both representing the National 
Boot and Shoe Manufacturers’ Association. The other 
organizations present were: The International Asso- 
ciation of Garment Manufacturers, The American 
Specialty Manufacturers’ Association, The Associated 
Knit Underwear Mfgrs. of America, The American 
Hardware Manufacturers’ Association, and the Knitted 
Outerwear Manufacturers’ Association. 


Stop the Billboard Nuisance 


Baere ney are beginning to realize the 
asset-value of scenery that appeals to visitors. 
When some towns in southern California go to the 
extent of restricting construction to one style of 
architecture it certainly demonstrates unity of interest 
in beautifying Main Street. One of these southern 
California towns limits the architecture in the business 
district to Spanish Mission style and the local Board 
of Trade is only too glad to furnish distinctive designs 
to facilitate the merchant in getting precisely the 
proper note in his store. That town stands out con- 
spicuously for its beauty. A uniform standard of 
building is a definite asset to the community and to 
each and every merchant, for it brings trade. This town 
also places very strict regulations on billboard displays. 

The places of greatest scenic beauty are protected 
with restrictions a thousand feet each side of the vista. 
Other states are very negligent in their regulations on 
posters and billboards. Some of the finest roads in 
Florida are spoiled by the promiscuous use of small 
tin advertising signs nailed up on every tree bordering 
the road. The best views are insulted by these outlaw 
advertising posters. 

There is a proper place for the development of the 
billboard for publicity. In many communities they are 
so artistically arranged that they cover up dumps and 
waste spaces and add to the general neatness of the 
highway. 





(Continued on page 47) 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right"’; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Navy Blue and Tan the Fashionable They've Been Making Shoes 


Dress Colors in Paris . 
Interesting report of what smartly dressed for Twenty-five Year S 


ee ee ““T HEAR such and such a firm is going to 
re eee rc ee 42 liquidate,” said Smith, as he composed 
Details of important steps. himself behind his paper on the 5:05 local. 
Stop Standing Still Mentally......... .. 44 “Who are they?” asked his neighbor, 
Constructive Theme by Sam Davis, Field Secre- Robinson. 
~~ as “Why, they’ve been making shoes in 
St. Louis Fashion Pageant an Impressive for 25 years.” 
Style Show “Never heard of ’em,”’ retorted Robinson, 
—— pms epee naar ited turning to the page of daily humor. 

“And why should you,” explained Smith, 
with considerable emphasis on the “should.” 
Appropriate Setting for Advance Fall “They've always had a factory—not a BUSI- 
NESS. No individuality—no advertising— 
Show Card Lettering made Easy as no nothing.” 7 
“The only advertising some firms get,” 
Stronger Decorative Units and Less of remarked Robinson laconically, “is in the 
obituary column.” 


Clean Up for Autumn 
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AILORED costumes are the note in Paris; that 
[se to say, dresses and full length coats, or coat 

dresses in navy blue, black trimmed with white, 
or in brown or tan. 

Navy blue and tan are the two fashionable colors. It 
is interesting to note the increasing demand for black 
with a white trim. This trend for the revival of interest 
in black and white effects was noted early in the season 
on the Riviera, and was reported upon at that time to 
the Boot and Shoe Recorder. The advance of the season 
brings confirmation of this trend, and it is no exaggera- 
tion to say that 50 per cent or more of the most fashion- 
able women are dressed in black with a tiny touch of 
white introduced into the trimming of the hat, or at the 
neck and the wrist of the gown, in the form of dainty 
lingerie collar and cuffs. 


Black and White in Shoes 


Black and white effects in shoes are also being fea- 
tured by the smart bootmakers, although for the present 
the fashionable woman prefers the all black suede with 
a patent leather trim, which she wears indiscriminately 
with a black or with a colored costume, but invariably 
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Navy Blue 
and ‘l’an 
the 
Fashionable 


Dress Colors 
in Paris 


— model in high _ 

tongue pump 9@ 
black and scarlet kid. The 
gore underlay beneath 
tongue gives the necessary 
adjustment. 


with a beige colored silk hose with open work 
clock. 

The beige colored stocking with the open work clock 
is absolutely obligatory in France. No woman with any 
pretence to fashion is seen wearing a stocking in any 
other shade, with either tailored suit or evening gown. 


Tan Hosiery Predominates 


The colored stocking such as green, red, blue, or any 
color other than tan is never seen. This point is impor- 
tant to emphasize, as confusing reports are frequently 
made with regard to the vogue of the colored stocking 
in France. To be sure, beige and tan are colors, and, 
therefore, it is perfectly proper to say that the colored 
silk stocking is worn, but color is limited to shades of 
tan alone. This fashion has been the vogue for three 
or four seasons, and there is no indication whatsoever 
at present of any change. 

The American tourists who are now flooding Paris 
are frequently seen wearing colored stockings to match 
their gowns, notably with evening dresses, but hardly 
have they made more than one or two appearances 
with their hosiery matching their gown at any fashion- 
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able evening gathering than they retire to replace the 
matching hose with one of beige. 


Snake and Lizard Shoes 


There is an increasing demand for the bright colored 
kid, snake or lizard shoe in Paris. The vogue, however, 
is by no means strong, and is, in fact, due chiefly to 
the fact that many of the leather men are intent upon 
pushing the colored leather shoe. Perugia, the fashion- 
able bootmaker, however, is having considerable suc- 
cess with a low cut emerald green lizard skin pump 
which is worn by Madame Dartex, one of the fashion- 
able Parisians at the Races. 

Scarlet glazed kid in sandal styles and also blue kid 
sandals are frequently seen, but the dominating style 
is without doubt for the all black suede and patent 
leather shoe, or for the patent leather shoe with a color 
trim. 

White Trimmed with Bright Colors 

White shoes trimmed with scarlet or with emerald 
green, usually in suede with the colored trim in glazed 
kid, are very favorably spoken of for advanced summer 
wear, and are looked upon as 
smarter than the all white. 

The medium long vamp and the 
medium pointed toe hold good in 
France, with high Louis or military 
heels. The Louis heel is extensively 
worn, even for walking, although as 
a rule preference for the walking 
shoe is generally given to the 
military styles. 


Embroidery on Shoes 


Due to the great vogue for figured 
and embroidered effects, lately sev- 
eral smart models in embroidered 
shoes have been noted. At a recent 
race at Longchamps, for instance, 
a patent leather pump with a sabot 
strap was noted, the strap being en- 
tirely covered with colored silk em- 
broidery in floral design. 

A high cut black satin pump with 
Jront thickly covered with a floral 
embroidery in silk was worn by one 
of the Lucile mannequins at a recent 
fashion parade, with a black net 
dinner gown. Generally speaking, 
however, brocades, metal cloths, and 
plain brown satin hold the field for 
evening slippers. 

Bally is making a new evening 
slipper, with black satin toe, quar- 
ter and instep strap, with heel in 
black silk brocaded in metal and in 
colored silk, in floral design. Two 
rosettes of the brocade are place 
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back to back on each slipper as a toe ornament. 
These rosettes placed in a back-to-back position 
are a marked note in toe ornamentation in 
the Bally slippers, and appear on numerous 
new evening models, also in floral effects on white 
shoes, in which case they are usually made of leather or 
of canvas. For instance, a new white suede slipper with 
instep strap trimmed in scarlet leather is featured with 
two daisies of the suede embroidered in red, and with 
scarlet center, placed back to back on each shoe. 
Similar flowers in scarlet leather and in green leather 
are also shown, and make a very effective decoration 
on a white shoe. 





W. T. Francis Makes Change 


Cleveland, Aug. 22—W. T. Frances, for a number of 
years manager for the Rice & Hutchins Co., has taken 
over the Cleveland office of the Peters Shoe Co., at 253 
The Arcade. He succeeds W. W. Miller and Son, the 
father going to Chicago and the son to South Bend, Ind. 

Mr. Frances has had many years of experience in the 
shoe industry. 


Strap slipper in white kid painted in floral design. Straps are of scarlet kid caught with 
overflap button effect—a radically new adjustment. 
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IN THE CONGRESSIONAL LIBRARY, WASHING TON,(D. C. 


AN 


OUTLINE OF LEATHER 


FOURTH OF A SERIES 
By FRANK R. SPALDING 


LFRED EHENRICH, president of the Ocean 
Leather Company, has spent many years in the 
study of shark skins with reference to their 

manufacture into leather, and has demonstrated that 
an entirely new industry has been made possible. 

The reason why the skins of the shark have not been 
used before is on account of the so-called shagreen, a 
hard layer which covers the whole fish and has the 
appearance of coarse sand paper, which is almost 
impossible to remove by mechanical means. Until 
recently no practical means had been discovered. One 
method of removing this shagreen consists in soaking 
the skins in an acid solution for about two hours. By 
leaving the skins in this solution a week, no damage is 
done. The skins are neutralized in a salt solution to 
which soda ash is added from time to time. When free 
from the acid, the skins can be tanned by any of the 
methods now in use. The handling of the shark skins is 
interesting. 

The first operation is to remove the fins and tail. 
The former are tacked on a rack to dry in the sun. They 
are used by the Chinese for making soup. 


The fish is then cut down the hack and a circular cut 
made over the neck and around the gills. The skin is 
finally remoyed in such a manner that only the holes of 
the pectoral fins and rectal opening remain in the pelt. 

The flayed skins are placed in salt 24 hours, fleshed on 
the beam or machine and bundled for shipment to the 
tannery. When they arrive at the tannery, they are 
soaked in water to remove the salt and again fleshed. 

Skins for bag leather are limed and salted in the usual 
manner and tanned in bark. The tanned skins are then 
treated to remove the shagreen, and after washing and 
coloring, are ready for the finishing process. 

While the skins for shoe leather are not limed or bated, 
but are at once treated for the removal of the shagreen, 
on account of the nature of the shark, the grain of each 
skin takes a different figure, prohibiting its extensive 
use in the manufacture of shoes, but it does give 
opportunity for an extensive use as trimming. 


Seal Skins of High Value 


The seal skins have for years reached the highest 
value or about $1,500,000 annually; alligator skins 
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$500,000 and white whale $200,000. These hides make 
tough, pliable, strong leather and are often sold as por- 
poise leather. The whale skins are most always ob- 
tained in a more or less damaged condition, due to the 
fact that they fight among themselves. 

The seal skins, used for making leather, are obtained 
from a species quite destitute of a coat of fur, distinct 
from the fur seals, whose skins are of such great com- 
mercial value. However, on account of the high value 
of the leather and oil products obtained from them, 
they are of only slightly less importance than the fur 
seal. They are found in waters off the coast of Labrador, 
Newfoundland, Greenland, north of Europe and in 
North Pacific and Caspian Sea. 

The Newfoundland fisheries are most important of 
all the marine industries of the world. 

Although seal fishing is a hazardous occupation, 
there are more than 5,000 men directly employed in it, 
and, of course, thousands of others are employed pre- 
paring the oil and converting the skins into leather. 
This is not an American industry. Very few vessels 
employed in it fly the American flag. Newfoundland 
and Scotland reap the harvest of seal hunting from the 
coast of North America. 

They have taken as many as 345,000 in a year. The 
total world’s supply is about 650,000, averaging about 
$600,000 dollars yearly. 

The Norwegians, on account of their economic out- 
fits, are about the only seal fishers in northern Europe 
who find the industry profitable. 

Skins of females are preferred to males, as they are 
free from cuts about the 
neck and fore flippers com 
mon in male skins. Pelts 
from Newfoundland are 
simply cured to preserve 
for tanning in a foreign 
country. 

The blubber is removed, 
the nose is cut off and 
flippers taken out; the skin 
trimmed and packed in 
dry salt, flesh side up, with 
one skin over another in 
small piles and left for . 
three weeks. They are then 
shipped to the different 
countries for tanning. Most 
of them are sold in London, 
but some are sent to Liver- 
pool, Hamburg and, before 
the war, to St. Petersburg 
and Moscow. 

The United States uses 
about 100,000 seal skins 
for leather annually. Seal 
skins are thick and heavy. 
They are also very oily, 
but, with this exception, 
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do not differ from other raw skins and the prices of 
tanning are about the same. 

The best seal leather from selected skins is very 
choice and has greater strength and durability in pro- 
portion to its weight than most other leathers. Seal is 
used mostly for purses, card cases, bill books, shopping 
bags and music rolls, because of its attractive grain and 
soft, pliable texture. 

WALRUS 

Along the coast of Norway and Russia, walrus hides 
have been used for years in the rigging of vessels; also 
on account of toughness, to prevent certain parts from 
chafing. 

More recently, they have been used by silversmiths 
and cutlers for making buffing wheels and for polishing 
metal and house goods. They are very tough and often 
are an inch or more thick, and when cured, tanned and 
cemented on a shaft are ready for use. 

A side of walrus weighs from 150 to 200 pounds and 
sells from 60 to 70 cents a pound. The thicker it is, the 
more valuable. Some hides are two inches thick and 
silversmiths pay $2 a pound for special cuts. Walrus 
hides are also used for covering rollers in cotton gins. 
About 30,000 walrus hides are imported to the United 
States annually and about twice as many are sent to 
Europe. A hide suitable for polishing sold before the war 
at twenty pounds. 

Hippopotamus hides are classed with walrus and are 
used for the same purposes. The proper tanning of the 
white walrus hide requires from six months to a year, 

(Continued on page 47) 


From sea to shoes. The unlimited supply of raw material—the sharks of the sea—furnish new 
finished materials for the cutting room 
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Stop Standing Still Mentally! 


We Can Learn from One Another and Thereby Lift Up Both Ourselves and 
Our Calling 


By SAM DAVIS 
Field Secretary of National Shoe Retailers’ Association 


that “M”’ should stand for MUTUALITY, that 

“S” for SERVICE, the “R” for RESPONSIBIL- 
ITY, and the “A” for ACHIEVEMENT, and when 
we can practice these things, we are going to have a real 
organization. 

I sort of like the theme, the “Get Together Spirit,” 
because I believe when we get together we do get, and 
when we don’t get together we get left. We should real- 
ize more keenly this “get together spirit,”’ it is one of the 
biggest factors in business, gentlemen, because it has 
not only a refining influence on mankind but it brings 
out the very best that is in men. 


Creeds Backed by Deeds 


I want to tell you that the big 
business creeds, that are backed up 


| LIKE the initials ““M. S. R. A.” because I think 


today by the big business deeds 
throughout this country, teach and 
preach to us an inspiring’ sermon on 
one trite truth, and that is that no 
selfish individual or narrow policy can 
achieve a great or lasting success, and 
so we get together. 


Place for Scientific Co-operation 


For generations upon generations, 
the old Niagara Falls was there, the 
water was flowing and flowing for 
generations, and science came along 
and harnessed this mighty power, 
concentrated energy, centralized use- 
fulness; science harnessed this force 
and put it to work for us, lighting and 
heating our factories and lighting our streets. The power 
was always there. 

For generations the power of the get together spirit 
always existed, but it took the science of business com- 
munities and business bodies to get together and put 
this force to work for us. I want to say to you that only 
in proportien to your own receptivity, only in propor- 
tion to your own appreciation of this thing called or- 
ganization or co-operation or association are you going 
to reap and prosper. We are going to get the right under- 
standing when we have the understanding of right ; and all 
unsound reasoning is going to be swept aside through 
the unchangeable nature of scientific co-operation. 
Your State Associations, your Local Associations are a 
body of men gathered together for exchange of ideas, for 


SAM DAVIS 
In the field for the N.S. R. A. 


interchange of experiences, where we get together and 
call each other by our first names and ask questions and 
discuss these things. 


Keep Mentally Elastic 


If you are criminally careless and complacent, if you 
are pathetically apathetic, if you are inexcusably in- 
different to the potentialities of what an organization 
can do for you, then you cannot get anything out of not 
getting together. Today a man must be bigger than his 
job, than his business, he must be bigger than his work, 
if he expects to grow. 

I want to tell you that you must 
be mentally elastic, in order to 
stretch yourself with the growing 
responsibility, in order to stretch 
yourself with the real opportun- 
ities. You might be the biggest 
man in your store, in your busi- 
ness, you might be the brightest 
man in your town, but you can- 
not possess the combined wisdom 
and capabilities of a body of men. 
That is why we have to be keenly 
conscious, keenly appreciative of 
what the real get-together spirit 
can do for us. 


Have You Big Ideas and Ideals 


Up here in a canning factory, | 
noticed where they were mechanically 
assorting the various peas at a long 
sieve; the top row had small holes, 
each row got larger and larger, and it 
was interesting to note how these small peas dropped 
through the first row of holes, and the bigger the peas, 
the farther along the sieve they traveled. It is very much 
like humanity—the smaller you are in ideas and ideals 
and capabilities, the sooner you are going, to drop 
through; and the bigger you are in your ambitions and 
aspirations and ideas, the further along that sieve of 
success you are going to travel. So,asI say, we have to be 
big in ideas and ideals. 

Business is a game of competition and co-operation, 
and if it were not for co-operation, business would not 
be the all-absorbing, inspiring topic that it is today; if it 
were not for competition, there would be no incentive 
to grow. But this is the age of the new competition, 
where we can gather together as neighbors, not com- 
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petitors. The old competition was characterized by 
secrecy, and the basis of the new competition is truth. 
The essence of the old competition was deception, and 
the very strength of the new competition is frankness. 


Working Collectively in the Light 


In the old days it was the knife in the back; today, it 
is the hand on the shoulder. In those days you worked 
individually in the dark today, we work collectively in 
the light. The old competitors looked with suspicion on 
all associations, and today, without this co-operation, 
the new competition would be impossible. 

Organization has done this; it is the age of organiza- 
tion, the age of the get-together spirit, where we can 
learn from one another. With these conventions, men, 
we are all going back to school again, we are undoing, 
unlearning some of the old things; we are coming back 
to school where we can learn some of the new modern 
things. If associations are formed for the good of the 
business toward which they relate, if associations are 
formed for the welfare of our interests, then isn’t it 
folly not to join, isn’t it folly not to share in all its bene- 
fits and do our share, and is it fair that we can allow our 
fellow merchants to stay out of our Association? 


Efficiency Lightens Burdens 

I want to tell you that the source of all knowledge, 
commercially and every other way, is through scientific 
investigation, and without it the phenomena of all ages 
and stages would still be undiscovered. Knowledge 
lightens your way, and efficiency lightens your burdens, 
and enthusiasm lightens the heart, and co-operation 
lightens our problems for us. That is why we must con- 
cede mutuality in business. We have to do away with 
selfishness, we have to do away with secrecy, we have to 
do away with envy and antagonism, and any negative, 
non-constructive thought that takes possession of us in 
our association work. 

We have to give, not merely to get; we will get 
when we give; but we have to give in order to 
build up our own businesses and our own organi- 
zations. 

We cannot afford 40 be like Clancy: You know, when 
Dolan saw that Dillon gave $25.00 for a new bell which 
they wanted to instal in the church, Dolan gave $50.00, 
and then Clancy gave $75.00. Finally, they got the bell 
installed, and Clancy did not show up at the church for 
a few Sundays, and when they asked him what was the 
trouble, he said, “Didn’t I give you as much money as 
Dillon and Dolan together?” “Yes, Mr. Clancy, you 
did,” was the reply. ““Well, do you know, since that 
bell has been installed, all I have heard is ‘Dillon’ 
‘Dolan’, ‘Dillon,’ ‘Dolan’, and never a word about 
Clancy.” (Laughter.) 

That is the wrong way to give, that is not the way to 
do anything for our organizations. Gentlemen, we must 
not have this selfish thought in mind, because it is this 
selfishness and this very secrecy that has undermined 
the health of all our associations. 
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Stop Standing Still Mentally 

Organization is the natural law of business, because it 
teaches loyalty to well organized government and to 
well governed organizations. I want to tell you that the 
co-operative spirit that is expressed through working 
organizations of this character has a dynamic force, and 
any individual, any merchant who does not give some of 
his time or thought or money to the welfare of the com- 
mon good: if this were extended, it would mean disaster. 
What is true of commercial interest is likewise true of 
political or social life, where the human brain matches 
the human brain for supremacy. Any interest where the 
human heart goes out to the human heart of guidance 
and co-operation, means freedom from the bondage of 
standing still mentally. 

Co-operation releases you from the shackles of 
skepticism, of timidity and envy, lifts you out of the rut 
of retrogression into the sunlight of progress; and the 
very opposite is opposition, and this in itself is some- 
thing to overcome. Organization is the very best crop of 
community interests. Organization is what we need, and 
if done along efficient, unselfish lines, it is the instru- 
ment of and not the destroyer of individual interests. 


A Time for Slogans 


We have ‘Mothers’ Day” today, “Say It With 
Flowers,” the work of your florists, through co-opera- 
tion; the “Sweetest Day in the Year” shows what your 
candy manufacturers can do, through organization: 
“Pay Up Week,” the work of your Retail Credit Men’s 
Association; “Clean Up Week,” what your painters’ 
organization is doing. Our Style Shows in our various 
towns, what are they? The result of the real get together 
spirit on the part of the local merchants. 


A Searchlight upon Opportunities 


I want to say to you that organization, plus co-opera- 
tion, throws a veritable searchlight out into the sha- 
dows of timidity and doubt and skepticism and apathy, 
and they reveal better workers and richer fields and 
fruits of life. 

We cannot afford to have the thought of Willie, 
whose mother asked him why he did not let his little 
brother, Joey, use the sled part of the time, and Willie 
said, “I do let him use it half the time. I take it going 
down and Joey takes it coming up the hill.” (Laughter.) 
Some of us want to enjoy the coasting, but not enough 
of us want to do the pulling. 

We must have more committees of one hundred per 
cent workers and no shirkers. They do not see the 
wonderful potential power that they are, today, in our 
civic interests. So many people, my friends, simply 
think because they pay their dues that they are mem- 
bers of an organization, and I say they are merely on the 
mailing list. They are not doing anything to make their 
organization. But you give me the large, rolling Free 
Masonry of co-operation, that alliance of interest, that 
co-partnership of effort, and I will show you busy stores 








BOOT AND SHOE RECORDER 





Hye city 
if? 
i He 
: li; 























SUPREME in STYLE 
SUPERIOR » QUALITY 
MODERATE 4/ PRICE 
“AINEQUALED for COMFORT 


“SHOES OF THE HOUR” 


curcaco 





Peate sroses 

4036 3537 6757 
SeemDAN ROAD «—«- ROOSEVELT ROAD STONY LAND AVE. 
9 


cnn 8 rae ances, 





‘Meal Shoes for the Woman of Today! 
a 





If Your Orthopedic Shoes Have Style— 
Talk About It 


Few retail shoe merchants have dared to 
do what Wolock ¢ Bauer, of Chicago, have 
done. Taking the bull by the horns they come 
out boldly in the advertisement pictured here 
and show just how stylish an orthopedic shoe 
can be. 

Not only do they show the shoes to prove 
their point, but they also impart to the adver- 
lisement itself an atmosphere of style which 
cannot fail to make an impression on the 
reader. If your orthopedic shoes have style fea- 
tures why not tell your public about it and 
reap the benefit. 








and happy communities and successful organizations, 
because co-operation gives us courage in action. 


For Protection Against Adverse 
Legislation 

Co-operation means expansion, it means protection 
against adverse legislation, and Lord knows this nation 
is law crazy. I am in favor of passing a bill to pass no 
more bills. (Laughter.) You can break enough laws now, 
in one day, and not know it, to send you up for twenty 
years. Is it any wonder that our late beloved President 
said, ““‘We have too much government in business, and 
we have not enough business in government.” When 
Senator James Watson attempts to give us figures on 
the retail shoe business that are not only ridiculous but 
dangerous, it proves to us that we insiders do not tell 
him the right things, outsiders tell him the wrong things, 
and we have had too much adverse legislation. Your 
National Association and your State Associations have 
been busy fighting these evils, fighting for your business 
and fighting-your battles at the seat of government. 


Protected by Its Strength 
During the war, there was not one word said in the 
papers against the hardware business, practically im- 
pregnable to newspaper attack, but they are the second 
strongest organization in the United States. 
Organization has two objects to accomplish: That is 
to teach those who want to render service how to best 


give that service, and to teach those who need the ser- 
vice how to appreciate and use it. 

When I was a youngster, I went to a phrenologist to 
have my bumps examined, and he said, ‘““My boy, you 
are inclined to talk too much.” I do not want to talk too 
much this afternoon, it is too trying, but if we can only 
learn to appreciate and perpetuate-that spirit of service 
in our organizations, we are going to get a great deal 
more good out of it. 


Commerce Courting Broad Influence 


Gentlemen, you can’t stand still and stand a chance; 
you can’t stand in the background and develop a back- 
bone, it is only a wishbone. You can’t be “it” until 
you're fit. Business is in the ascendency, and never in 
the history of the world has commerce exerted such an 
influence in all phases of endeavor as today. Never in 
years has commerce been the object of so much respect 
and recognition as today. 

This is a grand age we are living in, but we have to 
catch the vision toward which this all portends. I 
claim it is daybreak for us, we are gradually emerging 
from mental darkness into the light, and it should be 
your vocation, it should be my vocation to lift and raise 
our calling to the highest ideals, sowecan put the mental 
and the moral before the material, in order to idealize 
and harmonize your ambitions and your aspirations to 
posterity. I thank you very much. 
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Stop the Billboard Nuisance 
(Continued from page 38) 


The Massachusetts Federation of Planning Boards is 
taking very seriously the subject of billboards and have 
urged the limitation in size to a height of four feet and a 
length of eight feet. These boards placed eighteen inches 
from the ground give an adequate advertising space 
and if kept standard throughout the State will do much 
to beautify the roads. The billboard interests have 
opposed it and have asked for a board twelve feet high 
by twenty-five feet long. Of course, it is going to be 
extremely difficult to limit big display billboards, but 
Massachusetts is taking a step in the right direction. 
Some of these sign boards defeat their own purpose 
because they create a hostile attitude on the part of 
public sentiment. 

Some of the roadside monstrosities need elimination. 
A beautiful stretch of rolling country is cut off by a 
sign sixty feet long and fourteen feet high along one 
road side, and, inasmuch as that community interests 
an investment of thirty million dollars by summer 
visitors, the intrinsic value of community beauty is 
being seriously considered by the merchants and 
general public. 

If along side of your store there are sunbiite signs, 
take it up with your local Chamber of Commerce and 
see if something cannot be done to preserve the scenic 
value of your store setting and at the same time not 
unduly restrict an important branch of publicity—the 
billboard. 





An Outline of Leather 
(Continued from page 43) 


but where they split the hide and use the grain for fancy 
articles, the thin grain is prepared just as seal skins are. 
It has a fine, smooth, velvety grain and the leather is 
very pliable and is used for nearly all the purposes that 
seal is used for. It is very costly, and for this reason 
fully 90 per cent of the so-called walrus leather on the 
market is seal leather, which has been given a walrus 
grain in currying. The imitation is so perfect that it is 
hard to detect except by experts. 


Alligator Skins 

The use of alligator skins for leather began to be popu- 
lar about 1855 and soon became very fashionable, but 
for a short time died and then, toward the close of the 
Civil War, was revived in such numbers that it threat- 
ened to exterminate the alligators. 

In 1869, fashion decreed the use of alligator in fancy 
slippers and shoes, just as it is demanding the many 
combinations in bright colors now. It was used for bags 
and trunks and quantities were imported from Mexico 
and Central America. The skin is more characteris- 
tically marked than any aquatic leather, being checkered 
and oblong. 

Seals, or bosses, vary in size on the back to smooth 
markings on the under side, making very attractive 
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and artistic fancy leather goods. The alligators from the 
Everglades supply the longest skins and are generally 
used for hand bags, but these are liable to have a defect, 
and for that reason are not as valuable as those from 
Louisiana, which are more pliable and free from these 
defects. These are used more for card cases and pocket- 
books. 

ThefartherSouth you go, defects are more pronounced, 
and at Key West the skins are almost worthless. The 
South American alligator skins are tough and almost 
impossible to tan and are of little value. 


Danger of Alligators Becoming Extinct 

There are about 300,000 alligators killed annually. 
Their skins are valued at about $500,000. Over half of 
these come from Mexico and Louisiana. The quantity 
is diminishing rapidly, and at the rate the alligator is 
being slaughtered, it will soon be either extinct or the 
skins so expensive as to prohibit its use. 

The hide is removed soon after killing to prevent 
putrefaction that sets in so soon in hot climates. A cut 
is made from the nose to the tip of the tail, along either 
side of the horny ridge on the back or down the middle 
of the belly. Another cut is made lengthways along the 
middle of each leg. Then a slit around the jaws and the 
whole is peeled off like a blanket. 


Need of Care in Cutting 


Great care must be taken in cutting, as the least slip 
of the knife shows in the tanned skin or dressed skin. 

The hide is at once heavily salted, rolled up and kept 
in as cool and dry a place as possible until ready to ship 
to the tannery. They are tanned in this country prin- 
cipally in Newark and New York City. Many are ex- 
ported to England and Germany and there tanned and 
finished. 

The skins that are tanned vary from two to seven 
feet in length. Skins over ten feet, because of their hard- 
ness of the hide plates, are seldom tanned. 


Leather Association Outing 


Chicago, Aug. 23.—The Shoe and Leather Associa- 
tion held its annual outing August 14, at the Elmhurst 
Golf Club, Elmhurst, Ill., and ideal weather permitted 
an interesting sport program to be presented. Suitable 
trophies were awarded to the winners of the various 
events. 

Golf, tennis, baseball, horseshoe pitching and other 
outdoor contests comprised the sporting program. 
There was a spirited fight for golf honors, George 
Hecker of the United States Leather Company winning 
the low net prize and Harold Wilder of Wilder & Co. 
being the victor in low gross. 

In the tennis doubles tournament, Albert Schain 
of the Toxaway Tanning Company and T. B. Tate of 
the A. C. Lawrence Leather Company won first 
honors. John I. Dooley of S. I. Reed & Co. took first 
prize in the horseshoe throwing tournament defeating 
a large field. 
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St. Louis Fashion Pageant an Impressive 


Style Show 


Correct Footwear for Every Occasion Effectively Presented 
in New Patterns 
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A Style Show in a Beautiful Outdoor Setting 


shows are important and attractive episodes in 

New York, Boston, and Chicago, but compara- 
tively few in the trade fully appreciate the remarkable 
spectacle the Fashion Pageant given at St. Louis for 
15 days of each August, where new patterns and styles 
in correct footwear to fit the occasion, are beautifully 
presented by one of the prettiest groups of young women 
models yet seen at any shoe style show. Where is there 
another style show given in any city, that holds the 
distinction of 96,000 paid admissions? Style surely sits 
enthroned securely when its devotees worship in such 
numbers at its shrine, and to thousands of alert and 
profit-making merchants St. Louis is as much a style 
producing center to them as New York is to others. 


"Pa E shoe industry is well aware that shoe style 


A Real Style Center 


Thousands of shoe merchants are buying St. Louis 
made footwear with utmost confidence that the style 
is right, wherefore to them this remarkable shoe~mar- 
ket is both a style center as well as a shoe center. 

Inaugurated seven years ago, as an aid to the garment 


industry of St. Louis, including shoes, the Pageant has 
grown year after year to its present pinnacle of suc- 
cess. Its advantages to both the garment and shoe 
houses of the city, and to visiting merchants, is readily 
realized. It is a remarkably effective means for the 
leading firms of the city’s ready-to-wear industry to 
exhibit the resources of their seasonal lines. And it is 
equally effective as a method of demonstrating all the 
elements of the new modes to the out-of-town buyers. 


Only Authentic Styles Shown 


Very nearly all of the leading manufacturers and 
wholesalers of woman’s wearing apparel, shoes and ac- 
cessories, are represented each year. Each garment to. 
be entered must be submitted to a committee, where it 
must pass certain difficult requirements, such as those 
of authentic style and material. The garments and shoes 
that meet these requirements are then adapted to the 
mannequins who seem-best fitted to model them. They 
are next turned over to the millinery and shoe houses 
of the city where appropriate hats and footwear are 
designed for them. 
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Every effort is made to secure only authentic modes 
in each of the items displayed, whether garments, shoes 
or accessories. But there is little effort needed to secure 
them, as each of the houses entering its creations in the 
show does its very best to surpass its competitors in the 
friendly competition that occurs on the Pageant run- 
ways. The result is, that visiting merchants, besides 
being treated to a peerless entertainment by the city, 
receive an incalculable benefit from the information 
and inspiration in women’s styles that they absorb dur- 
ing the enchanting spectacle. 


Business Combined with Art 


The pageant is the most efficient means of drama- 
tizing and emphasizing styles for the coming season 
that has ever been developed by the co-operative ef- 
forts of the firms of a city. 


“Queen of Winier,”’ a Beauliful Interlude of the 
Fashion Pageant 


It has been the aim of the Style Shoe Committee, 
which has charge of the annual production of the pag- 
eant, to present a spectacle embodying the highest 
commercial and artistic ideals. It has not been intended 
that the show shall produce profits. The end in view 
has always been to demonstrate that St. Louis is the 
authentic style center of the Middle West, and the best 
production that money and talent could secure has 
been achieved. 


$125,000 the Cost 


Approximately $125,000 has been spent on this year’s 
pageant, and it has been advertised all over the United 
States, and in South America. 

The Municipal Open-air Theater, in which the pro- 
duction is held, has a seating capacity of almost 10,000 
—and yet it is invariably crowded until only standing 
room remains. An idea of the colossal size of the theater 
can be gained by imagining the size of the stage, which 
has a frontage of 150 feet. It is in a setting of great natu- 
ral beauty, with an oak tree some 70 feet high flanking 
each side of the stage. The amplifiers, which are neces- 
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sary to carry the voices of the players to distant parts 
of the auditorium were installed at a cost of $12,500. 


Show Run Off Smoothly 


One of the most important features of this year’s 
production was the masterful manner in which the 
modeling of such an extensive array of garments was 
accomplished without an instant of tedium being al- 
lowed. Between each of the four 15-minute promenade 
episodes, acts and spectacles were staged in such vari- 
ety and with such rapidity that the entire evening 
sped almost before the audience was aware of the 
passing of time. 


Attended by Thousands 


For two and a half weeks, from August 9 to 25, thou- 
sands of merchants and buyers from out of town have 
been in steady attendance at the St. Louis Fashion 
Pageant. Expressions of their whole-hearted appre- 
ciation of the production are being heard in all quarters. 
Their general opinion is that the pageant was one of the 
big events in their trip to the St. Louis market. 

For again this year the Fashion Pageant has vindi- 
cated its claim to the distinction of being the greatest 
trade show ever held. 

As the lights went down each night at 8:30 in the 
St. Louis Municipal Open-Air Theater, there was in- 
variably a general rising swell of “Ah’s!’’ Most of those 
who went to the Fashion Pageant had attended it in 
previous years, and returned in confident expectation 
of an unsurpassed entertainment and style review. That 
it not only duplicated this season its eight former suc- 
cesses, but rose superior to them, is a tribute to the en- 
ergy of its producers, the strength and resources of the 
St. Louis market—and the idea back of it all: the wel- 
coming to the city of dut-of-town merchants, and their 
royal entertainment at an authentic exhibition of modes 
for early autumn. 


Surpassed Efforts of 1922 


The entire production was planned with the most 
exacting care, and carried out on a scale that has seldom 
been attempted. With impressive beauty and grandeur 
as the ideals to be striven for, the St. Louis Style Show 
Committee worked throughout the entire year follow- 
ing the production of 1922, in order to insure that this 
year’s pageant would surpass even the high standards 
set forit. | 

In scenicand lighting effects that by their sheer beauty 
awe the spectators; music that fits charmingly into the 
mood of the occasion; the blending into a consonant 
whole of the widely varied efforts of scores of individ- 
ualized artists; and the enchanting modeling of the gar- 
ments, in which far more than a hundred costumes are 
shown without once allowing the attention of the au- 
dience to relax, the pageant was a triumph of artistry 
and spectacular beauty. 

Until the pageant opened, the audience sat facing a 

(Continued on page 61) 
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SHOE INDUSTRY 


Black Patent Leather 
Can be made on any 
last or heel and in any 
leather or color. 


Like “Fruit of the Loom’’ Mus- 
linin the Dry Goods Line, sois 
THE ROTHMAN LINE of 
WOMEN’S HIGH GRADE 
NOVELTY FOOTWEAR “The 
Best’ in the SHOE LINE 


Its Mastercraft Workmanship] and 
the highest grade of materials used 
in the construction of this beautiful 
line eliminate the necessity of a 
“Trade Mark” or a “Brand” to 
stimulate its sale with the!dealer. 


Get in touch with us now for an 
exclusive agency in your territory 
before your competitor contracts for 
this line. It offers a gilt-edge oppor- 
tunity for merconanagriee a high 
grade clientele and A-1 commercial 
rating. 


BENJAMIN ROTHMAN Ine. 
Designers and Builders of 

WOMENS HIGH GRADE FOOTWEAR 

43-TO-47 ‘WEST - 16™- STREET-NEW: YORK 
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A Sturdy 
GYMNASIUM SHOE 


‘*The 


Ironclad” 


Either Heavy Chrome Elk or Corrugated 
Rubber Sole 


This is another example of our specialized production in 
Gym, Athletic and Ballet Footwear. 


Shoes to meet the requirements of all Physical Instructors 
are found in our line. 


FOUR STYLES OF GYMNASIUM 
SHOES CARRIED IN STOCK 





Hard Toe Soft Toe 
BALLET SLIPPERS 


CARRIED IN STOCK 











Write for Catalogue 


BROOKS SHOE MFG. CO. 


1731-41 NORTH SIXTH ST., PHILADELPHIA 


A SKELL 
Service Boot 


is light, soft, and comfortable— 
allows full freedom of movement 
and doesn’t heat the leg. Besides 
which, it’s durable and economi- 
cal—and,. in consequence, popu- 
lar. The most practical boot for a 
vast army of indoor and outdoor 
workers. 


IN STOCK 
Be. pee 1966—Overweight, » Single Sele, S iach Fs 
No. 1900 Qverasight, Single Sole, 8 inch 
Mahogany Blucher...........----++++ $6.90 


No. 1968—Double Sole, Double Stitched, 8 
inch Tan Blucher $6.25 


MANUFACTURERS 


ST.JOSEPH MO. 
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An Opportunity to Purchase the Season’s 
Latest Novelties at Popular Prices 


All goods sold 
36 Pair 
Case Lots 


Ladies’ Chrome Patent Lattice One Strap Ladies’ Chrome Patent Two Strap 
8-8 Rubber Heel 8-8 Rubber Heel 
Sizes 214-6, 3-7, 3-8, 4-7, 48 Sizes 3-7, 3-8, 4-7, 4-8 


Price $2.25 Price $2.35 


Same as above in 12-8 Cuban Heel 


Ladies’ Patent One Strap Ladies’ Mahogany Calf Oxford 


12-8 Cuban Rubber Heel 8-8 Rubber Heel 
Sizes 3-7, 3.8 Sizes 214-6, 3-7, 4-7, 4.8 


Price $1.60 Price $1.55 


Same as above in 12-8 Cuban Heel 


S. ROSENBERG & SON 


144 Essex Street Boston, Mass. 


HOMO OUMO OOOO OOOO MOnOoN 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Ww hy the Establishment of 


THE CHARLES A. 


Will mean Larger Profits 
for Retailers 


greece who handle the product of any of 
the divisions of the Charles A. Eaton Shoe 
Industries may count on an unusually profitable 
business. We make that statement in all earnestness, 
well knowing what it would mean to us did our 
prediction prove false. 


We know we are safe in our assurance of larger 


profits, — 


First, because the centralization of the various 
properties owned or operated by the Charles A. 
Eaton Company, under one management as the 
Charles A. Eaton Shoe Industries has enabled us 
to make great savings in many departments. These 
economies are reflected in the prices of our various 
products and in the extra-values they afford. 


Second, we have so arranged our merchandising 
plans as to positively i insure a rapidity of turnover 
hitherto unknowh in the shoe business. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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EATON SHOE INDUSTRIES | 


Third, we have done away with the extremely 
seasonal aspects of retail shoe selling, so that retailers 
handling any of our lines may look for a steady, 
full price business all the year ’round. 


Merchants who recognize the profit of a speedy 
turnover, who desire to keep their capital liquid, to 
whom small inventories. and modest investment 
appeal as good business, will be quick to sense 
and appreciate the economic soundness of our 


plan. 


This plan—fundamental in its principles and 
simple in its operation will be presented in its en- 
tirety to any retailer of men’s shoes. 


We simply ask those interested to write us, as we 
feel that this is neither the time nor the place to 
reveal the details of what must be regarded as a great 
forward step in the manufacture and distribution of 
fine shoes for men. 


a, BTR ee 


PRESIDENT 


CHARLES A.EATON @)svox INDUSTRIES 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Style 375 
Patent Leather 
‘*LUXOR’’ 
Flexible Sewed 


14/8 Spanish Heel 
Widths A-D Price $4.65 


Style 452 


Style 452 
Black Kid 
‘“*CAROLINE’’ 


Goodyear Welt 
14/8 Wingfoot Heel 


Widths A-D Price $4.50 
Style 375 


Gn Stock Styles 
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SHOE 


REG. U. S. PAT. OFF. 


| Hieh Shoes in Demand! 


New Bates 
‘Trouser-Crease 
$= .00 


IN 
°STOCK 


Style 6112 


ase mo odel “Plain-O” — 
Made non « No. $5 Tan Calf. Win 
weight oak pono a. Grain inner sole a 
counter. B to D widths. oese 


Style 6117—-Same, except t Bla ck Calf... 5.00 


UNNING through the clearly defined style tendencies for 
Men this coming season is a renewed popularity for at- 
tractive, well-made boots. 


These two Bates “Plain-O” models, one in Tan Calf and the other 
in Black Calf and each having our special Trouser-Crease forepart, 
typify this boot demand perfectly. Both styles are in stock. 


Our examination of the present style situation and dealer demand 
shows conclusively that these two “Plain-O” boots are fine Sales 


Makers. 
Send for the bulletins of Bates 
In Stock Shoes for Fall and Winter. 


A. J. BATES COMPANY 


MASSACHUSETTS 


55 


LAE Bales WINS 


N 
RE Ae, VE \ WES WSN EKA SS 
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Godings 


are good 


A good shoe is one that has well 
balanced merit in materials and shoe- 
making throughout. 


Godings are uniformly good in this re- 


spect. No parts are slighted to offset 
the cost of special features. 


Goding values are outstanding 
because Goding production is 
concentrated on men’s shoes to 
retail at $8 and $7. 


The GOODING 
SHOE COMPANY 


833-855 W. CHICAGO AVENUE 
CHICAGO 





Dealer Influence is secured thru advertising in the Boot and Shoe Recordér. 
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ESTABLISHED APRIL I, 1662 


Anticipate Strong Fall Opening 


Stocks of Retail Shoe Merchants in Excellent Condition— 
Suede and Ooze Favored as Materials 


ETWEEN season business is rather 
slow. This seems to be the case in all 
the shopping districts of Chicago. Most of 
the retail shoe merchants and their sales 
people have been putting in their time re- 
arranging their stocks, making a few 
changes in the stores, and clearing space 
for the new fall shoes which are coming in 
each day. 

The merchants are very optimistic 
about fall business. They feel much en- 
couraged at the amount of business done 
during the summer, and every store re- 
ports that the sales total for this summer 
has been better than for the past several 
years.. Their stocks are in better condition 
than they have been at a season’s end for a 
long time, and there is a great deal of en- 
thusiasm prevailing for the new shoes. 


Suedes and Ooze Leaders 


That every buyer seems to have had 
the same idea of what materials and colors 
would sell for early fall is indicated by the 
new fall shoes that are being shown. The 
popular materials seem to be suede and 
ooze, and while some are in the darker 
shades of gray, all shades of brown from 
fawn to dark brown seem to have found 
great favor. 

The only thing they seem to have dis- 
agreed about was the pattern. In one or 
two of the stores, the buyer has attached 
his faith to gorings, and patterns carrying 
out this idea predominate in these stores, 
while in some of the other stores dainty 
straps with cut-outs are the best bet. 
Oxfords are being shown, but the high 
style merchandise for early fall on display 
usually is of the other type. For late fall 
and winter, oxfords will find favor, it is 
expected, but they do not sell at this time 
as well as the more airy patterns, when 
they are shown together. 

Some buying of the new fall footwear 
has been done, but not to any extent, as 
the weather has been extremely warm, 





and not in the slightest degree conducive 
to the buying of fall shoes. The real buyers 
of style footwear are still on their vaca- 
tions and haven't as yet returned to the 
city. 

The windows displaying new footwear 
have attracted a great deal of attention, 
and where the new styles are on display 
one is sure to see a line of window shop- 
pers. They are just making their inspec- 
tion of the fall shoes, to try to decide what 
they do want to buy a little later. 

Patents are selling some, but satins are 
not going very well right now, but it is 
believed that as the season progresses 
they will be as popular as they were last 
year, and on toward the holidays it is 
believed they will lead in sales. 


Weather Factor in Buying 


In the fall, as in the spring, the weather 
has great influence over the retail shoe 
business. In the spring the warm weather 
promotes sales, but at this time of the 
year, when the weather is warm, there are 
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but few buyers, and these few buyers are 
not interested in the new shoes. They are 
looking for a pair of white or summery 
looking shoes to fill in on their summer 
costumes. But on a day when the weather 
is cool, the shopper thinks of dark shoes, 
and at these times some of the fall shoes 
have been selling, but up to the present 
they have not sold to any great extent. 
The merchants are looking forward 
anxiously to September 1 when all those 
on vacations will return to the city, and 
the children will be preparing for school. 


Wholesale Business Good 


The outlook in the wholesale district 
seems to be very bright. The in-stock 
departments have been pretty thoroughly 
cleaned out of summer shoes and their 
lines of fall shoes are quite complete. 
While there are always a certain amount 
of black shoes necessary to make these 
stocks complete, there is a remarkable 
amount of browns and tans, especially in 
the suede or ooze being carried in stock. 


Reports Increased Business 

One of the largest factories in Chicago, 
which makes style merchandise both in 
men’s and women’s footwear, reported an 
increase in its business this year of $140,- 
000 over the same period of last year. 





MILWAUKEE 


Showing New Fall Shoes 


Straps, Gores, Laced Oxfords in Pretty Patterns Feature the 
Advance Displays 


HOE merchants have given the public 
an opportunity to display its attitude 
toward the new fall styles, and thus far 
the reaction of the shoppers has been as 
expected. Most of the downtown and many 
of the outlying merchants are willing to 
set down what will be the favored patterns, 
shades and leathers in fall footwear, judg- 
ing from the advance showing. 
An analysis of this opinion would give 
the following shade preference for fall, 





classification being in the expected order 
of popularity: Black, Mandalay, other 
dark browns, log cabin, dark gray, and 
light gray. In patterns for women’s foot- 
wear, strap effects, laced oxfords and sport 
oxfords of all kinds, and side gores are 
given preference by merchants. As to 
leathers, it is generally held that suede, 
satin, patent, black kid, and brown kid 
will rule in the order named. 

Some uncertainty as to heels is noted. 
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The Championship Girls’ Ball Team of the Davies Shoe Company, 


Racine, Wis. 


The large cheerful looking fellow in the back row is C. H. Davies. His cheerful look is accounted for by the fact that 
he’s right in the midst of the victorious nine. 


Athletics 


com 


te regularly on the company's own diamond. 
Besides the inter-factory competition there is a team that represents the Davies company throughout the state of Wis- 


consin and the girls team that has been entered in state wide playing. 





lay a large part in the activities of the Davies shoe family—the entire plant being organized into teams that 





A prominent department store buyer 
holds that Cuban and Spanish heels on 
dress footwear will be good, while an ex- 
clusive store manager favors the full Louis 
heel for dress footwear, with some Spanish 
in fancy straps. Oxfords, he believes, will 
be most popular with 12-8 Cuban heels. 
Low heels generally will remain in the ox- 
fords, it is thought. Many oxfords will be 
sold this season, and it will be entirely a 
low footwear year, both in men’s and 
women’s, particularly the latter. 


Open New Store 


Roseworth’s new ready-to-wear shop, 
carrying a complete line of footwear in 
addition to the apparel lines, has opened 
for business in the recently completed 
May Building, at Thirty-Sixth Street and 
North Avenue. The completion of the May 
Building represents another step in the 
expansion of Milwaukee business toward 
the outlying districts. 


Shoe Plants Busy 


A survey of the numerous shoe manu- 
facturing plants on the north side of Mil- 
waukee shows that all factories are run- 
ning full force. According to plant mana- 
gers, some difficulty is being experienced 


in getting sufficient men and women for 
the work at the present time. Shoe cutters 
are said to be particularly difficult to ob- 


tain, although the work pays very well. 
Trade is picking up for fall, and factories 
are behind in orders as a result. 





CINCINNATI 


Ready for Fall Opening 


Much Interest Manifested in Striking Window Displays of 
Merchants Featuring Fall Numbers 


INCINNATI retail shoe merchants 

are busily engaged in disposing of 
their summer stocks in preparation for the 
opening of fall business. The semi-annual 
clearance sales have been successful when 
considered as a whole, and many stores 
have been enabled to clean their shelves of 
practically all summer shoes with the ex- 
ception of odds and ends. 

The opening of the clearance sale period 
about the first of August brought forth 
many feminine buyers who took advan- 
tage of the opportunity to secure bargains. 
The sales were helped to a great extent by 
the good weather. As a matter of fact, the 
business during the past week ending 
August 18 in most instances was equal to 
and even ahead of last year. White shoes 
have sold well during the sale period while 


almost all of the red, green and blue sandal 
effects sold. 

Almost every one of theretail merchants 
in the downtown district is featuring 
window displays of fall shoes. Some of the 
displays are highly artisticand are drawing 
crowds of feminine prospective purchas- 
ers. Women seem to be interested more 
than ever in their footwear and now take 
more interest in advance showings of 
shoes than they ever have in the past. 
Both brown and black are well to the front 
in the fall displays with gray also playing a 
prominent part. Many beautiful strap 
effects with fancy cut-outs are being shown’ 
while both gore patterns and trim looking 
oxfords are getting their full share of at- 
tention. Both patent leather and black 
satin are displayed while evening slippers 
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of silver and gold brocades are causing 
comment among the women who stop, to 
nspect them. Bronze kid and brown satins 
are shown also. 

Advance styles in men’s footwear are 
also being displayed by Cincinnati retail 
merchants who handle men’s shoes. 
Prominent among these are the dark 
browns with the trouser crease. Merchants 
are emphasizing black, especially black 
patents, for evening wear by men and, 
consequently, the patents are being given a 
good position in the window displays. 


Shoe Men’s Outing 


The Cincinnati Shoe Men’s Associa- 
tion on Thursday, August 16, held an 
outing at its camp on the Ohio River above 
Cincinnati. Dinner was served to those 
present and various kinds of sports were 
staged during the afternoon. The outing 
committee included: B. S: McDonald, 
Jesse McDonald, William P. Hennessy, 
James Cowen and William E. Dohan. 


Good Fall Orders 


Orders are coming in nicely and pro- 
duction is holding up well with The Krip- 
pendorf-Dittman Shoe Company. Suedes, 
patents and satins are included in the line 
of fall shoes now being manufactured. The 
salesmen of The Krippendorf-Dittman 
Company leave for their respective ter- 
ritories about September 1 


Patent a Leader 


Blacks in patent leather, suedes and 
satins are in the front rank among the 
shoes being turned out for fall wear by 
The Duttenhofer-Stevens Company. Light 
brown suedes are also receiving much at- 
tention and are expected to go over well. 
The fall designs of this company are in 
light weight welts and turns. 

The Duttenhofer-Stevens Company is 
going to put out some new strap effects 
about September 1. The company’s sales- 
men will go out about August 27. The fall 
business that has already been booked by 
this concern is now larger than it has been 
for several years. 
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CLEVELAND 


Retail Business on High Plane 


Special Sales Result in Depleting Summer Stocks—Good 
Fall Trade Expected 


UGUST, the most popular month of 

the entire year for vacations, has 
ushered quietness into retail shoe trade 
circles. Most of the merchants interviewed, 
however, stated that in their judgment 
trade is better this month than it was in the 
corresponding period last year. 

The golf links have attracted, in Cleve- 
land, thousands of persons who traveled 
to watering places during the summer 
months in former years, and consequently 
have helped to increase summer sales of 
shoes. The merchants have found a ready 
market for all offerings by way of special 
sales and at prices that have been fair to 
both consumer and the store proprietor. 
The volume of business transacted in these 
special sales has been in excess of the record 
of the first half of August in 1922. White 
shoes did not go so well this year, repeat- 
ing the experience of last year, when 
sports outstripped them in the race for 
popularity. This year, sandals and fancy 
colored models thrived with sports. 

Reports indicate that the bulk of the 
buying for fall has been done by the mer- 


chants in this city. Singularly, every mer- 
chant interviewed looks forward to a 
volume of trade that will exceed that of a 
year ago in the fall months. 


Striking Fall Models 


New fall shoes are to be seen in the show 
windows of the stores. In most of the 
models that have been seen the vamps are 
short, and the departure is so striking that 
it seems that the short vamp will be one 
of the leaders for fall and winter wear. 

The Higbee Co. is featuring short vamp 
footwear. A strap around the ankle, fast- 
ening with a very small buckle, is a model 
that has been going well for this store. 
It has heavy hand turned soles and smart 
Spanish heels. It is made of patent. 

The Pockock-Wolfram Co. is showing 
a line in gray kid, black satin, log cabin 
and patent, all trimmed with suede of the 
same color. They have new Spanish heels 
and the new toe. 

Siegel’s is featuring a new trim strap 
pump with French last in black satin or 
bronze kid. 





DETROIT 


Business Satisfies Merchants 


New Fall Lines of Retail Stores Make Nice Impression in 
Window Displays 


O one looks for exceptional business 

in August, but most stores in De- 
troit are very busy. Business is keeping up 
wonderfully well. August business this 
year is considerably in advance of the 
August business of a year ago and most 
merchants are quite satisfied. In some 
stores sales are lagging along, in others 








The third unit to be added to the large 


prov 


is necessary lo 
is modern in 


The new factory 


, modern plant of 
a section 175 ft. long by 50 feet wide, de, comprising three 
ide for Sprenend production @ F's 


ad pn te Co ‘ausau, Wis., is 
and the basement. Theta large addition 

d Piper shoes. 
devoled entirely to the manufacture of Pied 


re: 
Piper Shoes for little infants, infonte, Piaens dren, selsapenderenthaghte all quadaty Up petatted 


improved well process. 


they are going at a lively clip, according 
to the amount of “‘pep” and merchandise 
behind them. One store placed 2,500 pairs 
of women’s shoes on sale at $2.95 and sold 
most of them in a couple of days. 

One of the biggest shoe sales ever held 
in Detroit was held by Crowley, Milner 
& Co., when they placed 19,000 pairs of 
men’s, women’s, boys’, girls’, and child- 
ren’s shoes on sale early in August. The 
sale was most satisfactory in results as 
the prices were much below regular. 


Fall Lines Being Shown 


In most of the large stores the stocks of 
footwear are in splendid shape. Summer 
stocks have been cleared away in a most 
remarkable manner. Inone store the mana- 
ger pointed to a table and said: “‘There’s 
the remains of the spring lines, including 
the summer lines of blacks and browns, 
but not whites.” There were less than 50 
pairs on the table. Other merchants re- 
ported the clean-up of stocks was very 
satisfactory. It is safe to say that stocks of 
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footwear were never so clean in Detroit 
stores as at the present. 

Some merchants anticipated their needs 
early and received early shipments, en- 
abling them to make announcements of 
advanced fall styles early. The clean-up 
of stocks made it necessary to advance the 
date of selling fall lines if business was to 
be done at all. F. L. Wood, manager of 
Kline’s shoe department, was the first to 
make a fall announcement, the first ad- 
vertisement appearing late in July. He 
said: “Business on new fall lines is very 
satisfactory. We are playing the style 
game stronger than ever this season, go- 
ing after the business with style adver- 
tising. 

“‘Women are critical buyers, becoming 
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more critical every season. They know 
style and demand it. Service, quality and 
style are much more important than price 
today. We find that fully 70 per cent of 
the present demand is on satins and patent 
leather. Otter, and browns, with field 
mouse and gray absorb the other 30 per 
cent of the business done.” 


Fall Window Display 


Red oak leaves and rustic fixtures are 
typical of fall in the window displays of 
Kline’s. The fixtures consist of a chair, a 
table, a taborette, etc. The fall foliage is 
strewn over the fixtures and floor of the 
window in a realistic manner. The shoes 
are arranged among the leaves. 





LOUISVILLE 
Fall Displays Command Attention 


Close of Summer Sales Creates Interest in New Merchandise 
with Many Patterns 


UMMER clearance sales are now about 

over. Several houses are showing new 
fall merchandise in women’s shoes, and 
some of the men’s stores are showing a 
few of their new models. Women’s shoes 
are not moving well as yet, due to warm 
weather and the fact that the vacation 
season is still going strong, along with the 
fact that white is being generally worn. 

Men’s business is not heavy and chil- 
dren’shasn’t been heavy, butis due toopen 
up well within the next two or three weeks, 
as the school season is near at hand. From 
the way children’s clothing, hosiery and 
other lines have been moving, along with 
the very fair summer movement in shoes, 
the trade has figured on an unusually good 
children’s business this fall. 

In new showings for fall for women, 
local retail merchants are showing a good 
deal of brown and log cabin shades. Satin 
promises big, with patent and suede not 
far behind. Lattice and strap effects, along 
with oxfords are promising. 


Shoe Men Meet 


The Louisville Retail Shoe Club held 
its monthly meeting recently. There was 
a chicken dinner at Bauer’s road house, at 
which time a committee composed of Ben 
Brunleve, Edward A. Anderson, and N. F. 
Nairin was named to make arrangements 
for an outing this month. The outing will 
be held on August 28, at the South Park 
Fishing Club. 


Bogard on Road 


Guy L. Bogard, manager for the Selz 
store, known as Miller’s Ltd., recently 
went on the road for Selz, and has been 
succeeded here by M. G. Berry, a former 
assistant manager, who came to Louis- 
ville more than a year ago from the 
O’Bryan store of Owensboro. 

Alvin Polk, for a year or more a clerk 
at the Emerson store, under W. H. Berry, 
has recently gone with the Selz store, 
under M. G. Berry. 





ST. LOUIS 
Better Business in Retail Trade 


Cooler Weather Stimulates Interest in New Fall Patterns— 
Black Satin Selling Freely 


HE latter part of the week ending 

August 18 resulted in good buying in 
the retail shoe stores of the city. Merchants 
reported business for the week as good with 
improvement over the previous six days. 
Fall shoes are increasing in their appear- 
ance in every store. While few of the stores 
have a good many shoes on the floor a 
majority will have their full stocks on the 
shelves before another week or ten days. 


The best bet in the demand so far has 
been black satin. This goes without a dis- 
senting vote. Retail shoe merchants every- 
where tell the same story. Some of the new 
novelties are being trimmed with gray 
suede. 

Patent leather is having a good run and 
in sales ranks next to satin. There has 
been a ripple all through the summer for 
patent which grows stronger each week. 
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Fall Business Good 


Optimism is the keynote of a short 
statement issued recently by T. F. 
James of the Brown Shoe Co. He said: 
“Judging from the quick response 
that a limited number of our salesmen 
made with orders sold from their new 
lines, with which they have only been 
in their territories from one to two 
days, we are inclined to view the fall 
season with optimism, and with a 
feeling that our business will be good. 
“Although we had not expected to 
receive orders so quickly from these 
few men, we were most agreeably sur- 
prised with the volume received on 
Monday, and also on Tuesday of this 
week; all of which indicates that the 
merchants are hungry for desirable 
merchandise at popular prices.” 











While many have played patent to some 
extent there may be a possibility of its 
becoming one of the big sellers. However, 
at the present time it is selling in good 
volume when comparing this material 
with other leathers. 





Sam Beeson Promoted 


Sam Beeson has been made sales mana- 
ger of the Johansen Bros. Shoe Co. Mr. 
Beeson has spent his entire life in the shoe 
business and his broad experiences quali- 


SAM BEESON 
Sales Manager for Johansen Bros. Shoe Co., St. Louis 


fies him to capably fill his new position. 
He was in the retail shoe business in Cali- 
fornia and Montana for 12 years. In 1916 
he became associated with Utz & Dunn 
Company, covering the Middle West ter- 
ritory for that firm. He was recently made 
assistant sales manager before his present 
connection with Johansen Bros. 
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St. Louis Fashion Pageant an Impressive 
Style Show 


(Continued from page 49) 


stretch of green foliage, shot through with an eerie 
blue light, rising above a glassy lagoon and concealing 
the stage. As the foliage is withdrawn, a courtyard lies 
revealed. Into it advances a solitary herald, announcing 
the approach of St. Louis and his court. Then, following 
an anthem by the king and the courtiers extolling the 
Spirit of Industry, a barge bearing her and her atten- 
dants floats to the center of the stage. St. Louis and the 
Spirit of Industry are seated upon opposite sides of 
the stage, and the first promenade of models begins. 


Shoes a Prominent Feature 


Suits, skirts and blouses with shoes harmonious in 
style and color are shown in the first modeling episode. 
The mannequins move to the music of a marimba band, 
and after passing about on the main terrace, promenade 
before St. Louis and Industry, and on to the runways 
leading into the audience. Eight pages have proceeded 
them to the runways, and turn the leaves of large tab- 
lets as each model passes, upon which credit is given 
for each item of the costumes to the house contribu- 
ting it. 

Hardly are the runways deserted before the court- 
yard mellows into moonlight, and gay lanterns appear 


in the great natural trees that rise above the stage. 
Gondoliers float out upon the lagoon, singing “‘O Sole 
Mio.” The gondoliers accompany a young lover, and 
follow him up toward a great gate, from behind which 
he presently entices his sweetheart. They dance to the 
strains of “Drigo’s Serenade,”’ and then disappear be- 
hind the walls. 


Venetian Scene One of Beauty 


As the gondolier’s chorus sings “‘Funiculi-Funicula,” 
a group of twelve Venetian maidens rush forth and 
break into a happy, carefree dance. Other Italian dances 
and songs conclude the episode. 

The Venetian scene, with its beauty of lighting, music 
and dancing, attains a height of excellence hardly ex- 
celled by any one other part of the production. The 
play of lights upon the yellows, oranges and vermillions 
of the girls’ dresses as they danced was a masterful 
touch of spectacular lighting. 

Again the courtyard is illuminated brightly, and the 
chiming throb of the marimba band furnishes a promen- 
ade selection for the mannequins. This time, coals and 
dresses with shoes to match are displayed. In this scene, 
as in the other modeling periods, only about 15 minutes 
is consumed. 


Grecian Garden Nezt on the List 


At the conclusion of the modeling episode, the stage 
once more loses its daytime brightness, and a Grecian 
garden, filled with marble statuary, is shown. The statu- 
ary slowly comes to life. Around the base of a central 
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column, six feminine figures in a frieze awake, and circle 
it with slow grace, while athletes upon the summit of the 
column perform feats of strength. After a brief inter- 
lude of songs, a group of tumblers break upon the stage, 
and pass rapidly through a series of amazing acrobatics. 

The promenade of models that follows is carried on 
before the great screen of green foliage, for behind, on 
the stage, a miraculous transformation is being accom- 
plished. This time, dresses are displayed, with correct 
shoes styles for the occasion. The mannequins move 
gracefully to the pulsing of the music, showing off every 
detail of the garments that they wear. For long weeks 
they have been trained and drilled, until, forgetful of 
self, they promenade before the audience, intent upon 
bringing out the beauty of the garments. 


Winter Styles in Winter Scene 


Preceded by two tiny children, scattering snowflakes, 
they next approach the Snow Queen and the Snow 
King. The stilly white of winter is in the air. Following 
the monarchs of winter, appear two dancers, in white 
furred costumes, who execute a series of graceful pos- 
tures. They in turn are succeeded by the “Snowflake 
Ballet,” one of the fascinating features of the produc- 
tion. The ballet is costumed in brilliant snowflake tinsel, 
which sparkles and shimmers as the dancers move. 

As the screen is withdrawn, a beautiful winter garden 
is revealed. Snow stands upon the walls, and in the fore- 
ground is a great outdoor ice rink. A party of merry 
skaters enter the rink from behind the garden walls, 
and, singly and in groups, execute daring manoeuvres 
in ice-skating. These skaters are internationally known 
performers, and their work upon the ice is fascinating. 

Within a few brief minutes, an artificial expanse of 
water has been converted into ice thick enough to sup- 
port. the skaters, and of sufficient diameter to allow 
their unimpeded evolutions! 


Fountain Display at the End 


Again the pages appear, heralding the approach of 
mannequins. And this time, in keeping with the winter 
atmosphere, coals and fur-trimmed wraps with correct 
footwear styles are exhibited. It is the fourth and last 
promenade of the evening. 

As the pages disappear after the models, the soft, 
smooth surface of the lagoon is broken, and from its 
depths rise fountains of water. The one central fountain 
continues to mount higher and higher, until its tip dis- 
appears in thin mist. And then the high-flung columns 
of water are tinted by colored lights. With this beauti- 
ful spectacle, the Fashion Pageant closes. 


White Becomes President 


A. G. White of the Brown Shoe Company was elected 
president of the St. Louis Shoe Manufacturers and 
Wholesalers’ Association. He succeeds President Chas. 
S. Strayer, who has resigned his position as sales man- 
ager of the Johansen Bros. Shoe Company and will 
travel the Ohio territory for the same concern. 
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A NETTTETON SHOE 
Rueping’s Mohawk Calf Vamp; 
™ Rueping’s Mat Calf Top; 
Langdon Last, plump single sole. 


Made by A. E. Nettleton Co. 
Syracuse, N. Y. 


S™/ OOTH black calf is in increasingly strong 


demand. The leading factories are receiving considerably 
more than the usual number of orders, on shoes of this 
leather. And it is noticeable that more and more of the 
better stores are specifying Rueping’s Mohawk Calf—the 
smoothest and blackest that is made. 


See it. Feelit. Know it. Specify it. 
Write today for a sample. 


FRED RUEPING LEATHER Co. 


FOND DU LAC, WISCONSIN 
St. Louis New York 


Branches: Boston Cincinnati Milwaukee 
Chicago San Francisco Montreal Northampton, England 


Augwst 25, 1923 
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Diversify Your Leather Selections 


Upper Leather Demand Improving with Better Inquiry for Novelty Shoe Leathers— 
Values Show No Change in Past Month—Outlook Considered Bright 


ANNERS still complain of a dull 
and featureless market particularly 
sole leather tanners. While there 
has not been any definite lowering of prices, 
values are not as strong as they should be 
considering the high cost of hides of whith 
the leather on hand was made. Although 
full values are not being received for sole 
leather the lower cost hides have enabled 
tanners to average prices up to some extent. 
The profits are not what they should be. 
In upper leather there is little change in 
conditions of the past six weeks. The most 
popular leathers are s¥é,suede finishes, 
also, buck finish a néijeather. The 
volume of upper business is increas- 
ing and calf leathers in particular have 
shown considerable improvement the past 
two weeks. Trading from western shoe 
centers has been more active and condi- 
tions are gradually improving in the east. 
There is still a considerable amount of 
curtailment among both upper and sole 
leather tanners, and tanneries as a whole 
are far from normal productive capacity. 
There has been no great change in raw 
material values during the past few weeks 
and hides and skins continue on a basis 
of 10 to 25 per cent lower in price than a 
year ago at this time. Trading is small, 


however, in packer and country hides. 
Packer hides, however, are reported as 
closely sold up. 


Sole Leather Trade Slow 


Sole leather tanners report a slow mar- 
ket and buyers hesitate to pay prices 
which have been quoted for the past few 
months. It is believed that with labor diffi- 
culties settled that business on union sole 
should show a steady increase. Union steer 
heavy packer hides are quoted at 52c to 
53c per pound; medium weights 50c to 
51c. Oak sole is in practically the same 
condition with trading more or less spotty. 
Some tanners are maintaining prices 
firmly although others have made slight 
concessions. Standard oak backs, packer 
steer, are quoted at 45c to 50c; Medium 
40c to 48c. 


Improvement in Calf Uppers 


Calf upper leather continues to show 
improvement and more shoe manufac- 
turers are in the market for supplies. 
Upper leather buyers, however, are in- 
clined to continue their policy of purchas- 
ing as close to their needs as possible. 
There has, also, been some countermand- 
ing when deliveries have not come on the 


date specified. Suede calf in the popular 
colors is firmly held at prices ranging from 
60c to 75c per foot. The regular run of 
good suede brings from 50c to 60c; me- 
dium from 35c to 45c. There is also noted 
a better demand for smooth finished calf, 
at 35c to 45c per foot, and for women’s 
weight 30c to 35c. Cheaper leathers are 
quoted lower according to tannage and 
offering. 
Good Call for Side Leathers 

The call for side upper leathers varies 
according to the demand for various shoe 
centers. Manufacturers who are busy on 
heavy shoes are buying fairly well, but the 
grades going into women’s shoes are the 
buck finishes and cheaper side leathers. 
Full grain colors of side leathers are 
quoted at 26c to 30c per foot; medium 
grades 20c to 25c. The demand continues 
strong for colored buck which brings any- 
where from 35c to 40c. Side buck brings 
38c to 45c by leading tanners. Some of the 
larger tanners of side leathers report ac- 
tive trading, particularly in the middle 
west shoe centers. 


Better Inquiry for Patent 


A fair call prevails for patent leather 
and a good season is expected. . 
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—the only vulcanized 
Crepe Sole on the 
market today 


SOLE that will not separate from the 

upper—that has ‘the perfect adhesion 
with the upper which only vulcanization 
can give! A sole that is elastic, light weight, 
buoyant, durable and will not bulge. 


This is the new Keds Crepe Sole—one 
of the greatest improvements in canvas 
rubber soled footwear. 


Crepe Sole Keds are being endorsed by 
the leading tennis players in America. They 
have already figured prominently in impor- 
tant National and International matches. 

Salesmen will be on the way to you with 
samples for advance orders within a few 
weeks. You will find a ready demand and 
real profits in the new Crepe Sole Keds. 
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United States Rubber Company 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Initial Your Gaiters and Sell More Pairs 


A Favorite Fad Can Be Made to Prove a-Practical and Profitable Feature 


relation to his service to the com- 

munity. This year it can be success- 
fully demonstrated by initialing the 
buckle gaiter. And many more pairs will 
thus be sold before November 15. 

If you are in doubt about the matter, 
after reading a bit of research on the sub- 
ject, talk it over with your wife, or woman 
friend. She will tell you that the initialing 
fad has been most popular this year. Your 
men customers have already adopted the 
initialing idea for their shirts and under- 
wear; the young maids and matrons have 
this year been most active in initialing 
their blouses and dresses. The children 
also have had the various articles of their 
wearing apparel embroidered in mono- 
gram fashion, or in single letter. For mother 
and big sister have been reading their fav- 
orite woman’s magazines and have learned 
that fine needle worked letters are the very 
latest decoration. And so the initial fad 
has grown apace until now it is suggested 
by one of the prominent rubber shoe man- 
ufacturers of the country as a thoroughly 
practical, as well as an attractive, mark 
of identification for four buckle gaiters for 
the whole family. 

A Boston merchant has been convinced 
that it is a good idea and has made ar- 
rangements to secure initials for the 
“masses” from one of the silk woven 
label companies at a very small charge, 
and has also made arrangements to have 
artistically embroidered initials for the 
“classes”; these latter he will secure from 
an embroidery company at a cost not ex- 
ceeding 60 cents. 


Retail Salesmen Gel a PM. 


The merchant has sold his retail store 
salesmen on the initialing idea and they 
are most enthusiastic, estimating that 
they will sell 200 pairs before November 15 
at $6 the pair. For he gathered his sales- 
force around him and said—‘“‘Boys, I have 
an idea by which you can make more 
money for me and also for yourselves—it 
will give you a 35 to 50 cent PM. on 
every pair of four buckle gaiters sold with 
a pair of leather shoes, or by themselves- 
during September, October and Novem- 
ber, at $6 a pair.” 

By the initialing plan, a real high art 
piece of work can be had through the hand 
embroidered initial—perhaps in the new 
Chinese colors of brilliant blues, or reds, 
or yellows, for which black makes such an 
admirable background. It is almost al- 


[vee retail shoe merchant profits in 


and Promote Early Sales 
By HELEN M HANEY 


ways possible to locate some expert 
needle woman, who would be glad of the 
pin money afforded by using her skill in 
this direction. Silk woven label letters 
may be readily obtained at one cent each. 
Allowing two of these to each gaiter, or 
four to the pair, the cost to the merchant 
is four cents, with a charge of maybe 10 
cents by a tailor, for attaching same. Or, 
perhaps, one of the young women at your 
findings department would sew them on 
for you, thus saving the ten cents per pair 
charge. 
Give Customers What They Want - 

Some one may raise the point that $6.00 
for a pair of gaiters is more than they 
would wish to charge, but it should be re- 


membered that if you have what your cus- 
tomers want they have the ready money 


and are prepared to spend it. How much 
the shoeman can get depends upon his 
ability as a salesman. Initialing of gaiters 
appeals, not only to the head, but to the 
eye—as well as being a practical idea. 


Children Need Gaiters Initialed 


It is not too early to commence talking 
about it to your trade. School will soon 
be in session in your town. Many children 
will be in the market for gaiters, because 
they will want a pair to wear over the new 
school shoes which their mothers are about 
to purchase. And for the kiddies, initialed 
gaiters are indispensable. 

The mistakes that occur through mis- 
mating of gaiters and losing them are very 
apt to happen where any large number of 
people congregate. You can correct these 
mistakes by “initials.” 


thers LATEST IS TO INITIAL 'EM 


Hand embroidered in 


ho Rermmemize with dross or with esheol eolore. An excellent 


identifieation.. Stik’ woven labels can be used for an inexpensive inilialing 
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FASHION’S -FAVORITES-FOR-FALL 
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- 842 = $3.25 


No. 7868 3.35 

$ 842—Black Satin Suede Trimmed Two Strap, Side 
7868—Black Satin One Strap with Beaded Fore Cutouts, Imitation Turn, B to D, 12-8 Cuban heel, 
Strap, Genuine Turn, 9-8 Military Heel, B to D. code “Vulcan” $3.25 
tn Fey ib except. ‘with 12-8 Cuban Heel, 841—As above except with 14-8 Spanish heel, code 
Code “Beatrice” 35 Vesta” ‘$3. 25 
7768—As above except Imitation Turn, 9- . 
Heel. Code “Dora” 
7678—As above ) cane: with 12-8 Cuban feet 
Code “Bonton” oe . $3.00 











No. 864 $3.25 


864—Black Satin with Suede Two Button One 


Strap, Side Cutouts, Imitation turn, 14-8 Lo 
No. 838 $3.25 heel, widths B to B, —_ “Pee _ - $3 335 


838—Black Satin Cross Strap, Suede 
Trimmed, Side Cutouts, Imitation Turn, a as above except with satin ialay, cote 
14-8 Spanish Heel, B toD. Code “Claire” $3.25 





No. 7818 $3.60 
No. 745 $2.15 7818—Black Satin One Strap with Beaded Fore 
Strap, Genuine Turn, 14-8 Full Louis Heel, A 35; 


745 Black Satin OneStrap, Suede Trimming, with Code “Sinai” 
Cutout on Strap, Black Drill Quarter Lined, 14-8 7808—As above except 16-8 Full Louis Heel. 
Spanish Heel. Code “Regina” '92. 15 Code “Hulla” $3.60 


746—S 2-8 Cub He 1. 7668—As above except imitation turn with 14-8 
Code “Bonne” oe ae Spanish heel, code “Barbara” $3.00 


HANNAHSONG 


HAVERHILL, MASS. 
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at Will Sell 


in Your ‘Town 
éndorsed by the 
Style Committee 
of the 
St-fouis Fashion Pageant 
for public demonstration 


at the 
Fashion Pageant 
August 8 to25 
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The St Louis Shoe Industry 
here presents its beautiful 
footwear for the Satisfaction 


of alert merchants through-~ 
out this broad land 
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Th Worlds Shoe Marke Ce 


\ 
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HE Individuality and smartness plus the 

superb quality of Hamilton-Brown Shoes 

made them the preference of well-dressed 
women attending the Fashion Pageant. 


HAMILTON-BROWN SHOE CoO. 
ST. LOUIS, U.S.A. 
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Shoe forMen 


HE simple, quiet elegance, the smooth 

workmanship and the quality of material 
combined in this shoe make it unusually at- 
tractive to real iudges of good shoe mer- 
chandise. 


L 171 


Brown Boarded Whole Quarter Blucher. Cork Welt, 
Groove Edge, 10 Iron Oak Sole, Double Cord Tip, 
Wing Foot Heels. 


Price, $4.40 


(REEL, Mautpin & (HAMBERS 


mummers 
Specialty Manufacturers of 


MEN'S DRESS WELTS 
ST. LOUIS of the medium and finer grades MISSOURI } 
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PEACOCK 


art in 


SHOES 


S beautiful as a Peacock are the new and 

exclusive styles designed by our New York 

and Paris studios. For the woman who demands 
Beauty—Style—and Fit. 


FA NTASS1I 


Modeled in Black Satin on our No. 57 medium broad 
toe French last, 16-8 Boyd Louis or full Louis heel. 


BOYD-WELSH SHOE COMPANY 


Manufacturers of Women's Highgrade Street 
and Theatrical Footwear 


ST. LOUIS, MO. 
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NE of the pleasing style hits of the Fashion 
Pageant, which appealed to alert mer- 
chants for fall selling. 


Biack Sacin, black ooze calf trim, open work three 
strap, modeled on our latest full stage, 13-8 turn last. 
Made to your order. Price... . 


ohansen Bros. Shoe Co. 


Makers- Women's Shoes Exclusively. 
Saint Louis. 
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HIS style won the hearty approval of many 
thousands of women attending the Saint 
Louis Fashion Pageant. 


THE VIOLA 
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LADIES FINE TURNS EXCLUSIVELY 


HE attention given to Travaso Styles dur- 

ing the St. Louis Fashion Pageant proved 

that they are in complete harmony with the 
accepted costumes for fall. 


TRAVASO SAOE ComPaANy 
ST. LOUIS, MO. 
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Style Highlights of the 
Fashion Pageant 


IRST and foremost it should be emphasized that, in 

practically every instance, shoes were made to har- 

monize with the costume. The shoes shown in the 
show this year surpassed any of the past season's efforts 
on the part of the St. Louis shoe manufacturers. 

Style abounded in every pair. Not the spectacular 
type which creates astonishment but the type which 
can and will be bought by the great majority of shoemen 
who viewed the pageant. 











NEVER have more practical shoes been shown—and 
never more beautiful. Suedes in gray, black and in 
different browns were conspicuous. Black satin and pa- 
tent leather were remarkably strong. Gold and silver 
brocades loomed large in the field 
of evening slippers. 














In patterns, the strap predomin- 
ated—with gored patterns second. 
In straps there were almost as many 
variations as there were models to 
wear them. Vamps, many of them, 
were a trifle shorter but by no 
means extreme. 
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Hamilton BrowmShoe 











Shoes 
Triedman Shelby Shoeto 
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A Wonderful Pageant Ff 
Perfectly Planned i, 


7 
ACH garment entered in the Pageant, before being | a | 











members of whom subjected it to critical examina- res aT 
tion. Garments which met all requirements and which Jweedie Pooture 
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accepted, was submitted to a committee, the \ 
shoe 


° » ‘ 
: ear 
were accepted were then adapted to the mannequins ‘ oe 
deemed best fitted to model them. The mannequins were * 
then turned over to the millinery and shoe houses where 


“ 





appropriate hats and footwear are chosen for them. 


UITS, skirts and blouses with shoes harmonious in 
style and color were shown in the first episode. The 
second was a beautiful Venetian scene with gondoliers, 
real gondolas and real water. Then came the models with 
coats and dresses, also shoes to match or contrast. Other 
scenes pictured winter with fancy 
skating preceding the display of 
winter costumes—coats and _fur- 
trimmed wraps—and again, shoes 

for the occasion. 








The pageant ended each perform- 
ance with a display of beautiful 
fountains shooting upwards from 
the center of the lagoon. 
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\ ZISITING merchants at the Fashion Pag- 
jon bought this style which has a strong 
appeal to the snappy young women who demand 
something new each season. 


We specialize in women’s novelty shoes ex- 
clusively. 


Our Gloria pattern, made with 2 7-8 inch vamp, stage 
last, with 16-8 Louis Heel, in all patent trim, Monte 
Carlo with Camel Kid trim, all grey suede trimmed 
with kid to match, or made to your order. Price 
range $4.60 to $5.00 


W. H. LAMPE SHOE COMPANY 
4060 Forest Park Boulevard 
ST. LOUIS MISSOURI 
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MONG the many beautiful designs in Wo- 
men's footwear exhibited by us at the 
Fashion Show, the style shown below received 
especial attention and unusual praise by the 
style committee. We are reproducing it for the 
benefit of our customers who were not able to 
attend the 1923 show. 


D130—Women's BROWNbilt Bamboo Suede Martha 
2-strap, plain toe, Field Mouse Kid Trimmed, 2-inch 
Spanish covered wood heel, imitation turn, Cleo Last, 
A width, sizes 314-8; B width, sizes 3-8; C width, sizes 


214-8. 
Price $5.00 


Wwowds Vaos Goungainng, 


At the St. Louis Pageant of Fashion 
ST. LOUIS MISSOURI 
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T was a winner at the Style Show and will 
be a winner for you. 


Black Satin, 16-8 Louis covered heel, widths A to D. 
IS isha b v.e ccs a adesetled via: words qticatatetrmee an $3.85 


Same in Patent Leather Field Mouse kid straps. . $3.85 


Available September Ist, but advise you to order now. 


‘Star Brand Shoes Are Better’ 


ROBERTS. JOHNSONORAND 


MANUFACTURERS Branch of international Shoe Co. ST. LOUIS, MO. 
BRANCH OF INTERNATIONAL SHOE CO 


ST. LOUIS, MO. 


August 25, 1923 
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“The biggest little shoe in America” 


ILLIKENS again scored a big hit at the 

St. Louis Fashion Pageant. They were 
right there winning their share of public ap- 
proval. Buy Billikens—‘‘The shoe the child 
outgrows.” 


2372—Child’s BILLIKEN, Cun Metal Polish, Whole 
Quarter, Imitation Tip, flexible oak sole, welt sewed, 
spring heel, Form Last, 844-11%..........-...-. 
2372—-Child’s same, 5-8 .......:.... ig 

2319—Same style in Mahogany Lotus, 12-2 ..... 
9910—-8-9104....,.... 

2319—5-8........ 


Made only by 


M*ElroySloan 


Shoe Company 


ST.LOUIS MISSOURI 


Boot anp SHoE REcorRDER 





Tweedie Footwear 


HIS style is indicative of the neat, at- 

tractive appearance that characterizes the 
TWEEDIE line of specialty and novelty foot- 
wear, known for their superb style and proven 
comfort. 


The shoe illustrated here and worn by our model in the 
Fashion Pageant, is made of Black Satin Vamp and 
Quarter, and Black Suede straps and back stay; 15-8 
Spanish Satin Covered Heel. 


A pretty cross strap pattern on our new Stage Last. 


TWEEDIE FOOTWEAR CORPORATION 


Flexible Imitation Turns and Welts 
Smooth Sock Lining 
Main Office Sales Office 
JEFFERSON CITY, MO. 1421 OLIVE STREET, ST. LOUIS, MO 
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ENTRAL styles for fall, presented at the 
Fashion Pageant, received the approval of 


the thousands of women who attended. 


1928—Woman's Satin Lolita Strap, Patent Leather 
Trim., Plain Toe, Single Sole, 134 Inch. Spanish Cov- 
ered Wood Heel, Imitation Turn, Stage Last. A-4-8; 
B-3-8; C-214-8 | . . $4.00. 


CENTRAL SHOE Go. 


At the St. Louis Fashion Pageant 
ST. LOUIS MISSOURI 
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HE merchant's greatest care today is to 

select proper styles in Ladies’ Shoes, 
guarding against dangerous extremes. Select 
from our most complete line and you'll have 
shoes which any woman will intuitively know 
are “right.” 


Ladies’ Patent Leather sandal with grey kid front strap 
and waist bar, cutout quarter and throat, 14-8 Junior 
Louis heel. Sizes regular.......... Price $3.85 


‘The All Leather Line’ 


FREIDMAN SHELBY BRANCH 


INTERNATIONAL SHOE COMPANY 


ST. LOUIS, MO. 
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SHOE TRAVELER ® 


This Department is conducted by Helen M. Haney, Associate Editor 


‘‘Retail Trade Buying Well-Built Shoes” 


Traveling Men Pleased with the Trend Toward Better Footwear—Harry S. Kushins 
Establishes the Kushins Shoe Company 


" HE retail shoe trade is demanding 
well-built shoes,” said one of a 
group of salesmen who were re- 

cently discussing the present status of the 

shoe selling. “Shoes with good lines,”’ com- 

mented another, and “better shoes,”’ said a 

third. ‘‘For,”’ continued the first, “while we 

are not entirely out of the era of ‘something 
new every minute, "no matter how wild or 
weird, or the eccentric pattern period, 
we are fast approaching the time, when 
every good merchandiser will retain his 
shapely styles and give repeat orders for 
those styles. He will buy enough sizes on 
shoes that he has proved to his customers 
are right for their feet and will thus elimi- 

nate his odds and ends. He will get a 

greater turnover through keeping his head 

and having confidence in what he buys. 

He will no longer become panic stricken 

from extremes, or the resurrection of a 

new King Tut because he knows that his 

shoes are all those that follow the sole line 
or the contour of the foot.” 

And here the wag of the party inter- 
posed: “‘In other words, the merchant is 
learning that he cannot fit a Panatella the 
way he would a Club Perfecto, and so his 
customers are returning to buy more of the 
same brand.” 


Harry Kushins in Business for Himself 


Events are moving rapidly in shoe 
traveler circles. Every week we hear of 
first one shoe salesman and then another, 
who by his ability and thorough knowledge 
of footwear selling forges to the front. This 
time, it is Harry S. Kushins, who has 
covered the very best retail and depart- 
ment store trade through the country, from 
the Atlantic to the Pacific, for the past 
fifteen years, and has made always a 
specialty of women’s style shoes. He has 
traveled for the N. D. Dodge Shoe Com- 
pany and for the last four years for Har- 
ney, Tracy &Crehan. But he has now gone 
into business for himself with place of 
business at 73 South Street, Boston, where 
he has leased the entire first floor. He will 
specialize on the highest grades in women’s 


novelties, among which will be the Harney, 
‘Tracy, Crehan’s line. 


An Optimist on Conditions 


Harry is very optimistic about condi- 
tions. Statistics have shown him, he says, 
that there have been more shoes sold up 
to July of this year than last. He feels that 
each three months during 1923 and 1924 





will see more shoes sold than for the cor- 


responding three months of 1922-23. He . 


feels that it is simply a matter of getting ad- 
justed to the new method of doing busi- 
ness. “The war baby has reached the 
end of his rope,” continued Harry. “It 
takes real head work to make and sell 
shoes today. One must be true to the mer- 
chant with whom he does business and to 
himself. 

“I tell my trade not to be afraid of the 


shées they have bought, just because some 
brand new style ‘pops up’ a few days after 
the order is in the works. It is a great waste 
of the merchant’s time and money to 
change his mind, as well as a great loss to 
the manufacturer, and in the end, it ad- 
vances the cost of footwear. From five to 
seven weeks are absolutely required to put 
through shoes through a fitting room today 
with all of the filigree work on patterns, 
such as French cording and other embel- 
lishments. Fancy patterns necessarily 
mean a slowing up of production. I pre- 
dict a tremendous shortage of better 
grade footwear for the months of October 
and November, due to fitting room 
problems.” 


Black a Big Seller 


“Black is going to be very popular 
this coming fall and winter,” said Harry, “I 
am anticipating the sale of patent leathers, 
black satins and suedes. The lattice work 
on instep pattern will be good in both 
Spanish Louis and 16-8 to 13-8 military 
Cuban. 

“T believe that there isto beagood mar- 
ket for the best shoes that can be built. I 
intend to carry the very best with the 
finest upper and sole stocks, and the finest 
drill linings.” 

Gives Demonstration Fittings 

One of the secrets of Harry’s success on 
the road has been the fact that the fitting 
merits of the shoe he has been selling have 
been absolutely proved through a demon- 
stration on a model with a 4-B foot. Now 
that he has gone into business for himself, 
he intends to employ as one of his assistants 
at 73 South Street, Boston, a young wo- 
man with a 4-B foot. 


Official Opening September 10 
He is a firm believer in working with his 
customers and intends to furnish them with 
a great many dealer helps. The Harry S. 
Kushins Shoe Company will be in full 
swing to do business with the trade in 
general about September 10. 
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A new line of colors in a tannage 
already famous for its excellent 
qualities. 


Bright and Semi-Bright Finish. 
Smooth or Boarded Grain. 
Popular Shades and Black. 

The CADET TANNAGE for du- 


rability, economical cutting value 
and appearance, has always main- 
tained an extremely high standing. 
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OFFICES AND STORES 
NEW YORK BOSTON CHICAGO ST.LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., LTD., Northampton, England 
CALF AND SIDE UPPER LEATHER TANNERIES 


Lowell Peabody Woburn Chicago 
Sheboygan Ballston Spa Curwensville 
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George D. Witt Salesmen 
Leaders Take Inspection Trip 


Ten Lynchburg salesmen of the Geo. D. 
Witt Shoe Company, leadersin sales during 
a 10-week period, together with Hunter 
Smith, dean of the staff, made an in- 
spection of the Craddock-Terry Shoe 
Company’s plants in Milwaukee and in 
Missouri. Charles B. Easley, of the com- 
pany’s general offices, was in charge of the 
group. 

The ten banner salesmen were Charles 
R. Ryan, Western North Carolina; Elgin 
Morrison, Central Kentucky; C. E. Bal- 
lenger, Western North Carolina; D. S. 
Carter, Northern Alabama; W. A. Grant, 
Eastern South Carolina; George W. Rag- 
land, Southeastern Alabama and Western 
Florida; Box Carr, Southern Kentucky; 
J. J. Thigpen Eastern North Corolina; 
H. A. Nightingale, Central Georgia; John 
W. Elmore, Northern Virginia. 

Messrs. Ballenger, Thigpen, Grant, 
Smith and Elmore left in advance of the 
party but joined the group in Cincinnati. 
The salesmen visited the branch shoe fac- 
tory and tannery in Cincinnati and had 
dinner at the Terrace Garden in Chicago. 
The group visited in St. Louis and in 
Fulton, Mo. where they inspected the 
recently completed plant. 

Mr. Easley who formerly traveled for 
the company in Arkansas left the party in 
St. Louis and visited friends in his former 
territory. He returned to Lynchburg later. 


Fourteen Craddock-Terry 
Men Win Inspection Trip 


A party of 14, composed of Craddock- 
Terry Shoe Company’s salesmen and fac- 
tory superintendents left Lynchburg re- 
cently in a special car over the Chesapeake 


FE Grr 
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& Ohio Railroad to visit factories and the 
tannery of the western department in St. 
Louis and Milwaukee. The salesmen won 
the trip as a result of selling the highest 
percentage over their allotment of shoes 
made in the Craddock-Terry Western 
factories. 

The party consisted of the following: 
J. L. Cobel, Western North Carolina; F. K. 
Perrow, Alabama; D. L. Middleton, North 
Carolina; Paul C: Edmunds, South Caro- 
lina; E. B. Woodward, Florida; Bland 
Terry, Georgia; E. B: Craddock, North 
Carolina; A. P. Craddock, Jr., North 
Carolina; S. H. Richard, Louisiana. 

The salesmen were accompanied by R. 
V. Goode of the buying department, J. C. 
Greenlay, general superintendent of the 
Lynchburg factories; Harry Holt, superin- 
tendent of the West End factory and 
John W. Craddock, Jr., superintendent of 


_the Jefferson factory. 


Hagerstown Men Hold Con- 
vention 


The shoe salesmen of the Hagerstown 
Shoe and Legging Co, Inc., held their 
annual convention July 25 to 30. Business 
meetings were held each day, followed by 
the annual banquet and an all day picnic 
on Friday, July 27. The following live 
wire group attended the interesting and 
constructive “get-together.” 

Samuel G. Allison, H. P. Burgess, L. E. 
Coker, John H. Dreyer, J. E. Dreyer, R. 
A. Dreyer, Jas. D. Duckett, R. A. Farr, 
S. R. Franklin, Sam H. Fuller, L. R. Fair- 
child, Edw. A. Gray, Harmon N. Greene, 
W. D. Homles, C. O. Harker, Howard H. 
Kimball, F. A. Lyon, P. J. Miller, K. B. 
Newcomer, J. E. Phelan, M. B. Phillips, 
C. J. Page, Elmer L. Rapp, E. B. Sparks, 
John J. Schiller, J. W. Shank, S. A. Smith, 
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H. B. Wharton, J. W. Wharton, Chas. P. 
Ward, G. H. Weaver, W. E. Whittington. 


George P. Carter Covers South 
for Davis Shoe Company 


George P. Carter travels through the 
South with a complete line of infants’, 
children’s, misses’ and growing girls’ high- 
grade turns and welts. 

Mr. Carter stated recently when inter- 
viewed at his Boston office, Room 211, 
139 Lincoln Street, Boston, ‘““The remark- 
able development of the Davis Shoe Com- 
pany lines, particularly in misses’ and 
growing girls’ footwear is very pleasing. 

“The Davis Shoe Company has met 
the increasing demand of their many cus- 
tomers throughout the South for real, 
snappy merchandise and whereas the little 
miss and the growing girl demand the 
same type of shoes mother wears, mother 
is oft times attracted to and buys the same 
footwear that appeals to daughter. Davis 
footwear meets these requirements. 


Some “Snappy” Numbers 


“The in-stock department comprises 
over 50 styles of staple lines of shoes, 
takes care of the immediate wants of cus- 
tomers and each year new and attractive 
numbers are added to the ever growing 
department.” 

Walter Davis gives his personal atten- 
tion to factory details, assisted by Wm. A. 
Carter, who travels the New England 
states. 

Mr. Carter continued: “Special atten- 
tion is given to rush orders and prompt 
delivery is assured in every instance. The 
business from factory direct to the re- 
tail merchant successfully caters to the 
largest retail trade throughout the United 
States and Cuba.” 


* ete)” PME 
— 





Hagerstown Shoe and Legging Co., Inc., salesmen in annual ‘‘get-together.”” “‘Snapped"’ al factory, July 25-30, 1923 
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C.H.ALDEN Ca 
Yay 


Us .h 


An Alden Style 


that can be 
delivered promptly 


Made in 
Gallun’s No. 4, 
also Black, 
AtoD 





ONCENTRATION of our 
efforts has enabled us to offer 
that which the times and the trade 


require. 


ooo393 9 


—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


oo 68 @ @ 6 


We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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F. Mayer Salesmen at Novel 
Banquet 


On Wednesday evening, August 8, the 
salesmen of the F. Mayer Boot & Shoe 
Company were guests of the firm at an en- 
tirely novel and unusual banquet held in 
the red room of the Pfister Hotel, at 
Milwaukee. 

Immediately after the guests had as- 
sembled, the room was darkened and a 
large birthday cake, with frosting repre- 
senting the figure 100, appeared at one end 
of the dimly lighted room. The cake was 
borne aloft by two youths, clad in white; 
who after passing slowly between the tables 
placed the cake with its hundred flaming 
candles in the seat of honor. 


A Toast to the Founder 


C. G. Sharp, Sales Manager, acting as 
toastmaster, then announced that Sep- 
tember 4 of this year would have been the 
one-hundredth birthday of F. Mayer, 
founder of the business, had he lived. Mr. 
Sharp proposed a toast in memory of the 
founder and pledged faith to the second 
and third generations of the Mayer family 
now active in the business. 

Geo. P. Mayer, President, responded to 
the toast by assuring those present that 
the ideals of his father would be main- 
tained. 

Following the banquet, diamond-studded 
emblems were awarded to Joe Voelkel and 
Otis Hoppenrath for having been among 
the first seven salesmen in shipments for 
three consecutive years. 

Mr. Voelkel outlined in brief his ex- 
periences in thirty-three years with the 
firm. 

Mr. Hoppenrath spoke on the need for 
sincere enthusiasm and hard work in selling. 

K. T. Schultzer endered the act which 
won him success on the Orpheum Vaude- 
ville Circuit a few years ago. Mr. Schultze 
represents Martha Washington Shoes in 
Michigan. 

A Constructive Convention 


The banquet was part of the program of 
the annual convention of the Martha 
Washington selling force. During the 
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CURTIS GARRETT 
x sells the Francis Process Shoes 


, the Cotter 
‘ormatives and the Cushion Shoe Co.’s line on 
the Pacific Coast. 





course of the convention T. K. Kelly, 
President of the T. K. Kelly Sales System 
of Minneapolis, addressed the Mayer 
salesmen. 

The reflection of the entire meeting was 
one of optimism and the Martha Wash- 
ington representatives left Milwaukee 
with the honest belief that this would be 
an enormous selling season for the Mayer 
Company. 


Mansfield with V. K. & A. H. 
Jones & Thomas Co. 


W. Mansfield has secured the V. K. & 
A. H. Jones & Thomas Co’s line for Ohio, 
Indiana and West Virginia. Mr. Mans- 
field is an enthusiast on his new con- 
nection and writes to us—“‘It’s a wonder- 
ful line and they are fine people. And so 
salesman, line and factory are working in 
harmony and are perfectly attuned to the 
wants of the trade.” 


** Around the festive board,” when F. Mayer Boot and Shoe Co. salesmen were guests of firm at banquet held at Pfister Hotel, Mil: 
A pleasing feature were the ceremonies attending the “installation” of the F. Mayer 100th anniversary cake. 





87 


Curtis Garrett Sells the New 
Francis Process 

Curtis Garrett is now making his initial 
trip to the Pacific Coast with the new line 
of patterns of the Francis Process. He 
states that Francis Process has met with 
phenomenal success in the East and Mid- 
dle West. This process is made by the 
Francis Shoe Company, which is owned by 
the Cotter Shoe Company. The new 
company was organized five months ago 
to make high-grade wood-heel novelty 
footwear, exclusively; a special machine 
and needle are being used for sewing the 
inner and outer soles. 

In addition to the line of The Francis 
Shoe Company, Mr. Garrett also has his 
line of Cotter’s ‘‘Formatives”’ as well asthe 
line of the Cushion Shoe Company, who 
make a line of medium-priced light weight 
novelty welts. 


“Billy” St. Louis at Island 
Pond 


“Billy”’ St. Louis, and his two sons have 
been spending the greater part of the sum- 
mer at Island Pond which is one of New 
England’s most charming stretches of 
country in Southern New Hampshire. 
“Billy” and the boys are experts with the 
rod and line. 


J. M. Teeple to Sell Teeple’s 
Boys’ Shoes 


J. M. Teeple who was with the Holland 
Shoe Company, Holland, Michigan, for 
four years, has recently accepted a position 
on the sales force, of the Teeple Shoe Co. 
of Waupun, Wis., and will make thefollow- 
ing states: Iowa, Illinois, Missouri and 
Northern Indiana. J. M: Teeple is a 
brother of J. F. Teeple. 


Lennox with James Millar Co. 


Lawrence Lennox, for the past 13 years 
with P. J. Harney Shoe Company of 
Lynn, has joined the James Millar,Com- 
pany organization and will carry this 
company’s line of women’s shoes to the 
larger city trade. 


ing of August 8. 


kee, on the 











BOOT AND SHOE RECORDER August 25, 1923 


q 





JUDGE IT BY ITS USERS 








The Characteristic Difference 


(Customer): ‘‘That is the shoe I would like to 
have you show me. The color has a certain 
peculiar difference that appeals to me."’ 


(Clerk) : ‘‘I don’t wonder you like it, Sir. That 
shoe is made of NEW CASTLE HAVANA 
BROWN Kid. We find that our most particular 
customers are attracted to the shade just as you 
have been. Most everybody who buys a pair of 
shoes made of this leather comes back again for 
another.” 


New Castle Leather Company 
New York 


NEW CASDLE KID 














7 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 














August 25, 1923 





BOOT AND SHOE RECORDER 





HARRY LAYBOLT 


who travels New England and New York State 
for Keith § Pratt 





J.C. MURRAY 
who covers Northern Illinois for F. M. Hoyt 
Shoe Co. 


Here is E. L. Mattison, of Frankfort, Indiana. 
He is one of the “‘all star’ salesmen of the M. N. 
Arnold Shoe Company, with a splendid record of 

a fifth of a century in scientific shoe selling. 





“Harry” Laybolt Travels for 
Keith & Pratt 


“Harry” Laybolt travels New England 
and New York State for Keith & Pratt. 
Pending the time when he will start again 
on his territory, which will be some time 
in September, he will be found at the 
Boston office of the company, Room 214, 
139 Lincoln Street, taking care of the trade. 
“Harry” reports business very good on his 
line of men’s fine shoes. He finds that his 
trade are drifting toward plainer toes; also 
that the brogue is stil] good in some sec- 
tions around New York City, and that 
some are sold outside. He reports that 
lighter shades of calf in men’s shoes are 
in good demand. Practically all shoes in 
his line, he states, are built with rubber 
heels. 


Beacon Falls Rubber Shoe 
Company Salesmen Convene 


Salesmen for the Beacon Falls Rubber 
Co., covering the southwest from the Kansas 
City Branch, held a three days, sales con- 
vention before departing for their terri- 
tories. The “‘get together’’ took place under 
the supervision of S. R. Bush, Manager of 
the. Kansas City Branch, and was at- 
tended by F. E. Church, President of The 
Beacon Falls Rubber Shoe Company, 
Beacon Falls, Conn., who made a very in- 
teresting talk to the salesmen. 

The roster of the salesmen representing 
The Beacon Falls Rubber Shoe Company, 
Beacon Falls, Conn., traveling out of their 
Kansas City, Missouri Branch, isas follows: 

Kansas City, J. R. McCoy, Jr.; North- 
ern Missouri, W. E. Kaiser; Southwestern 
Missouri and Southwestern Arkansas, 
W. P. Ellis; Southeastern Missouri and 
Southeastern Arkansas, F. N. Hawkings; 


Southern Arkansas and Northern Missis- 
sippi, J. B. Carnes; Alabama and Eastern 
Mississippi, W. S. Bennett; Louisiana, 
H. L. Cooper; Texas, D. A. Young; Okla- 
homa, C. D. Grayson; Southern Kansas, 
F. L. Thornton; Northern Kansas, W. L. 
Shafer; Nebraska, J. H. Storey; Colorado, 
F. E. Crandall. 

S. R. Bush, salesmanager, reports that 
while conditions are not of the best in the 
“‘Wheat Belt,” yet he looks for a brisk fall 
trade, exceeding the business of the fall, 
1922. 


Sidney Zeffert with Brockton 
Shoe Mfg. Co. 


On August 15, Sidney J. Zeffert, who 
had been associated with the C. A. Eaton 
Company in Pennsylvania for twelve years 
took charge of the selling end of the 
Brockton Shoe Manufacturing Co.’s prod- 
uct in Greater New York territory with 
office at 127 Duane Street. 

To celebrate the return to his old terri- 
tory, a number of “‘Sid’s”’ friends came in 
to wish him success. “Sid”’ showed them 
some shoes which he is going to offer to the 
New York trade, and writes us that the 
boys were just as enthusiastic as he over 
his line and his success with same. ““The 
name of my latestsong,”’ said he, “is, ‘Can’t 
be Beat for $5.00, $6.00, and $7,’ and the 
gang all joined me in the chorus.”’ 


Lundberg with Creighton 


Frank R. Lundberg, who resides in 
Minneapolis, formerly with T. D. Barry 
Co. has signed up with A. M. Creighton of 
Lynn, and will cover Iowa and Nebraska. 
Mr. Lundberg is well acquainted with that 
territory and has a host of friends in the 
trade. 





Weyenberg Men on _ Trips 


Things are going “big’’ with the 
Weyenberg men on the road. They have 
come from a week’s convention and school- 
ing at the home factory in Milwaukee. 
July 24 to August 1 were the convention 
days, with a complete program full of use- 
ful information and talks, demonstra- 
tions, factory trips and automobile parties. 


Auto Trip to Beaver Dam 


On one day an automobile trip was ar- 
ranged for Beaver Dam, Wisconsin, where 
is located the dress shoe factory of the 
Weyenberg Shoe Mfg. Company: The 
Weyenberg factory in Beaver Dam is one 
of the most modern and up-to-date fac- 
tories in the Northwestin sanitation, light- 
ing and efficiency. The factory has a 
capacity of about four thousand pair per 
day making nothing but men’s and boy’s 
dress shoes at five and six dollars retail. 


Salesforce 65 Strong 


Sixty-five men in all are this season 
traveling out of the Milwaukee factory. 
Samples were laid out at the Milwaukee 
Auditorium. Much credit should be given 
to the Weyenberg salesmen for selling a 
production of between ten and twelve 
thousand pair of shoes every day. 


Howard with Welch, Moss & 
Feehan 


O. F. Howard, formerly with Rickard 
Shoe Company, has recently made ar- 
rangements to represent Welch, Moss & 
Feehan Company in New England and 
New York State. 
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Gardiner’s Do Fit 


Mr. Gardiner’s 35 years of experience in the manufacture of LASTS 
is the background of this business. And you better believe that he 
is very particular about the lasts over which Gardiner’s QUALITY 
COMFORTS are made. 


Dealers who sell this line are 
enthusiastic to a man over its 
excellent fitting qualities. How 
could it be otherwise? 


If you want a comfort line 
that FITS, get in touch with 
us, and we will send you 


samples or a salesman, or Our No, 202, KID TWOSTRAP SANDAL, 
No. 501. KID OXFORD, grey leather latest catalog-—say which. medium narrow toe, press vam and 
quarter and sock lining, imitation tip, quarter, grey uarter and sock — 
12/8 rubber heel, BtoE . . . $3.00 35 In Stock Styles 12/8 rubber heel, B,C, DandE  §$2. 


H. K. GARDINER COMPANY 
PITTSFIELD, NEW HAMPSHIRE 


Boston Sample Room - - 134 Lincoln Street 





Four Layers of Leather 
BETWEEN FOOT AND GROUND IN 


Russell’s Ike Walton 


The beautiful workmanship 
--extreme light weight and 
staunchness appeal to out- 
of-door folks of the most 
discriminating taste 


SEND FOR CATALOG AND 
DEALER’S DISCOUNT 


W. C. Russell Moccasin Co. 


Berlin .*. Wisconsin 
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Buyers Expected in Hub September 1-15 


ALESMEN covering the wholesale 

trade are on the qui vive every minute 
these days. About two or three weeks’ va- 
cation have been the longest taken this 
year, while many, with incessant short 
trips here and there and visits of buyers 
from all over the country, have been kept 
right on the job. The big bunch of whole- 
sale buyers, it is expected, will arrive in 
Boston from September 1 to 15. And then 
toward the last of September the boys will 
be off on their long trips. 


Ralph I. Dale Back from 
Vacation 


Ralph I. Dale, factory representative, 
with office at 139 Lincoln Street, Boston, 
has been away on a short vacation, but has 
now returned. Ralph is wearing a nice coat 
of tan from his sojourn “in the open.” 


Hinman Is Home Again 
Charles H. Hinman, representing the 
Monroe Shoe Company, with office at 139 
Lincoln Street, Boston, has been away ona 
vacation. “‘Charlie’’ returned to business 
on August 21. 


Gallagher Back from Trip 


D. P. Gallagher, who covers the whole- 
sale trade of the country for the John J. 
Ryan Shoe Company, returned to Bos- 
ton on Wednesday, August 15, on the 
Wolverine, after a three weeks’ trip to the 
West. Mr. Gallagher reports that he had a 
most successful trip. 


Bolander Back from Vacation 


Harry Bolander, of 139 Lincoln Street, ~ 


Boston, has returned from a two weeks’ 
vacation and is now at his office in the old 
United States Hotel building. 


Harry Bronstein Off for West 
Indies 

Harry I. Bronstein, who assists Senor 
Puente in selling, left Boston on Thursday, 
August 23, for a month’s trip to Cuba and 
Porto Rico. Harry was most enthusiastic 
over prospects just ahead of him. He said, 
“These folks really buy very good shoes. 
Cut-outs are a big number with the ladies 
in this section, and for heels they like the 
12-8 to 16-8 heights.” 


Puente Reports Good 
Business 


Among the United States lines which 
Puente & Co., shoe manufacturers’ agents 
for Cuba and Porto Rico, sell to the whole- 
sale trade of these Islands are the follow- 
ing: A. R. Hyde & Co. of Cambridge, 
Mass.; the Farmington Shoe Company, 
the Norway Shoe Company; Gilbert & 
Freedlender Shoe Company, Haverhill; 


‘C. T. Grinnell Company, Rochester; 


Quality Shoe Company, Haverhill; the 


’ Republic Felt Slipper Company, New 


York; Fein & Glass, Inc., Reading, Pa., 
and the John J. Ryan Shoe Company, 
Peabody, Mass. We have already men- 
tioned in our issue of August 11 that they 
sell the lines of Doyle-Mullins Shoe Com- 
pany, Cass & Daley, and C. S. Marshall 
Company in Porto Rico and Cuba. 

Avelino de la Puente of this house re- 
ports that they have enjoyed a very fine 
business during the past two weeks with 
many buyers from the Islands. 


Visitors in Boston 
Among the visitors and callers on Senor 
Puente recently was L. Fein of Fein & 
Glass, Inc., and Arthur Rothschild who 
sells the line of the Republic Felt Slipper 
Company in the United States. * >. 


Cuban and Central American 
Visitors 


Gabriel Ayala y Perida of Havana and 
G. G. Brewer, both representing a large 
New York banking house, one covering 
Cuba and the other Central America, were 
in Boston the week before last, looking 
over shoe lines. They made their head- 
quarters at 139 Lincoln Street. 


Ben Frazer a Boston Visitor 


Ben Frazer of the Burlington County 
Shoe Company of Mount Holly, N.J., was 
in Boston last week calling on the Boston 
representative of this house, W. O. 
Stevens, at 139 Lincoln Street. 


“Bill” Howe Calling on Trade 


William J. (“Bill”) Howe, who sells the 
line of Murphy, Gorman & Waterhouse 
of Lynn to the wholesale trade, bens 
trip at he pramatspe- : ’ 





Cc. E. W. GRINNELL 
Who sells the line of the Alfred Kimball Shoe Co. 
to the wholesale shoe trade 





Martin Frazer with 
Farmington 

Martin C. Frazer covers the big cities of 
the country from the East to Chicago for 
the Farmington Shoe Company, selling 
the wholesale shoe trade. Martin’s middle 
name is Chuzzlewit. Whether or not he is 
a descendant from the famous character 
which the writer, Charles Dickens, has 
immortalized, we cannot say, but we do 
know that Martin is celebrated for selling 
shoes in big quaiitities. 


Ruiloba and Cobo Visit 
Boston 
Visitors in Boston during July, who were 
entertained by salesmen selling the whole- 
sale trade, were Senors Ruiloba and Per- 
fecto Cobo. These gentlemen are large 


“wholesalers of shoes at Cienfuegos, Cuba. 


They Were visitors at the Boston Style 
Show and said that they were much 
pleased with the lines presented. They re- 
ported that business in-their section of the 
country is improving very nicely. 


Mears and Lappin on Trips 


Ralph Mears of 139 Lincoln Street, 
Boston, and Max Lappim, whose line is 


sold by Mr. Mears, left the Hub on Sun- ~ 


day night, August 12, for a short trip to 
Eastern cities. 


Packard and Parrott on Trips 


Elmer D. Packard of the Norway Shoe 
Company, left Boston Saturday, August 
11, on a short¢trip: —~ 

George E. Parrott, who sells the line of 
the Everett Shoe Manufacturing Com- 
pany, is away oma short trip. 
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 Ievestidate Army Sales~ 


first— to protect business 
second— fo aid business 









Many hundreds of business men have made a good profit and stimulated sales in their own business 
by buying from the War Department. 





There is another side, however—a side which perhaps you have forgotten—forgotten because it has 
been so successful— 









The fulfillment of the Government's promise to protect the country by removing the menace of 
dumped stocks. 


It is not the plan to merely transfer the load from the Government to a few individuals. That would 
place surplus stocks where they could not be controlled. 






The Government, by a wide distribution of War Department material, has scattered these stocks 
through trade and industry in such a manner that business has been aided rather than hampered. 







And those who have first investigated War Department Sales, and then purchased, have individually 
shared a worthwhile profit, in a worthwhile enterprise. 






It is for these reasons that the Government asks that all business men cooperate by investigating 
what the Sales of War Surplus may hold for them in the way of direct, as well as indirect, profii. 







The Way to Investigate 









Watch your Commercial Business Publication and 
the Metropolitan Dailies for announcements of specific 
auction or sealed bid sales. 







Send for the Catalog mentioned in the announcemeni. 
Check off the items that interest you. 











Send a representative to the sale to inspect the ma- 
terials—in advance, if possible. 







To ensure you more leeway, send your name and ad- 
dress at once to Major J. L. Frink, Chief, Sales Pro- 
motion Section, Room 2515, Munitions Building, 
Washington, D.C. Advise him the character of ma- 
terials you are interested in, and catalogs containing 
such materials will be forwarded you as rapidly as 
sales are scheduled, 
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For speedy, positive action-- 


the new 


Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 
No. 000 down to No. 6. 
Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher. 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. - 


For Sale by Shoe Findings Jobbers. 


_ UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. ~ 
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Recorder Merchandising 
Calendar for September 


September 2-8 


From August to September is a short step on the Calendar but it means 
a long leap in Retail Shoe Stores of the a type. 

Summer is gone. The live wires who depend largely on novelty business 
find it more profitable to sell short lines and odds and ends to the 
“Junk Man”’ in August than to carry them into the fall season. 


The Calendar may contradict this statement but the mental attitude 
of your customers will confirm it. They want to see clean, new merchan- 
dise clean, well trimmed windows with clean, new backgrounds, clean 


orderly store arrangement and clean, well-groomed salesmen. Will they 
find your store in “Apple pie’’ order? 


September 10-15 


School is opening. Are you advertising and showing school shoes?— 
and bear in mind that high school boys and girls want shoes with pep 
and go in them—and they need footwear for street and school wear— 
and they want footwear for parties. Sell them two pairs. 








See to it that the shoes that go into the windows have been “Formed 
up.”’ Shoes as they come out of the cartons are not ready to go into the 
windows. If you do not know how to “form’’ window shoes ask us. 


September 17-22 
Monthly meeting of employers. Topic, ““Our New Shoes.”’ Select a 
number of shoes from each department—the more the better. 


lain to the salespeople why these shoes were bought; how they 
fit into the style program of correct dress; tell them about materials, 
lasts, heels, patterns and colors. See the point?—Sell the salespeople 
right and they will sell the shoes right. 


— Keep newspaper ads snapped up with exact illustrations of your shoes 
f \ Wey 
fi wa ti Do you know how to get the cuts? 
HOW CASES 





September 24-29 


Make out and mail statements to all credit customers. Bills are coming 

due and it takes Money—not promises—to pay them. It is better to 

collect than to borrow. A pod customer becomes a better customer 

when he pays promptly. 

Take a copy of your balance sheet to your banker. Have him look over 

it. He must know, not guess your financial condition in order to give 
ou the line of credit to which you are entitled. Know your banker 

‘tter. 


Get ready for October. Better look over the rubber stock. 
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EVERYTHING FOR BETTER LOOKING WINDOWS 


SHOE FIXTURES OF GLASS 


Are the most beautiful and effective for the display of shoes—ours are highly inter- 
changeable, consisting of pedestals of various heights and numerous shapes of plate 


glasses, enabling you to build displays either high or low in either sparse or stocky 
trims in many changes. 


THEY INTENSIFY YOUR LIGHTING 


The rays of Fp lighting thrown down from your reflectors on to the glass are deflected and spread to all parts of the 


windows and make dark places look bright---they do not throw shadows as other fixtures do---(Less candle power does the 


work.) 
Glass is full of life and without color. 


The merchandise stands out to the best possible advantage, without obtruding the fixtures. 
Appealing points, dont you think? 
The advantages of glass are so numerous that we can 
mention only a few in this advertisement. 


Ask for catalog No. 18 which profusely 
illustrates the entire line. 


The catalog No. 18 also shows a full line of 
shoe store Furniture, Window Reflectors, etc. 


Write for samples of Window Valances and plush---in stock for at once delivery. 


EVERYTHING IN DISPLAY FIXTURES 
QUALITY—SERVICE—COURTESY 


Visit our Chicago or New York Show Room 


we, Your, sow noo THE HECHT FIXTURE CO. 


70 Weat 36th Street 


a Medinah Building, Wells St., and Jackson Blvd., Chicago, III. 
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Clean Up for Autumn 
The Store Should Put On a New Dress for the New Season 


HATEVER the thermometer may say today, Autumn is at hand. 
A new sales peak will soon be in sight, just around the corner. 


Let’s be prepared. Let’s have our house in order. 


Clean up! That’s the order of the day. 
And dress up—so that people merely passing the store will breathe the atmosphere of the 


new season. 

Agreed? Then let’s look around and see what’s first to be done. Ah, there are those bargain 
tables! They belong to the summer months. They’ve served their purpose. They’ve had their 
day. They’ve no place in the new order of things. Let’s send them for a well-earned rest in the 
basement and see what we can do with the space. Well, we can have more sitting room—more 
fitting room—more comfort for more customers. More “‘class’’ to the appearance of the store, 
too. That’s better! 

What next? Well, let’s look over the fittings with a critical eye. The cabinet work—the show 
cases—the chairs—are they all in just such shape that you can afford to have them associated in 
peoples minds with those smart new lines of shoes you have — for fall? Perhaps some of them 
should be refinished, repaired or replaced. If so, let’s go to it. Time is short. 

And the shoe cartons!— do they present a hodge podge of colors suggestive of boarding- 
house hash, or are they all of a neat uniform design and color, distinctly yours? And, what's 
more important, are they old and frayed or are they new and spic and span? "Twould be a sorry 
introduction for those new shoes to have them come out of cartons that are ‘“‘down at the heels.” 

Now let’s have a look around again. Examine the walls—the floor—the ledges—under the 
radiators. Is there any dust to be removed? Any stains or soils that can be taken out? Being al- 
ways so close to things makes it hard to see them sometimes; yet that isn’t the case with the 
visitors whose first impressions become either assets or liabilities for the store. . 

Now for the windows! Are they ready for the advance fall displays? Are the wall surfaces 
free from scars and scratches and the floor neatly covered? Is the valance freshly laundered? 
Are the reflectors properly hidden from view, and are they correctly placed for proper diffusion 
of light? Are the display fixtures and the window back in harmony as regards design and color? 
Have you some eye catching decorative units of distinctive design, that are not too blatant and 
yet striking enough to draw attention from across the street? 

Yes, there are quite a number of things that can be done in the way of cleaning up for 


autumn. 
And they’re all well worth doing! 
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A simple wall board setting suitable for use either with a paneled wood or plain drapery background 


Appropriate Settings for Advance Fall 
Style Windows 


Practical Suggestions for Tuning Up the Windows for the New Season 


HE first of September marks the end of the sum- 
mer season, theoretically. The reason for this is 


that the weather has much to do with closing 
down on the showing of summer goods and getting 


ready to build business on new fall merchandise. 


With the change of the seasons there is, or 
should be, a transformation from the cool and 
airy effects of summer to the warmth of 
autumn tones. 

In making the change, do not forget that it 
pays still to give some attention to outing 
footwear. oe 

The golf and tennis season does not end for 
a month or more; therefore appropriate dis- 
. plays of this class of merchandise will help 
materially in cutting down stocks on shoes 
intended for such sports. 


Make Plans for the New Fall Season 


It is well to plan the settings for your 
advance fall styles windows in a manner be- 
fitting the season. New decorative effects in 
show window backgrounds and units in the 
brilliant color schemes of Nature help in a 


A unil like this is 
especially suitable 
for use in narrow 
windows, or in series 
across a wide front. 


big way to impress upon the public’s mind the new- 
ness of the season and the shoes on display. 


Decorative Accessories 


Of the most valuable adjuncts in decorating show 


windows there is probably nothing better 
than a good supply of wall board and arti- 
ficial flowers, the wall board for use in the 
construction of backgrounds and units and 
the flowers for decorations. Silk plushes and 
various lengths of velvet also work in nicely 
in adding a touch of refinement tothedisplays. 
The autumn season presents a period where 
color schemes are easy to select. The tones 
of tan, russet, orange, brown, magenta and 
a little touch of blue here and there are the 
most favored. 
The ideal flowers to use at this time of the 
year are grape, maple, beech, and oak sprays, 
chrysanthemums, poppies, cornflowers, Brown- 
eyed Susans, cat-tails; also natural preserved 
oak sprays in the metallic finishes are 
good. 
In ordering your flower decorations have 
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them made up in the form of sprays, vines and gar- 
lands, as these forms lend themselves to many dif- 
ferent treatments. 


Show Window Suggestions for Early Fall 
In presenting the various window suggestions illus- 


trated every month in the Boot and Shoe Recorder it is 
our aim to have them of such a nature that they are 




















Center panel, vase and plateau are all cul from wall board. 
Heavy gilded wire is used to form the stem 
of the floral decoration 


simple in construction, elastic in their measure so as to 
fit any size window by simply making the various com- 
ponent parts in proportion. We also try to keep them 
down to a moderate cost but still make a striking dis- 
play. 

Plate One. This decorative treatment is shown as 
used in a window having a plain wood panel back, but 
may be used to just as good advantage where a drapery 
back is installed. If desired, the back panels of the 
background can be filled in with an oatmeal wall paper 
in a brown tone. This will make a very fine back to’set 
off the unit decoration placed in front. 

The decorative unit is made from wall board and 
consists of three pieces cut out in the shape shown. 
Upon the back of the upright piece are nailed light strips 
which should be painted brown. A small wood flower 
box is placed in front of the unit and filled with cat-tails 
and foliage. A good way to treat the cat-tails would be to 
dip them in paraffine and when it becomes cold brush 
metallic bronzes of various colors, using a brush and 
burnishing the colors on in blended tones. The wall- 
board unit is painted a cream color, using alabastine or 
any other cold water paint. The top of the upright is 
decorated with a band of brown. 

At each corner of the window is arranged a bunch of 
flowers and foliage. Drapes of silk or silk velvet are ar- 
ranged from the flowers to the sides of the upright panel 
as illustrated. The drapes should be of approximately 
the same shade of brown as that used on the lattice 
strips. ' 

The floor of the window can be covered with tan felt 
or outing flannel laid on smoothly. 

Plate Two. This is an extremely simple setting, 
shown as used in a window with a velvet drape back- 
ground. It consists of a wall board panel upright placed 
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against the backof the windowa little to one side of the 
center. The panel is painted a cream color and flanked 
on each side with narrow strips of wall board painted 
brown. 

_ A plateau made of wall board is placed in front of the 
panel and upon this is placed the wall board vase cut- 
out, which is painted black and decorated in gold in 
a modern art motif. Heavy wire is then gilded and ar- 
ranged on the vase as illustrated and upon these wiresare 
arranged the sing!e flower blossoms as shown. 

Plate Three. Our third illustration shows a very 
simple but effective treatment consisting of two wall 
board pilasters with the tops cut out in the shape shown 
and placed at each corner of the window at the back as 
illustrated. 

These pilasters are made by tacking wall board to a 
framework of light strips and then painted a cream 
color, using cold-water paint. 

Upon the face of each pilaster and at the top is placed 
a circular wall board cutout painted several shades 
darker than the tall pilaster. These circular pieces are 
cut out in the center and backed up with a piece of 
brown silk, satin or velvet as indicated. 

The arrangement of the fall flowers and foliage is 
clearly illustrated. The space between the pilasters is 
filled in with a curtain drapery back of the same color 
as the circular wall board cutouts. Hanging suspended 
from the ceiling against the background is a long oval 
wall board panel painted cream color and edged in 
brown. The lettering is painted on in brown and gold. 

Use long lengths of gold color pillow cord with tas- 
sels to suspend the oval. The floor may be covered with 
cream color felt or outing flannel laid on smoothly. 

Plate Four. This illustration shows a novel decora- 
































Another wall board.setting in three units. The two end pieces 
can be cul from the same pattern 








tive unit which will work to good advantage in a small 
window, or two of the units used in a larger window 
would be quite effective. 

It is made by cutting out a circle from wall board and 
covering it with velvet or silk of royal blue. The stand 
part is made by tacking a strip to’a wall board base cut 
out as shown. Paint the standard royal blue and decor- 
ate in gold, green and lighter tones of blue. 

(Continued on page 107) 
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Nufelt Cushion Insoles 


Indispensable to Correct 
Shoe Fitting 





The Nufelt Cushion Insole (Letter A), cemented to Cushion 
Arch Shoe pistes (Letter B). A combination ideal to walk 
on in any the instep is low, or shoe sufficiently 


large for snug lacing. 


NUFELT INSOLES are all Cushion and all Service. 
They cater only to ease the sole or under foot. 


They have no glitter, no polish, no deception. 


But are great when worn by the good foot as an ordinary 
cushion over the hard leather insole in a shoe. 


And greater when used to instantly relieve pain by cut outs. 


No. 1 shows cut out to ease a painful callous, and can be used 
at No. 2 if a callous. 

No. 2 is cut out larger to lower and ease, or make a bunion on 
foot less prominent. 


No. 3 is to be skived down thin, or cut out if a lump on insole 
of the shoe. Such lumps or raises on the insole as are apt to be 


painful under foot. 


TSP teens 
$7 5%" 


> 


No. 4 can be cut out anywhere under a sore spot of the foot 
but never cut out too large, oe smaller than the sore a. 
c 


If a very deep or prominent spot the cushion can be double 
and the cut out deepened or made to ease with weight of person 


around, not on the sore spot. 


No. 5 is a felt wedge cemented to one side of cushion to force 
the foot to either one side or the other in the shoe. Sometimes 


used to steady or balance a weak ankle. 


TVS 
. “eae 


We have felt wedges, also a sticker to cement felt, or we do the 
work here with 10c. a pair extra for single pairs and the regular 


charge for extra work. 
The bunion foot shoe should be half size longer, or % size 
wider to allow for cushion, which is \% inch thick. 


Write for full information regarding STROOTMAN SHOE- 
FITTING SYSTEM. 





Shape of Insole 


Berrick Bldg., 86 Ellicott Street 


BUFFALO, N. Y. 
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We carry a full line 
WOMEN’S 
HOSIERY 


for 
Sport 
Afternoon 
and 
Evening 
wear 
—————E 


a i So 





In all 
colors 























AVEN’T you often admired the perfect balance 


in professional show cards? The blocks of letters 
look perfectly “comfortable,” so that they do 
not make the card look either lopsided or topheavy. {f 

The problem of balance is an easy one, if we arrange 
our show card on a center line, so that there is as much 
on the left as on the right of it. This is the arrangement 
we have followed in most of our illustrations so far. It is 
called Bi-Symmetric Balance. It ‘s simple and dignified 
and makes for clearness. You certainly cannot go wrong 
as long as you stick to the bi-symmetrical arrangement. 
But when you see the free and easy arrangement of 
some of the fine signs in the better shop windows—some 
of the signs that you have called artistic, you also be- 
come anxious to try a hand at one. Perhaps you have al- 
ready done so. You have arranged some of the elements 
diagonally or cata-cornered, or maybe in a semi-circle, 
or perhaps you have tried some other stunt, highly 
original, but equally destructive of the simplicity and 
clearness of your card. 

Let us see if we can discover some rules to go by in 
this matter of balance. The diagrams that we show to 
illustrate the principles, do not represent layouts of 
signs, but are just spots of ink, to bring out the points we 
wish to make in teaching the principles of balance. 


Balancing the Parts of a Sign 


Suppose we have two masses of equal measure to 
balance. You will say right off that they will balance at 
a point midway between them. Draw two such blocks. 
Now find the centers of each, and connect the two cen- 
ters by a line. The middle of this connecting line will be 
the point on which these two masses balance. This point 
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Show Card Lettering 


Made as 
Easy as Writing 


How to Get Balance and Proper Proportion 


in Your Cards 


This is the fifth of a series of lessons that will enable 

any clerk without special talent for di awing, to make 

good window and counter sales cards, which will 
help any store to sell more goods 


By MAXWELL L. HELLER 


Art Instructor, Theodore Roosevelt High School, New York 
City. 


will also be the center of an enclosing square or oblong. 

In our show card work, we frequently have to place a 
large and a small mass. Our problem now is to balance 
two masses of unequal sizes. We are now confronted 
with the same problem as the boy of ninety pounds 
wanting to see-saw with boy of forty-five pounds. Any 
boy will tell you that this is not impossible, if the barrel 
under the plank is so placed, that the forty-five pound 
boy has twice asmuch plank as the boy of ninety pounds. 
In other words, the point of balance is not in the middle 
of the plank, but at a distance of one-third and two- 
thirds. 

Draw two blocks, one twice the size of the other. 
Now find the center of each—connect these centers 
with a line. It is clear that the point of balance cannot 
be in the middle, but that we shall have to give one-third 
of the line to the larger block and two-thirds to the 
smaller. In other words, if we have a heavy block of type 
and another block only half as large, the heavy one 
would be nearer the center of the sign, and the smaller 
twice as far from the center. 

If we wish to balance three blocks of equal measure, 
we first balance two and then balance the third with the 
center of balance of the other two as shown in the il- 
lustration. In this way any number of blocks may be 
balanced. 


Use of Color in Your Sign 


Frequently we have two masses of equal size, but of 
unequal color, to balance. Let us suppose that one is 
black and the other is gray. From what you already feel 
of this very delicate problem of balance, you will proba- 
bly say, that the gray being only half as heavy as the 
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No Metal - - So Nothing to Rust or Shine 


LHLence 


REG. U.S. PAT. OFF. 


Fibre Tip Shoe Laces 


**They Stick to the End”’ 





are neat. Their tips are fibre--not metal. There is nothing 


to rust, get shiny, break, or pull off. 


Your trade will take to them at once. 


Main Office and Factory 


Glencairn Manufacturing Co. 


. Incorporated in 1908 








Pawtucket 


7x11 Card Frame 
Stand—$2.45 each 


Duplex Shoe 
Stand — 
$4.30 each 


Beautify Your Windows 
With Beautiful Fixtures 


Frankel Famous Period Fixtures in either 
metal or wood. Finely finished and ob- 
tainable in any color desired. Shoe stands 
convertible to any angle. 

@ Any metal fixture bearing the Je 4 imprint, on 


in useone month or twenty yea 
if not up to the standard of vases received 





1146 BROADWAY NEW YORK 


ESTABLISHED 1888 


Dealer Influence is secured thru advertising in the Boot pe Shoe | sg ; 


Rhode Island 
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“FRADE MARR 


ARCH SUPPORTS 


‘PRICED TO ALLOW A 
LARGER PROFIT—EACH 
GUARANTEED PERFECT 


SPRING-TRED 


Wholesale $15.00 
per doz. pairs 
Retail 
$2.50 per pair 


“4 
| 


| 

| 

= 
= | 
== 
= S&S! 
zac | 

ml 


Wholesale, $18.00 
per doz. pairs 
Retail 
$3.00 per pair 


The patterns illustrated above are but two of fourteen 

scientifically designed for its particular purpose in relieving foot ail- 
ments. With a eee your customer's 
requirements, and assure sent on 


epprovel. Write for this line today 
MANUFACTURED BY 
Kom-Fut Arch Support Co., Inc 
107 Duane St., New York y) 
== c 


_————e 
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black, the point of balance would be twice as far from 
the gray spot as it is from the black. It follows therefore 
that it takes very little of a bright color to balance a 
larger mass of black. 

Sometimes in an informal sign (that is one that is not 
balanced on a center line) you find a blank space that 
seems to need something to fill it. That means that your 
sign is slightly out of balance. Here a small spot of color 
will most likely do the trick, and right your sign. 


Ca 4 
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By this time you should feel that it is not mere sizes 
and colors that we are balancing, but forces of attracting 
attention. Naturally the large masses attract more at- 
tention than the small ones, the blacks more than the 
grays, and the reds more than the blacks. Of course you 
cannot measure the elements and weigh one against the 
other exactly. But if you have caught on to the general 
principles explained in this lesson, you will feel the bal- 
ance in your work. 

Study the signs by your favorite show card painter in 
the better shop windows. See how he very frequently 
makes attractive cards by bunching all the lettering off 
to the side, but how he balances the mass with a spot of 
color or decorative border on the other side. 

If you think of the relative attractivenessor attention- 
pulling power of each of the elements in a sign, you will 
understand why some layouts which seem but haphazard 
arrangements, look good. 

There are two other principles of design which will 
help you to get that element of elegance in your show 
cards, that distinguishes the work of the professional,— 
namely, Proportion and Shape Harmony. 


Proportion 


This princ‘ple, like many others in design, is largely a 
matter of feeling, and therefore most people just hit 
upon the right proportions for things naturally. 

In sign and show card work we solve our first problem 
in proportion when we decide on the shape of the card 
we are going to use. Shall it be square or oblong? If 
oblong, what shall its proportions be? (Of course its 
actual size will depend upon the amount of lettering you 
have to do, and the amount of space you want to give 
for its display.) By proportion we mean whether it 
shall be twice as long as it is wide, or three times, etc. 
Certain proportions have been found pleasing to most 
people, like three by five, six by nine. Five by eight is a 
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proportion which the ancient Greeks used with beauti- 
ful effect in their works of art. We can learn much from 
the practices of the ancient Greeks, who seemed to have 
felt fine proportions better than any other people. For 
instance they carefully avoided mechanical proportions, 
which one could easily discover. They would not make 
a thing just twice or three times as long as it is broad. 
They would make it somewhere between twice and three 
times, and in this way obtained fine differences in pro- 
portion which made the shapé of their objects interest- 
ing and artistic. 

Then again they carefully avoided proportions that 
varied so greatly that the mind could not easily com- 
pare them. For instance, an area of three square inches 
is not easily compared with an area of twenty square 
inches. They would not make a vase four inches wide 
by twenty-five inches high. It would be very unpleasant 


. to look at. In other words, they avoided on the one 


hand those proportions that are so simple that they 
seem childish, and those on the other hand that are so 
violent as to seem ridiculous. 


Shape Harmony 

After you have decided upon the shape and outside 
proportions of your card, everything that goes into that 
card ought to harmonize with them. If youhave a square 
card, the general mass of type ought to be square: that 
is, lines drawn around your lettering should make a 
square. If your sign is an oblong, as most frequently it 
will be, then the general shape of the wholemass of your 
“copy” should be oblong, so as to be in harmony with 


the shape of the card. 
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For the sake of variety, we sometimes use new shapes 
whose proportions harmonize with the card; like a circle 
in a square, or an oval in an oblong. 





Interesting Book on Period Fixtures 


The Hugh Lyons Company of Lansing, Michigan, 
manufacturers of display fixtures have gotten out a very 
interesting and helpful booklet on the use of period 
fixtures in the shoe store. 

Some very enlightening material is offered on the 
history of the periods that are interpreted in the various 
patterns of store fixtures that this house manufactures 
and there is much of helpful nature for the shoe retailer. 

It is seldom that a manufacturer goes to such pains to 
offer the trade the sort of out-of-the-ordinary informa- 
tion that this booklet contains and the Hugh Lyons 
Company are deserving of credit for the attainment. 
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C. H. Baker Shoe Store, Detroit 











HEY have the appearance 
of comfort and sturdiness— 
and live up to their appearance. 


American Interlocking 


Shoe Store Chairs 


have stood the test over a long 
period of time in hundreds of 
the best equipped shoe stores 
throughout the country. 


They have proved themselves 
the most practical and economi- 
cal form of seating. 


AMERIGAN SEATING (OMBANY 


General Offices: 1016 Lytton Bldg., CHICAGO 


Room 707—250 So. Broad St. Room 601—119 W. 40th St. 
PHILADELPHIA NEW YORK 
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Photos for Illustrating 
by courlesy of 
Hulsizer and Company, 
Manufacturers, 


Des Moines, Iowa. 
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Stronger Decorative Units and 
Less of Them— 


That, Display Men Agree, Is Correct Style 
in Window Dressing 


is difficult to strew a number of floral sprays, buds, 

branches or other small decorations through a dis- 
play of shoes without distracting the attention of on- 
lookers from the*goods offered for sale. For this reason 
most leading display men are now strongly opposed to 
the old idea of “cluttering-up”’ a window with quantities 
of small decorations, and advocate the use of a limited 
number of larger and more distinctive decorative units— 
in most cases not more than one or two to a small win- 
dow or three to a large one. 


Decorations Above the Eye Level 


It is considered poor policy to place these major 
decorative units close to a unit display of shoes because 
of their greater attention value. Their place is at the 
back of the window, either about the center or in a cor- 
ner, and with their principal features above the eye level. 
The reason for this is that as people are walking along 
their vision extends slightly upward and as they step up 
to the window their range of vision is narrowed. Then 
the gaze naturally drifts downward and is focused on 
the merchandise. That is the psychology of it—the 
decorations draw attention and the shoes hold it. 

The forms of display units most used at present are 
natural and fanciful trees set in artistic boxes, unique 
vases with large sprays of flowers or foliage and orna- 
mental lamps. Also special panels for window backs, 
made of wall board, lattice work or composition, which 
usually: are trimmed with artificial flowers or drapes. 
Placques are frequently used in conjunction with these. 


Seat are small units of merchandise. Therefore it 


Some merchants, who have not taken the trouble to 
investigate, have an idea that the cost of trees and vases 
is prohibitive. In point of fact, some very neat and at- 
tractive units can be had for as low as ten dollars and 
even less; while more elaborate ones, of course, run up to 
forty dollars and beyond. Trees and vases are more eco- 
nomical to use than appears on the surface, because of 
the fact that the parts are interchangeable. For instance 
atree can be used again with another box, can be painted 
another color if desired and re-trimmed with different 
flowers, creating an entirely new decorative unit. Vases, 
also, can be used over with different floral sprays. And 
lamps can be used with a variety of different shades. 

The trees illustrated above are examples of what can 
be had at quite moderate cost. These units stand about 
four feet high. In most windows they will appear to best 
advantage when elevated about a foot from the floor on 
a box over which some plush or velvet drape is thrown. 
The one at the left is carried out in a rich metallic 
effect, the cut-out work being in wood. The one at 
the right is a conventional grape tree, the stock being 
wood cut-out. 


Hosiery Livens the Shoe Display 


Where style is a feature of the shoes shown it is al- 
ways well to use good class display fixtures and to drape 
under or near some of the shoes some stockings or sox 
that are particularly appropriate to be worn with them. 
The hosiery is just as pleasing to the eye as small deco- 
rations, and does more toward ringing the bell on the 


cash register. 
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A NEW ana Handy 


Suede Cleaner 
of an Old Reliable Make 


EAGLE BRAND SUEDE STICK is made in 
practically all wanted colors, conforming in 
name and shade with those used by the fore- 
most tanners and manufacturers. 


EAGLE BRAND SUEDE STICK is put up 
in a tube which hasa movable bottom, allowing 
the stick to be used without removing from the 
container or touching with the fingers. A felt 
pad for finishing is on the inside of the cap. 
This stick may be carried in traveling bag or 
shopping case with no danger of soiling other 
articles. 


Make an extra sale and be fair to your shoes by 
introducing the EAGLE BRAND SHOE STICK 
—the cleaner that cleans and preserves the 
original color of the suede. 


FKagle Brand 
Suede Stick 


From your findings jobber 
or direct from 


AMERICAN SHOE POLISH CO. 


Manufacturers of a Dressing for Every Shoe 
CHICAGO, - - U. S. A. 
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Appropriate Settings for Advance Fall 
Style Windows 
(Continued from page 99) 


Heavy wires gilded and bent to shape are affixed to 
each side of the top piece by means of small staples 
and upon these wires are arranged the short stem flow- 
ers as illustrated. Various lengths of black thread upon 
which is threaded wood button molds painted gold 
are suspended from the top piece as shown. 

All of the window suggestions with the exception of 
the last unit are described as using cream and brown 
color combination; however, you may work up any 
seasonable color scheme to suit your own fancy. 





Keeping the Customer Reminded 


In most stores the salespeople on completing a sale 
will hand the customer a card with the remark, “Here 
is my card. I will be very glad to have you call for me 
when you come again.” 

The card is printed only on one side. Here is a form of 
card which really gets business, ties the customer up 
to the store and to the salesman, because the customer 
is constantly reminded of the service rendered him. 





Telephone Private Exchange KEBP THIS FOR REFERENCE 
Harrison 9000 All Depts. 


L. L. KADISON 


Shoe Dept. 
Maurice L. Rothschild 
| S.W. Cor. State&Jackson Chicago 





L. L. Kadison, Manager of the shoe department, says 
nearly half the customers come back to the store with 
this card. It makes sales easy, saves time and pleases the 
customer. Every customer gets a card. 





To Boost Export Trade 


Boston, Aug. 21—Secretary Thomas F. Anderson of 
the New England Shoe and Leather Association re- 
cently addressed a letter to Arthur B. Butman, Chief of 
the Shoe and Leather Manufacturers Division, Depart- 
ment of Commerce, in which he expressed the hope that 
Congress will grant the Bureau of Foreign and Domes- 
tic Commerce an adequate appropriation for the fiscal 
year 1925, as requested by Dr. Julius Klein, Director 
of the Bureau. After pointing out that the shoe industry 
of the United States has a considerably larger produc- 
tion capacity than present demand, Secretary Anderson 
says: 

“We cordially approve of your Division’s idea of 
making, through expert representatives, a more intensive 
study of shoe and leather trade possibilities through- 
out the world, with-a. view to expanding our foreign 
trade at least to some extent; and this could be perhaps 
more satisfactorily accomplished by having Trade 
Commissioners or other experts investigate conditions 
in particular sections, rather than by sending represen- 
tatives on around-the-world trips. 
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“We are gratified to know that during the past year 
there has been some increase in the export trade in 
footwear, but our gratification is somewhat modified 
by the realization that our foreign markets have shrunk 
as a whole during that period. 

“We feel that there are certain countries or regions 
where such official investigations would be likely to 
bring tangible results, and our Association sincerely 
hopes that the Bureau of Foreign and Domestic Com- 
merce will be given the opportunity to make such in- 
vestigations. 

“In both our footwear and leather industries we have 
the skill, capital and vision necessary to successful 
business, and all that we need is a permanently broader 
market for our products.” 


W. Grant Williams Is Dead 


Portsmouth, Ohio—W. Grant Williams, treasurer 
and one of the founders of the Excelsior Shoe Com- 
pany, is dead. The end came very suddenly on August 
7 and was a great shock to his wide circle of friends in 
the trade, as well as to his personal friends. He was 
regarded as one of Portsmouth’s most progressive citi- 
zens. A graduate from the ranks of labor, he knew what 
it was to toil. And when in 1889, through the industry 
and vision of himself and his brothers, John E. and 
Charles William (the latter of whom died some time 
ago) a great shoe plant was realized, the Excelsior Shoe 
Company became a big factor in the industrial life of 
the city. He was genuinely loved and respected by his 
employees. 

Mr. Williams had just started out on a well-earned 
and extended vacation, with Honolulu as the objective. 
Mr. Williams reached Vancouver when he was stricken 
and died within 30 hours, a short time after Mrs. Wil- 
liams and her brother reached him. 

He was in his 57th year of age. In his very early year 
he was a telegraph operator for the Scioto Valley Rail- 
road. He leaves a widow and three sons, Graves, Forest 
and Paul. 








Triple Strap Gore Pump at Hagan’s 


Boston, Aug. 22—H. E. Hagan is showing for fall a 
very attractive triple strap gore pump, in 15-8 Spanish 
heel, in a nutmeg brown shade. This is a hand-turn shoe 
and has very beautiful lines. 

The semi-annual sale was started at this store last 
week, with mark-down prices ranging from $2.85 to as 
low as 69 cents. 

Mrs. Florence Durney, buyer at this store is away 
on a vacation at Huntington, L. I. 





Tuttle Scott in New Home 


Lansing, Mich., Aug. 23—Tuttle Scott, wholesalers 
of shoes and hosiery, of Lansing, Michigan, have 
moved their headquarters, and are now located at 
445 Summit St., Toledo, Ohio. 
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FOR REDRESSING 


Smooth Leather Faced Straps 


On Suede and Nubuck Footwear 


Light and 
Dark 
Brown 

Russet Brushes 


BLACK or 
Dries Cloths 


Quickly Required 








For the Suede and Nubuck Parts 
of the Shoe Use 


WHITTEMORE’S 
STICK 
CLEANER 
Put up in Log Cabin, Hazel 


Brown, Autumn Brown, also 
in all other Popular Colors. 





For those prefering a pow- 
der we recommend —% = 
ill 


“SUEDEDENE” “a 


Contains no grit. The fin- Hil¢ NE 

est and most satisfactory [ieee | 

to use Suede and Nubuck J nm il 
Hh) CEANS & RE | 


SUEDE 4 ooze iH 


WDE 
tt 
& 


dressing. Put up in Log 
Cabin, Hazel Brown, Au- 
tumn Brown and all Pop- iW bos “att 
ular Colors. “edtnsgeneeasees 





For all the fancy colors in Kid Footwear order 


BOSTONIAN CREAM 


\ Either Neutral or Any Color Desired 





More than 27 National Magazines carry Whittemor: 
consumer advertisements, stirring up busincss for you 


Send for Catalog and Price List 


WHITTEMORE BROS. 
CAMBRIDGE MASS. 
When your jobber can’t supply you, write us 
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Two Unique Decorative 
Units That Lend 
Distinction to Window 


and Interior Displays: 


BIRD VASE 

Unique in design with attrac- 
tive combination. Vase in 
turquoise blue with gold panel 
and novelty Egyptian tower 
design. Base of black and birds 
in shaded orange. Black patent 
leather, silk and velvet leaves 
combined with velvet flowers 
and ne rhe fruit manee 
very effective jay especially 
suited for island cieiewn 
Height of vase, 33 inches. 
Height over all, 5 feet, 3 inches. 
No. FB294 Pri 


No. FB295 Left Bird, 
re. * 
No. FB296 Right Bird, 
°o ET 
No. F414 Floral Unit 


only.... 


CIRCLE VASE 

Shaded from gray blue at top to 
d purple blue at the bottom, 
with center panel of composition 

id and blue two-tone. Height, 24 - 
inches. Floral piece is of and 
velvet leaves and flowers } 
with silk foxtails w pd epee « ash 
berries, or and y — 
nating. Height over all, 6 feet. 
No. Price, Vase — 

29.00 

No. F378 Floral Piece... 14.40 


Write for Catalog of Decoratives for Fall 


L. BAUMANN & CO. 
357-359 W. Chicago Avenue 


CHICAGO 


Dealer Inflience is secured thru advertising in the Boot and Shoe Recorder. 
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New Way Sectional Shoe Shelvin3 
Arranged in Booth Effect 
kes above illustration shows the regulation 


“New Way” sectional stock shelving arranged 
in booth effect. It combines the shelving with our standard display. 


This effect is brought about by placing two sections of the regular 
shelving back-to-back and continuing our stock cornice across the 
face. This is made either 7 feet or 7 feet 9’ inches in height. 


The shelves are adjustable and interchangeable with the shelves 

in other sections. The display end is fitted with five 12-inch 

adjustable plate glass shelves. The door to display is hinged. 
Let us tell you more about our com- 


lete line of shoe store equipment— 
information sent free upon request. 


GRAND RAPIDS SHOW CASE CO. 


World’s Largest Designers and Manufacturers of Complete Store Equipment 


New Way Unit System Grand Rapids, Mich. New Way Revolving Wardrobes 
Branch Factory, Portland, Oregon Offices in Most Principal Cities 
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Write for our new catalogue showing com- 
plete lines of display equipment. 


J. R. PALMENBERG’S SONS, INC. 
Established 1852 


63-65 West 36th Street, New York 


CHICAGO BOSTON BALTIMORE 
204 W. Jackson Blvd. 26 Kingston St. 122 W.Baltimore St. 


























of Distinction 
The valance is the most important item 
of your window equipment. It is the first 
thing that catches the eye—from the 
other side of the street as well as your 
own. The valance should make a quality 


appeal. Roth Valances do. You can buy 
to best advantage direct from the maker. 


Also headquarters for display pillows 
and mats. 
Write for Catalogue B 


-KARLL.B.ROTH 


> 
Manufacturer 


> 
e FINDLAY, 
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Speed Up Your 
Hosiery Sales! 


Here’s a unique new ONLI-WA Hosiery Stand 
that will give your merchandise better display— 
and better display means better sales. 


Removable 
pins and top. 
Top can carry 
regular shoe 
plaque—very 
unusual for 
showing ho- 
- sieryandshoes 


HOO 


= 
ir, 


el ett = 


Write for 
New Sup- 
plement 
and Catalo2z 
No. il. 


THE ONLI-WA FIXTURE CO. 
401 Beckel Bidg. Dept. B. S. Dayton, Ohio 
Se ee ee ee reel 


PUTO OMe e ener eniiiiiiiieliiuniuiureliiii ii) 


Teel 





EMIL RUBLACK 
Maker of Artistic 
PRICE AND SALE 
TICKETS 


Shoe trade my 
specialty 
- Samples mailed free 
on request. 
Kindly state if a large or 
small ticket or a special 
color is wanted. 
Established 1903 
140-142 West Broadway 
New York, N. Y. 


(7-9 of exact size) 
$3.00 per 100 
Like Sample 











Save Money 
ON THREAD 


$5.00 to $16.00 on each 
of you buy 


Sl 
JOHN C. MEYER THREAD CO., Lowell, Mass., 
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Repco Makes Shoes Look New 


Ree is a liquid enamel lac or other gummy substance— 
which restores that much but materials that protect the 
desired newness to sole edges _ leather and prolong its life. And, 
and to heels. best of all, Repco clings firml 

Your customers prefer Repco to and evenly to the surface. It 
any other brand of enamel be- does not rub off. 

cause Repco is easily qos Repco is made in every stylish 
without danger of soiling hands —color—white, ivory, light gray, 
or clothes. dark gray, champagne and Ha- 
Repco contains no varnish, shel- —_ vana brown. 


— 


For Sale by Shoe Finding Jobbers 
UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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Preparing to Sp 
On the “Home Stretch” 


Equipment — Merchandising Plans — 
Can You Use Suggestions on These ? 








The Shoe Store Service Department of the Boot and 
Shoe Recorder Is Here to Serve YOU Individually. 


Looking ahead toward the fall 
and winter seasons, you prob- 
ably have decided that along 
certain lines something can be 
done to speed things up for the 
last five months of the year. 
Probably you have not deter- 
mined just what is to be done, 
but are convinced that there is 
room in the business for some 
new thought and action. 


It may be in the line of sprucing 
up the appearance of the store— 
rearranging the floor plan, put- 


ting in a hosiery department,. 


installing new seating, shelving, 
lighting or other equipment. It 
may be in changing the appear- 
ance of your windows and imbu- 
ing them with certain character- 
istics that will distinguish them 


from all others on the street. It 
may be on the matter of buying 
or selling policy or some phase 
of store management that you 
would like an outside viewpoint. 
You, as a subscriber to the Bool 
and Shoe Recorder, are welcome 
to draw upon the fund of data 
and experience available to this 
department. 


Equipment— 


If you are opening a new store or refurnishing (possibly 
remodeling) an old one—if you are considering new seating 
or shelving arrangements, show-cases or equipment, send 


Advertising— 


What to advertise, and when and how—if you would like 
the help of experienced and highly successful shoe adver- 
tising men in solving these problems, write our Shoe Store 


us an outline of your requirements. 
We can give you an idea as to the 
cost of what you have in mind, help 
you in selecting or specifying, and put 
you in touch with the makers of the 
wanted equipment. 


* * 
Trimming— 

New thought on this subject is always 
wanted. Boot and Shoe Recorder rep- 
resentatives are always out over the 
country gathering the most recent and 
practical ideas for shoe store windows 
and interior trims for all occasions. 
We will gladly help you in planning 
your trims, in determining the right 
fixtures and materials to use, with a 
view to both attractiveness and 
economy. 








Show Cards 


Your show cards are your . 


spokesmen in the windows. 
They must tell the story well. 
They should be prepared with 
consummate skill and taste. 
If you seek to make improve- 
ment in this respect, write us 
for information. We can rec- 
ommend two excellent serv- 
ices at $4 and $6 per month. 








Service Department, Chicago. State 
the types of shoes handled, class of 
trade sought, present condition of 
stock, and describe the numbers you 
particularly want to push. Send sam- 
ples of ads. 


Record Systems— 


Your stock record systems—do they 
really give you a complete record 
right up to date—a record that you 
may safely use as a guide in buying and 
merchandising? Your sales record sys- 
tem—does it really tell you all that you 
need to know—all the time? If you’re 
looking for some simple and efficient 
forms for these purposes, write the 
Shoe Store Service Department of the 
Boot and Shoe Recorder. 


Window and Interior Lighting — 








Display Fixtures and Decorations— 


Planning effective trims is one thing, and having the various 
things necéssary to carrying out your plans is another. This 
department keeps a record of what is being made by the vari- 
ous manufacturers of display fixtures, window backs, deco- 
ratives, etc., and will cheerfully supply any desired informa- 
tion along that line. 


The lighting is an important factor in the effectiveness of 
shoe window displays. For shoes the lighting requirements 
are different from those of dry goods, clothing and other 
merchandise which is set higher up in the window. Likewise 
in the shoe interior, there is need of more light and more 
even radiation on the floor. In applying the correct principles 
for your lighting we can help. 


Shoe Store Service Department, Boot and Shoe Recorder, 189W.Madison St., Chicago 
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eed Up 
of 1923— 


Store Policy— 


—o-O-0-— 
What Do You: 
Want to Buy? 


Check items in which you 
are interested and manu- 
facturers’ catalogs will be 
sent you. 


OStock Boxes 

OShoe Carton Labels 
oOMetal Ceilings 

OValances 

OWaste Paper Balers 
OOffice Appliances 
OShelving OSales Check Books 

OShow Cases OStore Interior Decorations 
OShow Window Background Window Lighting 

OShow Window Decorations Interior Lighting 

OStore Seating oElectric Signs 

OPrice Tickets OAdding Machines 

OCash Registers OPlay-Room Equipment 
OCash Carriers OHosiery Cases & Fixtures 
OStore Fixtures OX-Ray Machines 
OWindow Display Fixtures OFoot Measuring Devices 
OGlass Display Fixtures ORepair Equipment 
oMetal ye aed Fixtures ODuplicators 

OStore Ladders OArch Supports, Metal 
OHosiery OArch Supports, Non-Metal 
OSouvenirs and Premiums 


OShow Cards 

OStock Record Systems 
OSales Record Systems 
OStore Arrangement 
OStore Front Construction 
oCounters 


Remarks 

















Name 





Address 





City and State 





Cut out and Mail to 


Shoe Store Service Department, Boot and Shoe 
Recorder, 189 W. Madison Street, Chicago 
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The Query Column 


Replies to Some Questions Asked of the 
Shoe Store Service Department 


Shoe Store Service Dept., 
Boot and Shoe Recorder. 


Gentlemen— 


Do you know of a souvenir that would be 
appropriate for us to use in our shoe store? 
KRIEGH-WHIPPLE SHOE CO., 
193 Pipestone St., 
Benton Harbor, Mich. 


ANSWER—The Advertising Novelty Co., 
Chicago, Illinois, has quite a complete selection 
of novelties that are appropriate for shoe store 
use. One of these is a slipper cricket 24% inches 
long made from fancy colored enameled metal. 


Shoe Store Service Dept., 
Boot and Shoe Recorder. 


Gentlemen— 


We are planning on rearranging Platt’s 
Shoe Store and would like to have you refer 
us to manufacturers of electric signs. 

ROSS B. EVANS, 
Hart, Mich. 


ANSWE R—The Thos. Cusack Co., Chicago, 
are conveniently located manufacturers and’ 
designers of electric signs with the popular 
Opalite letters. 


Shoe Store Service Dept., 
Boot and Shoe Recorder. 


Gentlemen— 


Will open up a new shoe store soon. Please 
advise where we may obtain special hosiery 


cases and fixtures. 
L. J. SINDELAR, 
Santa Fe, N. M. 


ANSWE R—The Grand Rapids Hosiery Co., 
Grand Rapids, Mich., are designers and manu- 
facturers of complete equipment for hosiery 
departments. The Hecht Fixture Co., Chicago, 
make hosiery display stands for windows, also 
leg forms. 








BOOT AND SHOE RECORDER 


Put this New “Snap”’ in 


Your Sport Shoes 


Equip them with Air-Peds—the new three piece 
rubber sole. People are looking for them. They will 
make your shoes easier to sell and bring you larger 


profits. 


We can make immediate delivery in any quantity 
you desire. Write now for specifications and prices. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 


New York Chicago Philadelphia Minneapolis 
Kansas City Cincinnati Atlanta Pittsburgh 
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| Martin’ s Genuine Imported 


Scotch Grain College Oxfords 


VOOOOSOSG & 





Oprdn rn Or 
VUY 


No. 860 











SCIPIO YOOOOOoOvsroovwr 


=== IA Sieur. 
Two Real Sales Getters 
3 | Overweight “A” Quality Leather Soles. Bleached Calf Lining 
| « Peck Standard of Shoemaking 
4 | No. 860—Tan Imported Scotch Grain College Ox. Coach Last 
No. 861—Black Imported Scotch Grain College Ox. Coach Last 
Sizes & Widths: B6-11,C 5-11, D5-11. Price $6.10 5 


Order Now to Have on Hand for 
School and College Trade 


| FREDERICK S. PECK | 


40 Thomas Street 
WORCESTER 


Sood 


Oe 


} 
Baik, 





GREELEY 
BOUDOIRS 


Are not to be looked 
upon in the light of or- 
dinary boudoirs. They 
are different and you'll 
recognize their excel- 
; lence in the first order 
io B ih 36 Ke you open up. 


If Your Jobber Cannot Supply You, Write Us. 
A. W. GREELEY .*. Haverhill, Mass. 
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APPROVED BY 
MEDICAL MEN 
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Shopping is a Real Joy with 
Johansen Feeture Arch Shoes! 


Shopping is’keen sport for women who feel 
the responsibilities of buying the needs for 
a family. The indescribable pleasure of walk- 
ing about in Johansen Feeture Arch Shoes 
is definitely certain to develop business, 
(old as well as new,) for the retailer who 


sells these wonderful shoes! 





—is flexible enough to allow the 


Johansen’s Feeture Arch resists the 
natural waking movement of the feet 


direct downward foot pressure, yet— 


ohansen's 


) Fe € t ure Arc iN y 


Johansen Brothers 
Shoe Company 


(Makers of Women’s Shoes -Excluiively Since 1876} 
ST. LOUIS, MO. 





Do not be misled by an 
imitation 

Buy the Hosiery with a 
reputation 


Propper Blue Edge 
Chiffon Hose 


oe 9 


“No Hose Like Chiffon 
No Chiffon Like Propper 
Blue Edge” 


Hob dow 

Propper Silk Hosiery Mills 
276 Fifth Avenue, N. Y. 

Mills: Elmhurst and Long Island City, N. Y. 
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MIDSOLES 


Vaughan’s Ivory or Arctic Midsoles 


A leather slipsole used between welt and outsole. 
These midsoles are split to a uniform substance, 
they trim even with the edge and they do not 
bulge at the edge when worn and they will not 
crumble between the stitching and the edge. | 


May be obtained in MEN’S, WOMEN’S, 
MISSES’ and BOYS’ Cut Soles. Irons 2-4. 


Midsole Stock also furnished to be cut by manu- 


facturers themselves. 








-GEORGE C. VAUGHAN CO. 


TANNERIES AT 
PEABODY MASS. 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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RILEY’S 
ARCH RELIEF SHOES 


“Comfort in Beautiful Footwear” 
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When you are thinking of the “comfort” type 
of good appearing footwear— 


“NOW?” is the right buy-word for fall demands 
are heavy for this kind of a shoe. 


To be able to supply your customers with 
sizes and widths your order should be placed 
while our stocks are full and complete and to 
insure immediate delivery order NOW. 


RILEY’S ARCH RELIEF SHOES will build 
good-will and new business for you because 
they please the customer. 
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. Black Kid Arch Relief, Two No. 6005—In Stock, Black Kid Arch 
Berap, Goa "13-8 Rubber ‘Relief Oxford, Goodyear Welt, 13- 
Rubber Heel, Combination Last No. 

SE Ws nhncbree ofacsh ose $4.60 


No. 6727—Same as above, Brown Kid. No. 6004—Same as above, Brown Kid. 
FUMED, . cdsdgadbve dab cnde dos on $5.50 Price $5.35 


IN STOCK FOR IMMEDIATE DELIVERY 


The RILEY SHOE MFG. CO 


COLUMBUS, OHIO 
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Dealer Influence if secured thru advertising in the Boot and Shoe Recorder. 
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nietleed Weight Shot Lining 


Our established practice of guaranteeing 
weights on our shoe linings costs no more, 
and is your assurance of 


In Twills, Drills, 
Ducks, all of guar- 
anteed weight. 


Also Flannels 
Felt Sock Linings 


Top Facings. 


Supreme 
BRAND 
SILK and 
MERCERIZED 
BINDINGS 


Cut Seam Stays 
and Tongue Linings. 


KALLMAN -NEWCOMB GOMPANY 


63-65 SOUTH ST. BOSTON, MASS. 
CINCINNATI ST.LOUIS 


UNIFORM QUALITY and LONGER WEAR 


Another important advantage they afford is 
BETTER APPEARANCE INSIDE THE SHOE 


MILWAUKEE 


" ‘See aa seeretn) MMIC Tatiatii COTTE dnsraginee ce 


SSSashl P. W.Minor & Son, Inc. /P>a7 


ao oe a 5 Sreadeaes 
mM be nnssilfinnnttfnncce Tatlin 
Se eS 


4) QUALITY— 
AE! of Both Material and Workmanship 


is the 
Paramount 
Principle 
of 
Treadeasy 


Shoes. 


ill 


A Trial is 


Stock No. 749—WeltPrice $4.15 [Vorth While. 
Last No. 38 Widths AA to D anes 
Heel 1314-8 R L 7 Wheeled Edge 


High Quality Black Kid 


| — 
til 


Men 


Stock No. 729—Welt—Price ‘ $4.50 
Last Ne. 77 Widths AA to D 
Heel 134%-8 R L Wheeled Edge 


Soft Patent Kip—Light Welt 
French Braided—Suede Underlay 


ST 
— ‘ 


_ 


oe 
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eS 7 


Terms 3% 10 
Net 30 days 
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> 
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Welt Novelties for 


Sold in lots of 12 pair or more : Immediate Shipment 


C and D widths ; 
: econo 


No. 429—Patent 2 strap black analy = 
i 3. 
No. 436—All Patent 2 strap. ........ 3.50 
No. 428—Black kid 2 strap 3.50 
No. 430—Pat. 2 strap suede trim 8-8 —_ 


heel . 
No. 437—All Pat. 2 strap 8-8 rubber 
BOER 6 ccc ceepccdeg ve seth 0d%eeecces 3. 


ERERESERE PERERESENE 
; 


No. 408— Patent with double suede cross 
SN o's 0 ipod 0 ctor cabnasoeneneeé $3.75 * 
No. 406—Same in Bamboo Buck Wood 
PR ae rere 4.25 
No. 427—Gra 
wood covered 

Same as Seve in biack suede. . 4.25 


No. 426—Patent 1 strap cut-out sides 
ag suede trim $3.50 


o. 438—Sam a 
No o1Senek in black Ps cia es 3.50 


No. 424—Patent 3strap............ $3.75 
No. me with suede trim..... 3.75 
No. 435—Patent 2 button lattice 4 

GEE cc ccc cccccets cccccocecccecse 3.75 


STERN BROS. SHOE CO. 
BOSTON, MASS. 





OLE leather cannot be 
judged by its appearance. 


So don’t be deluded into thinking that 
Leather a light, and evenly colored bottom 
WHEN you buy heavy means top quality. 


leather bearing the 
Ashland Oak stamp, you 


may be sure it is produced Old fashioned bark tannage may not always make 
rom a heavy hide, an ° ® 
not from a plumped and a pretty looking sole - but Man! how it wears! 


ASHLAND LEATHER CO. 


It is Honest Leather. 
BOSTON : CHICAGO - ST.LOUIS 





= <3 ———— 
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No. 7056—Patent One Strap, Cut- 
out Side, 217 Last, 14/8 Half Louis 
Heel, Rubber Toplift. 








QHAW YS sy 





One of the new ones in our line of ate 
Welts and Flexible McKays 


Cushman-Hollis Company. 


BOSTON OFFICE FACTORIES AND 
177 LINCOLN ST. HOME OFFICE 
ALBANY BLDG, AUBURN, ME. 
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NEW YORK 


Some Early Fall Showings 


Close of Midsummer Sales Results in Working Stocks to 
Low Basis 


IHE middle of August brought to a 

close many of the reduction sales that 
have been running since July. It is gener- 
ally believed that the sales have resulted 
in working stocks to a low basis and in put- 
ting the majority of retail stores into a good 
financial position. The fact that the sales 
were conducted without any drastic price 
cutting, except on a few styles that were 
rapidly losing favor, is taken as an indica- 
tion of consumer satisfaction with present 
prices. 

Fall business is opening up slowly and 
not much is expected of it until after Labor 
Day, when the vacation period generally 
comes to an end and New Yorkers gravi- 
tate back to the city from the sea shore 
and the mountain resorts. 

The early fall showings in the retail 
stores are attracting some attention and a 
few of the retail merchants already have 
advertised advance fall styles. In the main 
these early showings are confined to strap 
and gore patterns in ooze and patent 
leather. Black ooze is going better than 
expected and the call for patent leather is 
increasing. Brown, as a new feature, is 
making headway, but it seems likely that 
it will fail to stir as much business as was 
expected previously. 


More Style in Men’s Shoes 


The early fall showings in men’s shoes 
are decidedly along the trend of more style. 
Some of the most conservative shops are 
displaying more fancy patterns than usual. 
Lighter shades of tan than usually prevail 
are being shown in men’s shoes here, to- 
gether with a larger number of blacks. 
So far there have been few high shoes 
shown or sold for early fall wear. 


New Shoe Store Opens 


The mid-town shopping section around 
34th Street is growing as a shoe center. 
Last week the new store of H. Triebitz, 
under the title of Ye Olde English Boot 
Shop, was opened on the Sixth Avenue 
side of the remodeled Marbridge Building, 
near 34th Street. The store adjoins the 
recently opened branch of Weber & Heil- 
bronner, clothiers and furnishers. Mr. 
Triebitz already operates three stores in 
Brooklyn. The new New York store is 
devoted exclusively to men’s shoes in the 
$8 and $9 price range. Both men’s and 
women’s shoes are handled in the Brooklyn 
shops. 

The store has an attractive window with 
a center opening and the side of the win- 
dow carried into a fairly deep recess. The 


windows are trimmed on the outside with 
copper bronze and a base of black and 
gold marble. Walnut fixtures and fittings 
are used in the interior of the store, which 
has a unique seating arrangement in that 
the chairs are placed four abreast down 
the center of the store room. 


Beck Co. Adds Another 


The A. S. Beck Shoe Company, which 
conducts a chain of shoe stores here, is 
adding another link on 34th Street West 
of Broadway. The new store is directly 
next to the Princess shoe shop. Work on 
remodeling the store room and windows 
has begun and likely will be finished within 
another month. 


Leases Building 


I. Blyn & Sons; another large chain 
store here, last week took a lease for 42 
years on the three-story building at 440- 
442 Fulton Street, Brooklyn. A Blyn store 
already occupies a portion of the building. 
Acker-Merril & Condit, grocers, occupy the 
remainder. The building has a 40-foot 
frontage on Fulton Street and adjoins the 
Abraham & Straus department store, 
which occupies the remainder of the block. 





Attention to the Calcaneum 


Everett H. Dunbar, Lynn’s veteran 
footologist, predicts the calcaneum is the 
next thing that will get special attention 
in the making and the fitting of shoes. The 
calcaneum is the heel bone of the foot. 

It is interesting to trace Mr. Dunbar’s 
course in his endeavor to secure health for 
the feet. First, he worked on toes, having 
been brought to a study of them by the 
damage which he himself suffered from 
the wearing of tooth-pick-toed shoes. Next 
he moved along to arches, and he was a 
pioneer in the development of arch sup- 
porters for the feet. Now he takes up heels 
for his corrective work. 

He says that heels differ, even as do 
arches of and toes of shoes, and that heels 
should be fitted right, even as should 
arches and toes. He does not attack high 
heel shoes, a common target for foot re- 
formers. Indeed, he says that a foot which 
nature made high of arch and heel should 
be fitted with a shoe that is high of arch 
and heel. 

His main idea is to get a shoe made with 
a cup-shaped heel seat, that will fit com- 
fortably the heel of the foot, which he calls 
the calcaneum. 


Where to Buy 









Women’s Shoes 








STOCKBRIDGE SHOE COMPANY 
‘ a > 


— 














BLEECKER STYLES 


Are the last word in footwear 
Sor stylish women 


BLEECKEE 


Joe LIVE Vi 
rythas. Tobi 












Phillips Shoe Co. Inc. | 
Makers of 
Women’s Turn 
Slippers 


276 RIVER STREET 
Haverhill, Mass. 


207 Essex Street 





FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slip; and 
pumps in the latest designs and finest Tether. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 


















E.A.& M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Haverhill, Mace. 


Boston Office 
Rice Bldg. Reem 406 














J.W.BARNARD & SON 
Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 
for Ladies 


IN STOCK 





















Where to Buy 





GILLIAM 
NEVERSLIPS 





















































Sells 
Another 


T.D.Barry Co. 


Brockton, Mass. 

















Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N. Y., U.S. A. 


MEN'S FINE SHOES EXCLUSIVELY 
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BROOKLYN 


Fall Orders Steadily Increasing 


Wide Variety of Styles Tends to Delay Production of New 
Patterns 


ROOKLYN manufacturers generally 

report good progress in getting into 
the fall season. Orders are still small, but 
they are coming in from so many sources 
that production in most factories is booked 
for the next two or three months. Produc- 
tion of fall shoes will be slow because of 
the wide variety of styles that have been 
ordered and the small number of pairs or- 
dered in each style. Forty pair lots are the 
rule, rather than the exception. 

This condition is not to the liking of the 
manufacturers, but they see no immediate 
escape from it. They try to get retail mer- 
chants to order fewer styles and to size 
up more liberally on those that they do 
order. Such an arrangement, according to 
the manufacturers, would make for greater 
stability in both manufacturing and re- 

Many New Patterns 

New patterns are being brought out 
constantly. One salesman, who recently 
returned from a road trip, demanded some 
new patterns to take out on his next trip. 
The manufacturer picked up one of the old 
samples and asked, “What is the matter 
with this one?” “It is good but all my cus- 
tomers have seen it,’’ was the reply. “All 
right, how many pairs did you sell on it?” 
came back the boss. A look through the 
order book revealed that the total sales on 
this one style amounted to less than $200. 
The cost of producing the pattern was 
$220. In other words the salesman had not 
sold enough of the one shoe to pay for the 
making of the pattern, and yet he was 
ready to have it discarded. 


Steady Call for Straps 


Straps and gores continue to lead in the 
orders now going through the factories 
here. The call for ooze in both black and 
the dark brown shades is still strong, but 
patent leather and satin are growing in 
popularity. The manufacturers themselves 
are pushing patent more strongly than 
they are ooze, because of the difficulty in 
getting sufficient quantity of top grade 
ooze skins. Premiums have been paid for 
quick deliveries of the latter in the Brook- 
lyn district. 


Boots Out of Running 


Boots, except for the old line staples, 
are decidedly out of the running so far as 
Brooklyn is concerned, and there is no at- 
tempt being made to revive them, largely 
because of the cost factor. It is felt that 
shoe prices now are about as high as the 
public can stand, or will stand, and it is 
recognized that if boots are to be brought 


back they will have to come in the fancy 
class, which, with higher leather prices and 
the present scale of wages prevailing in 
Brooklyn, would make them almost pro- 
hibitive in price. 
Welts Not Strong 

Welt shoes are showing but little ac- 
tivity except in the various lines of health 
or comfort shoes that are being turned out. 
Asa style factor they have not made much 
of a stir so far this fall and the fact that 
garment manufacturers have not been 
successful in putting across tailored suits 
for women, has led the manufacturers 
here to feel that welts will be in only slight 
demand this winter. 





Grossman Employees at 
Outing 


Brooklyn, Aug. 22—Employees of the 
Julius Grossman, Inc., shoe manufactur- 
ers, were guests at an outing at Duer’s 
Park, Whitestone, Long Island, recently. 
There were many sporting events, a din- 
ner, dancing and baseball game. The 
Married Men defeated the Single Men at 
baseball. Suitable trophies were awarded 
winners of sporting events. 





Boston Firm Adds New Line 


C. D. Kepner & Co., leather merchants, 
is adding a new line of colored buck 
leather to its stock, the leather being of the 
same durable tannage as its noted line of 
elk leather. Twelve colors of elk, with this 
firm are light and dark smoke, coffee, 
chocolate and cocoa, red, blue, beige, log 
cabin, white, silver and dark gray. 


Good Retail Sales 


Philadelphia, Aug. 22—In its survey of 
business conditions in the Third Federal 
Reserve District, the Federal Reserve 
Bank says that July sales in retail stores 
will probably exceed those of the same 
month last year. The majority of auto- 
mobile dealers report continued heavy 
saies in the last three months. Not only 
was buying much heavier than the first 
quarter, but it passed that of the second 
quarter of last year by a considerable mar- 
gin. Builders’ and contractors’ supplies are 
in good demand. Lumber wholesalers re- 
port business fair. In some lines a tendency 





prices, and exceptionally heavy freight car 
loadings are also features of the report. 
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LYNN 


Large Shipments of Fall Shoes 


Suede Strap Patterns Is Leader—Bulk of Business on Low 
Cut Models 


YNN manufacturers are shipping 

quantities of shoes for fall openings 
and August business with many a manufac- 
turer will be better than expected. A lot 
of this good business can be attributed to 
the National Shoe & Leather Exposition 
held in Boston in July. 

Suede strap pumps continue to be the 
best sellers. Manufacturers are complain- 
ing of difficulties in getting deliveries of 
suede calf leather from tanners. It looks 
as if suede shoes would sell late into the 
fall. Black suede leather shoes are wanted 
more and more. Most all suede shoes, by 
the way, carry wood heels. 

Oxfords, which have been moving slow- 
ly for some time, are coming back along in 
October, according to the predictions of 
some manufacturers. Welted oxfords will 
be wanted. As for boots, one firm having 
an old established boot business, reports 
good sales of boots of staple and health 
styles. Another firm reports good sales on 
boots of comfort styles. But, in the main, 
the bulk of Lynn’s fall business is on low 
cuts. 

Black Well Liked 


Black shoes seem to be gaining quite a 
bit. Patent, bright and dull black calf, 
black glazed kid, and black satin, as well 
as black suedes, are all being used for shoes. 
One of the new ideas in browns is the 
sample of red browns, in smooth finishes, 
and of tan and black boarded calf leathers 
for welted oxfords. 

Manufacturers of Lynn appears to be 
more conservative than for some time. 

The trend of styles, which appears to be 
moving more slowly, is watched with care, 
and the distribution of shoes through retail 
stores is a subject of thorough analysis. One 
manufacturer commented the other day 
that his business had become “60 per cent 
merchandising and 40 per cent manufac- 
turing.” 

Salesmen will leave Lynn soon after 
Labor Day with new samples of fall shoes. 
Some are already on the road. Also, sev- 
eral firms are putting large lots of shoes 
into.their stock departments, in anticipa- 
tion of a brisk demand for them from re- 
tail merchants during the fall. 


Protection for Ankles 


C. R. Whittredge & Co. has something 
new in footwear. It will be called a “Pump 
Top” until a better title is coined. But 
this name seems to fit. The ‘““Pump Top” 
is fitted over a strap pump in such a man- 
ner as to turn the pump into a lattice front, 
side lace oxford. A pump, so topped, will 


provide ample protection for the ankles 
against the cold of winter. 

Some may choose to call this “Pump 
Top” a short gaiter, for it fits over the 
pump something like a gaiter, only it 
stops below the ankle bone. It is made of 
a suede finish fabric, which has an overlay 
on leather on its front. The front is stayed, 
so that it will set snug on the vamp. A 
strap, passing under the shank, holds the 
top down tight to the shoe. Lace on the 
inside of the top, draw the whole securely 
to the sides of the foot, making a smooth 
fit. 


Williams-Clark Shoes 


The Williams, Clark & Co. is getting 
ready samples for salesmen to take with 
them on trips, starting Sept. 15, and, also, 
are preparing boots, oxfords and strap 
pumps for the stock department. 

Salesmen will carry a lot of black shoes 
in suedes, patents, bright calf, and, of 
course, black kid, and some kangaroo. 
There appears to be a growing interest in 
black footwear. Salesmen will carry brown 
shoes, in suedes, calf and kid. 

Boots, always a strong feature in the 
Williams, Clark Co. line, will be shown in 
staple lines, which include the Rest Cure 
type of shoes. 

Among the oxfords are those made over 
walking lasts, with 6-8 heels, and rubber 
top lifts. In suedes, there are one and two- 
strap pumps, with trimmings of calf, or 
kid, to make a two-tone effect. Trimmings 
show ribbon tips and overlays of various 
sorts. Heels on suede shoes are of wood. 


Oxfords for October 


T. J. Kiely, of T. J. Kiely & Co., is pre- 
dicting a run on oxfords for October. He 
says that women are once more wanting 
something different in footwear, and that 
they are likely to turn to welted oxfords. 
Also, he tells of an increasing demand for 
black shoes, of suede and smooth finishes. 


The Kiely factory is turning out some’ 


snappy boots for youngsters for school 
wear. 


Merrill-Porter Shoes 


On a 100 per cent basis‘is the shop of 
Merrill-Porter Co. running. All depart- 
ments are going to capacity. And the shoes 
are 100 per cent staples, including black 
kid boots and oxfords for women and, 
also, slippers for men and women, 50 per 
cent being for men and 50 per cent for 
women. 








Where to Buy 


Men’s Shoes 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications te the 
Factery at 


BROCKTON, MASS. 








7) Pusan TeaveLnG SUPPERS 


1 \ mn ever mpavese . 
cowner’ of Thade 
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olor Black and Brown 

full sizes 3 toll in Stock 
M. GUSTIN CO. ! 

WAID St. New York 























‘THE STETSON SHOE CO. (Ine.) } 
South Weymouth, Mass. 








AUCTION TRADE SALES 
SHOES AND RUBBERS 








Every Wednesday and Friday 





FREDERICK S. PECK 
Worcester, Mass. 


Men’s and Women’s 
Sport and College Shoes 

















Where to Buy 


Men’s Shoes 


ce es 


=e G 
Ta a ibemeae 
BROCKTON 
MASS. 




















FOR MEN OM THEIR FEET 
THIS SHOE CAN'T GE SEAT, 


MERSON INC 





Boston Utiiee: Room 214, United States Hotel 


Where to Buy 


Men’s and Women’s Slippers 

















cifer Medium and+ 


dil styles i s Do 
Imported Satin Brocadesand Metal Cloth 
$2.10 per pair and up 


ws MGUSTIN © 











cz Bae = 4 
Ph nw Ld 5 
oars Cain = 
Kimona Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 








PARISTYLE FOOTWEAR MFG. CO. INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSAYS — 
Made of Satin, Qetess Satin, Embossed 
Leather, Tinsel and Brocade. 








Prices from $23.00 per doz.up € 


Where to Buy 


Shoe Store Supplies 





IN-STOCK 
BLACK BALLET SLIPPERS— 
Childs | $130 


OG S808 FINDING CO. INC. 
7 Duane St., New York, 
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Stocking for Fall 


The Smith Shoe Co. is adding six num- 
bers in stout ankle styles, including one- 
straps. Some stout ankle boots are being 
stocked. But the firm finds that low shoes 
are out-selling boots in the stout ankle 
types, the same as in regular types. 

Among the novelties, now being stocked, 
are some suede pumps, black and brown 
in color, and in strap patterns, with cut- 
outs. These shoes are all welts, though they 
have such close’ edges and snug shenks 
that they look like turns. They have 
covered wood heels, too. 

Among the specialties of the stock de- 
partment is a flexible shank black kid 
oxford. 


Mr. Dee Returns 


William F. Dee,of the Dee Flexity Stain 
Co., recently returned from a long trip 
in Europe. He tells of a visit to the shoe 
factories of Petrograd. They are making 
shoes that would be called crude. But 
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that is due to the broken down condition 
of the machinery. Russian manufacturers 
are now re-equipping their factories. In 
Germany, manufacturers are making 
many shoes by the Argo process, cementing 
the uppers to the insole, instead of tacking 
them, in the lasting process, and, also, 
cementing on the insole. So they get a 
tackless McKay shoe that is flexible. Both 
Russian and German manufacturers are 


busy. 





Correction in Ked Prices 


In the issue of the Recorder of August 4, 
under caption “Few Changes in Ked Price 
List,” the prices of the women’s Champion 
Bal and Oxford were given as 95 cents 
for the former and 80 cents for the latter. 
These prices should have been $1.05 for 
the Champion Bal and 90 cents for the 
Champion Oxford. The prices of 95 
cents for the Bal and 80 cents for the 
Oxford should have been placed opposite 
the name “Misses.” 





PHILADELPHIA 


Brown Shades in Good Demand 


Manufacturers Anticipate Marked Increase in Buying— 
High Shoes for Men 


HOE manufacturing firms report no 
marked increaes in buying by the re- 
tail shoe merchants. There appears to be 
some feeling of uncertainty about fall 
styles, but there is promise of a decided 
brace in the situation very soon. Various 
shades of brown are being called for by 
many merchants in orders. 
High Shoes for Men 
One large wholesale merchant says that, 
considering both dress and work shoes for 
men, the proportion of high shoes will he 
considerably in excess of low shoes. Pa- 
tent leather shoes for men and tan shoes 
for boys are expected to be the features of 
the market. In women’s shoes the demand 
for gores is steadily increasing. Black 
seems to be the most popular color. 


Sole Leather Trade Quiet 


Factories continue to buy sole leather 
on a hand-to-mouth basis due both to 
their part-time schedules and to the hope 
of lower prices still cherished by them. 
While it is said that factories are inquiring 
a little more freely, the order books of the 
tanners show no increased buying. Some 
tanners are talking higher prices though, 
with one or two minor exceptions, they 
have been unable to secure any advances. 
The market, however, has become con- 
siderably firmer by reason of the virtual 
elimination of concessions on desirable 
stock. 


Hosiery Trade Active 


Wholesale hosiery merchants report that 
while sales for July were less than for 
June, as usual, they were 20 per cent ahead 
of sales for July, 1922. Business in August 
has been very satisfactory. While retail 
merchants are eager to get bargains for 
summer sales, most current business is for 
filling-in purposes. Full-fashioned silk socks 
for men are expected to go big in fall, as 
are, also, cotton and mercerized. Black 
and brown are the favorite shades. 


Trip for Field Secretary 

George M. Garman, secretary of the 
Pennsylvania Shoe Retailers’ Association, 
announces that plans have been completed 
for the trip of Samuel Davis, field secre- 
tary for the national retail organization, 
in connection with the state convention 
to be held here in January. Mr. Davis will 
spend the entire month of October in 
Pennsylvania, Delaware, Maryland, and 
parts of New Jersey. He will also boost the 
national and state associations on his trip 
and will form organizations in Allentown, 
Erie, and Wilmington. 


Employment Situation 


During July employment in Philadel- 
phia continued to show advancement ac- 
cording to the monthly survey of the In- 
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dustrial Relations Committee of the Phila- 
delphia Chamber of Commerce. A slight 
letting-up in some industries, however, 
brought the percentage of increase down 
to 13, the lowest in many months. Four 
basic industries, showed an increase in 
employment. 


Retail Offerings 

Strawbridge and Clothier are featuring 
fall shoes in brown and black. One model 
offered is a sandal of black ooze calf with 
fan-shape instep straps of black gun-metal 
calf, and covered box-wood heels. It is 
priced at $12. Another is a pump of black 
glazed kid with open work instep straps 
of black suede, square-edged turned soles, 
and covered Spanish heels at $13. This 
store is also offering at $13.50 three-strap 
dress pumps of Mandalay brown glazed 
kid, with instep straps and open work at 
the sides of ooze calf in log cabin shade, 
with turned soles and Cuban heels. This 
model in black glazed kid trimmed with 
black ooze calf is priced at $13.50. 

The John Wanamaker store is offering 
white canvas pumps with two straps and 
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a short front strap, turned soles, and 
covered Spanish heels at $6; cross-strap 
pumps of white canvas with Spanish or 
military heels at $9; patent leather pumps 
with small tongues trimmed with suede, 
tarned soles, and Spanish heels at $7; and 
black satin one-strap pumps trimmed with 
patent leather and with turned soles and 
military heels at $9. 

At $3.50 the Newark Shoe Stores are 
maturing a nut brown oxford on an Eng- 
lish last with novelty stitching and rubber 
heels. 

Dalsimer’s at $12 are offering a gore 
pump for fall in log cabin suede trimmed 
with filbert kid, otter suede trimmed with 
brown kid, black suede trimmed with pa- 
tent colt, cinnamon suede trimmed with 
browr kid, and gray suede trimmed with 


field mouse. The heels are either high or . 


low Spanish. 
Gimbel Brothers recently featured a 
sale of 14,165 pairs of Queen Quality shoes 
t $2.85. The offerings included satins, 
suedes, Russia calf, whites, patent leather, 
black kid, brown kid, mahogany, and two- 
tones. 





BROCKTON 


Forty Models for Style Show 


Plans Progressing for Annual Brockton Fair Event Which 
Features Shoes 


ARLY preparations for the Style 
Show to be held at the Brockton 
Fair in October are being made by a com- 
mittee. Men’s and women’s shoes are 
prominently featured at the show, an 
annual event. Recently 80 girls reported as 
applicants to play the part of models and 
approximately 40 were selected. 

William B. Nash of the committee in- 
formed the girls of the qualifications re- 
quired. Tall girls are preferred and those 
able to wear 4B shoes are regarded as 
typical models. 


For Increased Economies in 
Distribution 

The Charles A. Eaton Shoe Industries, 
of which C. Chester Eaton is President, is 
a recent consolidation in the management 
of various plants owned and operated by 
Charles A. Eaton Company. The plan of 
development is concentration of buying in 
large volume, specialization in each de- 
partment and increased turnover with 
consequent reduction in manufacturing 
costs. Charles A. Eaton Company has for 
many years been one of Brockton’s leading 
houses. The consolidation is characterized 
by the concern as a great forward step in 
the economical production and distribu- 
tion of fine shoes for men. 


Frequent Trade Visits 


Brockton shoe manufacturing houses 
during the past two or three seasons have 
made radical changes in their selling 
methods. It is now a recognized condition 
that merchants must be called upon fre- 
quently by salesmen and that the concerns 
which these men represent must be pre- 
pared to care for orders in small volume, 
but with more frequency in ordering than 
in the past. After all, this is a safe and sane 
method of doing business. Manufacturers 
and merchants realize the desirability of 
this plan. 

Stock departments of Brockton factories 
are of more importance than heretofore, 
inasmuch as they offer merchants oppor- 
tunities for promptly sizing up their orders 
as well as making initial sales of goods 
ready for immediate delivery. The Brock- 
ton of today is better equipped to supply 
merchants with stylish, well-made and 
dependable footwear than at any previous 
time in its long and successful history. 


Making Men’s Shoes 


The Smith-Freid-Ogden Company is the 
name of a new corporation formed by 
Brockton men to manufacture men’s 
medium-priced welts. Members of this 
concern were formerly identified with 


Where to Buy 


Children’s Shoes 





“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 16 Columbia Street 














DR.A.POSNER SHOES, INC. 


FACTO! 
LBROOKINN. N.Y. 140 Ww. BROADWayY NEW YORK 











Soft Soles and Moccasins 


Ask your Jobber for our 

Geslk We DO NOT sell 

the retail trade. 
Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 

















Where to Buy 


Engraving and Printing 


Se eeeeneneneee 
ae 


E The HOWARD PRINTS: In 4 


CAMPELLO N. MAS 


oa © BROCKTON 
PRINTI N ea 


rave 2 eG 


SHOE TRADE 


tnrad G§ ALONG WITH HOWAR! omy? 











ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Printing Service for 
Boot and Shoe Trade 
201 South Street Boston, Mass. 
Telephone Beach 4960-4961 














Hosiery 





OLLYWOO 
HOSE 


Reg. U. S. Pat. Off. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Stock 
Harrington & Waring 
41 Union Sq. W. New York 











J. R. BEATON CO. 


Inc. 
331 Fourth Ave New York City 
CHICAGO 
227 West Jackson Bivd. 
TLANTA 


A 
246 Peachtree Arcade 
BOSTON 
99 Chauncy Street 





atten 




















Where to Buy 


Ballet Slippers 
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Field & Flint Company, Brockton shoe 
manufacturers. Mr. Smith looks after the 
selling department, Mr. Freid the office, 
and Mr. Ogden the production of the 
goods. A plant has been leased in the 
South Boston district and production of 


_ goods has commenced. 


New Type of Sport Shoes 


The Preston B. Keith Shoe Company 
has a patent pending on a sport shoe for 
men and women. This shoe, which weighs 
less than a pound, is made by the Keith 
Tenderfoot Welt Process. It has all the 
stamina that sport shoes should have, 
combined with feather weight. At the 
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recent Boston Style Show this novelty 
made a favorable impression on visiting 
merchants and has since been extensively 
sold by the Keith concern. The popular 
crepe sole is a feature of the new shoe 
which is suitable for golf, tennis, hiking 
or in fact any kind of outdoor sports. 


Change in Form 


The Sporwin Shoe Company, manu- 
facturers of men’s medium welts, with 
factory on North Main Street, has been 
acquired by Samuel Speckin. He pur- 
chased the interest of his partner, J. Win- 
neg. Mr. Speckin plans no changes in the 
conduct of the business beyond an increase 
in the factory output. 





HAVERHILL 


Popularity of One-Strap Model 


Manufacturers Planning New Designs with Good Fitting 
Qualities 


AVERHILL manufacturers of wo- 

men’s novelty footwear are thor- 
oughly committed to the one-strap pattern 
as a basis for working out novelties. As a 
manufacturer puts it: “The one-strap is 
now recognized as a basic type, one which 
is as thoroughly standard as the oxford of 
past years. Walk on any street and see the 
many one-straps on the feet of women, and 
you appreciate the popularity of this pat- 
tern. All our new designs are being worked 
out from the one-strap. The lines of this 
pattern are such as to insure good fitting 
qualities and attractive appearance—a 
combination which is all that can be de- 
sired. Until some other design more at- 


tractive and better fitting turns up, the 
one-strap will continue its popularity.” 


Company Makes Change 


Chas K. Fox, Inc., has closed its facto- 
ries in Wolfeboro and Northboro, N. H., 
and in the future will produce “‘Fox Foot- 
ery” exclusively in the Haverhill plant 
on Duncan Street, which has been occu- 
pied for many years. New samples repre- 
senting advanced ideas of skilled designers 
will soon be in the hands of salesmen who 
will cover the trade throughout the United 
States with this famous line of women’s 
high grade turn footwear. 


Employees of Kimball § Sherman and Bradley Shoe Co., Haverhill shoe manufacturing concerns, 
at their outing 


Outing Season 


This is the outing season in Haverhill, 
when according to annual custom of many 
years’ standing, various shoe manufactur- 
ing concerns and their employees unite in 
a day of general festivity at the seashore. 
One of the largest of these outings held 
this summer was that participated in 
jointly by Kimball & Sherman Company 
and Bradley Shoe Company of Haverhill, 
on Saturday, August 11, at Hampton 
Beach, N. H. Nearly 300 persons were in 
attendance. Members of the two concerns 
participated in the day’s events. Follow- 


ing the dinner there was a baseball game 
which was won by the Kimball & Sherman 
team. Joseph C. Kimball of Kimball & 
Sherman Company pitched the first ball 
to Frank Bradley of the Bradley Com- 
pany. A program of sports was held in the 
afternoon and a band concert was en- 
joyed during the evening. 


Death of Shoe Manufacturer 


An illness of several months resulted in 
the death of Walter H. York of the York 
Shoe Company, Haverhill. Mr. York, who 
was 43 years of age, resided in Haverhill 
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for a quarter of a century. After being 
employed as a shoe worker he began busi- 
ness for himself, establishing the York Shoe 
Company several years ago. In addition 
to his shoe manufacturing interests, Mr. 
York was a dog fancier. 


Increased Factory Output 


Kimball & Sherman Company, manu- 
facturers of women’s high grade turns, 
has increased its factory output to 800 pairs 
daily. The enlargement of the plant and 
re-arrangement of the various departments 
will enable this concern to supply am in- 
creasing demand from retail merchants. 


Making Women’s Novelties 


The Broad Shoe Company, one of 
Haverhills’ new concerns, is making a line 
of women’s turn novelty shoes, with fac- 
tory on River Street. Nathan Brizner is 
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treasurer of the company, with Mr. 
Davies in charge of the selling. Joe Free- 
han, for many years identified with the 
Haverhill trade, is superintendent of the 
plant. 


Millinery Footwear - 

“Merchants, who buy shoes which are 
of exclusive designs and high grade work- 
manship, are getting ‘millinery’ foot- 
wear,” said a Haverhill manufacturer. 
“Merchants who want this class of goods 
can’t expect the manufacturer to hold to 
a fixed price. The merchant should allow 
the manufacturer to build this shoe at a 
price which will give the maker an ade- 
quate return for his time, effort and ma- 
terial.-The next step is for the merchant to 
put a retail price on this bit of millinery 
footwear which will be willingly paid by 
the consumer and will represent a good 
profit to the merchant.” 





- BUFFALO 


Fall Lines Begin to Appear 


Long Period of Hot, Dry Weather Retards Buying of New 
Patterns 


OO much of the same weather is not 

good for the shoe business, judging by 
the consensus of opinion of local shoe 
merchants. A prolonged winter proved 
detrimental to the spring footwear sales 
and an overdose of summer threatens to 
put a crimp in the autumn business. The 
present spell of dry, sunny weather 
which has extended over a period of almost 
two months has resulted in a marked de- 
cline in sales and has accentuated the 
customary midsummer dullness. 

Practically all shoe merchants have 
placed their orders for fall lines and fall 
footwear is already being displayed in the 
downtown stores. However, there has 
been little inquiry for the newer models. 
Naturally the merchants are beginning to 
worry. Perhaps it is unnecessary. 

“A week’s rain would be a godsend to 
the shoe business,” said one shoe mer- 
chant. “It would break the monotony of 
the long, dry summer and give a fall-like 
touch to things generally, which is an 
essential factor in starting the autumn 
footwear selling. Just as long as the days 
are warm and dry, people are going to 
continue to wear their summer clothes and 
footwear, but a change would turn their 
thoughts to fall styles.’ 

Present indications are that browns and 
suedes in strap patterns will be the most 
popular effects in fall footwear. 


Leather Trade Dull 


Buffalo leather interests, from tanner 
to shoe merchants, are frankly puzzled by 
the long irregularity in the demand for 


the commodities they manufacture and 
sell. Whilethere have beensome periodsof 
activity in the past two years, there have 
been more of dullness. 

“It is hard to explain why the shoe and 
leather trade has not come back to some- 
thing like stability, as many other lines 
have,” said a Buffalo leather man. “‘Sev- 
eral tliings have had an effect on the 
business. The increasing use of canvas 
shoes in summer by both men and women 
has affected the demand for leather and 
leather shoes. So have the wide adver- 
tising of substitute materials for leather 
shoes, the rapid increase in the use of rub- 
ber heels and the widespread use of arctic. 
overshoes in winter, under which old and 
summer weight shoes can be worn. 


The Utica Convention 


Oliver F. LaReau, president of the Buf- 
falo Retail Shoe Dealers’ Association, and 
C. H. Barton, past president of the state 
association, are striving to round up a 
large delegation of local shoe men to repre- 
sent Buffalo at the state convention in 
Utica the last of the month. From a casual 
survey it would seem that practically all 
of the downtown establishments will be 
represented, while many of the proprie- 
tors of larger stores outside the main 
shopping district will also make the trip. 
Most of the local delegates will make the 
journey by auto. 

C. B. Marsh, shoe merchant, located at 
475 Main Street for a number of years, 
will be forced to seek a new location at an 
early date. The store which he occupies 
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Shoe Ornaments 
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Boys’ Shoes 
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has been leased to David I. Brenner of 
Albany, who will remodel the building 
and open a ladies’ apparel shop. 


Theron F. Woodward, Batavia’s veteran 
shoe merchant, who has conducted a store 
in that city for 56 years, quietly observed 
his 85th birthday on August 10. Mr. Wood- 
ward is still in good health and takes an 
active interest in his business. 


Boynton Purchases Gould 
Shoe Store 


Burlington, Vermont.—B. J. Boynton, 
who was associated with Edward S. Cram, 
in the conduct of an exclusive shoe store 
at 60 Church Street, for the past nine 
years, has purchased the shoe store, stock 
and fixtures of F. M. Gould at 65 Church 
Street, and opened for business as B. J. 
Boynton, on August 13. The firm of Boyn- 
ton & Cram dissolved partnership and 
discontinued business about two weeks 
ago. The firm was obliged to relinquish 
its lease of the property at 60 Church 
Street, owing to a sale of the property, and 
closed out its stock. 

Well Established Stand 

The well known shoe business which 

Mr. Boynton has purchased was estab- 
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lished here by Mr. Gould about 15 years 
ago. Before that it was occupied as a shoe 
store for some 25 years by F. G. Fletcher. 
Mr. Boynton states that he will continue 
to carry the high-grade lines of shoes 
which have been carried by Mr. Gould, in 
addition to the lines previously carried by 
Boynton & Cram. 

Mr. Boynton is one of this city’s most 
popular business men. He has been presi- 
dent of the Vermont Retail Shoe Dealers’ 
Association and has always been active 
in association and civic work. He has been 
in the shoe business for more than 30 years, 
having operated a store in Minneapolis, 
prior to coming to Burlington. 





William C. Bray Dead 


Boston, Aug. 22—William Claxton 
Bray, treasurer and director of the Tubu- 
lar Rivet & Stud Co., died Aug. 19 at his 
home in Newton Centre. He was born in 
Turner, Maine, ang came to Newton in 
his early youth. He was the son of the late 
Mellen Bray, who was president of the 
Tubular Rivet & Stud Co. Mellen Bray 
was widely known as the originator of 
the tubular rivet and lacing studs for 
shoes. 





ATLANTA 


Retail Shoe Business Very Good 


Compared with 1922 Reports, Summer Sales Show a Decided 
Increase 


N spite of the fact that the weather has 
continued exceptionally hot over the 
entire Southeast since the first of August, 
retail shoe trade is on a good basis, and 
generally reported by the merchants asfrom 


15 to 20 per cent better than during the’ 


same period last year. 

Taking the present summer as a whole, 
business in Atlanta stores and in other 
retail stores of the larger industrial centers 
of the Southeast, has been around 12 to 
20 per cent better than during the summer 
of last year, especially in white goods which 
have been in excellent demand this year. 
In the smaller towns and communities 
retail shoe sales have probably been on a 
somewhat higher basis as compared with 
last season, the average likely being 
around 18 to 25 per cent. This is princi- 
pally due to the excellent cotton prices that 
have prevailed, and the promise of a big 
cotton crop this year selling at an average 
price of around 25 cents. 

Wholesale business has also continued 
good since the first of the year, with fall 
orders continuing to come in for immedi- 
ate shipment, and winter lines in fairly 
good demand. 


A Constructive Idea 


An unusual idea to increase the effi- 
ciency of its salespeople is being used in 
an Atlanta retail store; an excellent idea 
in fact that can be used by any retail shoe 
merchant, That it is serving to improve 
generally the efficiency of the sales force 
employed by this company, is the state- 
ment made to the writer by the manager 
of its downtown Atlanta store, and inas- 
much as it is a plan that has stood the test 
it commends itself to the use of other mer- 
chants. The store has had printed a large 
number of slips of about eight by five 
inches in size, and these are made into 
pads and given to the salespeople employed 
in the store. It is known as a “Want Slip” 
and is divided into two columns. One col- 
umn is for questions, and the other for 
answers, the latter being left blank for the 
salesman to write his answers therein. 
There are three sets of questions in that 
column as follows: 

How many sales have you missed to- 
day? What was the reason? 

What did you have calls for that we did 
not have in stock? 





So es wiht ot ey 
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What new items of merchandise do you 
think we need for the store? 

Each day the salesman writes after 
these three questions his answers to them, 
and the slips are then turned in to the 
manager of the store. By comparison it is 
seen just where and how efficiency of the 
sales people can be improved, and just 
what articles of merchandise that the 
store does not carry that customers ask 
for most frequently. Where it is found that 
various clerks suggest the same item, the 
store stocks that articlé. There is, of course, 
space also provided thereon for each clerk 
to write his name, and the date the in- 
formation is taken. The idea is proving a 
big aid to this store in improving its clerks, 
and it should prove a big aid to any mer- 
chant. 
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Arrange Special Display’s 


Jobbers and manufacturers in Atlanta, 
Birmingham, Montgomery, and other 
principal industrial centers of the South 
arranged special displays of their mer- 
chandise exhibited for the benefit of a 
group of Cuban business men and retail 
merchants, who were scheduled to make a 
three-day trip in the district. Southern 
jobbers and manufacturers of shoes have 
been enjoying an excellent volume of 
business in Cuba the past two years, a 
number of the southern concerns having 
established successful connections there. 
One Atlanta company, the J. K. Orr Shoe 
Co., manufacturers, maintains a Cuban 
office and does a very large volume of 
business in that country. 





ROCHESTER 


Early Opening of Fall Buying 


Good Activity in Retail Shoe Stores Reported—New Patterns 
Displayed 


ARLY buying of fall patterns in 

{. women’s footwear ‘is freely antici- 
pated by many retail shoe merchants. 
There is unusual activity in the stores and 
new fall patterns are being displayed in 
the windows. Clearance sales have waned 
and stocks of summer models in most every 
case are close to depletion. 


Gar Shoe Co. to Expand 


The Gar Shoe Company, manufacturers 
of women’s shoes, is making preparations 
for increased production. Added space will 
be taken in the building they now occupy 
at 304 Franklin Street. 


Visit Shoe Factories 


Six members of the Egyptian govern- 
ment, who are in this country studying 
manufacturing and industrial conditions, 
were guests of the Rochester Chamber of 
Commerce during their stay in Rochester. 
After visiting some of the shoe factories 
and other industrial plants they continued 
on their trip which will take them to every 
important manufacturing city in the 
United States. 


Popular Prices for Shoes 


In writing to a Rochester newspaper, a 
New York advertising Agency requested 
that local shoe merchants be interviewed 
to ascertain what was the most popular 
price for men’s shoes. According to Harry 
Buck, service manager, Rochester men are 
partial to shoes selling around $7.00 and 
$7.50. A questionnaire circulated among 
men in all walks of life did not bear out 


the shoe merchants consensus of opinion, 
however, it being found that most of the 
men preferred brands that sell for $8.00 
and $8.50. 


Lynn Firm Puts New Shoe 
on Market 


The Cushing Shoe Co. has a new type 
of shoe, which seems well fitted by the 
title “Corker Oxford,” for it is an oxford 
with a cork welting. It is in the fall sample 
line, and if it gets going in the trade it will 
delight retail shoe merchants who prefer 
to sell shoes of leather over and above shoes 
of rubber. For this new ‘‘Corker Oxford” 
is a water and a cold-resisting shoe, as well 
as a wear-resisting type of footwear. 

It has a cork welting, which closes up 
the opening between the sole and the upper 
of the shoe, making a barrier to the rain of 
the fall, and the melting snows of winter, 
which always have a way of seeping 
through the inseams of shoes, unless their 
way is blocked. The bottom of the shoe is 
made of an overweight sole, and an extra 
thick welting. Hence an edge that rivals 
the edges of the brogue style shoes that 
college boys wear. 

The welt is channeled, and the stitches, 
to hold the sole to the welt, are stitched in 
the channel. The channel flap being folded 
down and cemented in place, the stitches 
are concealed. Hence a new style of stitch- 
ing edges. But the stitches show on the sur- 
face of the shoe because the shoes are 
stitched aloft. The bottom of the sole has 
a new suede finish. 

The uppers are constructed to fit the 
soles, the pattern being somewhat of a 
mannish oxford, and the leather, tan or 
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black calf, being of a weight to correspond 
with the weight of the heavy bottoms. 
There is a style to the shoe that is radically 
different from familiar styles as made in 
Lynn. 

The wearing of this “Corker Oxford” 
will provide girls with a shoe in which they 
may .walk or shop all day long, without 
battering the flesh and the nerves of their 
feet in pavement pounding, for there is 
much leather between the foot and the side- 
walk. Also, a girl may walk in the rain or 
snow, without fear of water seeping 
through these shoes and wetting the feet. 

Besides these “Corker Oxfords,” the 
Cushing Shoe Co. has a long line of light 
welts in imitation of wood heel turns, 
chiefly strap style suedes. 


Knight Home after Tour 


Conditions in the shoe trade throughout 
the country are very good, according to 
Will A. Knight, of Portland, Ore., who re-' 
turned from an extensive trip to look over 
the trade inthe East. Mr. Knight left Port- 
land on June 25 and visited New York, 
Philadelphia, Syracuse, Chicago and other 
large cities. The factories in and near New 
York and Philadelphia are very busy, he 
says. Style and quality seem to be the 
things the public is demanding and there 
seems little: likelihood of lowering of 
prices in the near future. Heels will be 
114 to 24 inches this fall in box and Louis 
styles. Browns, especially dark brown 
shades, will continue good and two tone 
effects and straps will be good. Front 
gorings also will be the accepted thing. 

In men’s shoes there will not be much 
change in styles. The general lines now in 
vogue will probably continue to be worn. 

Children’s shoes, however, are showing 
in unusually fancy effects, and the ten- 
dency seems to be toward the continuation 
of these novelty styles for juvenile foot- 
wear. 

Shoemen throughout the country were 
optimistic, says Mr. Knight, and the 
general opinion among them was that 
business will be even better this autumn 
than it has been during the summer. 

Mr. Knight travelled in company with 
Harry A. Perkins of Fredrick-Nelson of 
Seattle, and Carol S. Will of the City of 
Paris in San Francisco. 
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ERNEST JACOBY London 
79 Milk Street HENDERSON, FORBES & CO., Ltd. 


F. R. HENDERSON & CO., Inc. 


111 BROADWAY, NEW YORE CITY 


(rude Rubber 


IMPORTERS OF PLANTATION SHOE SOLE 


Cable Address C Tr epe Rubber HENDERSON Y BROS., Led. 


REDSONDER, NEW YORK 
LIEBER’S A. B. C. 5th Edition -Private Codes HENDERSON BROS., Ltd. 

















IN STOCK—NOW! 


B-325—All Pat. Colt, 3 strap pump trimmed 
with Bik. —s Kid, cut-out on Pat. 
close edge welt. 14-8 — 


B-329—All Black Satin Cross-Str 
med with Black Kaffor Kid, 14/8 


% ff 
B-331—Same in Brown Suede, trimmed eer wens 6 
with Brown Kid $5.60 


B-327—All Pat. Colt, cut-out with _ B.S17—Hand turne Lee et 
gore, 14-8 Cuban nate Ga, SAS B-s21™-Same ta Bleck 50 
edge welt B-321 le 

$6.35 


Sued Dry with Blk. Kaffor K 
B-300—All Gray A - oPemk 


Sizes and Widths — AA-4}4-8 — A-3-8 — B. Trimmed ky 3 Sa 
C. & D-24-8 ‘Terms: Net 30 Days covered heel. Hi LB 


JOY, CLARK & NIER, INC., Rochester, N. Y. 


NEW YORK OFFICE, 127 DUANE STREET, MURRAY KLEIN 





Fine Calf Leathers BLOODED-STOCK 


Manufacturers of buying a horse and he was just a herse yeu would have 


the owner said, and then wait for experience 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S.A. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Woodhouse, Noah Webster and others. 


It was an uncle and shoemaker who taught Lloyd George. Now 
we come to a sponsor of a president, James Lucey of Northampton, 


Mass., to whom President Coolidge wrote: 


““My Dear Mr. Lucey: Not often do I see you or write you, bul 
if it were not for you I should not be here, and I want to tell you 
how much I love you. Do not iwork too hard. Try to enjoy yourself 


in your well deserved leisure age.” 


James Lucey, proud of his calling, says, 
calling me, in the paper or anywhere else, a ‘cobbler.’ A cobbler I’m 
not. I’m a shoemaker, and I consider your average cobbler of today 
a bungler, who makes the job he is at worse instead of the better for 


his labor—if vou can call it that.” 


Shoemakers Have Ever Been Philosophers 


In history we have countless eramples of the inspiration which 
shoemakers have given to rising leaders in government. Eminent 
shoemen in history number among them James Lockington, Roger 
Sherman, William Carey, Simon Antoine, George For, James 











“And don’t you be 








BUSINESS REVERSES 

Fort Lynn, Ark.—Burt J. Mills, general store, re- 
ported petitioned or petitioner in bankruptcy. 

Los Angeles, Cal.—Union Square Shoe & Sport 
Shop, boots and shoes, reported assigned. 

Otis, Col.—Jesse S. Moore, = neral store, reported 
petitioned or petitioner in bankruptcy. 

Shelton, Conn.—D. D. McClain, boots and shoes. 
reported petitioned or petitioner in bankruptcy, 

Cochran, Ga.—Duke & Mullis, boots and shoes, 
etc., reported receiver appointed. 

Dublin, Ga.—Folsom Mercantile Co., general store, 
reported receiver appointed 

Social Circle, Ga.—Dane & Bailey, boots and shoes, 
etc., reported petitioned or petitioner in bank- 
ruptcy. 

Cicero, Ill.—Anna Lohn, general store, reported 
petitioned or petitioner in bankruptcy. 

Northwood, lIowa—Northwood Mercantile Co. 
(W. E. Ward), general store, reported petitioned 
or petitioner in bankruptcy. 

Lyons, Kan.—Lewis Mercantile Co., boots and 
shoes, etc., reported petitioned or petitioner in 
bankruptcy. 

Weir City, Kan.—L. L. Arbuckle, boots and shoes, 
etc., reported petitioned or petitioner in bank- 
ruptcy. 

Louisville, Ky.—Solomon Ellenstein, boots and 

» etc., C.. Foperted s receiver appointed. 

mequeees. Ra v.. Seal, boots and toes. etc. 
repor' — or petitioner in nkruptcy. 

Many, La.—C. | S, Eeaaieg. general store, reported 
receiver a 

Oil City, isi vedohn 'E. Collins, general store, re- 

or petitioner in bankruptcy. 
~ tm ‘Lo, a Richards, aes store, 
petitioned or petitioner in kruptcy. 

Oakdale, La.—George E. Gray, general store, re- 

ported or petitioner in bankruptcy. 

Baltimore, Md.—Fancy Leather Goods Co., manu- 
facturers, r ted receiver appointed. 

Henry B. Kandel,—4102 Eastern A venue, boots 
and shoes, <0, reported petitioned or petitioner 
in bankruptcy. e 

Baltimore, Md.—Kandel Shoe Co., 1400 East Balti- 
more Street, boots and shoes, reported petitioned 
or petitioner in bankruptcy. 

Worcester, Mass.—Edith A. Hjelm, 27 West Street, 


— Mass.—L. N. Jergan ~ & Bros., boots and 
choes, saperted assigned an meeting of creditors 


Boston, Mass Donaldson Orlick Shoe Co., whole- 
aus Seats ‘and shoes, reported ‘general 





ise, reported petitioned or 
icy. ‘ 


Changes in Business 


Current Events in Failures, Suspensions and Activities in the Shoe and Leather Trade 


Belding, Mich.—Belding Bootery (Nate Rosen- 
baum, proprietor) boots and shoes, reported peti- 
tioned or petitioner in bankruptcy. 

Brainerd, Minn. —Brainerd Bargain Store (Joseph 
L. Midanek, tor) general merchandise, re- 
ported petitioned or petitioner in bankruptcy. 

Willmar, Minn.—Manufacturers’ Outlet Store 
(Peller & Chyenkus, proprietors), boots and shoes 
etc., reported assigned. 

.Minneapolis, Minn.—Samuel Sharp, The Fair 
Store, boots and shoes, etc., reported petitioned 
or petitioner in ie Ce 

= Minn.—Kell ing Co., boots and 
8 etc., "avid 

Parma, Mo.—Dayid Seika general store, re- 
ported receiver appointed 

Plentywood, Montana—Kollman Co., 
store, reported assi 

Manchester, N. H. pein Jamroz, boots and shoes, 
reported Offering to compromise at 25 per cent, 


Manchester, N. H.—Joseph M. Gilleumette (Guil- 
—— 8 Shes Store), 675 Elm Street, reported 


ssigned . 
Bridgton, N. J.—Harry Cohen, boots and shoes, re- 
ported petitioned or petitioner in bankruptcy. 
Harrison, N. J.—West Hudson Co-operative Asso- 
ciation Lag 531 Harrison Avenue, boots and 
shoes, e receiver appointed. 

Gallup, N. ie —Tobias Younis, general store, re- 
ported petitioned or petitioner in bankruptcy. 
Peralta, N. M.—Jose Garcia Alderete, general store, 

reported petitioned or petitioner in bankruptcy. 
Buffalo, N. Y.—Joe Penkalksi, Family Shoe 
Store, 353 Amherst Street, boots and shoes, re- 


general 


ported peti or petitioner in ba 
Now’ York City-Beatrice Carmine, boots and shoes, 
1881 Third Avenue, reported meeting of creditors 


called. 
Plattsburg, N. Y.—Frank E. Byrnes, boots and 
shoes, reported petitioned or petitioner in_bank- 


Euldla.t N. C. om ee Miller & Son, general store, 
petitio or petitioner in bankruptcy. 
. N. D. —s Luther & Co., general store, 


— D. et T. Riffe, general store, reported 


Cigveand, O.—Ray Spira, 3825 West 25th Street, 
oa etc., reported peti or pe- 

ao in 
Oklahoma ay a see —Harry Hecker, boots and 
shoes, etc., reported petitioned or petitioner in 


Easton, alee Clothing Co., el store, 
reported offering to compromise a’ cent. 
iladelphia Penn.—Superior Shoe * Fitting Co, 
shoe fitters, reported receiver appointed. 

McBee, S. C.—Seaboard Cash Store, general cease, 
reported petitioned or petitioner in bankruptcy 







131 



























Revillo, S. D.—Charles D. Hewitt, general store, 
e assign 

Maltkoft Tess 7. A. Bartlett Co., boots and 
shoes, reported petitioned or petitioner in bank - 
ruptc 

Gulvy, Va. —Walter Dodd, general store, reported, 
petitioned or petitioner in bankruptcy. 

Seattle, Wash.—Hamilton Brown § Store (L. 
L. Hyman), in bankrupt shoes, reported petitioned 
or itioner Va ru 

nce w. on Clothing Co., boots 
and shoes, — aaa petitioned or petitioner 
in bankruptcy. 


BUSINESS CHANGES 


Fort Collins, Col. Tp Collins Shoe Store, boots 
and shoes, r or closed out business. 
Atlanta, Ga. i ah J. Cate (174 Decatur 

Street), boots and - 79 recently commenced 
business 


Chicago, Ill.—Abraham Cohen (2410 South Oakley 
Avenue), boots and shoes, reported succeeded 
by Herman Levin. 

Boston, Mass.—Arbetter & Bass (23 Hudson 
Street), wholesale boots and shoes, recently 


Jacob Leavitt, Leavitt's Ideal Shoe Shop (95 
Green Street), recently 
ap wee Leather Co., leather, reported partner- 


shi 
Wisnman’t & Pukatch, Tremont Shoe Shop 
(323 Tremont Street), boots and shoes, recently 
commenced business. 
Millbury, Mass.—P 
Hoffman), boots a 
busi 


e a 
Stoughton, 
boots 








ies Bargain Store (David 
shoes, recently commenced 


7 (Barney's), 

and shoes, recently commen business. 
Bemidji, Minn.—Shavitch Bros., bet and shoes, 
etc., reported succeeded by G. & L. Clothing 


tore. 
New York hoot & Schonbrun on 
partuership dis- 
Ee. 
Shoe Store, boots 


Niagara Falls, N. ¥Y.—L. B. Levey, boots and 
shoes, recentl commenced business. 
Oil City, Pean.—J Woollard Co., boots and 
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Keeping the Faith with Both Parties 











A B P Standard No. 6 


“To solicit subscriptions and ad- 
vertising solely upon the merits 
of the publication.” 

















HE AB P publication must be worthy of the consideration of 

both subscriber and advertiser, primarily on its merits. But the 
final, basic rule in determining all policies, is number one of our 
Standards—‘‘To consider first the interests of the subscriber.” 


The good physician has nothing to sell but Service, his ability to 
treat human ailments. Should he sell pretense, cure-alls, or subterfuges, 
he becomes a quack. Likewise, the good business paper has nothing 
to sell but Service, and it is the avowed ambition of our publishers to 
render clean, honorable service to both subscribers and advertisers, 
of such a character as to command recognition for its own sake alone. 








NATURAL §se- 
quence of No. 
6, as you perceive. In 
every business there 


rifi ti Th 
must be standards of enieensunenees 








A B P Standard No. 7 


“To supply advertisers with full 
information regarding character 
and extent of circulation, includ- 
ing detailed circulation statements 
subject to proper and authentic 


has a real significance 
for subscribers too. 
The inevitable tend- 
_ency of standardiza- 
tion in any business, 














measurement, and we 

have taken the lead in enforcing a uniform 
method of measuring and counting cir- 
culation. 

Every A B P paper must have its circula- 
tion records audited by The Audit Bureau of 
Circulations, which assures absolute ac- 
curacy and a standard unit of measurement. 


This means a lot to advertisers, but it 


is to cut oul waste, to 
reduce costs, and to stabilize and define 
values. 

The benefits of this policy are bound to 
reach the ultimate buyer in the form of re- 
duced selling costs and better sales methods. 
Here again we are hewing to the line laid 
down by our Standard No. 1—“*To consider 
first the interests of the subscriber.” 








THE ASSOCIATED BUSINESS PAPERS, Inc. 


JESSE H. NEAL, Executive Secretary 
* 220 WEST 42nd STREET 


~ HEADQUARTERS: _ NEW YORK CITY - 
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. -$5.00 $4.00 $3.50 

8.00 7.00 
12.00 10.50 
16.00 14.00 


1 in. 

Ee 
S im... .... 18.00 
4in... 20.00 





Recorder rates for space less than one-eighth page per 


l time 7 times 13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents per word for each insertion. 
inimum amount accepted, seventy-five cents. For other 
“Want” advertisements, seven cents per wi 
Minimum amount accepted, $1.25. Ads under this heading will be 
received up to noon on Tuesday of week of publication date. 
advertisers desire answers to come in care of this office, twelve words 
5.00 —~ be allowed in each advertisement for address. When advertisers 
desire replies forwarded direct to their address, each word of the 
address must be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 


* 00 8 $2.50 
6.00 


9.00 
12.00 


7.50 
10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


word for each insertion. 
When 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








South Street, Boston, Mass. 


English Manufacturer 
Wants Salesmen for U. S. A. 


Will be interested only in the applications of men having good 
standing and established trade with large retail and depart- 
ment stores. Successful record absolutely essential. References 
required. Address E-213, care Boot and Shoe Recorder, 207 





RETAIL SALESMAN WANTED 


Alive wire salesman, working on a com- 
mission basis, to sell our line of me- 
dium grade children’s staples and 
novelty turn shoes, from infants’ 1-5 to 
growing girls’ 26. Also women’s. 
boudoir slippers e pay 10 per cent 
commission. If et Bn ' address Box 
686, Haverhill, Mass. 











GALESMAR ¥ WANTED—We want to hear from 
an A-1 SI neo Seleunes = is Ly a 
with the d ent and high grade retail trade 
Territory ~ the United States. This is a high 
grade line of novelty turns, and requires a high 
ade salesman with a good good following. Commission 
. Communicate at once Address E-209, care 
Boot and Shoe Recorder, 207 South St., Boston 
Mass. 








SALESMAN WANTED 


WE HAVE DESIRABLE TERRITORY 
FO ENCED SALES- 

L KNOWN AND 
LINE OF IN- 

ANTS’ iy AND peaen ee AS 
A SIDE LINE ON COMMISSION BASIS 
TO DEPA RIMENT STORE AND SHOE 
TRAD MAKE BETTER GRADES 














Bess LADIES’ SHOE FACTORY well 
established offers a good op ity for A-l 
shoe salesman, experienced in handling better = 
shoes, to present them in South and Middle 

Live wires with established trade who can in 
best reference. Address K-541, care Boot and ‘d Shoe 
Recorder, 127 Duane St., New York. 


oe a WANTED —First class salesman, 

near Middle West, for a high grade 
rt ‘ine of ladies’ turns. Must have experi- 
ence and be ca le of selling the best trade, terri- 
= Chicage est, no objection to carrying a non- 

Commission basis. Address E-223, 
care Boot & Shoe Recorder, 207 South St., Boston, 
ass. 








pe a ace ne like to hear from A No. 1 
salesmen, to carry as a side line high-grade 
children’s turns and welts. One for territory west of 
Cine, and one for Southern Territory. Answer 
— experience, references. Address 224, care 
Boo Shoe Recorder, 207 South St., Boston, Mass. 














& Sons, Sn ka 





salesmen with established 

trade to carry (with their t lines) 14 

men’s welts to retail at $5.00. All carried in stock. 
Commission basis 


—. State what territory = cover and E208 
yo" carry. Samples . Address, E 
care Boot —_ Shoe Reserder, “207 South St.. 





RUBBER FOOTWEAR SALESMAN 


Eastern Manufacturer of high-grade can- 
footw ear Western 








rictly con n 
Boot and Shoe Recorder, 207 South 
Mass. 








Ryn wy! WANTED —Resident salesman for 
‘ollowing territories: Chicago, Iowa, Illinois, 
Bm ay Missouri, Connecticut, Ohio, Philadel- 
phia, Wisconsin, Detroit, to carry line of owing 
girls’, misses’ and children’s v4 and McKay's 
made and carried in stock in Pennsylvania Factory. 
Give three references when writing. Address E-225, 
cue Boot & Shoe Recorder, 207 South St., Boston, 
ass. 


GALESMAN WANTED—iiving in territory for 
pa high-grade Philadelphia-made — and 

turns. Territory Pennsylvania west of Altoona, the 
state of Ohio with the exception of Altoona, all of 
West Virginia, and Western Maryland. Line well 
known and well established with best accounts. 
Strictly commission basis. Address replies to Barke 
Gibbou Co., Inc., 1015 Diamond a St, Philadelphia. 
Interested only in experienced man with estab- 

lished business. 


ALESMEN WANTED—E: 
wanted for Maryland and 


t of 
Kreider Gomgane, | Philadelphia, Pa. 


WANTED —Experienced high grade salesmen. 
Foy my young men in selling 
dress shoes. One Y New York State 


ceneineey end ene for territory of Western Pennsyl- 
—_ ished trade in Legh wy ay 

letter sta experience, references, etc. In 
full detail. eS basis. Address E-226, care 
Boot& Shoe Recorder, 207 South St., Boston, Mass. 








ienced_salesmen 
irginia. State age, 
ipments. A. 














ANTED a that call on best retail 
shoe style 


pee ae SELLING SBOE, dept. store, 

eral trade, handle good line felt boudoir sli 
pers, Sal territories, commission basis; good addi- 
tion women’s shoe line; state references, territory. 
Address E-222, care Boot & Shoe eo Recerder, 207 
South Street, Boston, Mass. 





SALESMAN Wane we established trade 
for the State of Michigan to sell our line of Mc- 
Kay and turn-sewed growing girls’, misses’, chil- 
Sitedl aie cmcaiiest = Address with 
ith other non-con! ines. wi 
references. 8. Albright & Co., Inc., Orwigsburg, 





SALES REPRESENTATIVES 
AND DISTRIBUTORS 


To handle the sportsman leather 
puttee good prospect for live wires call- 
ing on shoe trade, department stores, 
general merchandise and army and 
navy stores. Fisher Converting Co., 
Inc., 413 Broadway, New York, N ° 











E would like to hear from salesmen wishing 
i te shoe novelties and spa 


reference in your first letter. } hn E-175, care 


Boot and Recorder, 189 West Madison St. a 
Chicago. 





-525, 
Duane St., New "York, N. ¥. 





GIDE LINE OPPORTUNITY—If you are a real 
salesman with plenty of “pep” 





Several Desirable Territories Open 
Experienced salesmen to sell an un- 

line of = 's nage: 
shoes. popular! riced. Every style 
carried om the floor. Can be handled in 
connection with non-conflicting line on 
commission basis. Replies considered 
confidential. A 227, care Boot 
& Shoe , 207 South St., Boston 
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POSITION WANTED 


UYER—fourteen years in shoe game. Also 
capable manager. Address K-534, care Boot 
and Shoe Recorder, 127 Duane St., New York City. 


S pen BUYER and department manager now 
for pe Ags dares a ee 15 years experience. 








S: large ——— 
a Reet tnt oa hildren's high grade 
ond popular price shoes. Now employed. Can give 
Al references from past and yo ‘qeplorer. 


LINE WANTED 


WANTED—One or two lines of jobs, factory 

damaged or close outs in shoes for the Central 

West. Have a large trade on this class of goods. Can 

get top prices from well rated dealers. A-1 references. 

Lamy Geo. H. Brackney, 50 Buttles Ave., Colum- 
8. 


ANTED—Up to date line of women’s stout 

shoes for Connecticut. Have established trade 
and can produce a volume business = reliable con- 
cern. Address E-230, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 











yo E-218, care Boot and 
7 South St., Boston, Mass. 


POSITION WANTED—As buyer and manager 
in shoe store or shoe dept. Tien years ex- 
perience, can give the very best of reference. Abso- 
tah sober. Gses no tobacco in any form. (Indiana 
) buat not essential. Edward i 
Aetety Indiana. 








Wanted Position as Buyer and 
Manager 

Young man, 34 years of age, open for 
position as shoe store buyer, manager 
and window trimmer. Twenty years 
experience. New England store pre- 
ferred. Best of references. Address 
E-228, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 














INE WANTED—Want a line of women’s shoes 
for Texas, by salesman thirty-four years of age, 
appearance, energetic — responsible. Best 

references. Address E-232, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 
LINE WANTED— Young man, single, wants 

shoe line for road in New York, Jersey or 
Island. Address K-539, care Boot & Shoe Recorder, 
127 Duane St., New York, N. Y. 


WANTED 


Commission lines of leather. Capable sell- 
ing organization with llent standi 

throughout the shoe trade. All inquiries 
confidential. Address E-231, care Boot & 
Shoe Recorder, 207 South St., Boston, Mass. 























MANAGER WANTED 





FOR SALE 





AN UNUSUAL OPPORTUNITY is offered by a 
women’s retail store at Boston. Only an 
ambitious man accustomed to the better trade and 

capable of rapid advancement to an executive 4 
tion will be Address E-186, care t 
and Shoe Recorder, 207 South St., Boston, Mass. 





OPPORTUNITY 


ANTED—SHOE MANUFACTURER to take 
full charge of a factory making women's fancy 
medium grade McKay shoes. Factory is located at 
Lebanon, Ohio, thirty miles from Cincinnati. Must 
be first-class man who can give good references as 
to ability and character. State age, experience and 
esent employment, all answers confidential. 
"he Charles Meis Shoe Co., Cincinnati, Ohio. 








HELP WANTED 


ANTED—Window trimmer with 
in trimmi shoe 
perience would also be an 
up-to-date Florida city. Address 
and Shoe Recorder, 207 South St., Boston, Mass. 





JR SALE—My stock of shoes and fixtures and 
lease, excellent location, long established busi- 
ness. Must sell on account of health. This is a chance 
to make money for a live wire. Jacob Decker, 7041 
Superior Ave. cor. Addison Rd., Cleveland, Ohio. 


FoR my! exclusive shoe and hosiery 

store in town of 8,000. Best location, Kentuck 

Rail Road town, Doing $30,000 business. Will 

— Kt. 00, stock clean. Good reason for 
answer unless interested. Address 





selling. Don't 
ae care Boot and Shoe Recorder, 207 South St. 





FOR SALE 


For Sale: ee pap my 
stock in city of 6000 in northern I 
diana. Best location Amy city. Stock in 
fine — pa ney ene gy 
Do not write unless interested. 
pn E141, care of Boot and Shoe fe 
corder, 207 South St., Boston, Mass. 


MISCELLANEOUS 











lightest and most 
panne . aediee stool on the market. 





Finished Golden Oak or 
M ahogany 


Price............. $8.50 each 
Carried in stock by gil whetenste chee and 
quugll yon, ester Gels eke ee. 
MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 



































WANTED TO PURCHASE 


I WANT TO BUY an established shoe store or 

inent location in thriving locality. Write 
E-229, care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 








TO LEASE 


Se MANUFACTURERS OPPORTUNITY— 
Pittsburgh's newest, most attractive and prom- 

inently a Fo ready-to-wear store is 

consideri sub-leasing attractive to a. 

able + —— of quality ay > Brau 

=» ponsible concern. 


Ave. e Pittaburgh, xX, 








CASH PAID 


Spe cation chose ctashp av eusytne ceatin et 
or other merchandise. Any quan- 
— Fecmnee attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N.Y. 
Phone Canal 0679 

















SHOE DEPARTMENT 
FOR LEASE 


Space on mezzanine for dept., with 
women's, misses’, children's shoes of 
quality. Rapidly growing store; town of 
20,000. For particulars write The Ideal 
Co., Massil ion, Ohio. 








I PAY SPOT CASH 


For entire Shoe Stocks, us Shoe Stocks and 
Slow Moving numbers. my quantity. Will 
give you immediate reply. 

S. CLEARFIELD 
116 W. 32nd Street, New York 
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Many Brown Patterns 


Browns and various shades of tan con- 
stitute the bulk of the output of The 


Krohn-Fechheimer Company at present. - 


Fall patterns from this concern will show 
straps, trimmed oxfords, variations of 
straps and cross-straps, and a few anklets 
and gores. 

The salesmen of The Krohn-Fechheimer 
Company are just finishing their present 
trips which have been very successful. 
The fall business booked by this company 
has been unusually gratifying. The sales- 
men will probably go out again about 
October 1. 


Black Shoes for Men 


Men’s black shoes are increasing in 
popularity, according to the belief of The 
Bettman-Dunlap Company, makers of 
men’s footwear. This company is so well 
booked for fall business that it is impos- 
sible to promise delivery until well into the 
middle of the fall season. Tans, blacks and 
dark reds are being manufactured by The 
Bettman-Dunlap — 


Ertell Returns Home 


James J. Ertell, president of the Detroit 
Retail Shoe Dealers’ Association, has re- 
turned from a vacation during which he 
visited several of the nearby Michigan 
cities, among which were Kalamazoo and 
Jackson. He found business in these 
cities very satisfactory and the mer- 
chants optimistic, all looking forward 
with a feeling that business for fall will 
be better than ever. 


Personal Notes 


Max Streicher, one of the most prom- 
inent retail shoe merchants of San Diego, 
California, was in the city recently. 


John T. Carlisle, sales manager of The 
Krippendorf-Dittman Shoe Company, is 
spending a month’s vacation at Lake 
Placid, New York. 





MISCELLANEOUS 





in many 
styles and 
to fit all 
kinds of 
shelving. 
Send for cata- 

full 
description 
and 


THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 

Chicago, 
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MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 


} are made in a great many 
} styles to suit all kinds 
/ of stores and shelving. 
They enges gh Dg 
on thee with less 
save the wear and tear 


Suleeee >?” 


eth ft 
” 


Write for our naan cata- 
ind showing 18 styles of 
pom | as well as other 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 








SHOE STORE NN 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR QNKEN CO. 
1181 4th St. CINCINNATI, OHIO 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


ect, THE CHICAGO 
ae WIRE CHAIR CO. 





621 N. La Salle Street, Chicago, Ill. 








4 


WANTED TO PURCHASE 











We ick and pi myF y ~ 
stil and qu pay 


BROOKLYN PURCHASING SYNDICATE 
FRANK Proprietor 








¢10 Broad 
way, 
Phone Stagg - 
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The Visible Eyelet— 
The Perfect Shoe 


Diamond Brand _ (Visible) 
Fast Color Eyelets because 
of their own inherent fea- 
tures of quality, practicabil- 
ity and style identify almost 
invariably the perfect shoe. 


You will find it easy to cre- 
ate a consumer demand for 
shoes with Diamond Brand 
(Visible) Fast Color Eyelets. 


United Fast Color Eyelet Company 


Boston, Massachusetts 


= baal 
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The return of lacing hooks is the 
revival of a popular feature on 
footwear for men. 


With the new demand for both 
style and practical convenience in 
shoes the lacing hook .becomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales. 





Sell shoes that combine the 
features which men demand-- 


comfort, convenience, fit-- _ 


shoes: with. lacing hooks! 


August 25, 1924 


A Feature That Is Selling Shoes 
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KID POLISH 


We've been sell- on ie, la 


ing BOOTS by iawn 
the thousand this ani 
Summer! Why? 


Sounds funny in this day and genera- 
tion that boots should be outstanding 
sellers in mid-summer; but that’s the 
condition our factory records show. Can | 


you tell us the answer? 


Is it because you have realized once 
more that boots are staple, bread-and- 
butter articles and: not to be neglected 


with impunity? 


Is it because you remember the sales 
that “‘might have been” last fall and 
winter if you’d only had the boots? 


Or is it because you appreciate the fact 

that it’s easy to find just the boots you 

need in our In-Stock Department any 

time you want them? 

The three numbers at the right have PPOLisH 
been the most popular but if our In- 
Stock Catalogue were on your desk you 
might find a lot of others you'd like. 
Wouldn’t it be a good idea to send for 


it? 


PSN Gast animers ee 


sey! 


J. J. Grover’s Sons Co. 
LYNN, MASS. 


Established 1865 


evade 


**Soft Shoes for Tender Feet” 








.207 South St., Boston, Mass. 
3, 1879. Subscription price, $5.00 
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In 24 Pair Lots 


BROWN VELVO 
with 
CHERRY VELVO 
SADDLE 


919X 
IN STOCK 
CD Widths 


LEADING STORES REPORTING VOLUME SALES | 


One “Packard driving” shoe merchant writes, “Your two tone 
novelty oxfords started off our early fall selling with a big bang. 
At $4.50 they are walking right out of the store.’” Be successfull! 
Feature quick selling styles in the grades where you get volume 
sales. Mail your sizes for 919X tonight. 

pO ee 


Oe I, os hic nen cdseaueacde ence ee 
ee ee 


You can pick your own run of sizes. 


MARION SHOE CO. 
MARION, INDIANA 


ee ee 
WESTERN QUALITY 
EASTERN STYLE 


| 
—- 
ailinnll 


| 
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Mr. Shoe Retailer a-d Mr. Shoe Jobin 


, 
, 


Read This Twice 





You Know 


White Leather Footwear for Spring and 
Summer is Staple. 


You Know 


You are inviting trouble with ‘‘RUSH”’ 
White ORDERS—and usually get it. 


We Know 


A letter right now to your favorite man- 
ufacturer telling him what you think of 
next season’s white leather footwear de- 
mand will help you next spring, and 
everyone along the line meanwhile. 


‘We Know 


The bag is too big for us to hold alone. 


Your end is easy. Write 
RIGHT NOW 


WNDNWNND WAND WNW WN WA WA 


DOD NS) NO) NO) NOY NOD NY ND NLD) NY NY) SY 


DNS) NO) NO) NOY NOLO) 








anners 


White Levor Grain Kid (Cabrettas) White Levor Grain (Chevrettes) 


TUAW ANU Nd WO VW \Wd \WA \WA \U A \UA UA WA WA WA \WA NWA WA \WA WA NWA WA WA WA NWA 


DW OOO. UN OOO. 
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““CORNELL’’ 





FOR ENDURING BEAUTY IN WOMEN’S QUALITY FOOTWEAR 


Good Footwear Like a Good Deed 


Speaks for Itself 





A smart interlocked cross-strapped pump of 
black ooze calf with effective patent leather 
trimming. 17-8 ooze covered heel over our 
No. 51 last. 


ALSO MADE 


with 13-8 heel on our No. 57 last. 17-8 heel 
and French toe on No. 55 last, or with 13-8 
heel on No. 40 last. 


Available in all shades of ooze with kid or 
calf trimming. 








THE SHOE YOU ADMIRE IS MADE BY “CORNELL” 














- THE CORNELL SHOE CO., Inc. 


DESIGNERS AND MANUFACTURERS, 61-67 NAVY STREET 


ww 











BROOKLYN, N. Y. 
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| ° re 


NOW ON THE ROAD 
TO YOU 


‘ With a Complete Line of 


YOUNG WOMEN’S, MISSES’ and CHILDREN’S FOOTWEAR 


AND 


NATIONAL PARK HIKING BOOTS and OXFORDS 


Reg. U. S. Pat. Off. - 


The Nationally Famous ‘‘Year Round”’ 
Outdoor Footwear 


For Immediate and Early Spring Delivery 


One of these salesmen will call and see you: 


Mr. John Allen Iowa and Nebraska 

Mr. H. R. Estes North Illinois and South Wisconsin 

Mr. F. B. Gross Missouri and Central Illinois 

Mr. P. G. Hill Texas and South Oklahoma 

Mr. F. M. Johnston Minnesota, the Dakotas and North Wis- 
consin 


é : 


Colorado 
Wyoming 
. Herman Kohl Mountain States Tian 


New Mexico 
Arizona 
. McMahon Kansas and North Oklahoma 
. Ream Ohio and Michigan 
. Robbins Indiana and Eastern Illinois 
Pennsylvania ; 
Arkansas, Mississippi and Eastern Ten- 
nessee. 


A request to us by letter or wire will insure an 
IMMEDIATE VISIT 


Complete Fall Catalogue Now Ready 


If you are not on our Mailing List drop us a card 


STOCK DEPARTMENT 
THE JUVENILE SHOE CORPORATION 


CARTHAGE MISSOURI 
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MILWAUKEE: 
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In Stock 


BC and D 5 toll 
5108 
Black Calf an 
M 1008 Bene : 
Mahogany Calf : 


Solid Leather Construction 
In Stock Catalog on Request 


Rohn Shoe Mfg. Co. 


Milwaukee, Wis. 
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De Lipp Shoes 


Trade Mark 


THE INTERLACED STRAP 


Is a Factor in Fall Style. This Design 


Is One of the Highest Developments 
of It. 





THE PAREE 
Originated by 
BARNETT LIPP 
and 
GEORGE H. GARDINER 


The tear shape cut-out through 
which the strap winds gives 
beauty, while the latitude ofstrap 
adjustment makes for perfect 
and easy fitting. As shown the 
shoe is of black ooze, gun metal 
trim and strap, but it can be 
made in many combinations. 


DEGEN-LIPP, Inc. 


Makers of 
WOMEN’S BEST TURN FOOTWEAR 


FACTORY DISPLAY f SHOWROOM 
133-148 FLOYD STREET CREATES / 607 MARBRIDGE BLDG. 
BROOKLYN, N. Y. SALES NEW YORK CITY 


RSS hemes , peryy Wey 2 eget snug Ni wan? Tyee ~— sain Fgiee, / eer ‘sun; 
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AUTHENTIC STYLES 


FOR ALERT MERCHANTS 
Shown by TOBER-SAIFER 
ON THE FLOOR 


READY TO SHIP 


No. 8902—Black satin 

black ooze collar and straps 

cut out, two strap pump, 

flexible sole, 13-8 Spanish wood covered heel. A new num- 

ie. ny Tip chrome ber. C width only, 3 to8 60 
ull mat cut out apron, 

one strap, flexible sole, 13-8 — 4860—Style -h-- in a, ag leather, es 


military wood covered heel. A stylish number. C ne Ne. 4867—Style os above in all patent leather 8-8 heel, 
rubber top lift $3.50 


No. 8900—Exact style as above in black satin, black ooze 
calf, cut out apron $3.60 


No. 4866—All patent chrome 

‘ : — -“ oe, Sot 
. Zs 9 ear elt sole, ee! 

No. 4868—Log Cabin Buck 

Tuskin Calf, apron tip and wate top lift. An attractive style. B and C widths, 

back stay; Blucher Oxford, 

Goodyear Welt sole, 8-8 heel, aie top lift. A beautiful 

sport oxford. B and C widths, 3 to 8 $3.85 

No. 4869— Exact style as above, in black ooze, patent tip, 

apron and back stay $3.85 

No. 4870-- Exact a as above, gray buck, patent tip, 

apron and back sta $3.85 





No. 

black ie ~ collar and front 

sole I: three cut outs, as 
No. 4863—Patent Chrome, illustrated, flexible McKa military wood cov- 
gray buck, lattice front, one ered heel. A ready eeller Slate only $2.85 


strap, Good r Welt sole, 
8-8 heel, rubber top lift. A big number. B and C widths, — 8504—Exact style as above in 16-8, — 
$3. 


24 to8 85 
No. 4862—Exact style as above, all over gray buck. . $4.00 No. 8502—Exact style as above in all over black ooze — ro 


No. 4861—Exact style as above, all over log cabin an * ! 8503—Exact style as above in all over log m4 


TOBER-SAIF ER SHOE CO. 


Manufacturers and Distributors 
NOVELTY FOOTWEAR IN STOCK 
1312 Washington Avenue St. Louis, Mo. 


. Chicago Salesroom, 505 Lees Building 
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“Best at the Price’ 





HUG TITE ANKLE 








Dependability 


Ability builds _ satisfying 
Merchandise --- Dependa- 
bility maintains the high 
standard, and people are 
quick to find the path to 
a Dependable Institution. 








“Best at the Price” is just 
another way of saying 
“Dependability.” Order 
“B-P” shoes today and 


you ll realize it. 





Write for New In Stock 
Catalogue 


Beals-Pratt 
Shoe M’f’g. Co., 


Milwaukee - = Wisconsin 


No. R363 


No. R363—Patent Colt Lace Oxford. Dufold Tip, 4% br 


foot Heel, Madison Last, B, C and D, 5% to ll...... 


No. R445—Black Boarded Calf Bal, Dufold Tip, 14 Wingfoot 
Heel, A Grade Full Grain Counter, 10 Iron A Grade Oak Out- 
sole, Radio Last, B, Cand D. 54% toll............$4.85 


No. R447—Brown Boarded Calf Bal. Same as No. R445 

$4.85 
No. R439—Black a Spene ones name hanes el ave as 
No. R445 . . $4.60 


No. R440—Brown Boarded Calf Lace Oxford, Same Style as 
No. R445 $4.60 








Established Territory open in South Dakota and in Georgia 
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tf Display Fixtures assist your displays 
because they form and make possible 
the arrangement of attractive groupings 


that will help to “set off your shoes 





when on display in a more interesting 
manner, thereby attracting attention to 
the merchandise and creating for it a 


pleasing impression that it sells faster. 


Duncan Phyfe Period Design in display 
fixtures is an original and distinctive 
adaptation of a famous American 
Design—that will produce an exceptional 
setting in your windows that is bound 


to place them ahead of all others. 


HUGH LYONS & COMPANY. 
LANSING, MICHIGAN 


Sales Offices: 


New York—35 W. 32nd St. Chicago—217 W. Jackson Blvd: 
Baltimore—1 N. Eutaw St. Boston—52 Chauncy St. 
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ROBIN HOOD 


In the Following Combinations 





No. 1480 No. 1680 
All Over Beige Ooze Field All Over Black Ooze Black 
Mouse Kid Collar and Calf Collar and Straps 
St 
raps $7.00 
$77.50 - 
No. 1780 


No. 1580 All Over Color D Grey Ooze | 
All Over Black Satin Matt Grey Kid Collar and Straps 
Kid Collar and Straps to Match 


$6.75 IN STOCK $77.50 


DELIVERY 
All on Our 90 Last 16/8 Wire Us to Hold for You 
Spanish Heel a Any Combination You Desire 














SOLD IN CASE LOTS IN THE FOLLOWING 
SIZE SCHEDULE: 


7 
1 
1 
1 


4 
1 
1 
1 


1 
2 
1 











TERMS 3%--10 DAYS 
WIRE US YOUR ORDER > 


NEWSPAPER CUTS SENT ON REQUEST 


— — 


TRIANGLE SHOE MFG. Co., INC. 


11 EMERSON PLACE - - - BROOKLYN, N. Y. 
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$520 


NOTHING could more fittingly em- 
phasize the consistent leadership of 
Freeman popular-priced dress shoes, 
than the new “Cinnamon Brown” 
Ivory Kip shoe shown above. 

IN ‘STOCK SEPTEMBER 15th. 


Ato D 


FREEMAN SHOE MFG. CO. 


BELOIT, WIS. 
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A Few of Our Many Strap Patterns for September 
and Early Fall Selling 


Get Your Orders in on These Popular Styles Early in Order 
to Be Assured Prompt Shipment 


No. 189. Price $4.50 


Thrush Suede Betty Cross Strap, Ivory 
Kid Straps, Single Sole, Full Spanish 
Louis Heel, Euclid Last. AA to C. 


No. 180. Price $4.15 
Black Kid One Strap, Natalie, Black 
Suede Trim Single Sole, Full Spanish Louis 
Heel, Euclid Last. AA to C. 

No. 181. Price $4.15 
Same in Patent Dull Kid Trim 


No. 103. Price $4.50 
Thrush Suede Betty Cross Strap, oe 
Kid Straps and Trim, Single Sole, Fu 
Spanish Louis Heel, Paris Last. AA to C. 


No. 110. Price $4.35 
Black Satin One Strap Marion, Black 
Suede Strap and Trim, Single Sole, 8-8 
Covered Heel, Belmont Last. AA to 


No. 112. Price $4.00 


Mandalay Suede One Stra 
Brown Calf Strap and Trim, ingle Sole 
8-8 Rubber Heel, Belmont Last toC. 


No. 102. Price $4.15 
Patent One Strap Natalie, Dull Kid Trim 
and Strap, Full Spanish oe Heel, Sin- 
gle Sole, Paris Last. AA to C 


THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET 


BOSTON, MASS. 
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The Arch way 
QSOS, fo many sales 
ARCH ieee. 
| S UppoR® Proven profitable footwear. 


REG.U.S. PAT. OFF. : 
SHOES FOR MEN AND WOMEN In tock with a 


widespread number 
of leading 


WHOLESALERS 


. ~ a SSP e Brockton New bedford Nahum NH 


CO. Layler Company , 


N INNOVATION IN 
ORTHOPEDIC 


FOOTWEAR 


Made in New England 





September 1, 1923 


No. 
Hee! 


THE EVELYN 
10—Black Satin One Strap, 


Slipper, Turn Sole, 16-8 Spanish 
$7.25 


BOOT AND SHOE RECORDER 


IN STOCK 


THE SEVILLE 

No: 14—Cinnamon Ooze Calf Goring Slipper, 
Light Welt Imitation Turn Sole, 12-8 Covered 
|. er, $9.00 
No. 1689—Black Ooze Calf Goring Slipper, 
Light Welt Imitation Turn Sole, ink Covered 
|) en “aaa Oy $8.75 
September Ist delivery. 


THE FLIRT 


Of Silver or Gold Embossed Cloth at. .. .$8.25 
i. ..  eeRteeeeee: » $7.75 
Bead Edge Turn Sole, 17-8 Spanish Heel. 


THE NORMA 


No. 79—Patent Leather Goring Slipper, Bead 
Edge Welt, 12-8 Covered Celluloid ean 


At Once Delivery. 


No. 
One 


Imitation Turn Sole, Celluloid 





THE CORINE .. 
No. 547—Black Satin .Twin 
Button Cross Strap slipper. 
Turn Sole, 16-8 Spanish snes 


THE GEORGETTE 


12—All Patent Leather 
Strap Slipper; Light’ Welt 


Covered Cuban Heel..... $7.75 
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Where Shoe (Quality 1S 
“RUBY 


is most often the- 


Standard Black Kid 


No Evans Leather enjoys a higher measure of 
confidence in factories and stores than RUBY KID. 


We are extremely careful in obtaining the partic- 
ular class of raw stock that for many years has been 
the basis of RUBY, and provides the finest grained 


kid existent. 


Where the utmost softness and fineness of finish are 
sought, RUBY KID will unfailingly repay your 
choice. 


Shoes made from RUBY KID this year will give the same 
service as those made from it last year. Shoes made from it 
next year will give the same service as those made from it this 
year. 


JOHN R. EVANS & COMPANY 


CAMDEN - - - New Jersey 
(Branches in All Principal Shoe Centers) 
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most Intlexibly Maintained 








tandardize on 


Evans Brands 
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Two-Button Braided 
Satin Strap 


The Value of our name and 
product is best attested by 
the long years of patronage 
we have enjoyed from the lead- 
ing wholesalers who take pride 
in featuring our line of fabric 
footwear. 


We sell to wholesalers only. 
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Dinctey Foss Suor Company 


Fabric Shoe Monutacturers 
AUBURN, ME. BOSTON OFFICES 


S4LINCOLN STREET 
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EXCELSIOR 
MEDAL SHOES 








~ og 4 Amy pA oe. the big, culling 
st lor boys gents that is oweening 1 
country like a storm. ae oe _ 
Blucher, with blind eyelets and ru’ 
“Creased” vamp, plain tip. 


Ask for number 


F 270—Sizes 9-2 Tan 
F mien ~ 7) Black (Furnished with Spring 


) 
F 380—Sizes 1-8 Tan. 
F 381—Sizes 1-8 Black. 


on 


It’s the * “Haig”—a direct ee done fom 
men's “best-sellers.” A Tan No Grain, Welt, 
Bal, with blind eyelets and oubbert heel—slightly 
perforated fk 


Ask for number 
S 264—Sizes 9-2 Black. 
S 368—Sizes 1-8 Tan. 
S 373—Sizes 1-8 Black. 


Wo 


XCELSIOR Medal Shoes for Boys and Young 
Men, always “Best-sellers” and Big ‘‘Profit- 


makers” for dealers in the past, are going to further 


clinch their leadership this Fall by National Adver- 
tising. 

Through repetition this group of magazines shown 
will register a total of 10,487,644 individual advertis~ 
ing impression upon the Excelsior market. 


Each ad tells a complete story and brings pressure to. 
bear on one leader, four shoes being featured in this 
way. The ““Trouser Crease” and the “Haig” will be 
advertised in September and October. 


60,000 PAIRS IN STOCK 
QUICK TURNOVER—RICH PROFITS 


All of our leaders are carried in stock for “‘one-da 
delivery service right through the season. Write for 
stock-list TODAY. 


THE EXCELSIOR SHOE CO. 
PORTSMOUTH, OHIO 


This “‘Business-Builders”’ booklet con- 
tains a complete description of our 
powerful selling helps. Write for your 
copy—it’s FREE. 
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The Visible Eyelet— 
The Perfect Shoe 





Sizes 


Diamond Brand (Visible) 
Fast Color Eyelets because 
of their own inherent fea- 
tures of quality, practicabil- 
ity and style identify almost 
invariably the perfect shoe. 


You will find it easy to cre- 
ate a consumer demand for 
shoes with Diamond Brand 
(Visible) Fast Color Eyelets. 


United Fast Color Eyelet Company 


Boston, Massachusetts 
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THE GREATEST TRIUMPH IN | 
PRESENT-DAY SHOEMAKING | 


No. 743 Pied Piper Combina- 

tion Sport Shoe. Brown elk 

: : \ with patent trimming, as il- 

Sizes, 244 to 5% \ lustrated. Made solid leather 
\ throughout. 


No. 742 Smoked elk with 
brown trimming. Also made 
in many other attractive 
combinations. 


Made to order in four weeks 


in B, C, D, and E widths. 
Sizes, 6 to 8 


Sizes, 814 to 11 


, HESE combinations, like all shoes contained in the Pied 
|. Piper line, are made by the Pentler & Short Patented Im- 
proved Welt Process—a method of shoemaking that is 
positively without equal for clean cut appearance, smoothness, 
flexibility, comfort, and long wear. 
The Pied Piper line includes many other patterns and combi- 
nations for fall and winter—staples as well as exclusive novel- 
ties—many of them in stock in widths. 


Sizes, 12% to 2 


Pied Piper salesmen are now out with the 
new spring line. Very few other high grade 


children’s lines can approach it for com- 
pleteness and distinctiveness. Straps, san- wiatthon 
dals, oxfords, cut-outs, inlays, etc.—for - 


infants, children, misses, and growing girls. 
WAUSAU | WISCONSIN 


| 
i 
i 
| 
i 
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Miss Estelle oe, 
»rincipal dancer with Ed. Wynn’s “The Perfect 
Fool” and ous ges rsonal model at the Boston Style 
Show, wearing her favorite sho 


| Te Estelle Futon 


CARRIED IN STOCK 
AS FOLLOWS: 


$10 All Gun Metal..... $4.75 
$20 Patent with Gun Metal trim 4.75 
830 Black Satin, Black Suede trim 4.75 
oe cnn Nubu ck, Sunset Calf t . like illu 

with 12-8¢ red Cuban heel : 488 

Genuine Hand Tr 
& Atto7, Biltgt 3007. 
s 5 per t 10 da 


! COLLINS AND STAPLES 
HAVERHILL, MASS. 
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| poe’ 5 has strength- 
ened its line of in-stock 
shoes by the addition of two 
new numbers. 


Style 29-R, Tony Brown 
Calf Bal, L’Etoile Last. 


Style 30-R, Gun Metal 
Calf Bal, L’Etoile Last. 


These two styles are shown 
in Stock Book 33-R, along 
with all the other in-stock 
models. If your copy hasn’t 
come yet, write and we'll 
send it. 


The Stetson -Shoe Co. 


INCORPORATED 
South Weymouth, 
Mass. 


New York Chicago 
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The Acknowledged Leather 


nen LOTUS CALF is a light shade of brown, acknowledged 
as one eminent in shoe color. The fine qualities characteristic 


of P &V Lotus are at once recognized, and is a leather that will give 
service and satisfaction. 

This new leather shade, when combined with good shoemaking, 
will immediately attract the attention of folk who seek beauty in 


footwear. 


PFISTER & VOGEL LEATHER CO. 


MILWAUKEE WISCONSIN 


Distributors 


& 


| 
| 


a 


Waa 
VASA SUAS 





BOSTON CHICAGO ST. PAUL 

NEW YORK ST. LOUIS NEW ORLEANS 

CINCINNATI PHILADELPHIA SAN FRANCISCO 

PARIS, FRANCE ZURICH, SWITZERLAND FRANKFURT A/M, GERMANY 
NORTHAMPTON, ENG KETTERING, ENG. LEICESTER, ENG. 


LEATHERS 
— e v 


MADE IN MILWAUKEE SOLD ALL OVER THE WORLD 





BOOT AND SHOE RECORDER September 1, 1923 





ARE YOU A VICTIM OF THE FAL 
UP’? EVERY WORD HERE IS OF 


OUR object is to get a profit on frequent turnover of all styles bought, not a 

Y profit on just certain numbers. A profit on select numbers often is turned 
into a loss when a complete turnover of styles ordered is finally obtained. 
Follow us through, please. The complete reading of the modern merchan- 

dising idea expressed here may be the means of making your profits greater this year 
than ever. Style is the big factor in shoe retailing. If you “size up” on good selling num- 
bers the slow selling numbers are left forgotten on the shelf. There they stay until you 
are tired of seeing them and you finally sell them for a price that would not pay the rent 
for the space they occupied. To be sure you have sold certain numbers at a profit—and 
at last you haveeffected a turnoverof all styles bought—but isn’t the profiton the “sizing 
up’ numbers sold, reduced, or lost, by the price you had to take to get rid of the shelf- 


warmers? 


BEWARE OF SHELF WARMERS 


To make our meaning a little more clear let us say that you buy ten numbers in men’s 
shoes at the opening of a season. And when you buy these ten numbers you buy profit 
as well as shoes. You purchase these numbers according to your best judgment from 
the standpoint of “Style” and profit, and it will be granted that the salesman selling 
you has given you the benefit of his best judgment. You purchase the widths and sizes 
that will meet your needs; but the record shows that 50 per cent of this purchase goes 
slowly. You lose interest and don’t push it, not withstanding it represents your capital, 
Five out of every ten numbers are hard to move, and following the old fallacy after 
moving the five quick sellers you continue to “size up” on these and allow the five slow 
selling numbers to stay on the shelf. It may be you push them to the rear of the store. 


TRUST YOUR JUDGMENT 
Now in your judgment the second five slow numbers are not bad styles, they simply 
did not move readily, for apparently profits were easy to take on the good five. So we 
say that when you “sized up” on the one five for the reason that you did not move the 
other five, your profits were sacrificed. 


_ J, W. CARTER] ¢ 


Cs ECIALTY MANUFACTURERS OF 


NASHVILLE 


ILLUSTRATED PRICE FOLDER MAILED ON REQUEST 
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ACY AND DECEPTION OF “SIZING 


Fe 
“A 


PINTEREST TO RETAIL SHOEMEN 


Do not “size up”; that’s the modern idea and the correct idea of good merchandising. 
If you do your profit on pairs is bound to be absorbed in hard numbers left in your store 
through the “size up” evil. The complete turnover of all your styles at a set profit 
possibly will never be realized. The modern merchandising idea is to sell every pair of 
shoes at some profit. Close out every pair, and buy some more. In that way keep your 
stock fresh and clean and always moving. 


KEEP YOUR STOCK MOVING 


Of course, you ask how it can be done. Well, how did you move the good five? It was 
good salesmanship, that’s all. Style, quality and price played a part. Here we can help 
you. Nine men out of ten are today buying shoes and everything else with the thought 
in mind of getting something different. Something more stylish. Men today will not con- 
tinue to buy the same pattern in their shoes any more than they will buy the same 
pattern in their clothes, still they will patronize the same tailor. They will continue to 
buy of you, and buy the same last, but they want it in new patterns. 


SELL CUSTOMERS ON ONE LAST 


Not something different in general respects but different in important detail. So when 
you get Mr. So and So liking a last, keep him running on that last, but give him a dif- 
ferent pattern. 

Through us you can do it. This will assure yourself every advantage of the very latest 
pattern ideas, without obligating you to “size up” on numbers that may have become 
obsolete in the minds of customers. To be sure you can re-order on any pattern you like, 
but the big point in modern merchandising is to move all shoes purchased at a profit. 
Move the slow selling numbers just as soon as they are found out. Do not wait one sin- 
gle day. Merchandise them at some profit, if possible—remembering first loss is the 
least. Let us send our salesman with our new line, now ready. He can explain this new 
merchandising idea further. Positively no obligations will be incurred. Arrange to see 
our line and get further information today. Write us now. 


& COMPANY z 


- MADE everybart 
MEN'S AND BOYS’ DRESS WELT SHOES | SOLID LEATHER 


TENNESSEE 
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Pigskin luggage constitutes the last word in the 
traveling equipment of the gentleman. 


It is the one leather which not only thrives under 
hardest service, but also improves in appearance at 
the same time. 
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Wanted—Light Dainty Shoes: 
and They Must Retain 
Their Graceful Lines 


Fashion demands that shoes must be ever 
lighter—yet they must have permanence of shape 
at the same time. 


The customer will have no patience with loss of 
the graceful lines which charmed her eye, and 
made her buy. 


So HUB PIGSKIN COUNTERS are in greater 
demand than ever before—because while half as 
light, they give the same shape-holding perma- 
nence as sole leather counters. , 











No counter leather combines so many ideal 
factors as HUB PIGSKIN—elasticity, service, 


permanence of shape and lightness. 


A. C. Lawrence Leather Company 
* 210 South Street, Boston, Mass. 


Branches: 


New York Philadelphia Senge : St. Louis 
Rochester incinnati 


No counters are so readily 
conforming as HUB PIG- 
SKIN, because of their nat- 


ural and unusual elasticity. 


And once in place, they 
“stay put,” and hold the lines 
to which they are moulded. 








ame 
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Style No. 378 
ee No. 377 Patent Leather 
atent Leather “JOAN” 
**ELSIE”’ Kaffir Kid Tri 4 
Flexible Sewed “Flexible Sewed 


13-8 Wingfoot Heel. 105 Sennick Heel 


Widths A-D. Price, $4.00 Widths A-D. Price, $4.75 









































7 
HERE is a unique satisfaction enjoyed by every merchant who 
puts Creighton Line Styles on his customers’ feet—he is firmly 
____ assured each style is truly stylish, he is equally sure of getting new 
stock quickly, just when he wants it. And, of course, “Creighton” ,is 


only/fanother way of saying “fine workmanship with the best of 
materials.” 


A. M. CREIGHTON 
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STUDY made of 
A the four styles il- 
lustrated on these 
two pages by the mer- 


chant who conducts a 
“store” and not a “‘store- 





house,” will convince him 
of their eminent desir- 
ability as an addition to : j Style No. 454 


. . ‘ Gray,Buck 
his fastest moving lines. “RITZA” 
j 7 om Goodyear Welt 
We prophesy, reading the y of peed ol 
future from present Widths A-C. Price, $5.25 


orders, that this quartette 




















of charming Fall models 
will not only be among 
the leaders of the Creigh- 
ton Line but will figure 
among thenational head- 
liners in sales volume. 


A. M. CREIGHTON 
LYNN, MASS. 














J 








Style No. 453 
Sunset Russia Calf 
**CAROLINE”’ 


Goodyear Welt 
10-8 Wingfoot Heel 


Widths A-D. Price, $4.35 


od neat Oe 
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To see the range of SCHERER 
colors is a fascinating and con- 
vincing experience. 














Fascinating in the variety,warmth 
and softly glowing sheen of the 
colors. 


eather 







Convincing in their exquisitely 


soft texture and inimitably beau- ’ 
tiful shades produced by “master 
hands.” 


BEAUTY BROWN 









No. 5 






BELGIAN BLUE BRONZE 
No. 21 No. 3# 









MAPLE BROWN HAVANA BROWN 
No, No. 10 





12 





BOOZIE BLUE LIGHT BROWN 
No. 38 No. 8 








JADE GREEN SAHARA 
No. 13 





ROYAL PURPLE CHAMPAGNE 
No, 15 No. 18 













CARDINAL RED TERRA COTTA 
No. 19 No. 2 








CANARY WINE : 
No. 30 No. 6 









CHANTICLER SEA-GULL GREY 
y No, 23 


0. 36 









'VORY MIDNIGHT ety 
‘0, 









‘ OSCAR SCHERER & BRO. Inc. 


ORIGINATORS OF AND LEADERS IN FANCY COLORED K/D 
29 SPRUCE ST., NEW YORK 


FACTORY AT NEWARK, OTK: d- 





, 
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A Word with aWorld of 
Meaning lo Buyers of 
ig amnens Se ree 
S Walk-Croft 


_SMART SHOES FOR WOMEN ARE MADE BY 


BANCROFT WALKERCOMPANY 4 
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BEEBE! 


FIFTY YEARS PRODUCING HONEST LEATHERS 























[CHERE IS 
| ONLY ONE | 





























| | SHEEPSKINS --CHROME SOLE::SPLITS--COTTON FINDINGS | 
1279 SOUTH STREET, BOSTON , MASS. 
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Wiswes Vos Gowngainy, 


presents these new features 
in 


Butter Brown SHOES 


A Genuine Calfskin Girls’ Oxford at $2.85 
A line of Genuine Calfskin Misses’ Welts at $2.85 
A line of Boys’ BUSTER BROWN Shoes at $2.85 


Brown Shoe Company by saving many cents per pair in children’s shoes by large output, and in 
ideal manufacturing conditions in one large factory concentrated on all welt shoes, has made possible these 
values. All these savings are reflected in the price and built into the product and when passed on to the 
consumer builds good will for your store. 


ALL SHOES 


F280—A Genuine Nut 


Brown Calfskin Ox- 
ford; Footshaping 
Last, splendid fitting 
patterns, Girls’ and 
Misses’ Rubber Top 


IN STOCK 
NOW 


F280 


244-7 B,C, D $2.85 


Heel. 814-11 Spring BUSTER BROWN SHOES 1144-2 C,D 2.60 


Heel. continue to be the most wonderful line of chil- 84-11 C,D 2.25 
dren’s shoes in the world—carefully made— 
foot developing— nationally advertised — well 
known — easily sold — real business builders 


Wrwew Vaoe Gowran, 
Standard Since 1878 


Manufacturers also of 


BLUE RIBBON SHOES 
for Workmen, and 


Brownbiit Shoes 


for Men and Women 











Wwsws Vos Gowrgany, 


Also Announces This New Line of Genuine Calfskin 


Buster Brown Misses’ Welts at $2.85 
AN ALL-STAR CAST OF FEATURES 


UPPER STOCK—Genuine calfskins only LINING—Heavy drill, first quality 

SOLES—Oak tanned sole leather, good weight EYELETS—Fast color 

HEELS— 100% leather heels with good quality rubber top lift LASTS—Famous Buster Brown Footshaping last, designed 

COUNTERS —Solid one-piece oak leather, specially adapted for to conform to the lines of the natural growing foot 
children’s shoes PATTERNS—Snug, perfect-fitting, tried and proven by 

VAMPS—All full-toe, not cut off under tip the big retailers of America 


IN STOCK NOW 
Genuine Calfskin 


MISSES’ WELTS 
11%-2 








F163—Full grain Mahogany 
Calfskin, Famous Footshaping 
Last, perfect fitting patterns. 
Rubber Top Heel Girls’ and 
Misses’. Goodyear Welt. 


114-2 C,D $2.85 
214-7°B,C,D 3.50 
84-11 C,D 2.60 


F24 — Full grain Mahogany Calfskin, spring 
heel, 1114-2 and 8'%-11. Pliable Tread In- 
sole, Footshaping 16 Last, Goodyear Welt. 
114-2 C,D $2.85 
84-11 D 2.60 


F161—Black full grain Calfskin, 
Footshaping Last, perfect fit- 
ting patterns. Girls’ and Miss- 
es’ Rubber Top Heel, Good- 
year Welt. 


F162 — Full Grain Mahogany 
Calfskin, Footshaping 16 Last, 
Goodyear Welt. 1114-2 have 
34-inch Rubber Heel, 814-11 
have 34-inch Rubber Heel. 


114-2 D_ $2.85 
84-11 D 2.60 


114-2 C,D $2.85 
24-7 B.C,D 3.50 
85-11 C,D 2.60 





STRONG STUR DY 
Buster BRowN 


BOYS’ SHOES 
Goodyear Welt bottoms, plump 
chrome uppers, oak bend out- 
soles, 100% Leather con- 
struction throughout 





E239—Boy’s “‘Buster Brown”” Mahogany 
Chrome Side Blucher, single sole, 
l-inch rubber heel, Goodyear welt, 
Footshaping 20 last, D width, sizes 
BS ign aes ete oauias $2.85 


E243—Boy’s ‘‘Buster Brown” mahogany 
chrome side bal., perforated, single sole, 
l-inch rubber heel, Goodyear welt, 
Footshaping 21 last, D width, sizes 
ME dccvuseckvduseavenaaem $2.85 





E242—Boy’s “Buster Brown” mahogany Youth’s same, %-inch rubber heel, 
chrome side bal., perforated, single sole, Buster last, D width, sizes 1214-2 


Youths’ same, 77-inch rubber heel, 
igdiade xakeuk eee eee $2.60 


idth, si 1214-2.......... 2.60 l-inch rubber heel, Goodyear welt, 
oa ie Se $ Prep last, D width, sizes 24-6. . $2.85 
Little Gents’ same, 54-inch heel, Buster Youth’s same, %-inch heel, D width, Little Gents’ same, 54-inch heel, D 
last, D width, sizes 8-12 $2.40 yy | ere cacces ae width, sizes 8-12.......... ....$2.40 




















MAIL YOUR ORDERS TO BROWN SHOE COMPANY, ST. LOUIS, FOR IMMEDIATE SHIPMENT 
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The Chinese style motif has sur- 
mounted the Great Wall of Fifth 
Avenue’s preference, and dress is 
yielding to_its influence. We bow 
to it in this charming new model, 
“The Mah Jong’’—made, of course, 
with true Allen, Goller original- 
ity and instantly appealing to the 
interest of every woman who fol- 
lows fashions closely. 

If Kew York says, “It’s the latest style’ —we've got it! 



























ALLEN, GOLLER SHOE CO. 
60 K. Street. South Boston. Mass. 






SiN 
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HY buy felt slippers in Worcester? 


What profit in such a purchase for the 
shoe merchant? 
The profit of buying where felt slippers are made 
in greater volume, by better workmen, and of 
finer materials than in any other place in the 
country. 
Worcester-made Felt Slippers have established a 
firm place in the affections of every shoe buyer, 
for their dependability. 
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OUTING SHOE CO., 


Worcester, Mass. 
Boston Office: 118-128 Lincoln St. 


C. A. Grosvenor Shoe Co. The National 


“poston Office: 139 Lincola Street 
, Felt Slipper 


Frank H. Pfeiffer Co., Inc. 
24 Washington Sq., Worcester, Mass. , ndus t ry 


New England Slipper Co. 
140 Green St., Worcester, Mass. 


“Better Goods Worcester Felt Goods Co. 


47 Hermon Street, Worcester, Mass. 


‘Better Shipments Sales Manager—Martin H. Strauss 
Office 


Boston 
“Better Prices veduesuhnen: aeaweness 


At Lind Shoe & Slipper Co. 
106-108 Gold St., Worcester, Mass. 


* Boston Office: 82 Lincoln St. 
Worcester, Mass. Georee T. Wiley 


National FeltSlipper Co., Inc. 


Factory and Office 
8 Beach Street, Worcester, Mass. 
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The convincing record of Orders 





LOG CABIN 
LIGHT GRAY 
MEDIUM GRAY , : . 
FAWN This record is entirely apart 
WHITE . 
AUTUMN BROWN Whites, Havanas 
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rl Filled is the best evidence 


eh Leadership 





Nidozens of 
elskins sold 
dithis season 








HAVANA BROWN 
GOLDEN BROWN 
BRONZE 


RED 


from our shipments of Blacks, BLUE 
and Golden Browns 


GREEN 


MANY OTHERS 














rs § Boston, Mass. 


UIS § PHILADELPHIA CINCINNATI 
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Prestige 


According to Webster’s Dictionary means “‘weight 
or influence derived from past success.”’ 





Gallun’s Famous 
Norwegian Veals and Calf 


is a brand of leather that has earned the right of prestige 
classification by over twenty-five years of unquestioned 
quality and meritorious service in the shoe industry. This 
popular leather was originated and named by the firm of 
A. F. Gallun & Sons, Milwaukee, over a quarter of a cen- 
tury ago. It has built up an envious influence among shoe 
manufacturers and retailers of better-class footwear. 


A smooth finished leather that is pliable, 
Aztec Calf strong and pleasing to the eye. Offered in the 


Fashionable shades. 


Vikin 3 C alf Available in black and five colors. A smooth 


finished leather of superior merit. 
—@— 


_A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. : 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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TYLISH STO TYLISH STO 
OuT SIZES OuT SIZES 


TRADE MARK TRADE MARK 


76 Styles In Stock 


Glazed Kid Quarter Linings, 
Red-Line-In Toe Linings, 
Diamond Eyelets, 

Goodyear Wingfoot Heels 


B259—Black Glazed Kid Eyelet Oxford, B250—Black Glazed Kid 5 Eyelet Oates, 


Perforated Tip, 14-8 Wingioot Cuban Heel, Perforated Tip, Medium Toe, 13-8 Win “ 


202 Last. Price $4.25 Cuban Heel, §3 Last. Price 
B263—Same as above in Havana ow B251—Same as above in Havana Brows 


Widths A to EEE. Sizes 24% to 11 Widths A to EEE. Sizes 2% to 11 


All Goodyear Welts with 
Reinforced Built-in Steel 
Arch-Supporting Shanks} 


B258— Glazed Kid 5 Eyelet Oxford, B26—Black Glazed Kid 5 Eyelet Oxford, 
Medion Raunded Plain: Toe, 14-8 Winy foot Broad Plain Toe, 11-8 Wingfoot Heel, 265 Last. 
Cuban Heel, 252 Last. Price -25 Price .00 


Widths C to EEE. Sizes 24% to 11 Widths D to EEE. Sizes 2% to 11 


A Catalogue and Price List will be sent upon request 


ROCHESTER, N. Y. 


: ‘ 506 Security Building 
Chicago Office: 139 w. Madison Street 


8 d9 B35c. extra; 9% and 10, 50c. extra; 10% and 11, 75c. extra. There is a packing charge 
re eee v7 of 25c. ag hon on all orders of less than three pairs. 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER Seplember 1, 1923 








5 5 KKK BEB BEEBE IEE EEE IESE SE IE IE IE IESE IEEE LED EIDE TESTE SESE SEE IED, | 


Do you realize that 
Aree Sport ELK 


is the only soft leather that has a 
tight tannage, and holds its shape 
in shoes? 


Try one of our | 2 colors and prove 
our statements. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 
10 Spruce Street, New York 
308 Leather Trades Bldg., St. Louis, Mo. 
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STAPLE FOOTWEAR 
OF PROVEN MERIT i 


A _~F glazed kid yz = 
The merchant who pushes a staple line consistently and tepecially adapted for feet with 
large joints and low insteps. Heel 


points out its practical points to his customers turns it Retgas 136 aches 
quickly and profitably. The shoes, however, must be Widths AA to E 
dependable and backed by a concern of repute. 
DR. A. REED SHOES have speeded up business for many merchants. They are un- 
affected by the seasonal changes of style, and may be always counted on as regular 
sellers. | 

Many good reasons why you, too, should become a DR. A. REED merchant are 
presented in our Stock Catalog. Get your copy today. 


JOHN EBBERTS SHOE CO., Ine. cities “woe Toui 
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Solving One of Your Problems 


When you offer a fine shoe to your customers you 
would prefer that even the rubber heel should be 
different from the heels on shoes that sell for several 
dollars less. 

It is with your problem in view that Seiberling’s 
Rubber Heels are restricted rigidly in sale to the 
shoe of quality and style. 





« SEIBERLING 
= RUBBER HEELS 
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W: CAUGHT THE FLASH IMMEDIATELY. 
HERE ARE TWO OF THE BRIGHT 
LIGHTS THAT HAVE JUST BLOOMED 
INTO PROMINENCE. AND IF YOU ASK 


FOR OUR CATALOG, WE’LL SHOW YOU 
FULLY 100 OTHERS—THEY ARE ALL IN 
STOCK, READY FOR QUICK DELIVERY 
AND QUICK SELLING. 








ADVANCE NOTICE 
IN STOCK 


FOR WOMEN September 25th FOR MEN 


No. 17 (Can a Rad _— Catt. aap 5 
117 (Cambri ) Last; rimpe Corded 
veogy Be ry aT \ ame Vem — ‘ets; 1-2 Double Sole; Rub- 
Year Rubber-Heels; A, B, C, D; 3 ae "B, C.D: 6 to 10. 


No. 856—Black “Brassie” Calf Br am 10 ils as above. 
Exact same details as above (Brass Eyelets No, 468—Patant Colt... .....--2:-+22: 


$5.00 
and Orange Stitched). Details as above—With Short Box Toe and 
Blind Eyelets. 


Diamond HhozC- 


196 Church Street, New York Two Factories: Brockton, Mass. 
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Style 138 . Style 277 


€ > wh Strap Cov. Spanish 297—P —_= Strap, > ee eae ie 277—Black Satin Strap, Black Geode 


pee Silver Gray Kid Strap, Leather oe Black Satin, Black” 
Soenish Hest, C-D 3.58 Suede Lattice Trim, Cov. Cuban 
Wa “Heo CD sane, Kentiee a oe Heel, B-D --+- 25 595-Same style, Black Suede Strap, 
140—All Patent Leather Strap, Leather Cov. Cuban Heel, B-D “4 5.00 
a ish Heel, Rubber Li  C-D... 335 
Patent Leather, G iray Buck or 
a Buck, Trimmed, Leather 
Spanish Heel, C-D 


Our New Price List of Novelty Shoes In Stock Now Ready 
THE BOARDMAN SHOE COMPANY 


564 ATLANTIC AVENUE BOSTON, MASS. 





Sommer’s New Adjustable Shoe Laces: 
Shoe Tree | | “OLD RELIABLE” Brands 


A TREE 
WITH A 
NAME 
BACK OF IT 


Adjusts Instantly for 
Length and Width 


ONLY FOUR 
SIZES TO 
CARRY 

TO FIT 

ALL 

SHOES 


Expanding Foot Takes Care of the 
Wrinkles and Run Over 

VENTILATES AND RESHAPES “RADCLIFFE” Narrow, Flat, Tub, Mercerized 
Ask bbe te U ““YALE,”’ Round, Mercerized 
sk your Jobber or write Us “DUDLEY” and “C,” 4 


J. L. SOMMER MFG. CO. | | peanx W. WHITCHER Co. 


93 Chestnut St. -- NEWARK, N, J. Boston, Mass. Chicago, III. 
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A Feature That Is Selling Shoes 


The return of lacing hooks is the 
revival of a popular feature on 
footwear for men. 


With the new demand for both 
style and practical convenience in 
shoes the lacing hook becomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales. 





Sell shoes that combine the 
features which men demand-- 
comfort, convenience, fit-- 
shoes with lacing hooks! 
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What would you 


Everybody’s writing 


Rules of 
the Contest 


1—Letters must be written 
in the English language, 
and on only one side of 
the paper. 

2—The competitor's name 
and address must be writ- 
ten at the top of the first 
page of the letter. 

3—The letter must be mailed 
in a sealed, stamped envel- 
ope. No post cards will 
be considered. 

4—There shall be no limits 
to the length a letter may 
be; and any competitor 
may send in as many let- 
ters as desired. 

5—This Contest shall be 
freely open to anyone, 
anywhere. 

6—The first prize will be 
awarded to the contestant 
whose letter on the sub- 
ject, “Nothing Takes the 
Place of Leather,” is the 
best in the opinion of 
the judges. 

7—Thé Contest opens offi- 
cially June 30, 1923, and 
closes October 31, 1923. 


8—In case of tie, both or 








NN of the prize tied for. 











all tying contestants will 
receive the full amount 





about leather! 


Poa everywhere—big and little—rich and poor—young and 
old—are thinking, talking and writing letters about leather. 


They are coming to know what you have known for years—that 
“nothing takes the place of leather” in shoes for soles and heels— 
nothing can give such comfort and walking ease; nothing can be as 
healthy; and nothing can keep shoes as good-looking and as style- 
fresh, as honest leather. 


Have you written your letter about leather yet? There’s nothing 
to keep you from winning that first prize. Think what you could do 
with $2000 in hard cash! There are 117 other cash prizes—varying 
from the second prize of $500 to eighty consolation prizes of $10 each. 
The fact that your business is largely concerned with leather does not 
disqualify you. In your own experience there are a host of interesting 
incidents, a score of valuable obsefvations that you have made. ~ Put 
them down om paper—send them in the form of a letter that may win 
you one of the 118 cash prizes. Somewhere, someone who dea's in sole 
leather is going to win a rich reward—why not you? 


Of course, all the talk by people who are thinking about leather, 
and writing letters about leather, can have but one result: When 
you sell a customer real leather soles and heels he knows what he is 
getting. He knows there is nothing that can take its place. 


This broad, truthful publicity is making retailers and clerks every- 
where better salesmen of leather soles and heels and the all-leather shoe. 


Get that letter of yours in now. Write more than one if you like. 
Just obey the simple rules on this page. What could be easier—and 
what could be better than that reward? Send your letter to 


Contest Judges 
AMERICAN SOLE and BELTING LEATHER 
TANNERS 
17 Battery Place, New York City 


Representing a group of independent, kers of leather, gt buy their 
raw materials in open market against the bddins of all the world; who do business 
unaided by any subsidy, and with no advantage + ~ any tariff: par haza: ds 
are abnormally great, ut whose margin of profit is ormally 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





Seplember 1, 1923 


do with $2000: 
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Five Thousand Dollars in Cash Prizes 


Write that Prize-winning Letter NOW! 





Rules of the Contest 


1—Letters must be written in the Eng- 
lish language, and on only one side 
of the paper. 

2—The competitor’s name and address 
must be written at the top of the 
first page of the letter. 

3—The letter must be mailed in a 
sealed, stamped envelope. No post 
cards will be considered. 

4—There shall be no limits to the 
length a letter may be; and any 
competitor may send in as many 
letters as desired. 

5—This Contest shall be freely open to 
anyone, anywhere. 

6—The first prize will be awarded to 
the contestant whose letter on the 
subject, “Nothing Takes the Place 
of Leather,” is the best in the opin- 


ion of the judges. 


1923, and closes October 31, 


of the prize tied for. 





7—The Contest opens officially June 4 


8—In case of tie, both or all tying con- 
testants will receive the full amount 








for Letters about Leather, 
but your letter must be written by October 31, 1923 


LL letters must be written not later 
than October 31. Sit down and write 
your letter now. 

What could be simpler—or more profit- 
able—than writing a Letter about Leather. 
Start with what you have found out about 
good leather in your every-day life. 

Comfort! How easy your feet feel with 
sturdy, damp-proof, slip-proof leather 
soles and heels to trudge solidly upon! 

Economy, if you have a practical mind. 
Think what wear you get out of shoes 
soled and heeled with tough, resistant 
leather. It’s easy to repair as no other 
substance is. Then think how little a ~~ 
of the price of such shoes even the 
sole leather represents ! 

Does fashion in footwear appeal most 
to you? Consider how the lightest leather 
sole holds the upper in shape, provides the 
foundation which, alone, keeps handsome 
shoes good-looking and style-fresh. 


The healthful qualities inherent in sole 
leather would e an ideal theme for a 
prize-winning Letter about Leather. Your 
feet breathe through leather soles. Leather 
is porous. It allows the excess heat to 
escape. That is not the case with other 
materials, often used for soles. 


Durability under trying conditions? 
Postmen, policemen, soldiers and all the 
workers of all the world know “nothing 
takes the place of leather” for honest, 
downright endurance. Its millions of 
tough, springy fibres defy the grind as 
nothing else will do. 


What is true of leather soles and heels 
is just as true, and more spectacular, of 
leather belting. Through thousands of 
hours, leather belts speed on in factories 
and shops. Men who work at many a trade 
know this value of leather. Some of these 
men are writing Letters about Leather 
that will be richly rewarded, Why not you? 


JUDGES 


MARTHA E. DODSON, Associate EB 


‘ditor, The Ladies’ Home Journal 


PRESIDENT FREDERICK C. HICKS of the University of Cincinnati 
PRESIDENT FRASER M. MOFFAT of the Tanners’ Council 


Address your letter to Contest Judges 


AMERICAN SOLE and BELTING LEATHER TANNERS 
17 Battery Place, New York City 





Representing a group of 
market against the 
advantage ¢. 
abnormally 


bidding of all the world; whe do business : 
h any tariff; whose hazards are abnormally great, but whose margin of profit is 


independent, peting makers of leather, who buy their raw material in open 


unaided by any subsidy, and with no 
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This is a reproduction of one of the interesting prize ts that 
will tell more than 25 million people, each month, about leather—and start 


them thinking about it. The Tanners are going to keep driving home these 
facts about leather—long i 


after the contest is over. 


This makes your job 


easier, for it helps keep your customers enthusiastic over leather. 
- with this campaign and let’s make this next year an ALL-LEATHER YEAR. 


» 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 











50 BOOT AND SHOE RECORDER Seplember 1, 1923 Se 


HARVEST MORE |} 





3 ~ 
—CHICAGO 


——s 
=— 


on good shoes at prices that are 
attractive to most men in your and 
trading district. 










If these prices are $8 and $7, be 7? 
sure to see the Goding line be- my 
fore stocking up. _ 
stra 
Godings are good—as good as valu 


C 





No. 630 No. 650 
P. & V. Light Tan’ Meofa Calf Full Vamp Oxford, Gallun's No. 3 Norwegian. Lace Oxford, brown 
Frat last, semi-soft toe, full bleached calf aie. pommene keer u : . ont oats tog, nent obicid ti. 
six rows stitchin: tip, 14 ed le, rubber u ea zg, 
a ows 5 iz on tip, ge $5.30 Wingfoot rubber heel...................... $5.50 





4 DTD OTO)DIINKG 


833-855 W. CHICAGO 
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BONDE BUSINESS 


can be made to retail for $8 
and $7. 


The Goding factory specializes 
on the production of super-val- 
ues for these prices rather than 
straddle a wider range with 
values less pronounced. 





No. 652 No. 617 
Gallun’s No. 4 Norwegian Calf Lace Oxford, with P. & V. Black Boarded Calf Lace Oxford, 16 ed, 
No. 3 Norw inlay ked up. vamp and out- —— indie os sole, tan Dryfoot welt, tan bead. 


side facing, t last, bleached calf quarter 
14 iron edge, Wingfoct rubber heel $5.46 Oe caeelbnall’shkel eyelets 


SHOE COMPANY 


AVE. CHICAGO 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution— 
needs capable salesmen; young men between the ages of 25 
and 35 years who have had thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, now 
operates 37] retail stores in 29 states. We sell dry goods, shoes, 
notions, clothing and furnishings for men, women and children. 
We do a strictly cash business. Our sales in 1922 were $49,- 
035,729. We opened 115 stores in 1920, 9 stores in 1922, and 
will open 104 stores this Summer and Fall, making a total of 
475 stores in 33 states in operation this year. 


By industry, study and determination your progress will 
be rapid in our organization. Under our experienced managers 
you are trained to become a manager. When you have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest suc- 
cesses come from the ranks of average men. What we need 
are young, healthy and capable salesmen who have had 
thorough experience in a small or medium-size department 
store, or are experienced in general store work in special lines. 
The investment of. money is not necessary for your success 
with us. The financial backing of our company is ample. 
Briefly, this is our proposition—tested and proven over a 
period of 21 years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability you 
learn the greater possibilities of co-operative effort. 
Your progress depends upon your ability and effort. 

As our new stores are opened, managers are selected 
from our sales force. 


When you make a success of the management, 
you are sold a one-third interest in a new store and 
become its manager. You may afterward acquire a 
partnership in other stores which are the outgrowth 
of the one in which you first received a financial in- 
terest. If you do not possess the capital to purchase a 
one-third interest in a new store, the money is loaned 
you by the J. C. Penney Company, and you repay it 
from subsequent profits of the store. 


Write today for our booklet, “Your Opportunity,” which 
fully explains our plan. Give your age and number of 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to 


J. C. PENNEY COMPANY, Inc. 


Wm. M. Bushnell, Manager of Employment, 
Star Building, St. Louis, Mo. 
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No. 931. Red Boarded Calf 


No. 98. Blucher Oxford, Drake Last, Creased 
Vamp, Gun Metal Piping Vamp and Top. 


ii The service and appearance of 
i i WEBER Union Made SHOES 

are bound to bring the customers 
fi back for their future footwear 
Wl) needs. Weber valueis traditional. 


TO RETAIL AT 
$5.00—$8.00 
New York Office, H. Harris 


1328 Broadway 
Marbridége Building 
I. F. Staps, 735 Boston Block, Minnea- 
polis, Minn. 


C. E. Quigley, Maryland Hotel 
St. Louis, Mo. 
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‘‘Creese and Cook’s line of Calf- 


skins is the most dependable 


we have used for along time.”’ 


A veteran New England manufacturer of 
shoes made this statement. 


He ought to know what constitutes de- 


pendable shoe leather as he is today one 
of the largest users of our TONY RED, 


BROWN and TAN. 








We therefore consider his estimate of our. 
leather as one of the most valuable and 
valued statements of the kind we have 
ever received. 





CREESE & COOK COMPANY 


‘ _SALESROOMS G7 FASS TANNERIES 
95 SOUTH ST., BOSTON LRG ND CNY, DANVERSPORT, MASS. 


P. A. HENRY & CO. | vy, . SAMUEL WOLFENSTEIN 
706 Breadway, Cincinnati, O. ACY, 39 SPRUCE STREET 
Leather Trades Bidg., St. Louis, Mo. NEW YORK CITY 


TONY CALF —= CRESCO CALF 


Reg. U. S. Pat. Off. 


The Only Waterproof 
RED TAN Leather That Takes 


BROWN BLACK and_Retains a Polish 
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J. NELSON MANNING, President 
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eee eee 


New Sales Offices and 


Goaepen—) 


In order that we 
may better serve 
our customers, we 
have moved our 
stock department 
and sales offices to 
118-128 Lincoln 
Street. 


Send for new cata- 


logue of stock styles. 


“Evelyn,” Black Satin, Black Guede Trimmed, 


Turn, Spanish Jr. Heel, Aw D 


Stock Department 


a8 

an | | 

cen | | 
T 6a 


‘i 


ld 


‘a. 88 im 
“G- @f 


EVELYN 


“Eve yy Satin, One Strap, Turn, co 
Jr. Meola to D $3.00 


. . Price, $4. 25 
Pg " same except Brocaded Satin, Full 
Heel Price, $3.40 


Sold only in 36-pair cases to a width 


Qsaese5—) 


This location is in 
the very heart of 
the world’s shoe 
center. We will be 
pleased to show 
you the many new 
and _ attractive 
styles we manu- 
facture. You will 
find it convenient 
and profitable to 
call. 


Send for new cata- 
logue of stock styles. 


> ees — 


~byeow Cross Strap, Turn, 
AtwoD Price, $5.75 


OUTING SHOE COMPANY 


ROGER MANNING, Vice-President 
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Same Quality and Better Service 


MILDRED 


“Violet,” Embossed Silver oe. One Strap, “Mildred,” Log Cabin Suede, One Strap, Span- “Clara,” Black Satin, Black Suede Trimmed, 
Imitation Turn, Spanish Jr. Heel, B to D, ish Jr. Heel, Imitation Turn, B to Turn, A to D, Regular | Sizes, a, Spanish Jr. 
Price, $3.75 Price, B as 5 5 ice, $4.00 
=_ ti same as “Violet,” except 128 8 Mili- “Marion,” same with 12-8 Militar 
Price, $3.75 
“Bertha,” same as “Violet,” except 1-2 Junior 
Price, $3.75 


MABEL 


“Helen,” Black Satin, Black Suede Trimmed, “Susan,” Black Satin, One Strap, Black Suede “Mabel,” Black Satin, One Strap, Black Suede 
Grecian, eee Turn, 12-8 | Heel, Trimmed a Turn, Spanish Jr. Heel, Trimmed, Spanish Jr. Heel, Imitation Turn, 
B to D.. Price, $2.75 to D, Regul Price, $2.60 B to D Price, $2.40 

“Maud,” same except 12-8 Military Heel. 


| 
| 
| 
’ 
| 
’ 
| 
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elaine,” Black Satin, One Strap, Beaded “ Black Satin, One Strap, Imitati “Eleanor,” White xe. One Strap, Turn, Full 
oa i to 'D, Teer Dell Lined . _ i Louis Heel, A to $4.25 


Vamp, Turn, Spanish Jr. "Heel, A , Spanish Jr. H *C to D, 
Price, $3.82 Price, $2.00 *” same aes Cabaretta and 1-2 Jr. 
_— Louis oui Hee ming he be 


Manufacturers of “Unico” Felt Slippers, “Meadow Brook” White 
Shoes and Satin Slippers. Both NATIONALLY ADVERTISED 


118-128 Lincoln Street, Boston, Mass. 


EDWARD A. MANNING, Treasurer FACTORIES AT WORCESTER, MASS. 
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IMPERIAL CABRE TTAS 7 


Cabrettas of Character «€ 
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ef COLORS ie 
Zi Choice Raw Stock FIELD MOUSE N 
LOG CABIN y 
< SILVER GRAY _\i7 
Sir Careful Manufacture PEARL GRAY Al 
RED 
a Standard Selection BLUE il 
=| GREEN al 
- f HAVANA BROWN 4 
Ce PRICES NO HIGHER THAN FOR wa as .s 
ity INFERIOR LEATHER. We can also match i 
y eny color at short 
notice. 








it) 


2, KALLMAN-NEWCOMB COMPANY 


63-65 SOUTH ST. SINCINNAT! BOSTON, MASS. 
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You Can Fit the Hard-To-Fit with 














Style -Tull 
Demis 






634— Patent 





a € — Leather Cross 
bination Last Strap Combina- 

1 tion Last.$4.75 
Sizes oe . Sizes 33 to 
10 C-EEE 10 C-E 


She’s looking for pretty shoes. You’ve got them, but can’t fit her. Just because her feet are a bit 
“different” are you going to lose a sale—and a customer? STYLE-FULL DEMI-SIZES are 
built on combination lasts—featuring an undersize heel-seat and an oversize forepart—built to 
help you sell just this sort of woman—who likes a touch of style, and wants shoes that FIT. 


They’re partners of the famous STYLE-FULL OVER-SIZES for the fat ankle woman. 


Samples gladly sent, if you request them. In-Stock of course— 


ANDERSON-OWENS SHOE CO. 


Factory, 373 Washington St., Lynn, Mass. Boston Office, 186 Lincoln St. 
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OODYEAR Wingfoot Heels 

wear longer. They keep their 
resilience to the last step. They 
have style and they fit. 


There is no substitute for Goodyear 
Wingfoot Heels, because there is 
no substitute for highest quality. 
No wonder more people walk on 


Goodyear Rubber Heels than on 
any other kind. 


Goodyear Means Good Wear 


VENGEFOOT 
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DARK BROWN 
NUBUCK STRAP 
PUMPS 


In Stock-- Ready for Immediate Shipment 








No. B 402—$5.50 SIZES AND WIDTHS 


Dark Brown Nubuck Strap Pump, Brown Calf Trimmed, 
247 Last, 14/8 Wood Cuban Heel. Welt e Terms: Net 30 Days 


C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, 127 DUANE STREET 











CONCENTRATION 


This is an age of specialization. To do one thing well— perhaps a shade 
better than the many, requires full attention to that one thing alone 


3 W’s Lenox Shoes 
For Growing Girls, Misses and Children 


has a nation-wide reputation for excellence. To improve this—and to give absolute 100% service 
to our customers—we have discontinued the marketing of any outside lines and will in future con- 
centrate on our own 3 W’s Lenox line alone. 





Our factory facilities are adequate. 
Our new warehouse and sales office is arranged with this one end in view. 
The 3 W’s Lenox Shoes, always carried in stock, will more than ever be available for 


our customeérs. 


WEIMER, WRIGHT & WATKIN CO. 


39 So. Second Street - ~ 
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‘Nothing inthe shoe 
but the Foot” 
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" AZ| “In-Built” Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup- 
ports are scientifically correct. From 
the viewpoint of your customers, they 
are unusually desirable because they 
correct fallen arches in a pleasant, natu- 
ral way. 


The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 














Show your customers shoes with 
Crawford Arch Supporting 


Shanks. They'll buy! 














ind this trade 
mark. It is 


United Shoe Machinery Corporation 
Boston, Mass. 
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Investigating a Government sale of 
| surplus property is just as easy as 


any buying investigation 


“Red Tape!” “Surplus Property Sales conducted by government!” “Surplus Property Sales full 
of Red Tape!”"—are conclusions drawn by some business man. 


The facts are War Department Sales are so simply operated that any business man who does not at 
least investigate may overlook many worthwhile opportunities. 


Sales are conducted at conveniently located points. They are advertised well in advance. There is 
full opportunity for investigation. Merchandise is carefully listed. Only a small deposit is required. 


To investigate just what may suit your needs is just as easy as making any market trip—in fact, 
easier, for it means concentration of buying effort in one spot. 


The range of materials offered is great: Average prices as set by buyers are so uniformly low and 
sales are conducted with so much dispatch, that the investigator can use his time profitably. 


Your Government is doing a good job for you as a man in business and as a tax payer. Don’t be 
deterred by imaginary red tape. Surplus Property Sales are conducted on a business basis. 


Investigate, and through investigation participate in a gigantic enterprise out of which you can profit 
directly, just as you profit as a taxpayer indirectly. 


The Way to Investigate 





Watch your Commercial Business Publication and 
the Metropolitan Dailies for announcements of specific 
auction or sealed bid sales. 


Final commodity sales will begin in 
September and continue until liquida- 
tion of stocks is completed at the Quar- 
termaster Depots in Brooklyn, . 


Send for the Catalog mentioned in the announcement. 


Check off the items that interest you. 
quantities of Engineer 


Property, 
“ : , Warfare and Medical and Hospi 
Send a representative to the sale to inspect the ma- Supplies. - 


terials—in advance, if possible. 


To ensure you more leeway, send your name and ad- 
dress at once to Major J. L. Frink, Chief, Sales Pro- 
motion Section, Room 2515, Munitions Building, 
Washington, D.C. Advise him the character of ma- 
terials you are interested in, and catalogs containing 


such materials wil! be forwarded you as rapidly as - 


sales are scheduled. 





Important sales of Real Estate, Buiid- 
ings, Plants and Warehouses will be 
held at Camp Devens, Ayer, Mass.; 
Ordnance Reserve Depot, Amatol, N. J.; 
Ordnance Reserve Depot, Toledo, O.; 
Camp Knox, Louisville, Ky., and 

Lewis, American Lake, Wash. Definite 
dates will be announced later. 


Look for the Eagle before you shop. 
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Foot Comfort 


Guaranteed 


to Your Trade, at 


50% or*J2° « foot 


DEP-STEP 
METATARSAL PAD 


Retail 50% a foot 
. ext TTR 


Showing Corrective Wedge PEP-STEP aiaae 
Retail 50* a foot 


Pep-sTEP COMBINED 
Retail $1°2° a foot 









“Foot Comfort at 50c or $1.00 per foot’”’ without 
the use of arch supports. 

Live dealers will find a large increase in their shoe 
business by featuring an ad like that. 

Your own and your competitors’ customers will 
appreciate such a service. 

It will bring foot sufferers to your store. You can’t 
sell shoes on the street. 

Pep-Steps give you a nice profit with practically 
no selling cost. 


They are—almost—air-light—no metal. They fit any shoe, 
oxford, pump, or sandal and while relieving or correcting foot 
ailments. They keep shoes shapely, good looking and com- 














fortable. 
Pep-Steps are worn and praised by thousands of former suf- 
ferers of weak or flat feet: by thousands who have had cal- 





louses —corns—bunions, tired, aching limbs. etc. 


A_thirty-day money back guarantee with each pair. Could any 
offer be fairer? 


Orthopedic Authorities endorse our method. 


A trial order of 44 doz. each style, men’s and women’s best 
selling sizes will be sent on request. 


Pep-Step combination costs $1.25 per pair, Retail $2.06. 
Pep-Step metatarsal pad, $.60 per pair. Retail, $1.00, 
Pep-Step heel pad, $.60 per pair, Retail, $1.00. 


<fersreB> PEP-STEP 


318 W. Division St., Chicago, Ill. 


Pep-Step. 318 W. Division Street, Chicago, Il. 
Please send Trial Order to 
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“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 

















DO YOU KNOW? 


Cinderella Suede Sticks are 

made in over 40 shades— 

ground of solid colors, they 
_ will thoroughly clean and re- 

color nappy leathers. This 
package contains handy buffer and Suede 
brush that;make it easy to use. 


THEN 


Note that Cinderella Silver Slipper Cleaner is 
pleasing more people each year of its leadership 
because it does what it claims to do—thoroughly 
clean and replate tarnished and worn silver 
cloth slippers. 

Why not use these Cinderella 
Good Will Builders to increase 
your customers’ satisfaction? 











Produced by 


EVERETT & BARRON CO. 
Providence, R, I. 


Makers of highest quality 
footwear finishes 
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Repco Makes Shoes Look New 


| tanc is a liquid enamel 
which restores that much 
desired newness to sole edges 
and to heels. 

Your customers prefer Repco to 
any other brand of enamel be- 


cause Repco is easily en 
without danger of soiling hands 
or clothes. 


Repco contains no varnish, shel- 


lac or other gummy substance— 
but materials that protect the 
leather and prolong its life. And, 
best of all, Repco clings firml 
and evenly to the surface. ( 
does not rub off. 


Repco is made in every stylish 
color—white, ivory, light gray, 
dark gray, champagne and Ha- 
vana biberk. 


For Sale by Shoe Finding Jobbers 
UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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IN STOCK—delivery at once 





MR. MERCHANT :—This shoe is closely priced. You can sell it at a good 
profit and be sure your customers will be well fitted. 


Black Satin Trimmed with Black Ooze Calf. Medium Round Toe, 14-8 Spanish LXV Heel, A 4-7, B 3-7, C 38 
Write Today for Further Details 


HARDING SHOE CO., Inc. 


TURN NOVELTY CREATORS 
HAVERHILL : : : MASSACHUSETTS 
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Popular Colors for Fall Shoes 


Leathers of velvet texture that will appeal to your better trade. ‘When you detail your 
next order be sure and specify “BROWN’S.” In our regular line of calf leathers these 
“Sunpru” Shades retain their popularity. 


‘“‘ATTA” Brown 61 No. 14 (Medium Brown) 
‘““ATTA” Red 71 - No. 21 (Dark Brown) 
“ATTA” Tan 101 No. 31 (Light Tan) 


Seneca Dull Calf 
Samples ori Request 


C D.BROWN & CO. INC. | 


EXECUTIVE OFFICE AND 


ROCHESTER, <n 


a 


BOSTON STORE, 50 SOUTH 3ST. 
CHICAGO OFFICE, 130 NORTH WELLS ST. 
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VuLCO-UNIT BOX TOES FOR STYLISH SHOES 
Clean cut, well formed, stylish.toes are assured when shoes 
are made up with Vulco-Unit Box Toes 
THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


By vit tt Tare 3 Ce > 


argest Man Ufacturers of Box Toes in the World 
111 SUMMER STREET. BOSTON. 








LTT ae. 





Chicago GW. KIBBY & CO. (GT AR) GEO.ASPRINGMEIER CO. Cincinnati 
OSCAR E WRIGHT CO. a MB) St Louis 
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SALESMEN 
WANTED 


A Live Opportunity for Live Men 


Next to foodstuffs, the commodity most neces- 
sary to our well being is shoes. You can wear 
that old hat long after its pristine loveliness has 
departed and a coat of uncertain vintage may 
be made to serve, but when cold, rainy weather 
comes, sound shoes are essential alike to health 
and comfort. 


A man’s feet play a very large part in his life. 
If he expects to be healthy and happy, he must 
be well-shod—and his shoes must FIT. There 
is much neglect in this matter of proper fit of 
shoes. How many pairs have you worn that 
really fitted your feet? We have our clothes 
made-to-order; some of us wear only special 
made shirts and underwear; but when it comes 
to buying shoes, most important of all our 
dress—*‘Oh, well, I wear size 8 width C or D 
or something!” So, we get a pair of shoes too 
long, or too short, too wide or too narrow, and 
go trudging through life in bad temper without 
knowing why. 


The Tailor-Made Shoe System is changing all 
that. This company is BULLDING SHOES TO 
MEASURE. Our customer gets shoes that fit. 
We measure his feet for shoes as accurately 
as the optician measures his eyes for glasses. 
a fit is ABSOLUTELY GUARAN- 


Now! Are you interested in becoming one of 
our salesmen? If so, write for our selling plan. 


We are building a force of one hundred salesmen and we 
offer them the greatest opportunity to make money, 
good money, honest money, that any like number of 
menin America will have this year of grace 1923. All you 
need is intelligence, energy and a few hours each day 
to present this proposition to the men of your section. 
Will they buy Tailor-Made Shoes, better in quality 
than hand-me-downs, and cheaper in price besides 
fitting like a ladies’ glove? Well, rather! 


Young men who have had some experience in retailing 
shoes will have all the knowledge necessary to make 
$15 or $20 per day with our plan. Any salesmen with 
successful selling experience can be taught the details 
of the plan ia a few hours. 


Apply at once, giving age, experience and character 
erences. 


Tailor-Made-Shoe 
System 
1627 LOCUST ST., ST.LOUIS, MO. 














Notel 


Shevidan-Plaza 


CHICAGO 


Sheridan Road at Wilson Avenue 
Uptown Chicago’s Most Favored Hotel 


For your greater comfort, on your next visit to 
Chicago, come to Hotel Sheridan-Plaza on the 
famed North Shore. Convenient to bathing 
beaches, golf links, parks and bridle paths. In 
the center of a rich retail district where are 
some’ of the finest boot and shoe shops in 
Chicago. , 


Whether on business or pleasure, for a week, 
month or year, not elsewhere can you find 
location or accommodations better suited to 
your comfort and enjoyment. 


Five hundred rooms, each with private bath. 
Music and dancing evenings. In this hotel is 
one of Chicago's leading restaurants and the 
far-famed Narcissus Grill (cafeteria), patron- 
ized by thousands daily. 


Eighteen minutes from downtown; elevated 
express trains; surface cars; motor busses to and 
from downtown, through Lincoln Park, stop at 
the door. Exceptional garage accommodations. 


European plan. Excellent 
rooms with private bath, $3 a 
day and up. Reservations are 
advisable. 
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TRADE MARK REGI®TERED 


THE FINEST WELTS MADK 
PARAMOUNT IN STYLE-SUPERIOR IN SERVICE 


ANOTHER. DECIDED WATSON SUCCESS. 
MADE in 
ALL PATENT ALL SUEDE OR SUEDE 
WITH CALF OR KID TRIMMINGS TO MATCH 


TO RETAIL AT TEN DOLLARS. 


WELT CONSTRUCTION ~~TURN APPEARANCH 
MADE POSSIBLE ONLY BY 
EFFORTS CONCENTRATED ON ONE PERFECTED IDEAL 


MADE ONLY BY WATSON—ONLY WATSON COULD 


Watson Shoe Company 


LYNN-MASSACHUSETTS 
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SHOE 


The Essence of New Styles 


Interpreted by Bates 


HE advent of the new season’s styles emphasizes the strength of 

Bates designing and the Bates general *style-policy. For many sea- 

sons we have built and sold Men’s shoes embodying sound origin- 
ality. Bates fashions for men have, by their strength and attractiveness, 
registered notably in all the style centers of the country. 


The Bates conception of combining courageous style-development 
with the best quality of materials and workmanship salable at reason- 
able prices has received vigorous recognition throughout the trade. 


% 


In a coming season of attractive adaptations of the Brogue shape’ 
the modified French foreparts, new color effects and well-balanced pat- 
terns and stitchings, the real value of the Bates point of view on style 
becomes increasingly evident. 


We build Bates Shoes so that they will sell to the consumer and 
give him satisfaction. Doing this has inevitably attracted the favorable 
consideration of Bates dealers and notably increased our business with 
them. 


We invite attention to one of our new models—Style 2125 on our Plain- 
O Last— illustrated here. It is a custom oxford of remarkable make up. 


The style shown is made up of Bates plump Tan Moorland Calf. 
It is an ideal winter oxford, for both comfort and service. Note the gusset 
tongue, full-stitched to theftop.¥It excludes snow and water, and con- 
tributes materially to the enjoyable service the shoe gives. 
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Brand New Oxford 
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Six Weeks Delivery << 


Not Carried In Stock i Si} 





Note also its heavy, square storm welting and heavy sole stitching 
clear around the solid leather heel. The shoe is calf lined throughout, 
or is furnished with calf quarter lining and heavy twill vamp lining. 


TK 


WY B) WES INET 


It is stitched with black thread—a small harness stitch—on each 
side of the vamp row. 


As alternative specifications we build this shoe of imported Scotch 
Moor Calf, Black or Tan, and we can fit it without the gusset tongue and 
with a closer trim outer sole—or with full double sole. 


-_ 


The new line of Bates Shoes is replete with 
other strongly-salable models. Illustrated 


literature and full information sent on request. 


A. J. BATES COMPANY 


WEBSTER : : : MASSACHUSETTS 
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BEACON 
SHOES 


September 1, 1923 


Announcing our Early Autumn Styles o 


Men’s, Women’s and Boys’ Shoes In Stock 





Some of our Leaders MEN’S OXFORDS 


Men’s Goodyear Welts 

Price 
Chestnut Eskimo Oxford, two 
leather soles. Brute last $4.15 
Black Eskimo Oxford, two leather 
soles. Brute last............... 4.15 
Patent Leather Oxford. Snap last 3.85 
Chestnut Norwegian Oxford, La- 
tex sole and heel. Brute last.... 4.85 
Morocco Russia Bal. Brute last 3.60 
Gun Metal Bal. Vim last 60 





Women’s Goodyear Welts . ! | 
No. R S , in Black 
Black Ooze Calf, three strap, 14-8 je. B99 Some, & Siac Nerwcgean 


No. R98 Chestnut Norwegian Calf Oxford, 


PRICE 


$4.60 


In Stock 
B-C &D 


Brute Last 





Cuban heel. Bema last......... $4.65 WOMEN’S STRAPS 
Brown Knicker, one strap, 12-8 

Cuban heel. Rhoda last 

Gun Metal Calf Cubist Oxford, 

9-8 military hee. Knicker last... 3.60 

Log Cabin Buck, two strap, 14-8 

Cuban heel. Zenda last. 

Nutmeg Nubuck, one strap, 12-8 

Cuban heel. Rhoda last........ 4.35 


Boys’ Goodyear Welts 
R1755 Brown Knicker Bal. Brute last. .$3.35 


R1764 Ruby Red Bal. Imp last........ 3-35 No.R7051 Log Cabin 
MORE THAN FIFTY OTHER STYLES— een fre Sizer: 


WRITE FOR BOOKLET 14-8 Cuban heel 


F. M. HOYT SHOE. COMPANY 


MANCHESTER NEW HAMPSHIRE 
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PRICE 
$4.50 


In Stock 
A-B-C-—D 
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EATORS OF BROOKLYN” 


“STYLE C 


“HELENE” 


Brown Satin with 
Brown Suede Trimming. 
Modified Toe. 16-8 
Spanish Heel. Also avail- 
able in aay other desir- 
able combination. 


“LA VIDA” “ROSITA” 


Black Suede with Pat- Patent Leather with 
ent Leather Trimming. Mat Kid Trimming. 
Seog Last. 16-8 Span- French Last. 18-8 Span- 
ish ish Heel. Also available 
in any other desirable in any other desirable 
combination. combination. 


eel. Also available 








Introducing to the trade through the pages of this publi- 
cation an exclusive line of high-grade ladies’ turns. Elbee 
Shoe Manufacturers Co., one of Brooklyn’s most up-to- 
date and thoroughly equipped factories, illustrate above 
a few of their newest fall creations. 


Many successful shoe merchants highly endorse this line 
and are finding it a profitable one to offer their most dis- 
criminating customers. 


Originality in style, plus highest grade workmanship, and 
quality materials are identified with each pair of Elbee 


Shoes. 
It will pay you to get acquainted with us and our product. 


ELBEE SHOE MANUFACTURERS CO. 


MAKERS OF 


High-Grade Ladies’ Shoes 
237-241 VARET ST. - - - BROOKLYN, N. Y. 


: 
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KANNALLY'S © 








QUALITY 


REG. U.S. PAT. OFF. 


Tht 
ine Boy tro Cores 





Made 

with the 
Shoulder 
Channel 


In stock 


No. 791—'‘Bobs™ Army Shoe, é . ' No. P703—"“Bobs": In ma- 

cut from Fred Rueping’s Kin a; , hogany#and gun metal, full 

Kin Elk, carries a full 10 iron : . : in Fred Rueping's Calf 

Rock Oak sole, full toe vamp. ¢ eather, with Rock Oak sole. 

soft box and rubber heel. For th ; rubber heel. 

real schoolboy service i wie ‘ _ Sizes 9 to 13%..........$3.00 
A ’ * Sizes 1to5%.......... 3.50 


Sizes 9 to 13%.........$3- 7 
Sisss 100 334. -.....00- SS | ee) The boys demand them. 
Sizes 6 to 8........ . 4 “eg 


Delivery in 15 days. . ‘ TERMS 
“5% 10 Days 
Net 30 Days @ 


ti 


Our Shoulder Channel Process which is 
used in the manufacture of “BOBS” insures 
a smooth innersole and allows the outsole 
to be sewed solidly against the insole and 
welting without the use of a 
cork filler. A light piece of 
felt is simply placed between 
the inner and outer soles to 
prevent squeaking. This flat, 
firm bottom, unaffected by 
water or perspiration, tends 
to keep the shoe from running 


In stock eer 
over and thus prolongs its life. 


No. K703—"Bobs": In ma- 


hogany_ and mn metal, full : 
grain ’Fred Rueping’s Calf “BOBS” are the only Boys’ shoes made with the Shoulder No. J703— “Bobs”: 
leather, with Rock Oak sole, Channel Process. We have numerous testimonials showing that ts’ in mahogany and 
rubber heel “BOBS” are often resoled as many as four times without losing metal, full grain Fred Ruep- 
Sizes 9 to 13% ........ - $3.00 their shape. ing's calf leather. Rock © 
Sizes 1 to 544 ....-..+-- 3.50 You can build a large and substantial Boys’ businesson*“*BOBS™. sole and rubber heel. 
Sizes 6 to 8... .. +--+ +++ 425 They are the best value you can buy anywhere in Boys’ and Sizes 9 to 13 %...........$3.00 
A wonderful value Little Gents’ footwear. One case of * Be will prove it. Write A real money-maker. 
Order now. us today. Delivery 15 days. 
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KANNALLY-WICK CORPORATION 
HIGHLAND Manufacturers ILLINOIS 

















aS Se he Fe 


oe Sa oe — 


“- 








September 1, 1923 BOOT AND SHOE RECORDER 


4, 
SS 


TTT 


MIMI MTT 


UPERB McKAY 


To Retail From 
$6.50 to $10.00 


Important news to every shoe merchant: 


OCUTOUGHDOETHUITOOHIURUOTIOOO ROUT UODEEAA 


This House, noted for its honesty and high character 
of its shoemaking, has now placed on the market a 


Featherweight Flexible M cKay 


It is a clever, light, airy, close-trimmed shoe, and we 
guarantee it to be made throughout of solid leather of 
excellent quality. It will sell profitably from $6.50 
to $10.00. Early orders recommended. 


V.K SAH. JONES & THOMAS Company 
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AND 


SANDALS 


Came Into Existence With 
a Reputation To Uphold 


That is why only the best class of workmen 
have been employed—only the best qualities of 
the sturdy leathers are chosen,—leather counters 
and good bend soles are used,—all to make these 
Sti‘ chdowns superior to all others. 

In short we are waging a constant strife to attain perfec- 
tion of the Stitchdown type of footwear. 


The fact that we are trying to make these RAUCRAFT 
Stitchdown Shoes and "Sandals good enough to maintain 
our reputation ought to convince you of the unusual merit 
of this line, for the best stores in the country have sold 
RAUH products for over a half a century. 

Send for Samples and see them for yourself 


REPRESENTATIVES WANTED FOR 
EVERY STATE IN THE UNION 


S. RAUH & COMPANY 


310 Sixth Avenue 
New York, N. Y. - 
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ALSO IN STOCK 
On Our New Round Toe 
French Short 
Vamp Last 


The “WAFFLE” 


(SELLS LIKE HOT CAKES ) 


$ 5:00 


Patent Leather. Also in 16-8 Spanish Louis Heel 
A--B--C — Sizes 3--8 


All Gray Ooze Calf 
All Black Ooze Calf 
‘ All Brown Ooze Calf 
Black Satin, Black Ooze Trim 
NOTE: On all Shoes Shipped from our Los Angeles, California 


Stock Department an Extra Charge of 25c per pair will be 
made. 


FOR QUICK SERVICE WIRE YOUR ORDERS 











_Duane_Shoe (mpany; 


& CORPORATION 


143 DUANE STREET, NEW YORK 


LOS Py army STOCK DEPT FACTORY PHILADELPHIA OFFICE 
Los Angeles Street HAVERHILL MASS. 5 North 4th Street 


HAVEREN, 81 STOCK DEPT. SALT LAKE CITY UTAH KANSAS CITY OFFICE 
River Street ° 533 6th Avenue 538 Ridge Street 
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Bench--Made Footwear. 
At A Popular Price a | 
will be happy hours when 
wearing 
Johansen’s Feeture Arch Shoes! 


4 
4 
: 
4 
4 
4 
4 
4 
4 
4 
f 
4 
4 


4 


<P enw 


A fact—business women thoroughly appreciate 
the remarkable qualities of Johansen’s Feeture 
Arch Shoes—their indescribable comfort—their 
smart, attractive appearance. Here’s a rich vein 
of new business for the shoe retailer who stocks 
these ideal shoes for the woman of today. 


See eres 


Tec 


“BERNICE” 


Our own interpretation of the season’s 
latest style development—the inter-laced 
front strap effect. French toe 11-8, 14-8 
and 17-8 heel. Made in a combination of 
black suede with patent leather trim- 
ming. Also obtainable in any other com- 
bination to suit. 


Price $7.50 Three weeks’ delivery 


/ 


Johansen’s Feeture Arch resists the —is flexible enough to allow the 
direct d d yet— natural walking movement of the feet 





Johansen Brothers 


Shoe Company 


Makers of Women’s Shoes Exclusively Since 1876 
ST. LOUIS, MO. 


oS: Brooklyn NY 


145 Roebling St. 
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*AHOE * MFG‘CO- 
BROCKPORT. N-Y. U./A. 


NEW YORK OFFICE 545- ~~ Fo TPARBRIDGE BLOG. BWAY AT 34 UST. 
E.JESTER,MGR.- Lillian O Titus. 
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Faithful to the |Last 


“AnkleFashioned ° 


One of the favorite ankle- 
fashioned Nunn-Bush Fall 
styles—No. 1942 over our 
Branigan last. A Blucher 
Oxford of Black Norwegian 
Calf, with round nose and 
plain toe. 


No. 1942 


Branigan Last 


$5.60 


In stock for 
Immediate Delivery 


Nunn-Bash & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 
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The Standard 
Tackless 
Style-shoe 


Brevity is the soul of snap-judg- 


ments! 
z 


As long as facts, information, and 
news hold out in any subject you 
and I are vitally interested in, 
there’s no excuse hor brevity. And 
if these have omitted any- 
thing on te you should know 
about Wilson Sewed shoes and why 
they are tackless, stylish, comfort- 
able, serviceable and better to sell, 


WILCON mark 
“= me questions _ rl = we 
a letter long enough to do the jo 
TRADE Ei E D properly. 


Stamped on the Sole 


TANDARD—because many fac- 
tories and millions of well-shod 
feet have tested Wilson Sewed shoes, 
here and abroad, for four years. The 
Wilson process of shoemaking has 
set a new modern standard by mak- 
ing practical light, flexible, tackless, 
close-edge shoes that combine style, 
economy, and service. 


ECONOMICAL—because your reg- 
ular manufacturer can make Wilson 
Sewed Shoes for you—dainty yet 
durable tackless shoes—on his regu- 
lar lasts, with his present machinery, 
plus only trivial additions to his 
equipment. 


sansa BETTER TO SELL—and better 


It costs nothing to find out 
how economically you can 
make tack'ess, flexible, 
close-edge Wilson Sewed 
S .wes—using your present 
ejuipment. Just write us 
what you're equippei to 
make now. 





to wear—because they combine 
new selling features with McKay- 
economy, welt-strength, turn-dain- 
tiness in flexible, tackless shoes. 
They satisfy the modern woman’s 
style-desire for all seasons—and 
give greater per-dollar service. 


The trend of the times is 
toward Wilson Sewed! 





Address all Inquiries 


Wilson Process Incorporated 


I could blare at you in big, black 
letters, “Ask Your Manufacturer 
for Wilson Sewed Shoes—They’re 
Tackless in All Weights and Pat- 
terns.’’ That’s exactly what 1 want 
all retailers to do eventually. But 
first I want them to know why any 
manufacturer’s Wilson Sewed shoes 
are worth careful consideration and 
thorough trial. 


£ 

These photographs above will tell 
part of the story. The left picture 
shows why shoes marked Wilson 
Sewed must have a dependable all- 
leather insole. Can’t channel imita- 
tion ones. On the right is a Wilson 
Sewed shoe lasted. Lasting tacks have 
all been pulled out. Upper and lining 
have been securely fastened to that 
insole-channel by the same method 
and machine heretofore used only on 
welts. And the finished shoe is tackless 
with a flexible, close-edge sole. 


= 
Simple, isn’t it? No freak shoemak- 
ing—just easy, logical, familiar 
operations! That’s why so many 
manufacturers make Wilson Sewed 
Shoes dainty and durable.—H.L.A. 
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Canadian Pacific Building 
City of New York 
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‘Constant Comfort’ 


“AMERICA’S BEST COMFORT SHOE” 
How are your sizes on boots for the next month ? 


From our own experience of the last week we know there is to be a good demand for black kidjboots this 
fall. There’s a sort of comfortable a rom a soft kid boot when the cool weather comes that prompts, many 
of your trade to seek a radical change from the light summer straps, etc. 


It will pay you,to put your stock of “Constant Comfort’’ boots in shape at once. 


AAA 


No. 200-R—Black Kid 6% in. Polish, 9-8 
No. 490R—Best Quality Black Kid 7% in. No. 37-R—Black Kid 7 fin. Seamless Polish, 
Polish, 11-8 Wingfoot Heel, ImitationPerforated 9-8 Wingfoot Heel. In Stock, Auburn and St. eet beet, tn Stock 
Tip, Combination Last. In stock, Auburn and Louis, B to EE; Los Angeles, C to E. $3.35 No. 201-R—S. © Style with Plain Too” 
St. Louis, AAA-A toC-E............... $4.35 No. 370-R—Same Style, Next Grade, 6% in. Stock, Au ~~ “Louis, C to ER. 
No. 492-R—Same Style with Plain Toe. In Top. In Stock, Auburn and St. Louis, C to Wt Angas. — E. 


Stock, Auburn and St. Louis AAA-A to C-E. . $2.85 
| q 


No. 25-R—Black Kid 7 in. Polish, 12-8 Wing- Zo. 15-R—Black Kid 7 in. Common Sense No. 17-R—Best Quality Black Kid 8 in. Po- 
foot Heel. In Stock, Auburn and St. Louis, Polish, 8-8 Wingfoot Heel. In Stock, Auburn, lish, 13-8 Wingfoot Heel, Imitation Perforated 
to E $3.25 D to EE; St. Louis, D to E $3.15 Tip. In Stock, —. and Los Angeles, A to E; 


No. 23-R Same Style with Stock Tip. In No. 21-R—Similar Style, Next Grade, Lower St. Louis, B 
Stock, Auburn and St. Louis, B to E $3.25 Top. In Stock, Auburn and St. Louis, D to EE. No. Se hh Gerse Style with Plain Toe. ‘In 
$2.60 Stock, Auburn, A to E; St.Louis, B to E. .$4.50 


“COMPLETE LINES of Oxford and Strap Sandals Always IN STOCK” 


AULT-WILLIAMSON SHOE CO. Manufacturers Auburn, Me. 


ST. LOUIS STOCK DEPT., 414 NORTH 12th STREET BOSTON OFFICE, 139 LINCOLN STREET 
LOS ANGELES STOCK DEPT., 109 E. 8th STREET 
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EATON-BREWSTER SHOES 


Business Builders for Mid-Winter 


N these days of intensive retail shoe merchandising we find that deal- 
ers like to safeguard future needs. We shall specialize inthis, as well 
as in building fine shoes for current demand. 

Hence, this new “Pluvius” Boot is worth attention. It will be a vigor- 
ous contestant for consumer sale during the November and December 
period. It embodies our own careful study and the co-operation of prom- 
inent big-city advisors. 

Note its make up: The uppers are of plump imported Hazel Brown 
Calf. It has the new inverted welt, of heavy weight. The boot is bottomed 
with a heavy viscolized outer sole, on top of a rawhide middle sole. It is 
fitted with a bellows tongue and has 
an unlined quarter with a bleached 
calf counter-pocket and heel-stay. 


The rubber heel is Wingfoot. 


Lied Glave Tr 


5.50 


Same shoe in Black Calf, $5.50 


Delivery early in October 


Sample pairs submitted 
at once 














“PLUVIUS” 


Made in Hazel Brown Calf 
and Black Calf. 


$5.50 


BROCKTON, MASSACHUSETTS 


EATON-BREWSTER COMPANY 
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A Slant on Style 


The days of style prediction 
passed long ago. What may find 

great popularity west of the 

Mississippi, may go begging for 
takers in New York. A style 
tendency in New Orleans does 
not influence desires in the north, 
and vice-versa. 








The fall season will be a profit- 
able one, but most profitable to 
the retailer who can best suit 
the particular requirements of 
his customers. 


The broad scope of the activi- 
ties of the Rice & Hutchins 
organization allows us to feel 
the pulse-beat of all style mar- 
kets, and prepare for them. The 
desires of your customers for 
fall footwear are in stock in the 
eight Rice & Hutchins distrib- 
uting branches—ready for quick 
shipment. To give you the styles 
your customers want, when they 
want them and in any quantity 
you need, is true Rice & Hutch- 
ins service. Try us! 


RIcE & HUTCHINS 


INCORPORATED U.S.A. 





BOSTON 


Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 
Rice & Hutchins Chicago Co. 
Atlas Shoe Co., Boston, Mass. 


Rice & Hutchins Cleveland Co. 
Rice & Hutchins New York Co. 
Rice & Hutchins St. Louis Shoe Co. 
Jos. I. Meany & Co. Inc. Phila., Pa. 
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A Time for Practical Shoes 


Complex Shoes with New Patterns and Lasts Must Be Priced to 
Make a Real Profit 


HE Recorder sounds a big keynote in its advance 

style number that shoesmust be kept good-looking, 

must be kept in practical value, for where a great 
multiplicity of style stimulates sales unless the mer- 
chant is accurate in his selection and acute in his dis- 
tribution it is apt to result in slow turnover and the 
accumulation of many odds and ends of style. 

There never was a time when practical value in foot- 
wear was more important. 

A complex pattern on a new last offers new fitting 
problems which should be very carefully studied on the 
foot, before purchasing extensively. 

Fitting experience plays its biggest part in the shoes 
to be selected for the advance months. Up to now with 
the comparatively simple elements of normal wood lasts 
and one or two straps across the instep any merchant 
could pick up the shoe and tell in an instant as to 
whether or not it had good fitting properties. 

Here is the situation. An elaborate use of straps and 
underlays and cutouts over the instep is coming into 
vogue. Women’s insteps and ankles are as variable as 
lengths and widths and then some. A thin instep pre- 
sents a different fitting problem than one that has a 
high Spanish arch. When so many women base their 
selection of shoes on the height of the heel as the first 
requisite, and then insist that the shoe shall have some 
one of many front patterns in straps, the shoe salesman 
has problems to confront. The selection of shoes must 
have both of these features to begin with plus perfect 
fitting. Then there may be the issue of color and ma- 
terial to harmonize with certain costumes. 

When it comes to anklets the store has still more 
complex problems because muscles and fat have in- 
creased the circumference of ankles considerably. One 
manufacturer had an experience in using boot lasts 
and finding that he had not given sufficient length 
to his straps by a full half inch on a normal foot. 


Gorings have come i: with varying degrees of 
popularity. A gore properly fitted is a remarkable shoe, 
but a gore shoe must not bind and cut off the circula- 
tion of blood. The fitting of gore shoes must be accurate. 
Have you ever tried to use two shoe horns one at the 
heel and one reversed? It certainly expedites first 
fitting. 

The Recorder has taken this occasion to emphasize 
these important points in this editorial so that they 
will register your attention, before you look at the 
careful selection of styles shown in this issue. But prin- 
cipally the reason for telling these things is that in the 
complex footwear of the advanced season there is more 
risk in merchandising and merchants must ask more 
money per pair for these shoes. In the light of the 
Harvard report on operating experiences for 1922, the 
net profit at retail has got to be increased in 1923 and 
1924. Significant, therefore, is the letter that comes 
from Maurice J. Rosman of Battle Creek, Mich., as 
follows: 


“A week or two ago you published a composite statement 
showing that the percentage o‘ profit of the various firms who 
submitted profit and loss statements was so small as to be almost 
negligible and in fact that most of them instead of showing a 
profit showed a loss. 

“This certainly shows that there is something radically wrong 
with the shoe business and while I can offer no panacea for the 
remedy of these evils yet I can offer a few observations from 
which it is evident that the surprise is not that they showed no 
profit but that they can exist for any length of time. 

‘The average shoe merchant is evidently absolutely disregard- 
ing what has been prepared for him at tremendous expense and 
labor by the Harvard Research Bureau. He is too shortsighted to 
see that all of the effort that this Bureau expended was in his 
interest and also thinks that it would be well enough for the 
store down the street to listen to ‘the childish prattle’ but it 
would not do for him. He thinks that his store and problem is 
entirely different. 

“Sure enough that his store is entirely different and has en- 
tirely different problems to contend with than the store down 
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the street but in the main he loses sight of the fact that with the 
present tendency to changing styles and the great demand for 
novelties and consequent depreciation that he must make a 
sufficient profit on his merchandise in order to even break even 
let alone make a profit commensurate with his ability and invest- 
ment. 

“Too many shoe dealers are making their appeal simply and 
solely on the strength of price and disregarding the style value of 
their shoes. This town, I am sure is not much different from the 
average town of this size so an illustration or two will suffice. 
Any dealer who will analyze his own town will see that same 
problem confronts him, too. 

“‘A dealer in this city, with whom I am pretty friendly, showed 
me a pattern which he had purchased at a cost of $3.85. He had 
it marked to sell for $5.95. Not an excessive profit considering 
the fact that he might possibly have to mark down several pairs 
in order to clean them out. A few days later I visited another 
dealer and he showed me this shoe, the same identical pattern 
and in fact purchased from the same wholesale house at the same 
cost, and informed me that he was selling it at $4.85. He informed 
me that ‘John Jones’ had this shoe in the window marked $5.95. 
I tried to show him where John Jones might be making a little 
profit on the shoe and he would do well to mark it at the same 
price as neither one would then be at a disadvantage. I was met 
with the argument that he had to be cheaper and could afford 
to sell his shoes at a small margin of profit. 

“When I mentioned the fact to him that his overhead was at 
the very least 20 per cent and more likely 25 to 28 per cent and 
that to sell a $4.85 shoe cost him at the very least $1.00, thus leav- 
ing him absolutely no profit, he argued with me that hisoverhead 
was not over 15 per cent. I honestly could not see through his 
figures where he argued that his overhead was not over 15 
per cent. 

“I know both of these stores and can vouch for the fact that 

_ neither one of them is doing a business in excess of $30,000 a year. 

“To continue, a few days later ‘John Jones’ marked down 
that shoe in his window to $4.45. 

“In view of such ‘dog in the manger’ attitude of shoe dealers 
towards each other is it surprising that they show no profit? 

“Why does not The Boot and Shoe Recorder try to form local 
shoe clubs in each city so that the shoe men can get together 
and see that they do make a little money by co-operation and not 
by price cutting. It surely is disgusting to see that an otherwise 
intelligent man should be so little versed in business figures as 
not to be able to see whether he is making a profit or losing 
money. 

““Let me cite one more illustration of the error of shoe men. 
I was spending an evening with the shoe man I mentioned and the 
salesman of the wholesale house from whom he buys most of his 
goods was there. Again the argument of percentages came up. 
The salesman was commending the shoe dealer for his small 
margin of profit that he was working on and stating the fact that 
he would build a wonderful business. (This man has been in 
business for four months now.) He showed me where the customer 
had purchased shoes from him at $4.00 and sold them for $5.95. 
I argued with him that I could not see where he was making any 
money at all if he was not losing it. I left them absolutely un- 
convinced that the dealer was making a mistake. 

“It seems to me that the salesman, in order to have a customer 
through whom he could dispose of a good deal of merchandise, 
‘kidded’ the customer into believing that he would make a howl- 
ing success by selling on such a small margin. And, of course, 
when anything goes wrong with a dealer who works on such a 
small margin he is immediately up against it and it would not do 
a bit of good for him to try to explain to that wholesale house 
that even their own salesman was strong for his way of doing busi- 
ness. 

“I sincerely pray that the day may come when shoe men, 
instead of trying to make a living and nothing more, will try 
instead to impart a service and collect commensurately for their 
abilities and knowledge. 
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Let’s Change the Public’s 
Viewpoint 

ERCHANDISING shoes is the greatest task of 

the shoe trade today. It is the task of the whole- 
sale and the retail distributor of shoes and is engaging 
the attention of the prominent leaders in the shoe in- 
dustry. As a result steady progress is being made in the 
major problems of “Getting More Shoes Sold Right.” 

The production of shoes is steadily increasing while 
the rate of consumption, whether increasing or decreas- 
ing, is open for discussion. 

Far too many shoes are worn beyond their al- 
lotted life. Observe, as you count the shoes pass- 
ing along the street, the number of pairs that 
are being worn weeks, even months, beyond the 
proper term of their service. The leather has lost 
its life and lustre. The bottoms have lost their 
shape. The shoes have. lost their character; they 
no longer support the foot as they should. They 
no longer give confidence to the tread as they 
should. Indeed, they do more harm than good 
to the feet and health. 

One of the worst foes of the shoe trade today is 
that familiar old saying, ‘“‘As comfortable as an 
Old Shoe.” It may have been true in days when 
shoemaking was crude, but it’s a lie these days 
of fine shoemaking and fine shoe fitting. It should 
be annihilated. There should be in its place the 
saying, “‘As comfortable as a New Shoe.”’ 

The main task of the shoe merchant today is 
to get old shoes removed from the feet of people 
when they have served their purpose, and to sell 
new and better pairs to take their place. That is 
the way to selling more pairs, and to winning for 
the shoe trade its share of the country’s prosper- 
ity. It is a task for the retail merchant and his 
salesmen to tackle every day. 

**Get More Shoes Sold Right,”’ by selling more 
pairs as well as better pairs to each customer, and 
let him bear in mind that he buys shoes, not for a 
life time like grandfather’s eight-day clock, but 
only for a limited time, and that he should dis- 
card them, when their days of service are done and 
get a new pair good for his feet, comfort, health 
and activity. 

Arthur H. Adler of New York has crystallized the 
subject in a clever fashion. He puts on every letter he 
writes, “It is unhealthy to wear the same pair of shoes 
two daysin succession.”’ Jesse Adler originally suggested 
it before the National Style Conference. He now sug- 
gests through the Recorder: 


It Is Unhealthy to Wear the Same Pair of Shoes Two Days 
in Succession 
I believe that if the retail shoe merchants in every community of 
the country used the above slogan to good advantage—by prominent 
display in their windows and stores of signs containing the above 
inscription—it would mean more pairs sold. Retail shoe salesmen 
(Continued on page 87) 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right"’; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right;profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to,shoes and leather; their production and distribution. 
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¢ Jost Visiting with the Pubhsher 





Far in Advance on Colors 


Jazz colors fade and in their place comes— 
what? Furthermore, what Palm Beach wears 
in January will be good all over the country 
in the spring. 


The Broad Fashion Influence 


From Indo-China, Spain and the days of the 
Second Empire we get tomorrow’s styles. 
Sounds like an awful hodge-podge, doesn’t 
it? But beanty lurks unsuspected in many an 
apparently incongruous combination. 


The Recorder Interprets Women’s Style. .90° 


The Recorder Interprets Men’s Style... . .94 


After which comes our de luze section, 
beginning on page 99 and filled with page 
afler page of practical footwear creations 
showing what is new and where we are headed 
in this great, fascinating style game. 


The Recorder Hosiery Section 


Conditions Favor Increase in Prices of 
Both Silk and Cotton Hosiery. 

Browns and Blacks Good for Autumn. 

Campaign under Way to Stimulate Full- 
Fashioned Hosiery Sales. 

How One Woman Re-arranged Her Stock 
and Did More Business. 


—. 





Can You Put Me Next 
to a Live Line? 


HE boys on the road look upon the Boot and 

Shoe Recorder as their first source of information 
and assistance and many and interesting are the 
letters that come to us. 


“If you can put me nezt to a live line, I would ap- 
preciate it,” wriles one man. “I am now with a house 
that is so behind the times thal they still think croquet 
is the national pastime. They do not do anything up- 
to-date. I cannot afford to represent a concern 
that does not advertise.” 


It is a fact that the firms which advertise get their 
pick of the best men; whereas the unbeliever is al- 
ways in the market for help. 


It pays to be talked about these days; and there 
is nothing like good, snappy advertising to make 
the tongues. wag. 


the 
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The monotone idea prevails-—harmonies, all a; one 
color, bui with blending shades to make the complete 
picture from shoes to hats. Jazz colors fade and the real 
beauty of footwear in relation to clothing comes into its 
own. 


when colors must be selected with which to open 

the spring season of next year, which occurs at 
Palm Beach in January. To throw light on the subject of 
color, the Recorder in co-operation with its Paris staff 
noted indications at every spring outing, gathered the 
fashion sentiment of qualified analyzers and crystalized 
them into an authentic forecast which is here 
presented. 

There will be another spring and summer season of 
colors far more beautiful than preceding years since 
they Lecame so prominent because colors will be dyed in 
tones with just enough life to be attractive while suffi- 
ciently softened to be assembled in harmonious arrange- 
ment instead of striking contrasts of the cubist and jazz 


Po the advanced trade the time has arrived 


variety. A wide-awake manufacturer of paper novelties 
employs girls to teach women how to make paper hats. 


The Beauty of Monotones 


According to jewelers who have just arrived from 
Paris, rare stones, semi-precious stones and jewels will 
be imported from many lands to carry along the mono- 
tone idea championed by the Recorder during the spring 
season of this year. 

Cornelian in assorted colors will come from India, 
jade from China, amber from the Baltic, and wherever 
Nature has been lavish in the developing of unusual 
colors, importers will improve the opportunity to fur- 
ther the artistic possibilities of color harmony in dress 
by confidently adopting them no matter how much they 
cost. 

Infinite pains have been taken in this direction, for 
example, earrings, necklaces, bracelets, buckles, may be 
obtained in matching colors if one will pay the price. 
Noting all this, the French have established ribbons in 
colors shading in sequence from tints to deep shades of 
a given color. 


The Trend of Colors in France 


This forecast of another season for colors is based on 
the broad movement of colors in the French capitol and 
all over the world for that matter. From a deep study of 
the color movement, it is seen that navy blues, for ex- 
ample, are neglected while assortments of pastel colors 
are badly broken. 


on Colors 


White as a Foundation 


White will make a gain as a foundation and in com- 
bination with pastel colors principally in novelty silks, 
cottons, and woolens. The last word from the Recorder’ s 
Paris office speaks of white being freely worn at Aix-les- 
Bains, a watering place in France. White fur coats and 
white embroidery are featured in the last cable from the 
Paris office. White is chosen as an overcheck applied to 
gray coatings instead of color as formerly. 

In the highest novelty woolens, white will comprise 
85 per cent of the ground with 15 percent apportioned to 
the high shades of the colors selected further on in this 
article. This is significant and highly important. 


Soft Greens Next Spring 


Instead of secondary greens, the Recorder selects 
softer shades as Chinese jade, examples of which in 
pendant form of small size are priced at $1000 each by 
jewelers everywhere. Since greens are to be topliners in 
novelties, we may confidently look for soft greens in 
variety, of which almond, bottle, olive, and sage greens 
are good examples. 

The vogue for floral printings is already established 
but only with the high class trade which has come under 
the influence of white grounds. 


In the Evening Shades 


In the red series, we are to have colors many degrees 
removed from such staples as garnet, etc. They will 
rather incline toward the subtle colors that can best be 
produced by using vegetable dyes such as the orientals 
employed in dying of wools from which their wonderful 
rugs were woven. 

Since pinks are outstanding we are to have pale, 
flesh proper, begonia, shrimp, and pinks having just 
enough blue for softening purposes. For example, 
“Groseille,” a currant red slightly softened with white, 
will be one of the pinkish shades favored for next year. 

In the expensive fabrics to be brought out by the 
French printers we may confidently look for beautiful 
pinks carefully worked out to approach vegetable dyes 
in appearance instead of indanthrene dyes. 


Pink on White or on Black 


Such will be given to decorate both the white and the 
black grounds of expensive, sheer fabrics priced at $15 
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per yard for import. In fact, one of the most freely 
selling novelty fabrics in the French capitol is a black 
chiffon decorated with rosesin thesoft shades mentioned 
in the foregoing reference to pinks and their nature. 


The Soft Blues for China 


Inasmuch as the Chinese influence is outstanding at 
the Spring Racing Meets and balls in France, we select 
a soft range of blues, appearing in Chinese vases and 
antiques which sell to collectors and to museums for 
princely fortunes. 

Allied to Chinese blues are porcelain, nattier, delph, 
broadly classed as gray-blues. Naturally expansion will 
include slightly stronger shades, for example, royal blue 
is one of the high favorites with colorists at the present 
writing and will carry over into the spring season of next 
year. 

It is said that the Chinese have a deep 
appreciation of colors. For example, the 
Chinese associate white with the moon, 


blue, with sky, red 
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ings have 85 per cent of the ground white with 15 per 
cent apportioned to faint flecks of the high shades of 
jade, currant red, copenhagen blue, canary yellow, 
gray or orchid. . 





Did You Ever Have This Happen to 
You? 


The other day a plainly dressed woman about sixty 
years old went into one of the big stores in Washington, 
D. C. and asked for a pair of black and white oxfords. 

The managerof the department called a salesman who 
measured her foot and went to get the shoes. He was 
gone a long time and the floor manager went to see what 
was the matter. 

The salesman took shoe after shoe out of the cartons 
and put them back. Finally he said, ““We haven't any- 
thing in black trimmed with white or white trimmed 
with black that is suitable for that woman. All I can do 

is to show her a shoe and let 





with the setting sun, 
and yellow with the 
earth itself. 

A series of colors 
shading from cham- 
pagne through straw, 
honey, shades to deep 
honey will register. As 





With Every Girl in Town 
A string of beads to match each dress, 
A hat to match each gown; 
For matching shades are quite the thing, 


With every girlin town 


her go.” 

“Suppose,” said the man- 
ager, “you show her No. 486 
(a black kid oxford) and No. 
1086 (a white fabric oxford on 
the same last). Tell her that 
black and white combinations 
are only good for certain 








for grays, they will 

start with pearl grays, and deepen into 
soft pure black and white grays with- 
out admixture of colors. 


Yellow Even to the Wig 


As now, yellows are to comprise a spring novelty in 
colors since we are to be blessed with gold, canary, and a 
brilliant capucine yellow. In passing it may be said that 
brilliant yellow is now the high favorite in negligees and 
that women who are devotees of harmony in color, or 
monotones, have wigs dyed in a brilliant yellow for 
negligee wear. 

This idea of a yellow wig was born on the stage where 
it was first worn by a French actress according to re- 
turning travelers. Midnight blue and black are not 
classed as colors. Orchid as a standard summer color 
will be retained. 


Brcwns from Biscuit to Cocoa 


Again in browns we are certain to have biscuit, soft 
nut, and cocoa browns, deepening in the dark shades for 
a staple. 

More sobriety, however, is noticeable in the colors 
selected by dyers of woolens who favor grays, tans and 
light soft browns, for the three top liners. 

Woolens only a few degrees removed from white take 
the place of the pastels accorded the high position in 
novelty cotton dress goods. We see collections of coat- 


occasions and with certain cos- 
tumes. With a black kid oxford and a_ white 
fabric oxford she will be well dressed for most 
every occasion and besides this particular last will be 
more comfortable than anything you could show her in 
black and white.” 

The salesman did that little thing and in less than 
twenty minutes the woman walked out wearing the 
black oxfords and carrying the white ones. Two sales in 
place of one. A satisfied customer and a booster for the 
service of that store. 





Let’s Change the Public’s Viewpoint 


(Continued from page 84) 


should be instructed to repeat the slogan as many times a day as he 
has customers. This method alone would cause people to realize that 
foot troubles and discomfort are caused by the constant wear, day 
in and day oul, of the same pair of shoes. 

“‘In about a year after the above thought is ‘pul over,’ we could all 
start a campaign of, ‘Tan Shoes for Day Wear; Black Shoes at 
Night: Patent for Dress; Whites and Sports for Holidays,’ which 
campaign should not be difficult to wage, after the first thought of 
gelting wearers to change often had been thoroughly impressed upon 
the minds of the public. 

“*A circular or letter could be used in conjunction, reading, ‘You 
wouldn't wear any other article of clothing for two days in succession 
—then why wear your shoes for so long a time, consecutively? 
Change your shoes often and have healthy feet. Your shoes have a 
lining that absorbs the perspiration. This perspiration is poison 
from your body and should not be re-absorbed. Give the linings of 
your shoes a chance to dry.” 
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The Broad 


Far, far afield we go for our autumn fashions—to 
Indo-China, —~< + and back to the days of the 
Second a ho could ask more in variety of color 
or in novelty of pattern? And for sports, the widest of 
wide stripes. 


the most important is the Chinese, as inspired by 

the French colony of Indo-China. This mode is 
characterized chiefly by straight, rather long tunics; 
also by shorter flared jacket and blouse shapes; the 
typical Chinese sleeves; a wealth of flat, oriental, floral 
embroidery in multi-color; ornaments of Chinese de- 
sign; the use of Chinese blues, reds and greens, with 
black and gold. 


And at the Chinese Ball 


Another was the Chinese ball recently held in Paris 
where everything Chinese was worn to the exclusion of 
other styles. Everything was Chinese except Chinese 
music and the queue. 


\ MONG the influences contributing to fall fashion 


Thus we are to have everything except the language. 
In coats, the straight line borrowed from the Chinese 
Mandarin, plus the embroideries so dearly loved by our 
over-seas neighbors, but expressed in monotones rather 
than in the brilliant colors of the Chinese. 


The Shapeless Three-Quarter Coat 


Borders symbolical of the Chinese are retained to- 
gether with the three-quarter coat, shapeless as the 
coolie’s shirt. 

Sad to relate, Chinese styles are only for the fair 
sex; with less regard for the formalities of dress than his 
western brother, the Chinese coolie wears his shirt out- 
side of his pants—what bliss in summer! 

Then, too, the Chinese ridicule the hard-boiled dress 
shirt and stiff choker of the American and laugh at the 
tight belt that encircles our waists to keep our shirts 
properly reefed and furled “below 


Impossible! the true Chinese red is from a vegetable 
dye whereas the American reds are indanthrene and 
lacking in the soft tones present in all oriental objects of 
art, notably rugs of vegetable dyes which will soon be a 
lost art according to curators of American museums. " { 

And so the college president ordered the silk to] be 
sent to China to be colored by vegetable dye that$was 
the real thing. It was done! 


Spanish Shawl the Starting Point 


The Spanish influence springs from the Spanish 
shawl mainly, with its brilliant embroidered flowers 
posed on white grounds. Laces, too, reminiscent of the 
Spanish variety are coming back and so fashion writers 
have seized upon the phrase “Spanish influence” and 
hail it as a sweet morsel on the tongue so to speak. 

The period of the Second Empire is with us in the 
form of full skirts, normal waist line, semi-fitted bodice, 
low round neck treatment, and ribbon trimming, all of 
which find expression in the dance frocks appropriate 
for slim girls only but which are worshipped from afar 
by women in the~‘fair, fat and forty” category. 


Wide Stripes for Sports 


For sports wear, wide stripes are to be fashionable. In 
fact extremists say that they are to be so wide that two 
girls will be required to show off one stripe and, mark 
you, the girls must be fat ones at that. None of your 


‘spirituelle creatures who dine on slate pencils and con- 


veniently faint away at every opportunity when a rich 
bachelor is around to save them from a disastrous fall. 





To Auction Surplus Stocks 





decks” so to speak. Their sleeves are 
wide and flowing while ours are tight 
and uncomfortable. 


The Soft Beauty of Chinese Colors 


“Let us rejoice and be glad;” how- 
ever, since we are to have Chinese 
colors or as nearly Chinese as pos- 


sible. Once an American college 
adopted the Chinese red for an in- 
signia and asked an American dyer to 
reproduce it. 


Washington, August 28—War sur- 
plus stocks, now located in quarter- 
master depots, consisting largely of 
clothing and textiles will be auc- 
tioned beginning September 27. Ap- 
proximately $1,000,000 worth of 
goods will go under the hammer. 

The sales dates are Brooklyn, Sep- 
tember 27; Chicago, October 18; San 
Antonio, October 24, and San Fran- 





cisco, October 30. 
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Latest Ruling on Shoe Buckle Tax 


Milwaukee, Wis., Aug. 28—Because of wide interest 
in the shoe buckle sales tax manifested by Wisconsin 
shoe merchants, the collector of internal revenue here, 
A. H. Wilkinson, has sent out the latest decisions on the 
tax, issued by the commissioner of internal revenue. 

These decisions are given circulation at this time be- 
cause of the fact that previous constructions placed upon 
this tax measure have been changed slightly and modi- 
fied in several particulars by the department. 

The present position of the treasury department upon 
this matter is set forth in the following extracts from a 
letter sent by the department to Mr. Wilkinson in which 
the following points were covered. 


Tazable as Ornaments 


“Shoe buckles are taxable as jewelry as set forth in 
Article 21 when they are worn on the person or apparel 
for purpose of ornament and display, regardless of the 
material of which they are made and régardless of the 
fact that they are at the same time worn for utilitarian 
purposes. Included within this class are those highly or- 
nate buckles made of base metals such as the cut steel 
shoe buckles, ordinarily worn for adornment and dis- 
play. 

“Shoe buckles are always taxable if made of or or- 
namented, mounted or fitted with precious metals or 
imitations thereof, or ivory. This is true even though 
they are not worn for adornment and display but are 
worn solely for utilitarian purposes. 

“When shoe buckles are worn solely for their utili- 
tarian value, and they are not constructed of or orna- 
mented, mounted, or fitted with precious metals or imi- 
tations thereof, or ivory, and there is no element of 
ornamentation, they are not taxable as jewelry, even 
though they may be neat in appearance. Buckles or- 
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dinarily so worn are the commercial steel buckles having 
small intrinsic value. 

“Briefly summarized, it may be stated that shoe 
buckles are taxable if they are made of, or ornamented, 
mounted or fitted with, precious metals or imitations 
thereof, or ivory, if they are worn for the purpose of 
adornment or display. They are not taxable when they 
are of small value, have little or no ornate character- 
istics and are worn on rubber boots and other strictly 
utilitarian types of shoes.” 

The following passage is of-particular interest to shoe 
merchants in that it advises a definite course of pro- 
cedure for them to follow: 

“When it is found that buckles, the sale of which is 
taxable, are attached to shoes, the entire sale is taxable 
unless the sale of the buckles is separated from the sale 


- of the shoes. If they are so separated, the tax applies 


only to the sale of the buckles. In such sales it would 
appear to be highly desirable from the standpoint of the 
shoe merchant and satisfactory from the standpoint of 
the Bureau for the sale of the buckles to be itemized 
separately from the sale of the shoes.” 





Shoe Exports Increase 


Washington, August 25—Exports of boots and shoes 
from the United States during the first seven months of 
this year increased 52.7 per cent over exports for the 
seven months period ending July 31, last year. 

The total number of pairs exported during the 1923 
period amounted to 4,725,415, or an increase of 
1,630,978 pairs, according to figures of the U. S. Bureau 
of Foreign and Domestic Commerce. 

Cuba took 1,598,034 pairs of shoes, ranking as the 
American shoe manufacturer’s best customer. Mexico, 
Canada, France, United Kingdom, Panama, New- 
foundland and Labrador, in the order named, followed. 





Why the Cost of Fine Shoemaking? 


These two patterns have had a pendy national sale for more than eighteen months. In the shoe on the 


left, extra cutting, rae around hole. 
the time the factory showed 
this type went through. 


, elc., increased the cost 70 cents over the cost of a base shoe. Al 
a reduction in output of nearly 30 per cent due to the slowness with which 


The companion shoe, on the-right, 





on the other hand was sold 


at the base 


price, and went through the factory 
swiftly and easily. The cut-outs were 
punched by a die and the short vamp 
effect was achieved by means of an 
optical illusion, permitting a use of 
a good American-sized foot las 
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Recorder Lk 
rels Womens Sly 


There are so many good styles, good lasts and good materials that no one thing is exclusively “it.” 


Sl oes must be good looking—and practica'. Straps lead. Satins, suedes, 


tent, smooth kids in order 


nemed for dressy shoes, the calf leathers, all finishes for seasonable welts. Browns go well because 
monotones of brown, keep pace with the trend in garments, for complzte harmony rules. 


HE trend toward decidedly more conservatism in 

patterns is the outstanding feature of the style 

trend at present. Less elaborate strappings and 
cut-out work are seen, a move that is hailed with delight 
by makers since it enables production to be speeded up 
considerably, as less time is now required to put shoes 
through the fitting rooms. 

How far the trend will carry is an open question. 
Some manufacturers feel that the swing to the con- 
servative finally will bring back a demand for plain 
tailored oxfords and pumps. The new trend has led to 
the making of new lines of samples which will be 
shown for late fall and winter selling. It already has 
influenced some of the samples that are now on display. 

Another feature that is noticeable in some factories, 
though not in all, is a growing demand for welts. The 
welts are not the old-fashioned type, but extremely light 
and scarcely discernible from the turns. In fact, many 
turn patterns are now being produced in welts of this 
type. 

Conservative Welts 

In general there is a steady and growing business in 
conservative or plain welts, outside of the so-called 
comfort shoes. The tendency in these shoes is to inject 
as much style in them as is possible without going to the 
point where the comfort and fitting features of these 
specialty shoes will be lost. Thus it is that one-,two- and 
three-strap patterns are seen in such shoes, which are 
all of the welt classification. Some side gored patterns 
have been produced in this type of shoe. 


Fashion Wellts 


Fashion welt shoes as produced at present fall into 
two main divisions, what might be called sport shoes 
and street shoes. In the former are found the rather 
plain broad strapped shoes with a low heel, mainly of 
solid leather. Leathers used are buck and calf or com- 
binations of the two. 

In the welt shoes designed for street wear, lighter 
strapped and goring effects have been developed. The 
welts are light and closely trimmed. Much the same 


general patterns and leathers are being used for these 
shoes that are found in the turns. 


Conservative Turns 


The conservative turn shoes are mainly of the plain, 
strapped variety and are being produced in black and 
brown kid and in satin. Factories carrying such shoes in 
stock have developed them mainly on one and two 
strap patterns with conservative wood heels. 


Fashion Turns 


Gorings and straps, but modified in pattern from 
those shown earlier in the season, are now the fashion 
leaders in the fashion turn shoes. Generally 
speaking, the side gore effects are considered better 
than the front center gore, as the two gores give better 
fitting qualities. Medium toe lasts are the general rule, 
with new oval type lasts with slightly shorter vamps. 
The extremely broad blunt toe is out of the running in 
most Brooklyn factories. 

In both the goring and strapped shoes, cut-outs and 
perforations are still the rule, but the perforations end 
abruptly and the cut-outs are smaller and less elabo- 
rate than they were. Neater patterns are the rule all 
through. The straps are extremely light, in most cases. 
Semi-sandal effects are well liked in some quarters and 
many of the strapped patterns are of this type, with 
the cut-out down the side running less deep than 
heretofore and the strips considerably lightened. 

In evening shoes, more elaborateness, rather than 
less, seems to be the tendency. In the words of one 
manufacturer, “You can’t make evening shoes too 
fancy.” Gold and silver brocades still have first call for 
evening wear. 


Materials for Advance Selection 


Ooze, while still a strong feature is far from monop- 
olizing the field and is being given a hard struggle 
by patent leather. A canvass of sixteen factories on the 
proposition revealed patent leading in six and ooze 
leading in ten. Patent and ooze are given first place 
and satin second. Lately there has been some call for 
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Fancy oxford in patent leather and brown suede, featuring checkerboard strap™in the suede 
and leather. The gore adjustment is on the inside of the foot ; 


black kids, bronze kids and gun metal calf. In colors 
the tendency is running strongly toward blacks. This 
tendency is so pronounced as to occasion some surprise 
to many of the manufacturers. Calls for black are 
coming in from all parts of the country and developed 
as early as the beginning of July. It is the firm belief of 
most high-style manufacturers that the call for black 
will be still stronger as the late fall and winter season 
rolls around. 

Gray is another color that is picking up considerably. 
Manufacturers are making some samples in gray in 
solid color shoes. It is, however, subordinate to the big 
brown family of shades. It is felt that the old gray and 
black combination will not take this season. 





Large Shoe Lace Factory 


Hickory, N. C., Aug. 23.—One of the first shoe lace 
factories in the South has recently been established 
here by the Hickory Lace Braiding Co., a new cor- 
poration formed in that city a few days ago. The 
factory is being established and probably will be in 


operation in about five or six weeks. Initial production 
is to be 200 gross of shoe laces per day, but machinery 
will be so arranged that this can be approximately 
doubled if the demand merits the increased production. 
Officers of the new company, which has a large capital 
stock and is well backed financially, are: J. M. Allred, 
president; Walker Lyerly, vice-president; W. Norwood 
Bass, secretary and treasurer, and also manager. 

All of the officers have enjoyed wide experience 
and are well qualified to carry out the policies of 
the new corporation. 

It is reported from several sources that the popu- 
larity of bright colors in women’s spring footwear 
boomed the shoe lace business. 





Henry Lilly at Grand Army Meet 


New York City—Henry Lilly, the veteran shoe 
auctioneer, is a delegate to the National Encampment 
of the Grand Army of the Republic, to be held in Mil- 
waukee, Wis., the first week of September. Mr. Lilly has 
promised not to talk shoes for one whole week. 
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New Harmo 


Blacks may be worn with any color—but a com 
makes a limitation of sales of feminine footwear. 
harmonies that have appeared in 


and appearance, gloss and durability. 


ETAILERS of shoes are now putting in their 
windows strapped suedes in browns and blacks. 
Blacks continue in high favor. 


Milliners returning from Paris are ordering velvets 
in blacks and browns and royal blues with popularity 
in the order named. They say the season will close with 
black overshadowing browns because black may be 
worn with every color. 

A leading retailer shows 24 allied shades of blue, 
blue-green, green-blue velvets, 12 reds, and 12 green, 
bottle green to myrtles. 

Velvets printed in small Persian designs and in the 
foregoing colors are the novelties shown. 

In silks, satin crepes hold first place with satin can- 
tnos following in order of popularity. Satin surfaces are 
gaining. 

The Spanish influence makes room for Spanish 
flounces terminating the skirt, a revival oflaces including 
Chantillies, and combs for hair ornaments, and more 
especially silk shawls embroidered in high colors 
rivaling in their brilliancy, the far-famed Spanish 
sunsets. 

Taffeta silks plain, striped, plaided, and plain weaves 
shot with glancing colors are chosen to develop the full 
skirts and bustle effects reminiscent of the periods when 
bouffant styles in dress were in fashion. 

Of Chinese influences, the New York Times said last 
week : 


Chinese Effects Prolific 


“Not only has the new millinery season brought to 
light a number of Chinese effects in materials and colors, 
but Chinese shapes are appearing on the market here in 
considerable, numbers. The hats of the coolie workmen 
have supplied the ideas for many of the new chapeaux, 
while others draw their inspiration directly from man- 
darins’ headgear. In some instances, rare old Chinese 
embroideries are appliqued on satin and panne founda- 
tions with unusually attractive results. Long tassels 
of floss silk are seen frequently. In the color schemes 
prominent parts are played by orange, blue, black, odd 
greens and lacquer red. 


lete use of black 
ere are the latest 
the dress trades. Velvets—yes, but 
this is a material that strangely gives the appearance of enlargement 
of the feet—it should be more used in footwear for it has substance 


of Sl 


No Merchant Can Have Every Style 


These Are Days for Selling what You've Got— 
Correctly. 


In this day of wide variety of lasts, patterns and 
materials, no one store no matter how large it is can 
possibly have everything. 

The average store, however, can have something 
suitable for 85 or 90 out of every hundred people who 
come in if the buyer watches the style trend and is in 
close touch with that portion of his community which 
he is endeavoring to serve. 

It is up to the salesmen to find out the purpose for 
which a customer wants the shoe she asks for and to 
know what is correct and suitable for that purpose and 
also fit the shoe to the personality of the customer. 





Salesmanship vs. Handouts 


It is easy enough to satisfy a customer when you have 
just what he or she asks for. Such a transactjon requires 
little of salesmanship beyond decent courtesy. 

Real salesmanship does not consist of forcing a cus- 
tomer to purchase something he or she does not want. 
That is merely “hanging something on” to a customer 
and usually the good will and prestige of the store 
suffers. 

“A man persuaded against his will 


Is of the same opinion still.” 


Real salesmanship consists of convincing a customer 
that what you have is correct and appropriate for the 
purpose and will adequately serve his or her needs. 

“Yes, we have no bananas today.” 

There is a real lesson in salesmanship in the new 
popular song of the Greek fruit dealer who never‘said 
“‘No.”” When the woman asked for bananas he didn’t 
say “No, we have no bananas,” but, “We have spinach, 
lettuce, old fashioned tomatoes and Long Island {po- 
tatoes. ‘Yes, we have no bananas today.’ ” 

Better have somebody sing this song at the next meet- 
ing of your sales people. 
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The Arch Is New Note in Shoe Building. Modified French Toes Are Now 


the High Style Vogue. 


women’s shoes is the high arch. For with the new 

French lasts, carrying toes of 2, 2144 and 24% 
inches, the eye demands heel height. And so does many 
a foot. With the high arch effect, the heel looks higher, 
although as a matter of fact, turn shoe manufacturers 
to whom we naturally look for the highest heel effects, 
are, according to all reports, not increasing their heel 
heights. The gamutrruns, as formerly, all the way from 
10-8 to 18-8. But the more “‘light”’ or depth under the 
shank, the more elevated is the appearance of the heel. 
So “‘voila,” a modified French foot for the fall of 1923, 
and probably some more Frenchy for 1924! Already, 
shoe manufacturers are calling for high arched effects in 
all types of wood. 


ts big and current thought in the building of 


An Interesting Question on Pumps 


And this article is written just because one of our 
readers has propounded to us the following question: 
“With pumps returning to favor, if they are to be 
popular, does it mean higher heels; also what is the re- 
lation of short toes to heels?”” The word pump comes 
from the “pomp”’ of former days—it was the court shoe 
of the Louis period. 

To the first part of this query, our research brings 
forth the information that pumps are being today in- 
troduced in new and attractive dress, with cut-outs and 
inlays, with short toes, and mostly with 16-8 heels, a 
few are seen with lower heels and a few with 17-8 and 
18-8 heels. But these heel heights, we have always had 


Pumps in New Dress Make Their Appearance. 


with us. Therefore, it would not be logical to infer that 
pumps are to bring about higher heels. 


Pumps Require Good Fitting 


As to the hypothetical clause in the query—“If they 
are to be popular—this all depends as to how well they 
are fitted. It takes an expert at the fitting stool to fit 
pumps. Their popularity also depends largely on a full 
run of sizes, for a 5B foot cannot be fitted in a 5D. 
Shoes so fitted may give satisfaction for a while, then 
they will slip and get loose at the instep and an irate 
customer is the result. A dissatisfied customer means 
that no more sales will be made to her, or at least on the 
particular type of shoe which she has found unsatis- 
factory. And thus will a perfectly good number be con- 
demned unjustly, simply because the merchant did not 
buy enough sizes. 


French Toes Take High Heels 


To the second part of the question—What is the re- 
lation between short toes and heels, the answer is con- 
tained in the first paragraph of this article. It reduces 
itself almost wholly to a matter of appearance, or of our 
familiarity with shoe contours. For short, round toes 
are the counterpart of the French woman’s foot—they 
are so called—‘French toes.” The average French 
woman’s foot js short and chubby, so is her stature. She 
needs a shoe to conform to the lines of her foot and to 
make her a bit taller. Therefore, for a short vamp shoe 

(Continued on page 98) 





COMPARISON OF FRENCH LAST WITH MOST POPULAR AMERICA N LAST 





In le the French is one and 
one-half sizes under standard in 
length. 


Relative length of 

American last. The ball of the foot 

isjthe point of balance in the 
French last. 


French and 





ty 


eee 
Comparative bottom treads of both 
lasts. 
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EN’S feet today are in better condition than 
M ever before. You can attribute this fact to men 

wearing brogue shoes with broad toes allowing 
foot freedom. Women’s ankles have grown thicker and 
larger due to the lack of support brought about by 
discarding the nine-inch boot for the popular pump and 
oxford styles; so have men’s feet on the bottom ex- 
panded, especially the ball of the feet, because of the 
freedom provided in brogue and similar shoes, which 
have been worn extensively for the past few years. 


More Room for Ball of Foot 


By comparing the old standard last, on which men’s 
shoes were built, with some of the lasts of today which 
are used widely, differences in measurements on vital 
parts of the foot are noted and explain why men enjoy 
more comfort in their footwear. The old last showed a 
measurement of three and one-fourth inches across the 
ball of the foot and the new last, both of the same size, 
was three and three-eighths inches—an eighth of an 
inch broader on a 7B and relatively progressing as the 
last is made larger and wider. 

Widths of brogues are not narrowing—they are 
growing wider if anything. More attention is given to 
the toe in the brogue lasts and also in other lasts of the 
square toe type. A revival of the duckbill last is noted, 
the same characteristic square toe being a feature. Shoes 
made on this last present a smert appearance and are 
consistent with the good appearance of many square- 
toe models favored by men today. 


Freedom in Square-Toe Shoes 


Some new developments on square-toe lasts have been 
made and. although they are harmonious with the lines 


L 














Novelty tongues and apron effects have been put in many 
lines to carry through to nezt spring. With the elaborate use of 
stitching these — and spread tongues can be made in a 
wide diversity of rs. 
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of the shoe pattern, allow more foot freedom. A Pota 
roll on a new square toe last gives character to the shoe. 
A decided receding of the vamp commencing at the 
base of the tip and a roll near the instep provide the 
characteristics of the Pota roll. 

A comparison of English lasts of toglay and five or six 
years ago shows that the trend is for broader toes and 
more room through the ball of the foot for men. 


Shoe manufacturers, in co operation with the leaders 
in the last industry, are carrying out the ideals of 
giving more freedom and comfort to men and the most 
recent development along these lines is that shoes of 
heavier grain and Norwegian leathers are made on 
different lasts than used for the same shoe size of shoes 
made of lighter leather. The reason is obvious— 
slightly larger dimensions on important parts of the 
lasts when heavy leathers are used will allow a better 
fitting shoe than if the heavy leathers were assembled 
on a last of the same size used for lighter leather. 


Style Pointers for Men 


In high-grade lines more attention is being paid to 
smooth finish leathers and less to Scotch grains. Also 
in high grade lines; the tendency is toward plainer 
patterns with ornamentation worked out with stitching 
rather than with pinking and perforations. However, 
in many high grade lines will still be found the wing tip 
which has become practically a staple in some parts of 
the country and for some classes of trade. Leather 
colors in the high grade lines are divided about 60 
per cent tan and 40 per cent black. For the city trade 
the lighter tan will probably be good—the color being 
the equivalent cf Gallun’s No. 3. For the country trade, 














Four parts are important in advance styles. The brogue type 
of shoe leads; the English last with more wood to it comes second, 
and for the boys who want to put on a little dog, square toe. 
Stitchings are a part of the swank of these new shoes. 
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Tricky treatments of designs are being studied. In the first 
shoe there is a lacing of a contrasting leather. In the second, a 
placement of diamonds and stitched lines, and in the third, a 
parallel lace treatment in the lace stay. 
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The Blucher has come into its own as an extra pair. The Bal- 
timore line has been 7 and every sort of a twist is given to the 
Blucher. Notice the Memphis effect of the shoe in the center. 


Danger of Weak 





there are fewer blacks 
and more tans and the 
tan is darker, about the 
equivalent of Gallun’s 
No. 4. 

Medium grade lines 
are not using so much 
of the lighter colored 
leather for fall, and 





Shoes 


Too many shoes are 
worn until they are weak 
and no longer provide 
the support for the foot 
that the shoemaker in- 
tended. 

“Shoes that have lost 








more of the grained 
leather. Mahogany ap- 
parently is gone, but the 
socalled Tony Red 
shades or cherry are good. No cordovan as yet. 
Decorations are apt to follow the lines of the higher 
grades, but considerably more pinking and perforation 
are to be seen. Perforations combined with stitching 
are seen in many lines. Perforations run the entire 
gamut of size. Bevelled soles are being tried again and 
fancy wheeling on the sole extensions. 

The outstanding development is the expected in- 
crease in the sale of blacks. This is not due so much to 
the desire of men for a change as it is to the pushing of 
lighter tans. It is well known that the use of lighter 
tans always stimulates the sale of blacks. For the time 
being, at least, gone are the days when men can wear 
the dark tans for business and informal dress in the 
evening also. ; 

The soft toe continues good in both high and low 
grades on the brogue or semi brogue last. 


shou 














The broad saddle over the lace stay has all sorts of interpreta- 
tions in sport footwear. Here are three effects and a contrast of 
leather makes still greater variety. A good shoe merchant can 
pick one last and upon i: create two dozen smart samples by the 
use of different leathers and stitching. 


The plain toe and — one with the front clear continue to be 
very important numbers in any stock appealing to young men. 
The re toe blucher is a development i cate pairs and you 
have it in light tan as well as black. 


their shape at the 
ankles, and their pres- 
sure at the instep, should 
not be retained for 
street wear. Support at the ankles, and at the instep, 
is necessary for the soundness of ankles and feet, and- 
lack of it is positively dangerous, for strains and other 
foot troubles follow when shoes fail to support the 
feet.” 

This paragraph may sound like an argument from a 
maker of health shoes of today. But the fact is that it 
was written by an observer of footwear 25 years ago. 
And it is’equally true today. 





How the Knight Shoe Company Profited 
By a Health Exposition 


Something like 180,000 visitors attended the health 
exposition at Portland, Oregon, which was staged a 
few months ago. 

The Knight Shoe Company, of course, had to help 
pay the freight, and Will Knight is another of the pro- 














When it comes to ornamentation you can have zig-zag harness 
stitching. A submerged cord in any variety of type is effective. 
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gressive, alert merchants 
who saw the opportunity of 
cashing in on this event. 

He moved his foot X- 
Ray machine over to the 
Auditorium, put it in charge 
of Dr. J. M. Ingalls, the 
foot-specialist of the Knight 
Shoe Company. Dr. Ingalls 
gave his personal attention 
to explaining the wonders of 
the machine, and how the 
Knight Shoe Company was 
using it as an aid in deter- 
mining the proper size and 
shape of shoe that a child or 
a grown-up should wear. 


The Effect of a Good Exhibit 


Thousands of people be- 
came interested in their 
feet as never before, free 
examinations were made, a 
record of the results were 
registered, which were 
turned over to the foot re- 
lief department of the 
Knight stores. 

The results were clearly 
reflected in the sales rec- 
ords of the store. 

A few weeks later the 
Pacific National Live Stock 
Exposition was held at 
Portland, and Dr. Ingalis 
and his corps of assistants 
again added immeasurably 
to the prestige and good 
will of the Knight Shoe 
Company, by another dem- 
onstration of the X-Ray 
machine. 


It's Up to You 

Now what are you going 
to do? You are going to 
donate your hard earned 
cash for the next exposition 
or fair that is held in your 
town. That is dead sure. 
You feel you cannot afford 
not to help these things 
along, and that feeling is 
right. But are you simply 
going to pass out the money 
and grumble about it, or are 
you going to work out some 
educational plan, some en- 
tertainment scheme, orsome 
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Stitching has taken the place of extra foxing in many of the 
shoes. Here are some line features that are new and effective. 

















The backs of men’s shoes have been neglected too long. This 
shows three very distinctive back treatments. 











“_ 

When it comes to boots, the whole -quarter blucher on a sturdy 
last in strong leathers is particularly good for mid-winter. This 
is the ype of shoe that should find its place on men’s feet this 
winter. It combines smartness and utility. 














Full brogue lasts give a world of comfort in a boot made in 
grain leathers. These two illustrate prevailing tendencies in boot 
making. A stitch in line saves nine perforations and a stitch 
was ever smarter to a boot. 
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On whole quarter boots, the problem has always been to relieve 
the big pattern of leather with some sort of a ion. Here 
you od it in stitches. There hag = 4 be a number g wd 
wrin in a whole-quarter shoe, but the proper use of stitch- 
ing modifies the effect. 
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little show of your own by 
which you will build up your . 
own good will and get your 
money back with interest. 

The Recorder is not only 
willing, but glad to pass 
on suggestions that have 
proved valuable to other 
merchants. If you have 
cashed in on affairs of this 
sort, write us the story. 

If an affair of this sort is 
going to be held in your 
town, and you want ideas, 
write us your problem. 





Are Women’s Shoes 
Larger? 


Dr. Celia B. Mosher, of 
Leland Stanford Univer- 
sity, California, has pre- 
pared a set of figures which 
shows that the stature of 
the average college girl has 
increased one inch during 
the past 30 years. And there 
has been a corresponding in- 
crease in weight and vigor. 

The figures revive the 
familiar argument that 
sizes of women’s feet are 
running larger. Many a 
merchant, as well as manu- 
facturer, can show records 
of gains on the run of big 
sizes, even No. 6, No. 7 and 
No. 8. 

Dr. Mosher accounts for 
the larger stature of college 
girls by their increased acti- 
vities, especially in athletics. 
It is fairly safe to presume 
that a corresponding gain 
in stature has gone on 
among millions of other 
women, for they, too, have 
increased their activities, 
especially in athletics. 

The lesson to the shoe 
merchant is this, “Fit ’em 
right, and encourage athletic 
and other activities among 
women.” 





Opportunity is as old as 
the ages, but she carries 
in her hand the elixir of 
youth. 
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HE declaration of a leading figure in the last 

making industry a few days ago, to the effect 

that men’s feet today are in better condition 
than ever before, recalls the Recorder’s drive in late 1917 
to clean out poorly-ditting shoes in a move to give men 
comfortable fitting shoes. Examinations by Army and 
Navy examiners showed American young men’s feet 
were in horrible condition. Otherwise they were physi- 
cally fit. 

The Recorder took up the slogan: “Better Feet for 
American Men in War and Peace,” and the idea spread 
over the country and today we find men’s feet in ex- 
cellent shape. And this is attributed to the fact that 
men’s feet have expanded, particularly the ball of the 
foot, due to the brogue and broad-toe patterns worn 
extensively. 

A World War taught the shoe industry that it was 
opportune to get away from.the idea of pleasing the 
eye at the expense of crippling feet. Gradually the 
sharply pointed narrow-toe patterns commenced to 
fade in men’s styles and the trend toward broader toes 
developed. Even today, five years later, the tendency is 
to give more room to the ball of the foot and toes. 


Condition of Feet Vital 


An extract from the Recorder issue of December 1, 
1917, refreshes memories of the start of the drive. ““The 
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trade must prepare itself, clean out its poor shapes and 
learn the lesson that a man’s feet are more important 
than the sale of a pair of wrongly fitted shoes.” 

In the same issue we find: ““With each issue of the 
Recorder we will hammer home the cure. The error is 
not entirely with the shoe man and his footwear, but 
even that margin of error, be it in your case one per 
cent or 99 per cent, is worthy of your best efforts for 
correction in the months to come.” 

A glance through the sample room of a last making 
company today will not reveal anything that re- 
sembles those sharply pointed lasts of five and six years 
ago, which are blamed for the distorted condition that 
men’s feet were in during the war period. More room 
through the ball of the foot, waist and instep has been 
given, with the result that we hear more about “Free- 
dom of the Feet.” 


Appeal Quickly Answered 


“The campaign for better feet for American men may 
be half way along the road to achievement through the 
natural trend of the country towards footwear for men 
of a more normal character. Already big industrial 
plants have considered the subject of footwear for their 
men at work. If big corporations realized that the effi- 
ciency of their workers is increased by proper footwear 
and normally shaped feet, then surely the same principle 





Feb. 16, 1918 
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. ting the eye and the gradually widening toes. 


Inspired by the reports 
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saying American 


y men’s fee were in 

aan condition, the 
. “Recorder” in1917 ado, 

the slogan: “Better Fi Fn 
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merican Men in 
and Peace.” 

A campaign impressing 
the necessity for making 
better-fitting shoes for men 
was launched and the shoe 
trade answered the appeal 
to stop making shoes which 

men’s feet by 


Know Feet 
and Shoes 


“It took a great war to 
reveal the foot troubles 
of a nation. Stop fit- 


eae tyles predomi. 
ue {s i- 
Se 
result that ““Freedom*of the 
Feet” has been realized. © 


pocketbook before con- 
sidering the feet.’’ 
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can be taught by the shoe merchants to the manufac- 
turing plant executivesin all industries in other cities and 
towns,” is an extract from the issue of December 
22, 1917, showing the theme of “Better Feet for Ameri- 
can Men in War and Peace”’ was taken up throughout 
the country. . : 

Letters came in from representatives of all branches 
of the trade endorsing the campaign, the text of them 
declaring the Recorder was on the right track. Surely the 
results today show the note sounded rang out true and 
clear throughout the shoe and its allied industries. 


Footlights on Style 
(Continued from page 93) 

to have a low heel would look to the human eye about as 
incongruous as would a sport shoe with a high heel. 

While women of the Latin races are wont to dress their 
feet in short vamp, high heeled shoes, this does not 
mean that American women must dress their feet in 
this fashion. Indeed, at the present time, the demand at 
the retail shoe stores of the country seems to be for heels 
of 9-8 to 14-8, with new lasts being made for new shoes 
to carry heights up to 18-8. 


A Matter of Individual Requirements 

After all, it is a matter of individual tastes and re- 
quirements. Some American women are as uncomfort- 
able in a heel of 12-8, as another would be in a heel of 
18-8. A call at one of the high-grade factories in the 
East, making women’s turns, brought forth the inter- 
esting information that the wife of one of the head men 
always donned a pair of 18-8 heeled kid slippers for 
home wear, because they were more comfortable than 
the shoes she wore on the street, or at the evening 
function with 14-8 or 16-8 heels. She wore the latter 
heights, because they were more fashionable. The 
model which she wore for lounging slippers was very 
interesting—a pale shade of orchid kid, with opalescent 
beaded vamp and quarter, “a style,” said the shoe 
manufacturer, “that my foreign trade has been buying 
for the past twenty years.” 

But now, manufacturers are beginning to take note 
that some of the French creators are making shoes with 
longer vamps, similar to our American shoes of two 
years ago. It just goes to show how consistently-incon- 
sistent style can be. 


You Can’t Even Please the Dead 


A Georgia merchant was called to his store on Sun- 
’ day morning to wait on a woman who wanted a pair of 
shoes for a corpse. 

He thought he could sell her a plain pump or strap 
slipper; possibly something he had carried over, but in 
his own language, this is what happened. 

“T had an awful time making that sale; it has got so 
you can’t even please the dead. Do you think I could 
sell her a plain shoe, or an old one? I could not. She 
bought the newest fanciest thing I had. Guess they 
wanted to show the angels the newest styles on earth.” 
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Good Business and Profit for Both 


When buying and selling are based on integrity. 
By A. BUYER 

One of the scarcest and at the same time, one of the 
most needed commodities in business today is CON- 
FIDENCE. , 

Confidence of the manufacturer in the merchant and 
confidence of the merchant in the manufacturer. 

Confidence of the merchant in his salespeople and 
confidence of the salespeople in the boss and the mer- 
chandise on the shelves. 

Nearly every time I go into a factory I hear a story of 
how seme supposedly good merchant has counter- 
manded an order, usually after the shoes have been put 
in process of making. 

Recently a manufacturer remarked: “You never know 
whether or not you have sold a lot of shoes until you get 
the merchant’s check for them. Cancellations and re- 
turns have become so common that we are losing con- 
fidence in everybody.” 

Why shouldn't a merchant “stand hitched”; stick to 
his word and play the game fair, so long as the manu- 
facturer is fair with him? . 

Then I go into a retail store and the merchant shows 
me the duplicate of a mail order sent to a factory re- 
questing shipment “‘as soon as possible.’’ He waited ten 
weeks and then in response to an inquiry as to when he 
might expect the shipment, gets a letter from the factory 
stating, ““We have been shut down for inventory and 
repairs, but hope to make shipment within the next two 
or three weeks.” 

The merchant naturally was “all het up.” As he 
threw the letter down on his desk he said: “I have been 
buying shoes of that factory for several years. This is 
not the first time they have been dirty with me. Why in 
the devil didn’t they write me when the order went in 
that they were going to shut down temporarily and 
could not make shipment for twelve or thirteen weeks. 

“T could have bought a few shoes elsewhere to tide 
me over. Now I am through with them forever.” 

Just playing fair; giving the other a square deal; 
having confidence in the other fellow’s integrity would 
have meant continued pleasant relationship, more 
business and more profit. 

Fortunately these are exceptional instances. Another 
merchant has been buying one line of men’s shoes con- 
tinuously since 1879, and another line of a little lower 
grade since 1880. The principal line of women’s shoes 
carried have been bought continuously for 35 years. 

When the war came on and merchandise was hard 
to get, this merchant did not suffer materially. These 
factories knew this merchant would keep the shoes they 
shipped him, and that they would be paid for promptly. 

The merchant knew these factories would take care of 
him in the best possible manner. 

Of course, they were not always up to standard, nor 
did they aways come in on the date, but confidence, 
belief in the integrity of each other has meant pleasant 
relationship, good business and good profit for both. 
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A Move Towards ‘“‘Complete’ Footwear 


corder in this issue to the crystallization of a real 
principle on style that is now appearing in the 
shoe industry. 

Jazz patterns are passing. Just a designer's dream 
won't keep factories busy and stores a-selling. /t is 
going to take smarter patterns—a real contact with future 
movements of colors and motifs affecting dress, millinery 
and footwear; and a fitting-floor sense of practical value 
of each shoe selected to enable the merchant to make a real 
profit. 

You can complete the picture on this page—the lady 
of fashion. The function needs the newest of footwear. 
The scientist can re-create a prehistoric giant by ex- 
amination of a tooth. The well-rounded subject of 
merchandising—take any article—depends upon a 
complete understanding of your customer's needs. To 
know the shoe alone is to be tremendously one-sided in 
the spirited game of merchandising. 


C) carder in this is importance is given by the Re- 


© find in advance how every shoe fits into the 
scheme of dress, occasion and color is to render the 
utmost in service to your community. Comfort of feet 
you are expected to know; comfort of the mind as to 
appropriateness is what makes you the exceptional 
merchant and profit maker. 
Patterns are most conservative in fine shoes. 
Plain tailored pumps and oxfords are ahead—welts 
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are built trim to look like turns. In turn footwear a 
trend towards a modified French last better suited to 
American feet and the ‘eye.’ The shorter last has less 
extension, it should be studied for fitting values. 

The Chinese picture leading this section is illustra- 
tive of the American girl's new mode—the influence on 
dress, perhaps the Chinese motif leads to short steps 
and short vamps, black as a background for colors— 
and strange thought. 


The women of China in a past age were exceed- 
ingly powerful politically. To subdue their in- 
dependence it was made a factor of style to 
bind the feet, and centuries later the mild- 
mannered lady of Cathay became a household 
pet. 


DAY, the active American girl from the golf 
links or tennis court, dresses up in short-vamp 
slippers of satin, a mandarin coat, and all the Chinese 
accessories and illustrates effectively that fashion 
changes the entire personality of woman. Style plays 
a big part in her scheme of existence, therefore to under- 
stand style thoroughly is to be conversant with all of 
its profitable moods. 

Our style selection endeavors to balance carefully 
types of footwear of advance interest to your store. It 
is culled from hundreds of samples, and it is illustrative 
of the best thought on the trend in women’s footwear. 
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C©Advance 


Black satin with 
black suede trim- 
ming. 16/8 Spanish 
Louis heel. Saks 
Shoe Co., Brook- 
lyn. 


Black suede with 
cut - outs.§ -French 
toe. 15/8 Spanish 
Louis heel. 
Schwartz & Benja- 
min, Brooklyn. 





The pump came after all 
other types had been tried 
—its beauty depends 
on last, lines and 
trimmings 


GJorecast 


Log Cabin suede 
pump. Patent lea- 
ther trimmed. 16/8 
Spanish Louis heel. 
Smaltz - Goodwin 
Co., Philadelphia. 


Patent leather 

pump, with black 

gun metal calf trim- 

ming. 16/8 Spanish 

Louis heel. Webber 

a Co., Haver- 
ill. 
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@Qldvance ON forecast 


Elaborations on pump-fitting 
lasts, the dip at sides 
is new 


a — — In black buck with 
rocadge f ve ce ; . 

, patent trimmings. 
sf i nde ao The gore is on both 
buckle and towaled ad ‘we ren 
heel. Boyd, Welsh ichert, nc., 
Shoe Co.,'St. Louis. 


Black ooze and pat- 

ent, cgmbined in a “= 

broad one strap, ex- Patent leather cross 
tending from shank strapanklette.Gray 
to shank. 15/8 kid trimmed. 15/8 
Spanish Louis heel. Spanish Louis heel. 
Harry Smolen & Shoe Specialty Mfg. 
Co., Inc., Brooklyn Co., St. Louis. 
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Patent leather ank- 


with cross 


strap. 16/8 Spanish 
Louis heel. John J. 
Lattemann Shoe 
Mfg. Co., Brooklyn. 


Brown satin ank- 
lette with brown 
kid trimming. Semi- 
French last. 17/8 
Spanish Louis heel. 
Sigman & Cohen, 
Inc., Brooklyn. 
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Anklets are a follow-up of the 
light straps and clever de- 
signs, both connected 
and disconnected 
at the back 


Black patent ank- 
lette. Dull kid trim- 
ming. Modified 
French toe, with 
loop straps. 14/8 
Spanish Louis heel. 
Collins & Staples, 
Haverhill, Mass. 


In Mandalay ooze, 
kid trimming in 
darker shade. 15/8 
Spanish Louis heel. 
Brauer Bros. Shoe 
Co., St. Louis. 
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Lightcross straps making atry 
footwear, glorious crea- 
tions for feminine 


feet 


Black patent lea- ; 
ther cross strap, ad P Congo kid with pat- 


with cut outs on 
either side. 14/8 
Spanish Louis heel. 
— B. Goodrich 
& Co., Haverhill. 


ent leather cross 
straps. 15/8 Spanish 
Louis heel. Julian & 
Kokenge Co., Cin- 
cinnati. 


= of the new | 
‘rench vamp lasts _ ; 
with the low dip to A field mouse kid 
tip effect. Devel- turn, with log cabin 
oO in the wig- ooze cross straps. 
= shade of kid 16/8 Louis heel. 
with otter suede Chas. K.'Fox, Inc., 
straps and covered Haverhill. 

Duchess heel of 

14/8, The Travers 

Company, Cincin- 

nati, O. 
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A tongue pump in 
enuine French 
ronze. Gold bead- 

ed, narrow strap- 

ping. Rhinestone 
studded’ gold but- 
tons on either side. 

16/8 full Louis heel. 

Geo. C. How, Ha- 

verhill. 


A black ooze two 
strap, buckle fas- 
tened. French last. 
16/8 Spanish Louis 
heel. Pincus & To- 
bias, Inc., Brook- 
lyn. 


SJorecask 





The front of the instep needs 
clever cut-outs, beading 
buckles and stitching 
to catch -complete 
attention 


/ 
ne a 
j ; Patent leather gore 
; pump. Lattice work 


Straps. 16/8 Span- 
ish Louis heel. Saval 
Shoe Mfg. Co., Chi- 
cago. 


Patent leather with 
instep straps, a but- 
ton on either side. 
16/8 Spanish Louis 
heel. 

nag B. Leavitt 
Co., 


averhill. 
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@Chorecast 


The gore is finding place on 
sides, and even as sec- 
tions of cut-out pat- 
terns. They hug 
the feet 


Black suede gore F _— 

pump, patent lea- ‘ Tan calf gore pump 

ther trimmed. 14/8 with lattice - work 

Spanish heel. Della decoration. 17/8 

Bert Shoe Mfg. Co Spanish Louis heel. 

Brooklyn S. Weil & Co. 
Brooklyn. 


Beige suede, pat- 
Patent — gore ent pugs gore 
pump. ,Mat 1 at * sides, mp. 
trimming. 16/8 Rickard Shoe Co, 
— heel. Rng Haverhill, Mass. 
Nathanson 0., 
Erooklyn. 
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SJorecast 


Patterns never thought of a 
season ago have swept 
into popularity with 
the adjustment 
by goring 


In Mandalay ooze 
with cut-out straps —— _ A three button one 
of mahogany kid. , strap inblack'suede, 
17/8 Spanish Louis gold kid inlay on 
heel. I. Miller & strap. 16/8 Spanish 


Sons, Inc., Brook- Louis heel. Brown 
lyn. Shoe Co., St. Louis. 


In Log Cabin ooze, “ 

with front™ goring. —_— ; Autumn brown 
Trimmed with kid pm suede gore pump. 
in contrast- Lattice work over 
ing shade. 16/8 instep. Perfora- 


Spanish Louis heel. tions. 14/8 Spanish 
A. E. ,Little Co, Louis heel. Cotter 


Lynn. Shoe Co., Lynn. 
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Welts have a new lease of life 
—lighter and more orna- 
mental effects are mak- 
ing heavier leathers 
find a fashion 

place 


/ hill Black suede one 
Black suede Good- 
year welt o» ford, aeep. _Patent 7 
with cut-outs. 12/8 Spensh ied 
heel, rubber tip. . 
Harry E. Adams, 1. Shoe Co., 
Haverhill. ynn. 


Black velvet two : . ‘ —_ in tan calf 
strap sandal, pat- poor ee — 2 
aa “oe ow amg outer "sale 

. 10/8 patent : . 
leather covered Soogg he — 
wood heel. Utz & ber . ushing 
Dunn Co., Roch- Shoe Co., Lynn. 
ester. 
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Hitting the High Spots of Men's Footwear 


Styles 


’ UTTING on the dog” may be slang of the day 
but it tells more in four words than a page could 
express of what is making the sale of men’s 

shoes more interesting to merchants. 


Oxfords lead by many feet as the year-round shoe 
for men. High boots are to be encouraged—especially 
pluggy bluchers. Stitchings tell a complete story in 
ornamentation—the finer the shoes the less the stitch. 


Simple lace bal patterns in smarter shoes. 


The last is not least—but first in importance. Brogues 
are even wider—English effects have more barrel to 
the wood and less point—the old duck-bill may be the 
new number to supersede the French toe. It is more like 
the old German toe of a score of years gone by. 


Heels cannot be changed in heights—revolutions 
may change the face of nations, but nothing alters 
man's firm foundation. 


INCE California said “light tans daily” and “blacks 
by night,’ there has been a new order of things in 
colors. The nearly black shade of mahogany is stepping 
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out and in its place the tony reds, hazel browns, cherry 
and lighter shades appear. Patent is going to be so 
good— it will be worn on the street once more. 


Nothing takes the place of medium smooth calfskin 
—it looks its price in any grade. In mid-winter nothing 
takes the place of grained leathers—all sorts of pebbled 
effects even shark as trimming. 


Blacks—smooth, brocaded and grained for shoes of 
service as well as for street and semi-dress. The heavier 
skins in kid have a greater selling value in every store. 


E are stepping along towards more men’s shoes 

the universal exercise is walking—it's particularly 
a winter sport; say it in the slogan, “Walk and be 
Healthy.” There is a real reason for selling more shoes 
for men, henceforth, workers have the price to buy and 
the spirit of the time is “regular shoes for every day 
use and sport shoes for outdoor activities.” 


Look ‘em over! A cross section of a good stock of 
shoes for advance purchase is shown on the following 


pages. 
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BOUT the time the Prince of Wales started the style of pearl gray 

A hats with black bands, college neckties, gloves and pipes—the shoe 
business took a turn for the better. Gray clothes have emphasized 

‘ both light tans and blacks—therefore, look for both in every well- 


| —_)) @e—_ dressed man’s wardrobe. 
<oON 
> 


=] 


A wine red calf, 
stitched in green 
and having a re- 
markable tip effect 
of two folds of lea- The plain toe is 
ther, making the consistently grow- 
overlap an item of ing as a_ national 
style. Shoe by Hur- favorite. Plain toe, 
ley Shoe Co., Rock- custom oxford in 
light tan calf. The 
Stetson Shoe Co., 
South Weymouth, 
Mass. 


land, Mass 


Black bluchker ox- : want Light tan Russia calf 
ford. Gable edge ; oxford. Ribbon stitch- 
and heel. Coarse ed tip. Multiple stitch- 
white stitch. The ed foxing with pinking 
Dalton Co., Brock- around vampand quar- 
ton, Mass ter. Churchill & Alden 

Co., Campello, Mass. 
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Sport is now a : a From a sport blu- 
year around pur- aN cher to a_ patent 
suit — its imprint 4 duck-bill last is a 
is upon shoes for "Bigs ‘ big step—but the 
men. Striking sport As red-hot sports are 


patterns are plenty. ; wearing ‘em. 


For extreme smart- 
ness, patent leather 


A brogue in tan =. : : 
2 Be oetnsss is now the thing. 


Scotch grain. Sad- 
dle blucher oxford. 
Johnston & Mur- 
phy, Newark. 


Cherry red calf ox- 
ford, cording at tip, 
lace stay and top. 
Brass eyelets. E. T. 
Wright & Co., Inc., 
Rockland, Mass. 
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This model has a 
modified duck-bill 
last, with more 
character in the 
forepart, plus toe 
room. A. J. Bates 
Co., Webster, Mass. 


Black calf oxford. 
Full extension 
rolled edge, heel, 
shank, and sole. 
Rubber heel. Ogden 
Shoe Co., Milwau- 
kee, Wis. 





Cldvance Sh yle forecast 


Boots for mid-win- */ Light tans for smart- 

ter mean extra pairs ness — blacks for 

for utility. t fy dress — and heavy 
grains for rough 
wear. 


A trouser crease : Simplicity marks 
blucher tan Russia the new light tan 
calf, black grainsad- oxfords. Style by 
dle and lace stay. C. H. Alden Co., 
Leonard & Barrows : North Abington, 
Middleboro, Mass. Mass. 


Red calf bal, gable 


A golden tan Rus- 
sia calf boot on a 
modified English 
last. Stacy Adams 
Co ., Brockton. 
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edge orange upper 
stitching — note 
square toe and its 
chisel effect. Rohn 
Shoe Mfg. Co., Mil- 
waukee. 
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“YweTTe” 








inal, Pes ig 
LIP bie r 
Primm ed ne peaien 
i3ard. 


HARRY SMOLEN &-CO-INC: 
24-28 Boerum Street Brooklyn.NY 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Miss Lorrain 
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| ( )rtere upon a time | 


who became so discour- 
aged he sold his farm and 
set out to seek his fortune. 
The first farmer had been 
content to scratch the 
surface; but the new buy- 
er ploughed deep. And so 
it was he who discovered 
that beneath the surface 
lay Acres of Diamonds— 








there was a Penn- 
sylvania farmer, 








Diamonds. 
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The “Acres of Diamonds” 
story has its application in 
many shoe departments. 
In keeping pace withall the 
fickle fashions, are you 
only scratching the surface 
of your real shoe business? 


Every woman customer 
who buys from you on a 
purely fashion basis also 
needs a comfortable, dur- 


“able shoe for daily wear. 


Acres of Diamonds 


Show her and sell her Ye 
Olde Tyme Comfort Shoes 
—the largest selling wo- 
man’s comfort shoe in the 
world. 

Make two sales where 
you've made one before. 
And two profits instead of 
one—with no greater sell- 
ing expense to you. 
Write today for complete 
information. 


LUNN & SWEET COMPANY 
AUBURN, ME. 
Also Makers of Sweet Sally Lunn Corrective Shoes 
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Ye Olde fyme 


COMFORT SHO¢s 
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SUSPENSION ARCH SHOE 





No. 773 (Welt) Black Glazed Kid 
Suspension Arch Welt Lace Ox 
ford, 160 Last, Imitation Tip, Sheep 
Lined, 12 /8 Military Wingfoot Rub 
ber Heel 
In Stock 5 t0 10 AAA 
& AA, 4 to 10A, 3 t 
10B, 2 to 9C, D and E. 





No. 183 (Turn) Havana Brown 
Kid Suspension Arch Turn Lace 
Oxford, Imitation Tip, Sheep Lined, 
12/8 Military Wingfoot Rubber 
Heel, Corrective Combination Last. 
In Stock 5 to 10 AAA 
& AA, 4 to 10A, 3 to 
10B, 2 to 9C, D and E. 


Sweet Sally Lunn 


* 


HE Sweet Sally Lunn 

brings to corrective 
footwear a new thought in 
shoe merchandising. 
At last, your customers can 
buy a shoe which provides 
the correct foundation for 
the continuous weight-car- 
rying structure of the foot 
from heel to ball. 
The metal arch—concealed 
and built in—supports the 
foot in the correct position 
so that arch cannot sag nor 
become strained. But here 
is the important thing about 
the Sweet Sally Lunn Sus- 
pension Arch Shoe: 
It is made by men who have 
specialized for years in mak- 
ing women’s shoes comfort- 
able in a factory where 
every modern facility is 
available. 
And Sweet Sally Lunn Sus- 
pension Arch Shoes can be 
sold at a lower price than 
any other line that can even 
claim to come in the same 
class. 
The market for corrective 
shoes is stable and constant. 
Order your stock of Sweet 
Sally Lunn Suspension Arch 
Shoes now. 














No. 793 (Welt) Havana Brown 
Kid Suspension Arch Welt Lace 
Oxford, 160 Last, Imitation Tip, 
Sheep Lined, 12/8 Military Wing- 
foot Rubber Heel. 
In Stock 5 to 10 AAA 
& AA, 4 to 10A, 3 to 
10B, 2 to 9C, D and E. 





No. 173 (Turn) Black Glazed 
Kid Suspension Arch Turn Lace 
Oxford, Imitation Tip, Sheep Lined, 
12/8 Military Wingfoot Rubber 
Heel, Corrective Combination Last. 

In Stock 5 to 10 AAA 

& AA, 41to 10A, 3 to 
10B, 2 to 9C, D and E 


LUNN & SWEET COMPANY 


Largest manufacturers of comfort shoes in the world 


AUBURN. MAINE 
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‘Gelling More Hosiery Sold Right” 





Five Years 
Ago ANN 
Unheard of— \ va 
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You Can Sell Stockings 
with Every Pair of Shoes 


Shoes and Stockings go together just like bread and 
butter—every shoe sale in your shop should mean a 
hosiery sale, too. 


Most big shoe merchants have been selling stockings for 


years and this is one phase of their service to customers - 


which the small dealer can render as well as they. We 
have made a study of hosiery selling in- stores of every 
size and we shall be glad to advise you just what num- 
bers will show a quick turnover with your trade. 

The Van Raalte line includes a complete assortment of full fash- 
ioned Silk Stockings. There are staple plain shades and the smart- 
est of novelties—all with the famous Van Raalte style and quality 
already known to your customers through our national advertising. 


Van Raalte Company, 295 Fifth Avenue, New York 


VAN RAALTE 
Silk Stockings 


Makers of Van Raalte Fils, Glove Silk Underwear, 
Silk and Suede Fabric Gloves 


J 


yy 
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—Today an 
Acknowledged 
Leader! 
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ROLLINS 


Nationally Advertised 


HOSIERY 


Spring and Dennen, 1924 


Is Ready for Your Inspection 


Our sales representatives are now on their way to your city with the Rollins complete 
line for spring and summer, 1924. 


There is a Rollins style for every demand—man, woman, or child. 
Only the best of materials and workmanship are to be found in Rollins Hosiery. 
No hosiery is put out under the Rollins brand to sell at a price. We sell quality 


only. 
Rollins is advertised nationally in many leading magazines. 
There is only one result from such a combination and that is—Merchandise you like 


to sell. 


It Will Interest You—Mr. Shoe Merchant 


to know that we work closely with prominent shoe manufacturers so as. to produce colors in hosiery that 
will accurately match the leading modes in shoes. We offer you a very wide range of color selection. 


Write for the Rollins color chart. 














If you are one of those progressive buyers who would like to know more Rollins facts, tell us so on your 
letterhead. We’ll do the rest. 


ROLLINS HOSIERY MILLS 


DES MOINES 
IOWA 
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As fine as Franklin Men's Wool Socks are, and as fine as 
the clocking is, yet th re is that masculine touch and 
durability that men like. Franklin Socks will indeed help 
you strengthen your men’s wear business. 
The Complete Franklin Line 
Women’s stockings and men’s half hose in Wool and Silk- 
and-Wool; seamless and full fashioned; in solid colors, 
fancy and heather mixtures, with and without clocks. 
Men’s Wool and Silk-and-Wool Golf Hose. 
Boys’ and Girls’ Wool Golf Hose. 
Children’s Wool Hose in Black and Heath- 
ers. 
Leading Wholesalers Sell Franklin 


SULLOWAY MILLS 


Franklin, New Hampshire 


E.M. Townsend & Co., Sole Agents 
345 Broadway, New York 


Beston Philadelphia Chicago 





Boot and Shoe Recorder 


HOSIERY SECTION 

















HOMAS S&S. CHILDS, Inc., of 
Holyoke, Mass., found some 
time ago that it pays to push 
McCallum Hosiery. Mr. Childs says: 
“We have sold your stockings for 
over fifteen years in increasing quanti- 
ties. Every shoe store should have a 
hosiery department, and if that depart- 
ment stocks McCallum Hosiery, its 
success is assured.” 
Another Childs Store, the W. G. 
Simmons Corporation of Hartford, 
Conn., writes: “We are large users 





of McCallum Hosiery in the higher 
grades. We pride our store in selling 
hosiery of quality, and in perfect color- 
matching. Through the McCallum 
Special Dyeing Service we have 
matched perfectly the most unusual 
colors.” 

McCallum presents a complete line 
of hosiery, starting at two dollars. 
Successful hosiery departments that 
concentrate on the $3 to $5 McCallum 
styles, like the Childs Stores, sell in- 
creasing quantities every year. 


McCattum Hosiery Co., NortHamptTon, Mass. 


New York PHILADELPHIA 


“You Just Know 


McCallum 


CuHIcAco 


Boston 


She Wears Them” 
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Worn by“America’s Best Dressed oman” 


? 


ECAUSE of her exquisite 
B taste and admirable style 

judgment, Irene Castle, stage 
and screen celebrity and fashion 
authority, is acclaimed “America's 
Best Dressed Woman.” 


The millions of well-dressed 
American women who are her warm 
admirers follow her selections care- 
fully and try to obtain the same 
things for their own use. 


Irene Castle is one of the many 
celebrities who praise Corticelli 
stockings enthusiastically, letters 
from Nita Naldi and Martha Mans- 
field having been reproduced in 
previous issues. 


The opinion of these well-known 
stars simply represents the opinion 
of all well-dressed American women 
who have “found” Corticelli Silk 
Hosiery. 


They tell us that we have pro- 
duced a stocking that is beautiful— 
smooth, shimmering, luxuriously 
rich—and that also gives extraordi- 
nary wear. 


This splendid new hosiery is made 
by the famous Corticelli mills, has 
the backing of Corticelli reputation 
and Corticelli's powerful advertis- 
ing. It offers the high-class shop a 
complete line of fine hosiery start- 
ing at two dollars—a line you can 
feature and recommend with fullest 
confidence in the pleasure it will give 
customers and the business it will 
bring you. 

Write our office nearest to you for 


details. 
Posed by Irene Castle Photo Copyright Ira Hill, N. Y.C 


THE CORTICELLI SILK COMPANY 


5 ° New York Chicago 
|, 136 Madison Ave. 373 West Adams St. 
St. i Cincinnati 


Louis 
1314 Washington St. 6th & Sycamore St. 


Coortice Lli HOSIERY 
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Conditions Favor Increase in Prices of 
Both Silk and Cotton Hosiery 


OW that July and August, the two dullest 
months in the year, have come and gone 


without exercising any seriously depres- 
sing effect on the hosiery market, there is a 
decided revival of confidence throughout the 
trade generally and a very bright prospect of 
active business and a firmer market throughout 
the fall and winter months. The manner in which 
the market has held its own through July and 
August is really most impressive, especially when 
it is considered that raw material markets were 
steadily declining and distributors were buying 
goods only to fill actual nearby needs. And the 
only reasonable explanation for the relative 
strength of the market was that the actual con- 
sumption of hosiery by the public was much 
larger than most people imagined. 


Market Prices Holding Firm 


Some weakening there was, of course. With a 
decline in raw silk from a high point of about $10 
a pound to a low of about $7.50 for double extra 
cracks, and with buyers very conservative about 
placing future orders, it was quite natural that 
the market should show some softness here and 
there. Concessions were made on some lines to 
secure a quick movement of accumulated stocks, 
and some lines which had been priced slightly 
above the general market were reduced to the 
average level. But on the whole the market held 
firm, and the surprising thing is that under the 
circumstances it managed to do so. The question 


now confronting the trade is simply this: If during 
a period of generally dull trade and declining raw 
materials the hosiery market held relatively 
firm, what will it do under the influence of reviving 
trade and rising raw materials? The answer seems 
obvious enough. 


Business Revival in Evidence 


When we speak of reviving trade, of course, 
we are speaking from the standpoint of the pro- 
ducer and wholesale distributor, who must have a 
substantial volume of advance orders on his books 
if his business is to be in a healthy condition. And 
advance orders are based upon confidence in the 
future. It is the lack of this confidence and not 
actual curtailment of consumption which has 
caused the dullness of recent months. There is all 
the difference in the world between the two con- 
ditions. Early last spring when the business 
world was extremely confident and optimistic, 
orders for the future delivery of goods poured in 
upon the mills. Then business suddenly lost con- 
fidence, and the stream of orders stopped, or 
rather was reduced to a thin, hesitant trickle. 
But consumption continued to go on freely. 
There has been very little decline in the activity 
of retail trade throughout the summer, except 
such as may have been caused by weather or local 
conditions. In other words, while the activity of 
buyers and the production of the mills fell off, the 
public continued to absorb goods about as freely 
as ever. 
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Price Tendency Should Be Upward 


A revival of trade, therefore, means really a 
revival of confidence. And this is now beginning 
to get under way, for a variety of reasons. In the 
first place it is being realized that stocks are get- 
ting low, and that with thé advent of the fall 
retailing season replenishment must be made on a 
large scale. In the second place it is being realized 
that the country is just as well off now as it was 
last spring—in 
industrial cen- 
ters indeed it is 
better, owing 
to the general 
increase in 
wages—and 
that there is 
no real reason 
why _ business 
should not be 
as good now as 
it was then. 
Finally it is be- 
ing realized 
that the dull- 
ness of trade 
and the decline 
of raw mate- 
rials during 
the summer 
months have 
brought prices 
as low as they 
are likely to go 
for [some time, 
and that the 
inevitable ten- 
dency now is upward again. In fact, in some 
textile lines, notably woven cotton goods, this 
upward tendency has already started. 

In plain words, prices will very probably be 
higher and desirable goods harder to secure a 
month from now than they are today. There is 
very little doubt about this. Markets practi- 
cally always grow stronger during the early fall 
months, owing to the fact that during this 
time provision must be made for the new 
season and owing also to the fact that farmers 
during this time are selling their crops and 
have cash in hand. When the markets have been 
weak and‘depressed during the summer months, 
as has been the case this year, the renewed strength 
is always more pronounced, because it has the 
force of a natural reaction. We are not predicting 
another miniature boom this fall, although such a 
thing is not by any means impossible. But we do 
say that there is likelihood of a sudden sharp 


upward trend, and that it is wise for merchants 











Above—Mercerized sport hose, ribbed to 
the toe, and made in a variety of colors. 
From the line of the Onyx Hosiery Co. 


To the right—A fine wool sport stocking 
with Paris lace clock, from the Bradford 
& Richter line. 
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to be prepared for it by covering ahead on what 
is relatively a very low market. 


Important to Watch Raw Materials Market 


Reference has been made here to the raw ma- 
terial situation, and it may be added that buyers 
should pay closer attention to the raw material 
markets than they are in the habit of doing, 
because it is a matter of greater importance than 

most of them imagine. This is particularly 
true of cotton. Hosiery buyers for shoe stores, 
who handle very little cotton goods, are natu- 
rally disposed to ignore the importance of 
the raw cotton situation, since it appears to 
have practically no bearing on their business. 
But it has a very real bearing. The price of 
cotton has an influence not only on cotton 
goods, but on all textile and allied lines, and 
in fact on trade generally. For example, the 
raw silk market is affected almost from day to 
day by the rise and fall of cotton, and we 
do not recall any instance of a prolonged rise 
or a prolonged decline in cotton which was 
not followed sooner or later by a rise or fall 
in the prices of silk and wool. This is not only 
because one raw material market has a sympa- 
thetic influence 
on another, but 








also because 
the price of one 
class of textiles 
has a direct in- 
fluence on the 
price of an- 
other, since 
within certain 
limits one tex- 
tile material 
can be substi- 
tuted for an- 
other. 


Raw Cotton 
Prices May 
Stiffen 


Now cotton, 
after suffering 
a severe decline 
during the 
early summer, has recovered pretty sharply 
and the indications are that it will go higher. 
Briefly, the situation is this: Unfavorable 
weather throughout the spring and summer in the 
cotton belt has caused a serious decline in the 
condition of the crop, so that few market authori- 
ties at the present writing expect a crop of more 
than 11,000,000 bales—and many estimate the 
probable crop at much less—although at the 
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beginning of the season the general expectation 
was for a crop of around 13,000,000 bales or more. 
The carryover of American cotton at the end of 
last season (July 31 of this year) amounted to a 
little over 2,000,000 bales, which is much below 
the normal carryover. A crop of 11,000,000 bales 
added to this would make a total supply of 13,- 
000,000 bales to last from July 31 of this year 
until the 1924 crop comes on the market in 
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survived its most depressing period, a period which 
witnessed not only the arrival of the spring 
cocoon crop on the market but also an almost 
complete absence of demand from the silk con- 
suming industries. The weight of new crop 
arrivals has now passed. Raw silk stocks in the 
hands of manufacturers are admitted to be very 
low, while demand for goods—broad silks par- 
ticularly—has already begun to revive. Under the 





September of next year—in other words 
over thirteen months. The world  con- 
sumption of American cotton during the 
twelve months ending on July 31 last 
amounted to about 12,500,000 bales. This 
also is much below normal, as consumption 
before the war was running between 
14,000,000 and 15,000,000 bales annually. 
But granting that world consumption does 
not increase during the coming year and that 
the new crop will amount only to around 
11,000,000 bales or less, it is clear that there 
will not be enough cotton to go around until 
the 1924 crop is marketed. 


Effect of Cotton Prices on Silk Goods 


Under the circumstances it is difficult to 
say how high cotton may go. It is now over 
25 cents a 
pound, which 
is well above 
the level on 
which cotton 
knit goods are 
priced. It is 
quite likely to 
go over 30 
cents a pound, 
and if the 
worst fears for 
the crop are 
realized it may 
even reach the 
dizzy level of 
40 cents at- 
tained during 
the boom peri- 
od of 1919-20. 
That this will 











weight of . the 
summer de- 
pression the 
raw silk mar- 
ket dropped 
from a high 
point of around 
$10 a pound to 
a low ofaround 
$7.50. Under 
the stimulus of 
revived activi- 
ty it has re- 
covered to the 
basis of slightly 
over $8 a 
pound. Quite 
probably it 
will go higher, 
although the 
experience of 
the past six 
months or so 
may induce 
both buyers 
and sellers to 
go very care- 
fully and conservatively for a time. 








Above—Full fashioned, all chiffon in the 
popular nude shade from the line of the 
Rosenhain Co., Inc. 


At the left—Heavy, all silk, full fashioned 
stocking with accordeon, two-toned rib for 
de luxe sport wear 


Good Business Ahead 


A level of $8 a pound for raw silk is some- 
what above the basis of current prices for silk 
hosiery, and if the market holds around this 
leveljsome advance in silk hosiery prices is 
probable. An average advance of about 5 
per cent on spring lines is now being talked 
about, but a good deal depends, of course, on 
how the market pans out. If raw silk goes 








cause a _ cor- 

responding advance in the price of cotton and 
cotton-mixed goods goes without saying. But it 
will also have an important effect on the price 
of silk goods, because, as already noted, the silk 
market is very sensitive to the rise and fall of 
cotton. However, altogether apart from the action 
of the cotton market, the raw silk market is likely 
to be stronger during the coming months than it 
has been during the last few months. It has now 


higher and trade demand becomes more active, 
price advances may well be much stiffer, since 
manufacturers have no longer any large 
stocks of raw silk bought on a low market 
to tide them over when the market advances, as 
they had before. In any case a firm and probable 
higher silk hosiery market is the apparent outlook 
for the near future. 
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Of silk and mercerized 
lisle; full fashioned 
with diagonal plaid 





Boot and Shoe Recorder 














pattern, jacquard knit. 











Browns and Blacks Good for Autumn 


HERE doesn’t seem to be anything more 
definitely decided now about fall hosiery 
styles than there was a month ago. As a 
matter of fact, the style situation in hosiery is 
something about which the bulk of distributors 
and producers do not seem to concern themselves 
very much. Apart from some very vague and 
general ideas about colors and materials it is 
practically impossible to get any style information 
from operators in this market. The general opinion 
might be summed up about as follows: 
“I guess brown will be good—the darker shades. 
I don't know about the lighter shades. Black, of 
course. I don’t know about gray. The color trend is 
uncertain yet. Chiffons will probably be good for 
another season; after that I don’t think they will 
hold their place. Artificial silk mixtures seem good, 
although they are said to be losing ground in some 
places. It’s about 50-50 between seamless and full- 
fashioned goods. The latter seem to be coming on a 
bit lately. Mercerized hosiery promises to be in 
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better demand. Wool hosiery for women doesn't 
promise well, although the finer grades of silk and 
wool ought to be good sellers.” 


Trend Toward More Subdued Colors 


All this isn’t very definite, but it is about the 
substance of the opinions gathered in the. market. 
As far as colors are concerned the shifts in public 
taste have become so sudden and frequent that it is 
really impossible to predict anything about them, 
except in a very general way. In a general way it 
seems to be certain enough that the trend is 
toward the more subdued colors and that brown 
is to be the leader. Brown is normally a fall color 
anyhow, and the arrival of fall always brings an 
increase in the demand for this color. During the 
coming fall season it will be more pronounced 
than usual, because of its vogue in fabrics. And 
because the vogue in fall fabrics runs to dark 
colors—not only browns, but navy, black 
and the darker tones of green, blue and red 
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—there is likely to be an increased use of black 
hosiery. 


Lighter Shades Will Not Be Neglected 


It ts when one comes to the lighter shades that 
prediction is difficult. But it is as certain as any- 
thing can be that lighter colors will not be neg- 
lected, because the vogue for contrasting effects— 
that is for hosiery colors contrasting with the tone 
of the costume—has taken strong hold and 
promises to be with us for a long time. Among 
these contrasting effects the most favored is what 
might be called the flesh effect. The feminine 
penchant for this effect showed itself first in the 
vogue of sheer hosiery and then in the vogue of 
beige, nude, atmosphere, skyne and a host of other 
flesh or near-flesh shades. It has even gone so far 
as to induce some ultra-smart women to go with- 
out stockings at all. 

Taking this vogue for what we may call flesh 
effects in conjunction with the vogue for brown, 
it may reasonably be argued that fashion this fall 
will favor colors which combine both—in other 
words very light browns on the order of beige or 
light tan. In fact, one prominent New York de- 
partment store advertised last week a new fall 
hosiery color which produces the effect of a well- 
tanned leg, and ventured to predict that this color 
would be one of the leaders for fall. This store is 
probably guessing fairly close to the truth, and 
it seems pretty safe to predict that these very light 
tans will have a considerable vogue. As to gray 
it is difficult to determine. One hears very little 
about it at present. That dark gray will have a 
place in the fall scheme is taken for granted, but 
otherwise it is doubtful. 


Chiffons to Hold Over 


As already noted, it is the general opinion that 
chiffons will hold for another season, and there 
seems to be no doubt about this, particularly in 
view of the favor shown to near flesh effects. 
There is considerable debate going on just now as 
to whether chiffons will continue after another sea- 
son, but this is an academic subject at present. 
One season is enough to worry about at a time. 
Full-fashioned goods are reported in some quar- 
ters to be gaining somewhat more noticeably than 
mock-seam types, and demand for them may be 
considerably stimulated by the publicity campaign 
of the full-fashioned manufacturers, noted else- 
where in this issue. 

The demand for silk and artificial silk mix- 
tures, which has been very strong for quite some 
time, is reported by some distributors to be show- 
ing evidence of a decline, although this does not 
seem to be the general experience. Probably a 
good deal depends upon the quality of the lines 
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handled. An honestly made stocking of mixed 
natural and artificial silk has advantages which 
ought to assure it a lasting place. Its wearing 
quality is relatively good, it has the characteris- 
tic appearance of a silk stocking, and it can be 
sold at a much lower price than the all-silk article. 
Where the quality is inferior, of course, the line is 


























A smart, fullfashioned ingrain sport stocking made in a variety of 
color effects. From the line of H. Hilellson & Son. 


bound to suffer, and the merchant who is stung 
with inferior quality may be disposed to blame 
artificial silk mixtures on the whole, whereas the 
trouble is really with the particular line he handles. 
It is possible—in fact it is only too easy—to buy 
rotten hosiery made altogether from natural silk, 
as well as rotten hosiery made from natural and 
artificial silk. In silk and silk-mixed hosiery, 
above all other merchandise, it pays to buy only 
the best and most reliable. 


Mercerized Hosiery Apparently Gaining 


Hosiery of silk plated over mercerized is gener- 
ally admitted to be in much less demand. There 
is no obvious reason why it should be, except that 
women are losing interest in this obvious compro- 
mise, and deciding to have silk if they can and cot- 
ton if they can’t. Apparently women are showing 
more interest in straight mercerized hosiery, and 
it is the opinion of some important and reliable 
wholesalers that this type of hosiery will be in 
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better demand this fall. Men, of course, are al- 
ways partial to the mercerized article, as well as 
to lisles. A lot of lisle hosiery, both plain and 
fancy, has been sold to men this summer and 
probably will continue to be sold. Most of this is 
imported, and, because of the difficulty of com- 
peting in price with the imported articles, domestic 
interests are showing comparatively little interest 
in lisles. 


Men Like Wool Hose 


The real competitor of men’s lisle and mercer- 
ized half-hose during the fall and winter will be 
wool goods. These have obtained a real hold on 
the American male, and have been worn to a sur- 
prising extent even during the summer. They have 
the combined advantages of being comfortable, 
warm, durable, decorative and relatively inex- 
pensive. They are not so strong with women, for 
the reason apparently that they are not particu- 
larly comfortable above the ankle. Last season 
was a disappointing one for sellers of women’s 
wool hosiery. It is said that considerable stocks 
are being carried over and that many producers 
who made these goods last season are not making 
them any more. This eases the situation, of course, 
for thé producers who are making them, especially 
as the demand for these goods may turn out to be 
larger than the trade expects at present. In any 
case, however, it is generally conceded that the 
better grade of silk and wool mixed hosiery will 
have an assured market. Concerning wool half- 
hose for men, by the way, it is the prevailing 
opinion that clocks will not be good and that the 
demand will be for plain and jacquard effects. 





How toAdvertise Full Fashioned and 


Seamless Hosiery 


The following statement on a much-debated 
subject was issued some time ago by the Boston 
Better Business Association and deserves the at- 
tention of retail merchants selling hosiery: 

“There is a definite type of stocking which is 
and has been known as full-fashioned hosiery. 
The public is familiar with this type of hosiery 
and associates the word ‘fashioned’ with it. The 
public treats the term ‘fashioned’ and ‘full-fash- 
ioned’ as synonymous and they should be treated 
as synonymous terms in advertising. These terms 
should be ‘used only when the hose is flat knitted 
and seamed down the back, having stitches 
dropped at the courses where the contour of the 
leg narrows, and fashioned in the foot. Two ma- 
chines are required to complete the stocking, one 
a legger and the other a footer. 

“Circular knit hosiery is sometimes shaped by 
tightening the stitches in the ankle where it is 
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necessary to have a close fit, or by cutting out 
material and seaming down the back, or by shrink- 
ing into shape. These should not be advertised as 
‘fashioned,’ ‘semi-fashioned back,’ etc. We would 
suggest the descriptive word ‘shaped.’ 

“The use of the word ‘fashioned’ should be 
eliminated from advertising unless referring to a 
full-fashioned product. This includes the use of 


























A full-fashioned pure dye all-silk stocking in the new Elain shade. 
From the line of the Sohn Hosiery Co. 


the words ‘fashion marks,’ ‘fashioned points,’ 
etc., when referring to imitation shaping marks 
put into circular hosiery to give them something 
of the appearance of full-fashioned hosiery. We 
would suggest their being called ‘imitation fash- 
ioned marks’ or ‘mock fashioned points.’ Circular 
knit hosiery are sometimes mock seamed up the 
back. These should not be advertised as seamed 
back hosiery, although there would be no objec- 
tion to calling them ‘mock seamed back hosiery.’ ”’ 


Hosiery of log cabin color is selling very well in 
hosiery departments of retail shoe stores. The 
color matches the new log cabin shade of suede 
leather which is so popular in women’s fall shoes. 
Clock-work is featured in this new shade, partic- 
ularly embroidered designs of buff color to contrast 
the dark tone. 
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GOTHAM 


GOLD STRIPE 


REG.U.S.PAT. OFF 


WARM LEGS 


ROM rubber boots to military puttees—there’s any 
number of ways to keep legs warm in winter. But 
there’s only one smart way for a woman and that’s by 
use of Gotham Invisibles. 
First she dons them, over them she draws her silk 
stockings, and then she alone knows she has them on. 
She enjoys their warmth, steps fearlessly into the 
cold—others see a trim silken clad leg. 
Finest Merino worsted gives the warmth; color and 
scientific fit give Gotham Invisibles their invisibility. 
They're patented, of course, and more than that they 
bear the name of Gotham, known to hundreds of thou- 
sands of women as makers of “Silk Stockings that Wear.” 
Six pairs of Gotham Invisibles are packed in a black 
and gold box you'll be proud to have in stock. National 
advertising reads, “Price 
$1.00 per pair wherever 
silk hosiery is sold.” 
GOTHAM SILK HOSIERY CO., Inc. 


Sole Distributors 
516 Fifth Avenue, New York 


Mills: Philadelphia and New York 


GOTHAM 
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ALL WOMEN ADORE 
THE SHEER BEAUTY 
OF SOHNTEX SILK 
STOCKINGS! 


Retail shoe merchants everywhere find SOHNTEX 
SILK STOCKINGS giving excellent satisfaction to cus- 
tomers and a steady profit to themselves. 


No. 1140 (Illustrated above) is a pure dye ingrain full fashioned silk- 
chiffon. It has an eight-inch mercerized lisle top and is edged with a 
BLUE border. Colors to match or contrast with your shoes. 

Per dozen $16.50 
No. 1100 Fine all silk pure dye ingrain, full fashioned chiffon. Top 
edged with BLUE. Colors to match or contrast with your shoes. 

Per dozen $24.00 
Upon request we will send you a Certificate of Test made by the 
United States Testing Co. for the Boot and Shoe Recorder showing 
that these stockings are 100 per cent pure silk and contain no metallic 
loading whatsoever. 


Write or wire your requirements, or we will submit samples upon 
request. 


SOHN HOSIERY CO. 


al 1140 BROADWAY 
ee NEW YORK CITY 


Economy 
Durability BELLEVILLE NEW JERSEY 
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Window display of the Vorhes Shoe Co., of Colorado Springs, Colo., showing the 
close tie-up between shoes and hosiery. 


Then She Re-arranged Her Hosiery Stock 


How Increased Business Resulted from -Making It Easy for (‘ustomer 
to See a Variety of (olors in One Size and at One Price 


\ UNIQUE and practical way of keeping 
hosiery is to be found in the hosiery de- 
partment of the Vorhes Shoe Company of 

Colorado Springs, that results from an idea that 

grew. Mrs. N.N. Rickerson, an attractive and alert 

business woman, head of the hosiery department 
of this shop, has a mode of arranging and keeping 
hose that.perhaps is not to be found elsewhere. 

Her department at the front of the store is at- 
tractive. There is a long case in which hosiery and 
shoes are displayed. This is effective, but, of course, 
is seen in many shops. It is in the arrangement of 
the stock that Mrs. Rickerson has shown her in- 
dividuality. 


All Kinds in One Box—of One Size 


There are shelves 24 feet in length on which 
are placed attractive gray boxes which have a uni- 
formity of appearance. On these boxes are little 
brass card holders which can be purchased at any 
office supply store. Then neatly typed cards stat- 
ing the kind, size and price of the hosiery contained 
in the boxes are placed in the holder. 

These boxes were made particularly for the de- 
partment, according to measure, so that not an 
inch of space was wasted. Mrs. Rickerson said that 
a travelling man once suggested keeping children’s 
socks in boxes of the style and type that underwear 
comes in. Mrs. Rickerson decided to try this. She 


secured her boxes and covered them with black 
calico. She found them very convenient. This size 
was good because the purchaser interested in colors 
of socks likes to look at a number of pairs. So Mrs. 
Rickerson could, as she said, just turn her cus- 
tomer loose to see all she had in the size and price 
that the purchaser wanted. From this beginning 
the idea of uniform boxes for the entire stock was 


evolved. 
Three Sizes of Boxes Used 


The appearance of the boxes is attractive. They 
are easily handled and they give a uniformity to 
the department that is impossible to attain when 
the original boxes in which the hosiery comes, are 
used. 

Mrs. Rickerson uses three sizes of boxes. The 
men’s socks are boxed in boxes about an inch in 
depth, women’s in boxes a little more than twice as 
deep, and the children’s socks in boxes about the 
size of the original underwear boxes. 

Mrs. Rickerson and her assistant, Miss Frances 
Griswold, arrange the hose according to size, 
color and price; numbers of boxes containing 
whites and dark colors according to the season. 


Quick Service a Specialty 
Mrs. Rickerson, when asked what her depart- 
ment attempted to specialize in, responded with 
(Continued on page 143) 
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e One 


Infallible Test 


LL fashioned hose 
are shaped in the 
knitting to conform to 
the natural curve of the 
leg. Part of the threads 
are dropped or bound 
off to narrow the hose 
at the ankle. Always 
look for this narrowing 
and the fashion marks 
which are evidence that 
the number of threads 
have actually been 
reduced to accomplish 
thedesiredshaping. Full 
fashioned shaping will 
not wash out. This shap- 
ing is the one infallible 
test of full fashioned 
hose. 


GW 


| ~also the heel 


Full round box heel found 
always in full fashioned 
hose. The only comfort- 
able heel. 








elnother fashion calure 
pay bs f 
Look for the diamond 


point. All full fashioned 
stockings have this. 





iL 
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To increase 
full fashioned 
hosiery 
business/ 


LL fashioned stockings are the best 
stockings made. They fit correctly. They 
look smart. And what is more important 
both of these features last as long as the stockings 
last. For full fashioned stockings are knitted 
to fit—actually shaped in the knitting to 
conform to the natural shape of the leg, heel, 
and toe. This special shaping is a permanent 
part of the stocking and won’t wash out or 
stretch out in the wearing. 


Yet the volume of sales on full fashioned hosiery 
is small in relation to the volume of sales on other 


types of stockings. 

Why? 

Because women in I are uninformed on the 
subject. The superior features of full fashioned 
hose have never been pointed out in a big enough 
way to give proper stimulation to the business. 


The average woman, in fact, knows so little about 
full fashioned hosiery that she easily falls a victim 
to those hosiery peddlers who are unscrupulous 
enough to sell imitation full fashioned stockings 
as true full fashioned stockings. Those people are 
taking more and more business away from the 
legitimate store keeper every day. 

Full fashioned hosiery is a profitable kind for the 
retailer to sell because its superior features insure 
complete satisfaction to the customer. 


Every hosiery dealer in the country could probably 
double and treble his business on it. American 
women are intelligent buyers and will soon recog- 


nize a better buy in full fashioned hosiery when 
once they know its advantages. 

To bring about this desirable stimulation in the 
full fashioned hosiery business, a group of Ameri- 
can manufacturers has formed the Pall Fashioned 
Hosiery Guild, Inc. 

The object of the association is to educate the 
public; to teach the American woman to buy 
discriminately; and to assist the retailer in every 
possible way. 

Publicity and advertising will be used on a large scale. 


Look at the chart opposite 


The superior features of full fashioned hosiery are 
explained in the simplest way possible on the 4 
ite page. This chart shows the one infalli 
test for full fashioned hose, i. e. the shaping at 

the calf of the leg. 

This is a very simple test which anybody can learn quickly. 
Have your salespeople study this chart so that they 
can on the information to their customers. 
The chart has been so arranged that you can tear 
it right out of this magazine and use it for a lesson 
sheet. If your clerks understand the difference in 
stockings fully, they will be that much better 
equipped to push the stockings which in the long 
run net you the best business. 

Special selling aids for your use are now being 
repared as one phase of the educational wor 
which the Guild has undertaken. Suggestions from 
retailers are invited. Write the Guild freely and 
fully. All suggestions or requests for advice on 
selling problems will be treated with the utmost 

attention. 


FULL FASHIONED HOSIERY GUILD, Inc. 


(OF AMERICAN MANUFACTURERS) 
334 Fourth Avenue, New York City 
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Number 1207. Price $16.50 per dozen The FF ines t O } 


This is a very large selling dipped dyed 


Full Fashioned Chiffon Hose, with silk * 
foot, twenty-inch silk boot and eight-inch Full Fashioned 
lisle top, giving universal satisfaction. We 


guarantee them free from mill defects. 


— Stockings 


Black Gold Fawn French 
Taupe 

White Silver Cardinal Camel Number 526. Price $16.50 per dozen 

African Cedar Neutral Emerald 


ae Gur Made for Wear and Appearance. Guar- 


anteed twelve strand dipped dyed Full 
Aamesphese Pesach Beles eet Fashioned silk hose, with eight-inch lisle 
Nude garter top. We are repeatedly compli- 
Autumn Field Mandalay Log Cabin mented on the wonderful wearing quali- 
Brown Mouse ties of these stockings, and can safely 
recommend them as trade winners. Send 
your sample order and be convinced. Fol- 
lowing shades: 


Greve Gun Metal Dune Suede 


Number 1207 Other Shades on Demand 


Black Otter Neutral Greve 
Gray 
African Silver Gray, White 
Brown No. 50 


HOSIERY f Cordovan Gray, Dune * Cocoa 
if No. 31 
My Russian Calf Suede Cardinal _—Ivory 
Sy Wety o Victoria Champagne Beige Log Cabin 
“Ye, Autumn Field Mandalay Gold 
Brown Mouse 


220 FIFTH AVENUE Other Shades on Demand 


New YoRK 
STockINGs THAT SATISFY 


eee eH eM e Me enMnen UU LULL © LULL Stk 


“FLOSTERI™” 
cA (ontact Point Of Profts 


As the crystal detector of a radio instrument is the vital contact point be- 
tween the great world of sound waves and your ear—so has “Hosiery”’ be- 
come the valuable contact point between your cash drawer and all that the 
leading hosiery manufacturers can do to fill it. 





“Hosiery” is a distinct department of the Boot and Shoe Recorder and is the 
only medium which concentrates on making itself useful to shoe merchants* 
who are selling, or plan to sell, hosiery. 


Each month, its standing becomes higher and more authoritative. Each 
month, for this reason it is more worthy of your careful reading and thought. 


BOOT and SHOE 


RECORDER 


THE GREAT NATIONAL SHOE WEEERLY 


ee Teele Mminieliiiuienilinineniiiiieniiiiiiitel 
eee ee IITTIIeliiiiiieniiiiirenliiiiieni i iin 


Q 


Se Le eM eM M MOM eM ellininenniiiiiieniiiiineniiiiieni iii 
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A chiffon stocking with broad stripe. 








From the line of the Aristo Hosiery Co. 














Campaign Under Way to Stimulate Full 
Fashioned Hosiery Sales 


"ist campaign to stimulate the sales of full- 
fashioned hosiery, which has been under 
discussion for a long time, has finally been 
started under the auspices of a group of full-fash- 
ioned manufacturers incorporated as the Full 
Fashioned Hosiery Guild. The campaign is 
described as being primarily one of education, and 
it is aimed not only at the hosiery distributor, but 
at the general consuming public. Its principal 
object is to build up a bigger demand for full- 
fashioned hosiery by teaching the public the 
characteristic qualities of such hosiery and the 
advantages of buying it. 

The special feature which, it is claimed, makes 
full-fashioned hosiery superior to any other is the 
permanent fashioning. The perfect fit of full- 
fashioned hosiery is permanent and will last 
throughout the life of the stocking. Wear, washing 
or stretching will not change the original shaping, 
because it has been knit to fit. The Guild believes 
there is a large and as yet practically untouched 
market for full-fashioned stockings. Sales of all 
hosiery in this country during 1922 amounted to 
80,000,000 dozen pairs valued by manufacturers 
at $291,675,401. Only a small percentage—ap- 


proximately 20 per cent—of this total represents 
sales of full-fashioned hosiery. The great volume 
was of business in hosiery which was not full- 
fashioned. 


Will Teach How to Recognize It 


One explanation for the present relatively low 
sales of full-fashioned hosiery, according to the 
Guild statement is the ignorance of the consumer. 
The average American woman does not know full- 
fashioned hosiery when she sees it. She does not 
understand what full-fashioned really means or in 
what respect it differs from hosiery which is not 
full-fashioned. These differences have never been 
pointed out to her. In short, she does not know 
enough about full-fashioned hosiery to demand it 
specifically. This Ts ignorance and mis- 
understanding in regard to full-fashioned hose, the 
Guild says, has given the dishonest hosiery dealer 
a chance to do a flourishing business. Unscrupu- 
lous hosiery peddlers, canvassing from door to 
door, impose upon the credulity of the public and 
deceive people into buying as full-fashioned, 
stockings which are nothing but inferior imita- 

(Continued on page 139) 
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cA: nnouncing IPSWICH ‘De Luxe 
~ What your customers 








THR SATURDAY EVENING POST 





What you've always looked for 
in expensive stockings— 
now $1.00 
OST women who have been 


a ; HERE is real news fo 
millions of women in the 
announcement of such a re- 


markable merchandise value 


sienna as Ipswich De Luxe Hosiery 
at $1.00 retail. 
To reach these millions of 
tential customers, this new 
osiery will be featured ina 
campaign of national adver- 
tising in the Ladies’ Home 
wn The Saturday 
vening Post and McCall's, 
beginning in November. 
Watch for it! 
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HOSIERY, at $1.00 retail 
have been looking for ~ 





NU gu know the qualities that a well-dressed 
SRA OM looks for in buying hosiery—lustre, 
INS) trim fit, strength, good style and fashionable 
colors. These are the specifications we've followed in 
making Ipswich De Luxe Hosiery. But the sales-clincher 
for these new stockings is on the retail price tag—$1.00 
a pair. Here, truly, is a remarkable hosiery value for 
every woman who has weighed good looks with 
economy in buying silk or wool-mixed stockings. 


Ipswich “De Luxe” is a new line of fine hosiery in 
a new and beautiful package. Its styles range from pure 
silk and fibre reinforced stockings to clocked wool and 
cotton mixtures. 

Skilled manufacturing and big volume production 
have made it possible for the Ipswich Mills to offer such 
handsome stockings as the Ipswich “De Luxe” Hosiery 
styles to retail profitably at a dollar. They will be the 
leaders this fall for the whole Ipswich line for men, 
women and children—for every wear, every day. 


Ask your jobber, or write us for full details of these 
new Ipswich dollar retail values. 


I i\ ta iia 


Sole Selling Agents 


Boston New York 

Chicago St. Louis 

Philadelphia San Francisco 
London, Eng. 


IPSWICH MILLS, Ipswich, Mass. 
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BURLINGTON HOSIERY 


cAmong the most popular numbers are: 


La France 
Pure Silk Hose 


Per dozen, $19.50 
A service stocking, fine and clear of weave. 


Persian Top 


Ingrain Silk Hose 


Per dozen, $24.00 
A durable all-silk stocking with lisle sole. 


Susanne 


Pure Silk Hose 
Per dozen, $16.00 
A practical hose sheer enough for the pres- 


ent fashion demands. 


Women consider hosiery one of the most 
important of costume accessories. They 
demand certain standards of durability, 
finish, style, fit, and quality. 


With this knowledge of demand as a 
basis, Marshall Field & Company has 
developed Burlington Hosiery so that it 
thoroughly conforms to the ideals and 
standards which have been set by the 


representative American woman. 
There are many types of Burlington 
Hosiery; each with its special adaptation 


to certain sorts of wear. 


MARSHALL FIELD & COMPANY 


Manufacturers and Wholesale Distributers of Standard Merchandise 


CHICAGO 


Adams, Quincy, Franklin and Wells Streets 


NEW YORK 
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A full-fashioned, all silk, 12-strand, 

dip dyed stocking, in the new Log Cabin 

shade. From the line of the Metropole 
Hosiery Mills. 














tions. Women everywhere fall an easy prey to 


such methods. 


Primarily an Educational Campaign 


This sort of unfair competition, the Guild state- 
ment continues, has grown by leaps and bounds, 
and accounts in some measure for the heavy sales 
of imitation full-fashioned hosiery. It will prob- 
ably continue to flourish and injure the business of 
reputable merchants as long as the present condi- 
tion of ignorance exists. The Full Fashioned 
Hosiery Guild, therefore, proposes to make the 
present campaign for full-fashioned hose primar- 
ily an educational one. It is designed to inform the 
public fully about hosiery and to each women to 
buy stockings with discrimination. 

In this way the Guild believes that a large 
potential market for full-fashioned hosiery will be 
opened up. To accomplish this the Guild has 
planned a program of publicity and education, to 
be carried on simultaneously with consumers, 
jobbers and the retail trade. It is putting special 
effort into the latter field, believing that the most 
important results will be achieved by enlisting the 
intelligent interest and co-operation of retail 
stores which deal in hosiery. 


Will Educate Retail Sales People Also 


As a matter of fact, the value of the campaign 
depends largely on the degree to which the dealers 
can be shown that it is to their interest to get 


behind the movement for full-fashioned hosiery. 
It will have to be pointed out to them that sales 
of full-fashioned hosiery bring greater satisfac- 
tion to the public and greater profit to the dealer. 
And the Guild proposes to demonstrate that this 
claim is well founded. Having once aroused the 
interest of the retail merchant in the idea the 
Guild then proposes to cover thoroughly the sales- 
people behind the counters in the various types of 
retail stores. It plans to put great efforts into 
teaching them the facts about full-fashioned hos- 
iery, how it differs from other hosiery and the 
presumed advantages of selling it. Because the 
average retail store has not the facilities for carry- 
ing on this educational work among its employees, 
the Guild is offering to do it for them. Being a 
group organization it can afford to do this when 
the individual retailer could not. 


Field Experts to Be Employed 


This will involve an extensive campaign of in- 
struction among salespeople all over the country. 
As direct, personal methods are the most effective 
in such work, the Guild has secured the services of 
several highly trained experts and will place them 
at the disposal of any dealer who wishes to avail 
himself of them. These specialists will visit the 
hosiery departments of the various retail stores 
and give professional instruction to the sales- 
people in regard to hosiery and hosiery salesman- 

(Continued on page 143) 
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you see it at a glance. You feel it at the mere- 
est touch. You cannot wear it off; nor washit off. 


Yet who can describe the rich, lustrous finish 
of PHILADELPHIA GOLD SEAL Silk 
Stockings? 
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WE want you to see PHILADELPHIA GOLD 
SEAL Silk Stockings. Judge them in compe- 
tition with any other silk stockings retailing 
at two to seven-fifty the pair. 


Examine them minutely —under a powerful 
glass. Notice the clean, even stitch. 


Wash them—as your customers wash them. 
Rub them. Stretch them. Put them through 
every test your experience may suggest. 

= _ | 


Thousands of America’s very best merchants 
—and their very best customers—agree that 
PHILADELPHIA GOLD SEAL Silk Stock- 
ings are invariably the most satisfactory silk 
stockings retailing at two to seven-fifty the 
pair. 

No. 315—Sheerest chiffon—all silk— No. 73—Medium weight all silk—in- 
perfect in texture—an outstanding grain; full fashioned—a leader at 


value at $22.50 per dozen. In all colors. $23.50 per dozen. In all colors. 


Philadelphia Knitting Mills Company 


Sixteenth Street and Indiana Avenue, Philadelphia 
New York Office: 1270 Broadway 


PHILADELPHIA 


GOLD SEAL 
Silk. Stockings 














Quality first since 1889 
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ordon 
HOSIERY 














--- SERVICE --- 


WEEK -TO-WEEK \gm 











\ ITH our large reserve 

stocks at your service, 
you can keep your inventories 
low and fill in your needs from 
week to week. 


This week-to-week service 
prevents carrying over large 
stocks of colors when the style 
changes, and increases your 
rate of turnover. 


By keeping in constant touch 
with the shoe manufacturer, we 
are always prepared to match 


new shades of leather with our 
leading numbers of silk hose. 
We can supply you with a 
large assortment of colors in all 
qualities. 


The Gordon line comprises a 
complete range of hosiery for 
men, women, children and 
babies, in cotton, lisle, wool and 
silk, in all grades and patterns. 


Concentrate your purchases on 
Gordon and avoid large stocks, 
duplicate lines and odd lots. 


BROWN DURRELL COMPANY 
Gordon Hosiery - Forest NGlls Underwear 


New York 
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All wool men’s socks, imported from England by Taylor & Watson. 
These are jacquard designs in lighter shades, reflecting the style 
trend. 


(Continued from page 139) 


ship. They will teach them the fine distinctions 
between the different grades of hosiery, the 
scientific test of full-fashioned hose, its charac- 
teristic advantages and the benefits to be derived 
from selling it. In addition they will give the 
clerks information about washing silk stockings, 
about the right size of hosiery to correspond with 
each shoe size, and so forth. This service is being 
offered free to retailers by the Guild in the belief 
that such educational work among salespeople 
will stimulate the demand for full-fashioned 
hosiery. 

To supplement this personal work in the stores 
the Guild has planned various dealer helps which 
are to be used not only in educating the sales- 
people but in educating the consumer as well. 
There is, for example, an attractive and striking 
hanger which can be displayed on the wall or the 
counter. This chart shows in graphic form the es- 
sential features of full-fashioned hose—how it is 
shaped in the knitting to conform to the natural 
curve of the leg, toe and heel; why this shaping is 
permanent and will not wash out. In addition the 
Guild is getting out a small folder which also tells 
the story of full-fashioned hosiery in a simple di- 
rect way. The stores will distribute these folders to 
customers. By such means as these, coupled with 
an extensive advertising campaign in both trade 
and consumer publications, the Guild proposes to 
teach the publicexactly what full-fashioned hosiery 
really is and why they should buy it. 
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Smart top designs in all wool, three-quarter length children’s stockings 
from the Brown-Durrell Co. 


Then She Re-arranged Her Stock 
(Continued from page 131) 


a smile, “Good hosiery and quick service.’’ Mrs. 
Rickerson said that she wanted her patrons to 
feel that they could be served quickly; men par- 
ticularly dislike waiting, she said. The bundles 
are wrapped and charge made right in the de- 
partment to prevent delay. The business woman 
who has only a few minutes to stop comes to select 
the shop where she can get what she wants in her 
short shopping time. 

Mrs. Rickerson said that she sold men’s hose 
to women, and women’s hose to men. She found 
it a great advantage to keep, men’s, women’s and 
children’s hose in the same department. 

Her department carries also shoe accessories like 
laces and polish, supporters for men, women and 
children. Often when a pair of hose is sold all that 
is needed to make these additional sales is a mere 
suggestion. 

Filing System Proves Asset 


Vorhes Shop does a large tourist business. Nov- 
elty shoes are featured as well as the modest out- 
door type of footwear. A full line is carried so that 
any one with a particularly small, long, narrow or 
wide foot can be fitted at Vorhes. As a result a 
large mail order business had been built up. Visi- 
tors who spend some of the summer months in 
Colorado Springs often become year-round patrons. 

Mrs. Rickerson makes a specialty of carrying 
hosiery for this class of patrons and does a good 
business in this line. 
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Many are the worried mothers whocome 
to your counters asking almost help- 
lessly for “A boys’ stocking that wears.” 
If you can meet that query with a 
oe ' stocking that does wear, you are cer- 
“ Topnoteher “ ¢ é, tain of bigger sales as the result. 


boys’ heavy ribbed, 

two-thread stocking “Topnotcher” is a heavy ribbed stocking 
‘h deette dues . ; for boys that does wear. “Durability” 

wt ° , . is its middle name. It has a double knee 
In Black only. . . to withstand the hard knocks. 


Mothers are being told about 
“Topnotcher” in advertisements 
in the Ladies Home Journal, the 
Saturday Evening Post, Good 
Housekeeping and Pictorial Re- 
view. 


The Arrowhead line is complete 
for women, children and men—in 
pure silk, fibre silk, mercerized, 
worsted and cotton. 


Send your order’ promptly for 
“Topnotcher.” All mail orders fill- 
ed promptly. 

RICHMOND HOSIERY 
MILLS, Inc. 
Established 1896 

Chattanooga, Tennessee 


Arrowhead 
HOSIERY 


\ For all the Family 
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A sport stocking of wool and silk, made 
in several color combinations. The ma- 
terial is woven, cut into shape, and sewn 
up the back, as in the glove silk hosiery. 
From the line of the Shanahan Co. 




















Holeproof Co. Files Answer to 
Re-sale Charges 


Washington, Aug. 29.—Declaring that it is en- 
gaged in a business entirely private in character, 
and as such “has the right to sell its products to 
any person it may see fit, and, likewise, to refuse 
to sell its products to any person it many see fit 
for any reason or for no reason whatsoever,” the 
Holeproof Hosiery Company today replied to the 
charge of the Federal Trade Commission that its 
policy of ‘maintaining standard re-sale prices on 
“Holeproof” products was in violation of the 
Federal Trade Commission Act. 

The company admits that it has in a few indi- 
vidual instances in flagrant cases refused to supply 
with further merchandise dealers who have re-sold 
“Holeproof” hosiery at prices either grossly higher 
or grossly lower than prices suggested by the re- 
spondent as insuring to them a fair profit. 

The Hosiery Company further contends that 
it believes that standard re-sale prices for a trade- 
marked article are not detrimental but are bene- 
ficial to the purchasing public in that competition 
successfully prevents the maintenance of excessive 
retail prices of merchandise of a class to which 
such trade-marked article, having a standard retail 
price, belongs, the manufacturers with standard 
re-sale price are always last to raise their price. 

While admitting that it has in isolated cases 
discontinued the sales of its hosiery to customers, 
the company denies that this is the general or 
common custom or practice. This action was only 


taken, it claims, in cases in which a customer was 
re-selling its merchandise at such low prices as to 
injure the sale of such merchandise and tending to 
destroy the good will established by the respon- 
dent in connection with its “Holeproof” hosiery. 





Manufacturer Suggests Way of De- 
creasing Loss Due to Returns 


A somewhat original contribution to the prob- 
lem of returns has been made by a hosiery manu- 
facturer in a recent communication to his trade. 
He points out that the policy of accepting returns 
without question is a rather expensive one, a fact 
which is well known; but he adds that for the sake 
of the expense involved in replacing damaged ho- 
siery it is not worth while risking the loss of a cus- 
tomer whose trade may be worth a considerable 
sum during the course of the year—a fact, unfor- 
tunately not as well known as it ought to be. 

His original suggestion for lessening the loss due 
to returns is that the customer should be given 
one stocking to replace the one that is damaged 
instead of being given a new pair, since it is usu- 
ally only one stocking of a pair that is damaged. 
This policy, of course, would be applicable only 
to certain staple lines, such as black silks, for in- 
stance. It would not do for colors or fancies. But 
since the bulk of the average hosiery retailer’s 
business is done on staples anyhow, the adoption 
of this suggestion might result in a considerable 
saving during the course of a year, and it is passed 
along here for what it is worth. 
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INSIDE THE HE M— 














pot? OU 
HOSE 


REG. U.S. PAT. OFF. 


Guaranteed Full Fashioned 
Is Indelibly Stamped 





Transfers wash-off and _ rider 
tickets are lost, but the buyer of 
Hollywood Hose will know for 
the life of the stocking the name 
of the hose that has given her 
such exceptional wear and satis- 


Colors: faction. 


< Eeaplne tul- 
cn 
Black, white, gun - 


metal, cordovan, GORA A) ° . 

wk tal, foun. Bie cor Whey Triple Service 

cinnamon, silver " og 

rey, a. mode, be 7; Stock on hand for the jobber. 

ww | Rags a . <u, a a, Quick turnover for the retailer. 

log cabin. ae a Pg Wear, style and perfect fit fo 
: dsrae the consumer 


Your jobber can 
give you service 


Saas | Harrington & Waring 
(— New York City 
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To the Readers of 
the Hosiery Section 


The editor of the Hosiery Section of the Boor 
anD SHoE Recorper will sincerely appreciate it 
if all retail shoe merchants who sell hosiery will 
send in the name of their hosiery buyers or hosiery 
department managers,—both names if there are 
two. 

Just write the name or names on your letterhead 
and address them to the 


BOOT AND SHOE RECORDER 
(Hosiery Section) 
207 South Street 
Boston, Mass. 


Our object in compiling this list is to make sure 
that any messages of interest and value purely to 
those selling hosiery at retail will find their way to 
the right person without delay. In the future we 
hope to have many such messages. 

Please specify whether the name you send in is 
that of the buyer, manager or both. 
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SHOPPING PROGRAMS 


Many mothers in your community are now planning SHOPPING 
PROGRAMS on which HOSIERY “tops the list. 


To increase the number of these lists upon which your store’s name 
appears — after ““Hosiery’’— concentrate your sales efforts upon one or 
two children’s hosiery styles which will give ““weeks or months”’ in place 
of “days” of wear — then advertise these styles ! 


The IRON CLAD line has many hosiery styles for children that mothers 
will be anxious to include on their shopping lists when they know of the 
many features— such as THE TRIPLE KNEE and DOUBLE HEEL 
of No, 17— which distinguish each IRON CLAD number. Write for an 
IRON CLAD SALESMAN to show you his entire line! 


By Advertising IRON CLAD No. 17, Your Store 
will be Included in More SHOPPING PROGRAMS 


IRON CLAD No. 17 is a Black, peeler lisle, fine ribbed leg style with 
TRIPLE KNEE and DOUBLE SOLE. 


Sizes 6, 6'4 $3.25 Sizes 8, 8\¢ $4.00 
Sizes 7, 7' 3.75 Sizes 9, 9'o, 10 4.25 
Sizes 1044, 11, 11 \........84.50 
No. 17 AB is the samei n African Brown — sized and priced the same as 
in black 





Cooper Wells & Co. 


250 Broad St. St. Joseph, Mich. 
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eA Regular Part of ‘Recorder Service 


H WORD of explanation is in order. Quite a num- 
ray ber of our readers have written us asking the sub- 
INR) scription price of our “‘New Hosiery Magazine.” 


This Hosiery Magazine—or Supplement as we call it— 
is a regular part of Recorder Service. Though involving 
some extra cost in its publication no charge is made to our 
regular subscribers who will receive it in connection with our 
first issue of each month. 


The increasing interest in Hosiery by so many progres- 
sive shoe merchants seems to require the more specialized 
treatment which the supplement allows. In coming issues 
we plan to cover all of the important points which arise in 
the selling of hosiery in shoe stores. Our chief purpose is to 
help our merchant subscribers to establish and conduct their 
hosiery departments on a sound and profitable basis. 


We urge you to write us regarding your problems—to 
let us help you in making your hosiery department the source 
of profit that it should be. 


BOOT and SHOE 


RE CORDER 


GREAT NATIONAL SHOE WEEKLY 
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S-t-r-e-t-c-h I[-t 
SILK AND WOOL 


WITH A RIBBED TOP 
No. 1922 


The stocking that will keep your wool 
stock limited and yet complete because: 


1. The wide top makes it desirable as an out- 
size. 


The patented stitches at the welt, where 


the body joins the top, hold the stocking in 
shape on the normal leg. 


In dark solid colors, or dark mixtures this § 
is a wonderful staple. ‘S 
In light colors or light mixtures it is a real S 
fine sport stocking. @ 
The mixture and weaving of the stocking @ 
are so finely constructed as to give warmth & 
for real cold weather without “itching,” § 
and can be worn in moderate weather with ie 
lightweight shoes and pumps without the ie 
necessity of larger shoe sizes. @ 
{ Sold by all reliable dealers throughout the country ie 
A REAL $2.00 SELLER THAT EVERY Kd 
STORE MUST HAVE! y 

No. 1922—Ladies’ Silk and Wool Stocking, mock fashioned, 
ribbed top. Packed 1/4 dozens. Colors: Solid Black, Cordovan, 
Navy, Russia Calf. Mixtures: Black /White, Black /Cordovan, 
Beige /White, Camel /White, Royal Blue/White. Price, $16.50. 

4 Terms, 1/1 or Net 30 F.O.B. N. Y. De 


livery October 1, 1923. 
WRITE FOR SAMPLES NOW— 


FREUND & BRICKMAN 


2 212 Sth AVENUE NEW YORK CITY 5 
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DADA DANN NON NAN 


Over 18,000 retailers throughout th 
country are finding Old Tyme Socks 
wonderful money makers. But is it sur- 
prising? Not when you consider their 
big advantages. =F 

First, they are popular in style and 

popular in price. They are remarkably durable, 
and knit from the finest and purest worsted 
yarn. They are well made—with elastic cuff, 
full-ribbed leg and foot, generous leg length 

and fitted feet. No tight toes or baggy heels. 


Old Tyme Socks come in eight stylish colors, 
including smart Scotch heathers and_ solids. 
With or without fancy clocking. Packing: 


single-pair, 3-pair, or 6-pair display cartons, 
as ordered. 


Write today for samples, and full details 
of ourgSpecial Sales Plan, with i 
prices and terms. Window displays and 
dealer helps sent free. Exclusive sales rights 
to large purchasers in selected territory. 


Auto Knitter Hosiery Company 
630-638 Genesee St., Buffalo, N. Y. 





HOSIERY REPAIRED 


The handling of hosiery causes runs and pulls threads. Why 
not send in your damaged hosiery and we will repair them 
to look like new. 


Our service is endorsed by the McCallum Silk Hosiery Co. 
and hundreds of retail shoe men. 


LENOX HOSIERY REPAIR SERVICE 
2 West 47th Street, New York City 
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“The Place to Sell Hosiery 
Is the Shoe Store” 


Nine months ago “Hosiery” started to 
preach that text to an audience of over 
10,000 attentive shoe merchants. 


The sown seed is growing with amazing 
rapidity. All over the country shoe merchants 


are putting in hosiery departments. Each 
month the idea grows bigger. 


So we say to you—the place to sell hosiery 
easily, is to the shoe merchant. 


The Boot and Shoe Recorder, through 
this Hosiery section, offers a direct approach 


to the most responsive group of hosiery 
buyers in the country. 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


Boston, Mass. 
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Rosaine brings them in 


OUR customers soon get to know Rosaine Hosiery. They 
like its even quality, its fast colors, its ‘““won’t-wear-out-ness.” 
They like the way its style and beauty last as long as the 
stockings. 
One of our dealers characterizes Rosaine as the “‘kick-less’’ hosiery. 
Even discounting for his enthusiasm, we can assure you that 
Rosaine Hosiery will result in complaints being few and far 


between. 

We believe that you will find the greatest success in treating 
this hosiery as a staple product. Build your hosiery department 
around it. Carry a full line—but don’t over-stock. Rosaine 
fill-in service renders that unnecessary. 


The Rosaine Line Consists of Full Fashioned “Numbers Only 
1209—The first popular 1212—Full fashioned 5017—Pure dipped dyed 
priced Chiffon made in Chiffon, 8 in. lisle top, silk hose, with 8 in. lisle 
America, per doz., $21.00 silk foot, per doz., $16.50 
1210—A 12-strand, pure 1213—Full fashioned, all 550—New Paris clox, 
dipped dyed, all silk hose, silk Chiffon, sheer, clear, dipped silk, full fash- 

durable, per doz., $21.00 ioned, per doz., 59 


5017—Out size, per doz. 
ROSENHAIN CO., Inc. 220 Fifth Ave., New York 
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The “Onyx” ’Fitty 








No. 255 
medium weight 


No. 355 
“Sheresilk”’ 




















These two numbers of “Onyx Pointex ” 
Hosiery are leading sellers everywhere. 


The springy mercerized lisle reinforcement in the tops and soles 
of these stockings not only makes for extraordinary wear, but 
permits them to be priced so that they sell with remarkable 
rapidity. They come in all standard colors including New Suede, 
New Silver, Grey, Polo, Fawn 2, Biege, Nude, Cinnamon, 
Caramel, Pearl, Atmosphere, Autumn, Log Cabin and Mouse. 


No. 255 ~... No. 355 


$18.50 $18.00 


99 


“ 


Hosiery 


e: On VX 
Broadway at 24th Street : : New York 
Chicago Philadelphia Boston Buffalo Los Angeles San Francisco 
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Summer Profits in Felts 


Baseball! That’s what the boys are thinking about in 
summer. Increase your sales in felt footwear by appeal- 
ing to the sport-loving boy. 


Here is a popular Dolgeville style with a baseball scene 
on the toe and all the other features that have made 
Dolgeville a standard for the best in felt shoes. Dis- 
play this shoe in windows and on counters. 


There are many other Dolgeville numbers with par- 
ticular selling points for the summer trade. 


Extend your winter profits through these warm months 
by seasonal Dolgeville Felt Footwear. 


DOLGEVILLE FELT SHOE COMPANY 
Dolgeville, New York 





Dealer Influence is secured thru advertising in the Boot and Shoe-Recorder. 
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~Build Business 


And build it on the mighty solid founda- 
tion of satisfied customers. 


“Arch Rest’? Shoes satisfy the customer 
because their tailored smartness delights 
the eye and their pleasing comfort brings 


ease to tired feet. 


It’s a combination that means turnover 


and good profit. 


One Retailer’s View- 
point:— 

“After several years of 
handling Drew Arch Rest 
Shoes we are perfectly 
satisfied with the line. 
They are real shoes and 
are repeaters.” 


Another Writes:— 


“Drew Arch Rest Shoes 
are a happy combination 
of Style, Comfort and 
Service. Easily the peer 
of the arch-feature shoes 
on the market. In ap- 
pearance they are in a 
class ahead of the clever- 
est and havea certain ap- 
peal that makes them 
easy to sell.” 


5146 Brown Kid 


She\rving Drew Co. 


PORTSMOUTH, OHIO 











IN STOCK 


5148 Same in Black Kid 5.00 
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CHICAGO 


Ooze and Suede Very Strong 


Retail Shoe Merchants Report Business Satisfactory and Antic- 
ipate Good Fall Season 


ROM a position on State Street where 

thousands of well-dressed women pass 
by in the course of a day a survey of 
women’s styles in footwear was made. 
Many types of footwear were worn by the 
many women who passed by. 

In spite of the announced passing of the 
vogue for colored kid footwear there were 
many new pairs of red and blue one- 
straps, cut-outs and lattice-work pumps 
apparent, which may be due to the many 
clearance sales that were held by most of 
the down-town stores on this type of foot- 
wear. 

Not by a long ways were all of these 
shoes of the lower-priced grades for many 
patterns by high grade manufacturers were 
among those noted and those worn with 
costumes that showed every evidence of 
recent purchase to conform with late sum- 
mer styles. 

Another surprising thing was the large 
number of shabby shoes worn by women, 
who otherwise had the appearance of be- 
ing in fairly comfortable circumstances. 


Ooze and Suede Popular 


There can be little question, however, 
of the popularity of the ooze or suede 
leathers, both as a trim with contrasting 
and harmonizing calf leathers and for the 
whole shoe. At least 30 per cent of the 
women whose dress showed them to be 
modish, wore the new leather footwear. 

In this type of footwear the champagne 
tints seemed to have the first call, followed 
by log cabin and black. 

One especially striking combination of 
champagne suede and russet calf overlay 
grilling was noticed with an extremely 
tailored costume of sand color trimmed 
with a dull red braid. 

The tendency toward the regular oxford 
pattern is marked among the shoes of 
this type, closely seconded by the one- 
strap and two-strap patterns. The short 
vamp models among the younger women 


and those of more mature age who possess 
smaller feet are popular. 

With these suede patterns are seen many 
beautiful hosiery effects, both in colors 
that contrast and harmonize, and especially 
the ribbed effects in heavy silk shown by 
many hosiery manufacturers. 

Retail merchants report fairly satis- 
factory business closely following the ten- 
dencies given above and as a general thing 
the clearance sales, that are universal 
throughout the city, seem to be very well 
attended. This was true especially of one, 
who was showing a great deal of colored 
kid footwear and some of the new shades 
of suede and prices that ranged from $3.85 
to $5.85. 

Sticking to the Last 


A prominent manufacturer of men’s 
footwear recently became quite emphatic 
with the writer on the subject of “sticking 
to the last.” 

He said: “If every manufacturer and 
retail shoe merchant would apply himself 
to the task that he has in his own back 
yard there would be less worry and more 
business. Too many manufacturers are 
devoting their time either to the job of 
trying to duplicate a pattern or style 
created by some other maker or are worry- 
ing their heads off for fear the other fellow 
will ‘spring’ something that they haven't. 
We’ve managed to build up and maintain 
a mighty successful business by minding 
our own business and by trying to teach 
our customers to do the same thing. 

“If retail merchants would just devote 
every minute of their day to effort and 
thought on how they may make their own 
business grow and prosper and not a single 
second of that time to what their competi- 
tors are doing they'll find smoother sailing. 
But we're all prone to gauge our own ways 
by the other fellow’s success and while a 
certain amount of that is all right, the real 
secret of getting anywhere lies in our- 








selves and our own business and not in the 
other fellow’s.”” 

Throughout the wholesale trade there 
seems to be a feeling of full confidence in 
fall business. Future orders are excellent 
—some of the more prominent manufac- 
turers being sold for September into the 
middle of October. 

The jobbers of women’s novelty foot- 
wear, who carry shoes on the floor for im- 
mediate shipment, report that orders are 
larger and better than they had any reason 
to hope for, and that retail shoe mer- 
chants are more confident in their pur- 
chases and more prompt in payments for 
shipments when due. 


Turns to Novelties 


The shoes carried in the in-stock depart- 
ments in many of the wholesale houses 
have changed in character. One veteran in 
the shoe business who has been managing 
the in-stock department of a concern havy- 
ing several factories in the East, for a good 
many years said: “Even last year I 
fought novelties. I was afraid to put them 
in our stock, afraid we would get stuck 
with them, but now the public seems to be 
demanding nothing but novelties. Condi- 
tions are different; we have changed our 
policy, and have gone into the novelty 
business. There is no use in trying to sell 
people what they don’t want; when they 
want novelties, we can’t sell them staples 
or plain shoes. Since we have made this 
change, our business has increased ma- 
terially. 

“We have also noticed that our higher- 
priced shoes sell much better than the 
cheaper shoes do. When we carry two shoes 
almost alike, one a little better quality 
than the other, for which we would get 50 
to 60 cents more, last year the lower- 
priced shoe was the best seller, but we find 
this year, in comparing sales, the higher 
priced shoe sells more readily than the 
lower.” 


Goding Company Sales 
Conference 
A conference of executives and salesmen 
of the Goding Shoe Company was held 
recently at the Chicago Avenue factory. 
A general discussion of business conditions 





and the problem of “Getting More Shoes 
Sold Right” came up for free discussion. 
The conference opened on a Tuesday and 
continued until Friday evening of the same 
week. 

On Thursday night-an informal get- 
together was held at the home of W. A. 
Taylor, sales manager of the firm. A ban- 
quet was held the following night at the 
Sherman House, College Inn. 

The salesmen include: C. C. Crisler, 
Western Texas, Arizona, New Mexico and 
Colorado; F. A. Gordon, Chicago and 
suburbs; J. C. Hannah, So. Dakota, 


- 
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Nebraska and Wyoming; G. G. Henry, 
California; Lee Lassetter, Eastern Texas 
and Oklahoma; J. A. Lawrence, North 
and South Carolina; M. J. Lennon, Michi- 
gan; W. C. Livingston, Pennsylvania, 
Maryland, Delaware, New Jersey and 
Washington, D. C.; S. W. McGehee, 
Kansas and Southern Missouri; C. J. 
Monson, Minnesota and Wisconsin; Sam 
Patthey, Ohio; B. H. Reynolds, Iowa, and 
Northern Missouri; C. J. Shaver, New 
York State; Roger Williams, Kentucky 
and Tennessee; W. H. Wemyss, large 
cities of the West. 





MILWAUKEE 


Light Buying by Women 


Oxfords Gain in Popularity While Strap Numbers Continue to 
Sell Very Well 


retail shoe merchants with average 
business during the week ending September 
1. Sales are slightly ahead of last year’s 
volume during the corresponding period, 
despite the inactivity of men’s footwear. 
Buying by men has again dropped to a 
weak level and merchants selling men’s 
footwear are at a loss to account for the 


| ers buying on a light scale provided 


slackness in sales. 

Women are taking to the oxfords eagerly 
and after the oxfords, favor strap effects in 
extreme patterns, indicating two distinct 
currents of buying. Buyers seeking utili- 
tarian footwear for fall buy the oxfords; 
the style seekers buy the fancy strap 
effects. Brown is favored in the sales now, 
but a swing to black is expected soon. 


Analyze Leather Conditions 


The latest report of the commercial ser- 
vice department of the First Wisconsin 
National Bank, Milwaukee, takes up the 
question of shoes and leather, treating it 
in this manner: “July was a dull month for 
the tanneries. Both production and sales 
were less than in June. Prospects have im- 
proved since about the middle of July 
owing to the strength of hide prices and the 
booking of fall orders by the shoe com- 
panies which have, according to reports, 
low supplies of leather on hand. Unless the 
advance orders for shoes are disappointing, 
there should be more stability in the 
leather market in the near future. Future 
orders for shoes may be cautiously given, 
but there is no eyiaence of a decline in con- 
sumer’s demand for shoes.” 


Seek Style Queen 


An effort to select the most beautiful 
girl in Milwaukee county to serve as 
queen of the coming style sbow in this city 
is being made by one of the local news- 
papers. The style show commences Sept- 
ember 8, and hundreds of pictures will 


have to be examined before that time in 
order to select the queen. Milwaukee shoe 
merchants will outfit the selected beauty 
in the finest footwear in their stores, as one 
of the shoe merchant’s contributions to the 
style show. 


Bright Outlook for Fall 


L. L. Imig, prominent wholesale and re- 
tail shoe merchant of Sheboygan, Wis., 
spoke of the bright outlook for fall this 
year in the shoe business. With regard to 
styles, Mr. Imig reported that blacks and 
browns would be leaders, with patent 
leather strong and black satins holding 
their own. 


Complete Outlook Center 


Merchants of North Avenue, Milwaukee 
have completed construction of their new 
$150,000 community building at 3216 
North Avenue, and will hold a five-day 
fete to celebrate the opening of the first 
privately owned community center in 
Milwaukee. It is hoped that the splendidly 
equipped community center will serve as 
the nucleus about which a strong com- 
munity life and spirit can be fostered. The 
building is owned entirely by business men 
of the district and is at the disposal of 
residents. 


Hold First Outing 


The first annual outing and picnic of the 
Teeple Shoe Company of Waupun, Wis., 
held at Oak Springs Resort, Fox Lake, 
proved a most successful and pleasant 
event in every way. All of the employees, 
their families and friends were present. 
Games and amusements were participated 
in by the picnicers. 


Plan Big Fair 
Merchants of Madison, Wis., are plan- 
ning to keep stores open on every day of 


September 1, 1923 


the Dane County Fair to be held in that 
city, with the exception of Madison Day 
when half-day closing will be en‘orced. 
On Booster Day, contrary to usual pro- 
cedure, the stores will, not be officially 
closed, though many of the merchants, 
among them some shoe men, have an- 
nounced their intention of closing part of 
the time. On Labor Day, stores will be 
closed. 


New Store Fronts 


Four stores of Madison, Wis.,; are com- 
pleting the installation of new fronts. 
Among them are the Schumacher Shoe 
Store and the E. and E. Shoe Store. Greatly 
improved display room is afforded by the 
change in each instance. 


Test Menzies Shoes 


Leonard Day, San Francisco pedestrian, 
author and newspaper man, who received 
a pair of Menzies shoes from the officials of 
that company while in Fond du Lac, Wis., 
in February, has written the Menzies 
Shoe Company, telling them that he has 
walked 1,493 miles in the shoes and is still 
wearing them. 


Make Style Show Plans 


Twenty-four beautiful girl models, a 
225-foot promenade banked with flowers 
and palms, gorgeous decorations and ela- 
borate lighting arrangements, all these 
and more will feature the annual Milwau- 
kee Style Show in the Auditorium, Sept. 
8 to 15. Thousands of persons were turned 
away last year owing to inadequate seat- 
ing capacity. This year, the capacity will 
be doubled. From 85,000 to 100,000 per- 
sons are expect to attend. Shoe merchants 
will co-operate.in staging the exhibits. 


Farmers and Merchants 
Parley 
Following up the state conference of 
“dirt farmers’’ and business men held in 
Milwaukee early in July under auspices 
of the Milwaukee Association of Com- 


merce, similar conferences are being 
planned for several sections of the state. 
The first of these will be held in Appleton, 
and a later one in Winnebago County, 
probably near Oshkosh. Nearly a thousand 
farmers and business men, with their fami- 
lies, will attend the Appleton meeting. 


Milwaukee Gains Trade 


Merchants, jobbers and wholesalers, in 
Milwaukee for the second annual Mer- 
chants’ Week claim that Milwaukee has 
made rapid gains in trade expansion, par- 
ticularly in the West. Marked business 
gains have also been made in South Da- 
kota, Minnesota and northern Illinois, 
according to merchants. “‘More buyers 
from South Dakota than ever before have 
visited us during the week,”’ said one lead- 
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mg wholesale man. “Many of them had 
been going to Minneapolis or Chicago 
before.” 


Direct-to-Ocean Service 


Milwaukee and Wisconsin manufac- 
turers are now in a position to take ad- 
vantage of a lakes-to-ocean service by 
water. Milwaukee has been made a port 
of call on a new line formed at Chicago, 
whose purpose is to transport mid-West- 
ern products to Europe via the Great 
Lakes. The first boat to leave Chicago on 
its trans-Atlantic voyage, the Vesla, was 
a ship of 1,000 tons capacity. The Crosby 
Transportation Co., of Milwaukee, has 
been named local agents for the company, 
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and it is possible that Milwaukee may be 
made ‘a port of departure and arrival 
should ‘shipments prove to be heavy 
enough. 


Cut Wages Slightly 


A slight reduction in wages, amounting 
from 25 to 55 cents per week, has been 
made at the Beaver Dam plant of the 
Weyenberg Shoe Co., Milwaukee. A short 
time ago, adjustments were made by the 
company by which some operations were 
paid higher wages and other operations 
reduced. The wage scale changes were 
made in order that full time production 
might continue at the factory, officials 
said. 





CINCINNATI 


Cool Weather Stimulates Trade 


Retail Shoe Merchants Anticipating Good Season Are Ready 
with Broad Line of Stocks 


PERIOD of snappy, cool weather 

during the week ending August 25 
acted as a stimulus to the retail shoe busi- 
ness and merchants committed themselves 
as appreciative of the bracing weather. As 
most every retail shoe merchant in the 
city sold his white stock long before the re- 
cent cool weather period set in, sales of this 
type of shoe would have been slow even if 
extremely hot weather had prevailed. Few 
whites remain in stock now and every 
store is showing attractive lines of new fall 
merchandise. 


Shoe manufacturers report business 
favorable and several of the concerns are so 
busy that they are booked up to Novem- 
ber 1. 

Heavy Fall Stocks 


Sales, from a retail standpoint, are much 
bette: this year than last, and in general, 
the stocks of fall shoes are much heavier 
than those on hand at this time last year. 
Various kinds of strap patterns command 
nearly 85 per cent of the current business. 
The tendency in colors is toward different 
shades of tan now and merchants feel that 
blacks will take the lead as winter ap- 
proaches. One manufacturer predicts that 
60 per cent of their business now is in 
suedes; 20 per cent in satins; and patent 
leathers and other materials amounting to 
20 per cent. ““The woman of today is try- 
ing more than ever to harmonize her shoes 
with her dress and there has been an in- 
creased demand for styles with mixed 
colors. Gored shoes are also bringing good 
money as a style feature,”’ said one prom- 
inent merchant. 

Men’s shoes showed a tendency toward 
decreased sales, but the outlook for fall 
business is bright. Tans and browns are 
leading colors, and it is interesting to note 
that the shoes sold today are of a lighter 


weight than those sold a year ago. Whether 
this is because the man of today has be- 
come accustomed to a lighter weight shoe 
after having worn the lighter rubber heels 
and composition soles is hard to determine, 
but the fact remains that the demand is for 
a shoe which is a little lighter in weight. 


Patent leather shoes are rapidly in- 
creasing in popularity and they are being 
introduced to a surprising extent as a shoe 
for street wear. There has been consider- 
able discussion recently about the return to 
popularity of high shoes, but the buying 
public sets the style of today by refusing to 
buy what they do not want and they have 
become so accustomed to the comfort of a 
low shoe that they are not apt to demand 
high shoes. 

The sales of the Walk-Over Shoe store 
show that 80 per cent of the shoes sold now 
are low shoes. 


« 7all:Festival Impressive 


There was considerable interest. mani- 
fested here over the Fall Festival which 
opened August 25, and continued to 
September 8. More than $1,000,000 was 
spent by the merchants in carrying out the 
program which served to bring business 
and visitors to this city. Shoe departments 
of department stores were represented at 
the festival. 


The McAlpin, Mabley & Carew, H. & 
S. Pogue, Rollman & Sons, Smith Kasson 
and Potter Shoe stores had booths and 
The Charles Meis Shoe Company, whole- 
sale shoe concern, was also represented. 
The festival was preceded by a night 
pageant in which 26 artistic floats took 
part. One of the most interesting of the 
floats was that which represented the 
Potter Shoe Company. The float con- 
sisted of an immense shoe of a strap model, 
brightly illuminated inside and outside 
and containing many pretty girls, who 
peeped out from the holes. It reminded one 
of ““The old lady who lived in a shoe, she 
had so many children she didn’t know 
what to do.” 


Log Cabin in Great Demand 


Log cabin has been a very popular 
color for fall. Fred Muething of the Krip- 
pendorf-Dittmann Company, stated that 
fully 45 per cent of the fall orders filled 
were for shoes of a log cabin color. In order 
of their importance the brown colors sold 
are lob cabin, otter, and nutmeg. Gray is a 
color that is coming back strong this year. 


Salesmen Leave September 15 


The members of the sales force of the 
Bettman-Dunlap Company are to leave 
for their fall trips about September 15. A 
feature about the Bettman-Dunlap Com- 
pany’s business is that salesmen sell the 
entire output by going out only twice a 
year. 





CLEVELAND 


Brisk Trade on Fall Stock 


Period of Excellent Buying Promises Well for Retail Shoe 
Business 


RISKNESS characterized the retail 

shoe business in this city during the 
week ending Aug. 25. Merchants were sur- 
prised at the volume of sales, some com- 
paring the week with a typical October 
week, because business was so good. Pros- 
pects for a good fall season are bright. 

“I predict that the shoe merchants will 
this year have the best trade in the history 
of their establishments,” said E. A. Clark, 
president of the Stone Shoe Co. “The 
demand has opened bigger and better than 
ever before. An unprecedented trade in 


fall shoes is now upon us, and everything 
is set right for it to continue. The styles 
are easier to choose; business is easier to 
get, and in addition, industrial conditions 
are first class.” 

At the Petot Shoe Co., Euclid Avenue, 
Manager E. E. Petot, was in excellent 
spirits. “We have all through the month 
of August been having a regular October 
brisk trade,”’ he said. ‘“We cleaned out our 
stock of white goods by gathering up the 
left-overs, putting them in a bunch{and 
selling two pairs for $6 or $3.85 a pair.” 
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A. R. Callahan, manager of the™slice’ 


~dapaxtment of the William Taylor Sons & 
‘Co., is another who cleaned out his stock 
-of white shoes early. The month of August 
has been cold here, and Mr. Callahan 
proceeded on the theory that it was useless 
to try to rush sales of summer shoes with 
the thermometers régistering October 
temperatures. So he put out his fall shoes 
and started pushing them with good 
results. 

Reports from the smaller stores indicate 
that demand has been brisk for fall goods. 

In this rush of fall business satins, log 
cabins and field mouse shoes are having 
an excellent run. Welt suede oxfords also 
are going well. Men’s business has not 
been particularly good. 

Each of the stores visited has enjoyed a 
run of business during August that will 
carry the volume for the month far above 
the record for the same month in 1922. 
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~*" Taylor Store Opened ° - 


The William Taylor Sons & Co. opened 
a new shoe department on Monday, Aug. 
20. Heretofore the company has sold shoes 
above the first floor and during the first 
week sales doubled at the new place of 
business. 

_The interior is attractively arranged 
with appropriate .paintings and decora- 
tions; a frontage of 40 feet on Euclid 
Avenue and 75 foot frontage on the Taylor 
Arcade. 


To Open September 8 


The Bedell Company about Sept. 8 
will open its new eight-story department 
store at Euclid Avenue and Eighth Street. 
There will be two shoe departments; one 
downstairs and one on the level with 
Euclid Avenue. 





DES MOINES 
Good Response to New Stocks 


Brown Shades in Straps and Gores Impressively Shown in 
New Merchandise 


PPEARANCE of new fall patterns in 

the display windows of the retail 

shoe merchants inspired a good response 
in buying during the past few weeks. Some 
striking numbers are featured in almost 
every store in the city. Strap patterns are 
favored by women in early buying of fall 
numbers. Various shades of brown pre- 
dominate and black suede is a strong seller. 

Gores Meet with Approval 

“Gores are enjoying a good demand,” 
said E. C. Wiltsey of the Wiltsey Shoe 
Company. “In the men’s line I look for the 
medium English last in the lighter tan 
shades to be among the best fall numbers.” 
Several stores are showing some new 
colors in short vamp styles. All stores re- 
port an excellent clearance of summer foot- 
wear and are now ready for a good fall 
business which promises to develop quickly. 


Ideal Weather Helps 


The weather has been fine for the retail 
business in this vicinity in several ways. 
Hot weather all summer made an excellent 
sale of white shoes, and during the usual 


dull week that immediately follows the 
closing of the summer clearances before 
the opening of fall footwear, there was a 
rainy week which was greatly needed for 
corn. Therefore the prospects for a bumper 
crop along with good prices for corn means 
a good business for shoe retailers through- 
out the state. 


New Shoe Store 


A new store opened Sept. 1 at 703 Lo- 
cust Street by the Feltman-Curme chain. 
The new shop which is the first one in this 
city of the Feltman-Curme chain is to have 
a very complete hosiery department. The 
entire second story of the building is 
being remodeled as well as the Feltman- 
Curme store which will make the building 
entirely new and one of the finest that 
house a shoe store in the city. 


Shoe Exhibit at Fair 


A. Canfield, local authority on foot 
troubles, will again exhibit at the Iowa 
State Fair in the Women’s and Children’s 
Building. 





SALT LAKE CITY 


Fall Merchandise Selling Well 


Suedes and Satins in Strap Numbers Meeting with Excellent 
Results 


ETAIL shoe merchants report buy- 
ing of fall merchandise has com- 
menced well, with promise of being a splen- 
did season. The lull in the summer season 


was brief and about the middle of August 
business took a decided brace. The sum- 
mer slump here was much shorter than in 
former years. 
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In most’ cases merchants have cleaned 
up on their summer stocks and are start- 
ing the fall season with entirely new mer- 
chandise on their shelves. Here and there 
prices were cut ruthlessly in ordér to do 
this, but on the whole the sacrifice in this 
connection has not been so great this sea- 
son. 

Suedes Are Very Strong 


Colored suedes, colored kids, novelty 
patterns, black satin straps, etc., are prov- 
ing good numbers for early fall, with em- 
phasis on the colored suedes. Ralph Fea- 
therstone of Walker Bros., said he did not 
expect a breaking away from wood shades 
this year as early as usual. Browns look 
good, he thought. He also said there was 
a tendency to higher heels, due to the more 
conservative skirt. Some of the shoe mer- 
chants say medium heels are in greatest 
demand. 

The proprietors of the Booterie, Messrs. 
Solomon and Wesson, reported as follows 
on styles: “Short vamps, colors, strap 
slippers and all kinds of novelties.” This 
firm is still selling some of the red and 
green shoes. 


Men's Business Better 


Although there is nothing in the nature 
of a rush, a few firms reported an improve- 
ment in the men’s business, which has 
been very quiet for several weeks. Mana- 
ger M. Kalsman of the Florsheim store, 
was more than pleased with the way busi- 
ness is coming along. ‘“Business,’’ he de- 
clared, “is better right now than it has 
ever been in the history of the well-known 
men’s store.” He said, in regard to colors, 
that black and brown are selling freely. 


Reports from Stores 


Local firms report the hosiery business 
good. The Booterie, which started a hos- 
siery dressing room recently, has found it 
a great business getter. 

Miss Amy Kemp, in charge of the hosiery 
section of the Hunter-Thompson Shoe Co., 
is at the Holy Cross Hospital. She is not 
seriously ill. 

Miss Pearl Anderson who takes care of 
the children’s section of the Walker Bros. 
shoe department, says the Balancer shoe 
is making a hit. 





Sylvester Joins Goldberg 


Glendale, Cal., Aug. 28—Goldberg & 
Sylvester is the name of the firm which 
formerly included J. Goldberg and R. C. 
Smith. V. E. Sylvester succeeds Mr. Smith. 
The former has had several years of ex- 
perience in the shoe business. The stock 
has been increased and Mr. Goldberg 
continues to do the buying. The new firm 
handles Florsheim, Packard and Arch Pre- 
server shoes, They specialize in men’s and 
women’s shoes expecting to add children’s 
footwear in the future. 
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ST. LOUIS 


Increase in: Retail Trade 


Shoe Merchants Report Steady Buying of New Models in 
Fall Merchandise 


HE retail shoe business here assumed 

a better tone during the week ending 
Aug. 25. A spell of bracing weather, some- 
what cool for August, was one of the causes 
for good business. A marked preference for 
fall footwear was noted by the retail shoe 
merchants. 

The annual fall footwear sale of one of 
the largest department stores was held 
during the week. The fall style trend is 
usually definitely indicated in this sale. 
Styles of every variety were stocked for the 
occasion. In volume the sale this year was 
greater than for the same period a year ago. 


Satins and Patents Strong 


The two leading materials which sur- 
passed everything in the demand were 
satin first and patent. The patent styles in 
many cases were trimmed with black suede. 
The satin effects were for the most part 
plain. So far as patterns were concerned 
little did it matter except that there was 
beauty in the designs. 

Suedes did not go as big as anticipated. 
While a great many were sold the volume 
was not up to what was predicted. 


Log Cabin Favored 


Log cabin trimmed with field mouse 
was one of the most popular combinations. 
The wood shades also scored in the de- 
mand. Gorings sold freely. About 60 per 
cent of the lasts had short vamps, most of 
the novelties were bought this way. Of 
unusual interests is that creased vamp 
welt oxfords sold in big quantities. One 
retail shoe merchant thinks so well of this 
style that he advances the thought that 
this particular number may fill-in that welt 
business which is so badly needed in every 
shoe store. 


Calls for Brown Satin 


Some calls are being heard for brown 
satin. Whether or not there will be a switch 
from black to brown remains to be seen. 
Until fall wearing apparel is- bought and 
the colors definitely decided no safe pre- 
diction can be made. 

The lighter shades of kid footwear con- 
tinue to decline and the trend is toward 
darker shades. Especially is this true in 
the browns. Beige and otter still hold well 
and will until at least the stocks have been 
cleared of these shoes. Gray suede is being 
shown more freely and calls continue to be 
more popular as the season advances. Ox- 
fords so far have received little or no de- 
mand. Trimmed effects later are expected 
to be good in welt oxfords. 


Retail Merchants Meet Sep- 
tember 20 


The St. Louis Shoe Retailers’ Associa- 
tion will hold its first fall meeting Thurs- 
day, September 20. The affair will be given 
at the Kirkwood Country Club. It is 
planned to hold a golf tournament in the 
afternoon between the retail shoe mer- 
chants and the manufacturers. In the 
evening a dinner and dance will be held. 
Manufacturers are to be invited as guests 
of the retail merchants. This is the annual 
meeting to which the ladies are invited. 
Arthur Ebbs has been appointed chairman 
of the entertainment committee with J. J. 
Sensenbrenner and Al Lutz. 


Wolff Company Builds Fac- 
tory 

In 1921 Abe Tober and Sam Wolff 

started a shoe factory, at first making only 


WOLFF SHOE 


tage 


Plant of the Wolff Shoe Manufacturing Company, St. Louis 
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a few pairs a day. Since that time their 
business has grown so steadily that they 
recently built their own factory and as a 
result have increased their daily output 
to 1,000 pairs of women’s novelty McKays. 
At present they are striving to run up their, 
production to 1,500 pairs daily. ‘ 

The officers of the Wolff Shoe Mfg. Com+ 
pany are Abe Tober, president; Alex G. 
Milius, vice-president; Sam Wolff, treas- 
urer. Mr. Tober is also head of the Tober 
Saifer Shoe Company, jobbers of footwear, 
on Washington Avenue. Mr. Milius, for 
nine years, was one of the most prominent 
salesmen of the Hamilton-Brown Shoe 
Company. 


Juvenile Shoe Workers’ 
Picnic at Lakeside 

More than 700 shoe factory employes 
of the Juvenile Shoe Corporation of Car- 
thage, Mo., were present at Lakeside re- 
cently where the annual picnic was held. 
About 50 visitors from the Aurora factory 
attended the event. Employees and their 
families were royally entertained. The trip 
was made in automobiles and railroad cars. 

There were 50 motor cars containing 
workers in a parade, which formed at the 
Garrison Avenue factory at 8:30 in the 
morning. 

Dancing, all kinds of sporting events, 
bathing and other events were on the 
program. A baseball game was played in 
the afternoon, the Carthage Juvenile 
team defeating the Aurora nine by a com- 
fortable margin. The Garrison Avenue 
factory won over the River Street plant in 
a tug-of-war. 

The winning baseball team was awarded 
$5, a baseball bat, and large cake as prizes. 
Suitable trophies were awarded to the 
winners of every sporting event. 





Wisconsin Shows Business 
Boom 


That business is on the boom in Wiscon- 
sin was indicated when the report of the 
Secretary of State, Fred Zimmerman, 
showed that $266,152.67 had been col- 
lected in corporation license fees during 
the past year as compared to $216,363.05 
for the fiscal year 1922. During the fiscal 
year 1923 there was collected in filing fees 
for corporations domestic to Wisconsin, 
$71,455.70; from foreign corporations for 
licenses, $11,685.50, and for miscellaneous 
corporations, $53,877.97. Amendments to 
present articles of incorporatiim cost busi- 
ness firms $129,143.50 durin, the year. 
During the fiscal year ending June 30, 184 
new foreign corporations were licensed in 
Wisconsin; 1,439 new Wisconsin corpora- 
tions were formed, and 1,070 amendments 
to articles of incorporation were filed. The 
increase in new corporations is held to be 
a barometer of business development. 
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LOUISVILLE 
Fall Season Promises Well 


puis of New Patterns in Women’s Footwear Commences— 
Striking Window Trims 


T is early to tell much about thedemand 
for new lines of women’s shoes for fall. 
Many retail shoe stores are showing new 
merchandise as the week of Aug. 20 closes. 


However, the vacation season is rapidly | 


coming to a close, and buyers of better 
grade merchandise are not buying white 
goods. There is some movement starting 
in new lines, and this should improve con- 
siderably during the next ten days or so. 
White footwear is not worn to any extent 
in Louisville after the first few days of 
September. 

Merchants selling women’s shoes are 
showing new fall lines in the various shades 
of brown and also some gray. Brown, field 
mouse, log cabin and chocolate brown are 
being shown in a number of windows. 
Ooze, kid and suede all promise well. 
Satins also look good for early wear. Span- 
ish, Louis and French heels are popular, 
it being figured that the public has had its 
fill of flat heels, especially in connection 
with Egyptian sandals. 


State Fair, Sept. 10 


The opening of the Kentucky State Fair 
the week of September 10, is expected to 
create a good demand for shoes in the re- 
tail district, while the jobbers are also an- 
ticipating a very fair volume of business 
from the country merchants during that 
period. Fall buying among country 
merchants and Southern merchants is now 


good. ’ 


New Fedler Store Opens 


J. C. Fedler, Jr., manager of the J. C. 
Fedler and Sons Co., operating the Boston 
Shoe Co., reported the opening of the 
Juvenile branch store on Sept. 1. Henry 
Fowler, who has been at the main store, 
is in charge of the branch. The men’s ex- 
clusive branch at Fifth and Jefferson 
Streets will open about Sept. 1. 


Urge Repairing Old Shoes 


About 40 shoe repairers, findings hand- 
lers, and shoe store merchants with their 
own repair departments, took partina page 
co-operative advertisement, featuring Na- 
tional Thrift Shoe Week, Aug. 27 to Sep- 
tember 1. They urged repairing old shoes, 
and getting children’s shoes in good shape 
for the opening of the school season. 


Plan to Exhibit 


The Boston Shoe Co., J. Bacon & S..ns, 
Stewart Dry Goods Co., Herman Straus 
& Sons Co., John C. Lewis Co., and several 
other large companies, have announced 


that they will exhibit in the Merchants’ 
& Manufacturers’ building, on the Ken- 
tucky State Fair ground, during the week 
of September 10. More than 250,000 visit- 
ors are expected this year. 





Wisconsin Notes 


Enjoy Good Business 


Orders are coming in to the Menzies 
Shoe Company of Fond du Lac, Wis., so 
heavily at the present time that extra help 
is necessary in both the South Macy and 
the Superior street factories in tbat city, 
according to 8. D. Nichols, president of the 
compeny. The two establishments are 
running full time and some departments 
have been forced to work overtime. The 
new season opened July 30, and prospects 
are unusually bright. ““We are starting our 
new business year with conditions as bright 
as they could be,”’ said one of the company 
officials. 


New Leather Firm 


George W. Link, formerly in the retail 
shoe business at Columbus, Wis., who re- 
cently moved to 925 Spaight Street in 
Madison, Wis., will enter into partnership 
with George W. Kindshci, of the Kindschi 
Leather Co., 120 South Pinckney Street, 
according to a late announcement. 


New Store at Fond du Lac 


Incorporation of the Secor-Buerger Co. 
to deal in footwear at Fond du Lac, Wis. 
was announced by the secretary of state. 
Capital of the firm is $15,000, and its in- 
corporators are R. Emmet Secor, Beatrice 
Secor, Herman Buerger and Lulu Buerger. 


Madison Merchants Close 
Stores 


After allowing most of the summer to 
slip by without any definite steps being 
taken to close stores early, Madison, Wis., 
merchants finally agreed to close their 
stores at 6 P. M. during the remainder of 
August. It had formerly been the custom 
to remain open for several hours on certain 
evenings each week. 


Student Buying Power 


With an estimate average enrollment of 
4,300, the Marquette University student 
body has a total buying power each school 
year of $2,500,000, according to figures 
given in “The Buying Power of a Great 
Student Body,” a pamphlet issued by the 
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Marquette University Press, Milwaukee. 
Eight thousand, six hundred pairs of shoes 
are bought annually at an estimated total 
cost of $55,900. Another of the big items on 
the list is leather goods, including trunks, 
brief cases, music rolls and hand bags for 
the coeds. Gloves cost the students 
$8,600 each year, the report shows. 


Merchant Sells Out 


W. F. Georg, prominent shoe merchant 
of Fond du Lac, has sold his home in that 
city and is completing preparations for 
moving to Los Angeles. Mr. Georg had 
been engaged in the shoe business in 
Fond du Lac for more than a score of years, 
selling out his business recently, in order 
to join his son in California. 


Ohio Notes 


Highbee in New Position 


The G. M. McKelvey Company, of 
Youngstown, O., announces that the 
growth of business in its downstairs store 
shoe department has inspired W. E. 
Warner, manager of the department, to 
devote his entire time to the management 
of the men’s shoe section, relinquishing 
management of the women’s and children’s 
sections. G. W. Highee, formerly shoe 
buyer with the W. A. McNaughton Co., 
Muncie, Ind., has been appointed buyer 
for the women’s and children’s shoe de- 
partments. 


New Shoe Store 


One of the most complete retail shoe 
stores in the state of Ohio is that of the 
Welsh McVean Company, opened re- 
cently at 1508 Market Street, Youngs- 
town. It will specialize in men’s, women’s 
and children’s shoes. The store is one of 
the most recent rétail additions to the 
south side of the city. 


Akron Store Opens 


Many pioneer shoe salespeople are 
affiliated with the new Siff and Mason Shoe 
Company’s store, 42 S. Howard Street, 
Akron, recently opened. J. Rush Yelver- 
ton is head of the men’s department; 
Samuel Nathan is head of the women’s 
section; Larry Williams and Francis Dye, 
men’s department; Mrs. Elsie Barksdale, 
children’s department; Mrs. Clara Green, 
children’s department; Miss Cleo McNeil, 
office. 


J. E. Farmer Buys Store 


Spencer, Iowa, Aug. 28—G. E. Farmer 
recently purchased Cobbs Bootery from 
the Cobb Brothers and is now conducting 
the store under the name of Cobbs Boot- 
ery. The new proprietor has a wide .line 
of shoes and hosiery. He has enjoyed many ° 
years of experience in the sboe industry. 
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In Style—In Stock—In Demand! 


W hite—For Late Summer and Fall! 


No. 8055 $3.50 


8055— White Satin Brocaded One Strap 
with Beaded White Chiffon Rosette, 


14-8 Louis heel, widths B to D, code 
. $3.50 


“Poppy” 


8005—As above except all White Satin, 
: $3.35 


code, “Violet” 


No. 7668 $3.00 


7668—Black Satin One 
Beaded Forestrap, Imitation 
14-8 a ene heel, B to D, code *‘ 
bara” 


Strap with 
Turn, 

*Bar- 
. .$3.00 


7808—As above except with 16-8 full 
Louis Heel, Genuine Turn, A to D, 
code “Hulla” $3.60 


7818—As above except with 14-8 full 
Louis Heel, code “Sinai’’ $3.60 


HAVERHILL 


The prevailing late summers and the 
moderate, balmy days of early Fall give 
the women of today an opportunity to 
satisfy their desire for the cool dainti- 
ness of white from top to toe. 


For the warm days to come, we 
ask you to offer to your patrons 
the two white numbers pictured 
here, both dainty, light, and chic. 
And if you wish, you may order 
both in the brocaded satin that 
matches the gowns of the smartly 
dressed woman. 


For more formal wear, and to 
match the light but darker color- 
ed dresses, you may offer any of 
the three stylish models pictured 
below—in fashionable single and 
double straps, with novel cut- 
outs and beadings. 


Order a variety of fab- 
rics and styles—to suit a 
variety of tastes. And 
send in your order now. 


No. 841 $3.25 


841—Black Satin Suede Trimmed Two 
Strap, Side Cut Outs, Imitation turn, 
it 8 Spanish Heel, B to , code 

"IO cwns $3.25 
842—Same as ‘above except 12-8 Cuban 
Heel, code ‘Vulcan’ $3.25 


ANNAHSON 


SHOE CO. 


—_—— 


No. 800 $3.15 


White Satin One Strap, leather 
14-8 Louis heel, to D, code 


800— 
lined, 
7 $3.15 


805—Same as above derconpss Brocaded, 
$3.25 


code “Vera”... 


No. 7768 $3.00 


7768—Black Satin One Strap with 
Beaded Forestrap. Imitation’Turn, 9-8 
Heel, B to D, code “Dora” $3.00 


7678—As .above except with 12-8 Cu- 
ban Heel, code “Bonton”’... . .$3.00 


7868—-As above except Genuine Turn, 
9-8 Heel, code “Victoria” $3.35 


7168—As above except 12-8 Cuban 
Heel, A to D, code “Beatrice” . .$3.35 


MASSACHUSETTS 


























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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THE CHARLES A: ‘EATON 


Announce the Opening 
for Winter 


The BATON Shoe 


HE Eaton Shoe, manufactured 

under the A. E. Little patents, 
embodies a radical departure in shoe 
construction. The Eaton 1s a shoe that 
can honestly be featured as ‘‘comfort- 
able from the first step.” This is due 
to its exclusive arch-supporting sus- 
pension construction. It is the most re- 
markable advancement in shoe-making, 
in generations. 


Superbly styled—a quality product in 
every way, a shoe that will become a 
real “‘leader ”’ made to retail at $10.00. 
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SHOE. INDUSTRIES 


of the Following Lines 
1923-1924 


Clhe rawford Shoe 


LANS for the Crawford Shoe in- 

clude not only the making of an 
exceedingly smart, good-looking shoe 
to retail at $8.00, but manufacturing 
arrangements have been so perfected 
that patterns will be presented four 
times a year, thus enabling retailers to 
keep stocks fresh and to accomplish a 
more rapid turnover. 


Details of this plan will be presented 
by Crawford representatives in person 
or by mail to those sufficiently inter- 
ested to write us direct. 


Clee, 


PRESIDENT 


“CHARLES A EATON ()) SHOE INDUSTRIES 


2, 
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Cyston” 


OUR customers 

want good shoes 
for $5.00 and $6.00 and 
if you haven’t shoes at 
these prices they will 
go elsewhere. The days 
of $8.00 and $10.00 


shoes are over. 


Every pair of Davies 
Shoes that you sell 
means a repeat order— 
they all come back— 
for more. 


The people in 
your commun- 
ity will appre- 
ciate these 
super-values. 


B6760—Modified French Last, SHOES 


Mahogany Veal, Nine Oak outsoles, 
lst quality rubber heel, grain inr er- THAT 


soles $3.35 SELL 
B6780—Same as above in black, 


$3.35 3 5 
In Stock, D, immediate delivery; s . 


other widths, four weeks. Write For Our Ca talog 


DAVIES SHOE MFG. CO. 


RACINE -- -- -- WISCONSIN 
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Seplember 1, 1923 


BOOT AND SHOE RECORDER 





No. 1 oak bends, finders’ use 


x -— lea 
ips for up 
B. A. hides for sole leather 





1 oak backs 
No. 5 oak bande ches wie use 


teat oi steers, as used in sole leather, 


ess, etc 
Heavy Texas steers, for sole leather.. 
Light native —-. for side upper lea 
Branded cows, for light sole pace 


No. 1 buffs for heavy u side lea 
No. 1 ine City bral mae for fine 


-65 


-43 
-26 
-24 
-65 
BS 
-24 


mS 


webs aesaness 


sesZz 
ty GOOSOHOHHOH HOOOO 


Oe 
= 


ad ad 8 we 


Seksssan sseessee 


:70 


shesbisbkk phecieie 
SHOSOSS OOO 


tt pt pe ett 


ef. 


Sole Leather Pric 


~ 


ound) 
$0.34 
46 
‘35 
160 
70 


3 


er 
$0. 


Sissi 
S888 


RRS: & 


(1913 Av.) 
@90.18% $0. eens 55 


a ei é 62 
17% 50 
“1s se 50 


17% 80@ 1.02% 
-16% -65 80 
30 A2@ .26 


Comparative Leather and Hide Prices 
* Upper Leather (Price Per Foot) 


December, 1922 
$0. 75 


®@OHHHHHH HHHOHOOOHO! 


®OOOo® 


Raw Hides and Skins (Price Per i 


June, 1922 
-. @$0. 


nu 
un 


eskens; 


ay 
oo 


— 
oe 


Fs 
G@HHOHHHHHHOHOHSOOOO? 
SSSSRRSEKRSRSHS 


& 
rc) 


as ll 
$0.09%@ . 


12 @. 
MKe . 
~~ a ae 











Upper Leather Market More Active 


Better Business Following Quiet Period—Prices Firmly Maintained and 


ORE interest has been shown in 
Mie upper leather market during 

the past week which has resulted 
in firmer values. A better business has been 
noted in upper leather than soleleather and 
also more strength. There is still a curtail- 
ment of production of both leather and 
shoes, and there has been a deflation of 
prices in the markets, which shoiild have 
stimulated greater buyirig. Trade has 
shown a dullness the past few weeks that 
was hardly expected following the large 
curtailment of the spring months. The 
tanners are looking forward to steady’ im- 
provement which appears to have already 
started. 

The hide and skin market has shown a 
slight decline, although sales have not been 
large and prices are on a lower level than 
for some years previous. It is hot expected 
that this will have any effect on the leather 
market as tanners were making little,or no 
profit during the early part of thé yéar and 
the leather riow on hand was made from 
high-priced raw material. 


Sole Léather Market Dull 


a Sole leather tanneries are still operating 
under considerable curtailment and while 
. tanhers are endéavoring to obtain full ask- 


Good Outlook for Fall 


ing prices, the dull period has been the 
cause for some concessionsin order to move 
leather. As the larger shoe manufacturers 
get busier, the sole leather situation should 
improve. The strike among the sole cutters 
had interfered with business to some ex- 
tent, although there would have been more 
inconvenience when business was more 
active. 

Buying is very close to the needs of 
shoe manufacturers and there are less 
sales on the long time contract basis. 
Packer hide steer union backs are quoted 
at 48c to 50c per lb., and cow backs 44c to 
48c. There have been some good sales of 
oak sole and prices are firmly held. Oak 
packer steer backs bring from 45c to 52c 
per pound; cow backs 40c to 48c, and shoe 
manufacturers’ bends 50c to 65c, finders’ 
bends 70 to 85c. 


Suede Calf in Active Call ~ 


More activity is noted in the upper 
leather market and a strong call coatinues 
for the suede finishes. Suede calf, colors and 
black, continue a most active feature of 
the market and tanners find difficulty in 
filling their orders. Prices on these leathers 


~- range higher than they did in the spring 86 


that the -top selections are quoted up to - 


75¢ per foot for choice with the average 
run of goed suede leather quoted at from 
50c to 60c per foot for top selections. The 
medium grades run from 35c to 45c and 
cheaper grades as low as 25c. Full grain 
colors of smooth finished calf are seiling in 
smaller lots and close to needs. First grade 
leathers being quoted from 40c to 45c per 
foot for colors; light weights 5c lower. 
Medium grades of smooth calf bring from 
30c to 40c and cheaper selections and job 
lots from 20c to 25c. 


Buck in Strong Demand 


The call is not so active for chrome side 
upper leathers although the aggregate 
makes a good business with chrome colored 
side bringing around 30c per foot for top 
selections, and 20c to 25c for the medium 
and lower grades. Black are usually quéted 
from 2 to 3c less per foot. Job lots and 
snuffed leathers anywhere from 12c to 20c. 
The best call is for the buck finishes mostly 
for women’s medium grade shoes, and 
novelty footwear. Some of the best finishes 
of buck are quoted up to 50c per foot with 
the average selections quoted all the way 
from 25c to 45c per foot. The call is moder- 
ate for the heavier side,leathers for men’s 

: (Gontinued on page 167) 
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—the only vulcanized 
Crepe Sole on the 
market today 


SOLE that will not separate from the 

upper—that has the perfect adhesion 
with the upper which only vulcanization 
can give! A sole that is elastic, light weight, 
buoyant, durable and will not bulge. 


This is the new Keds Crepe Sole—one 
of the greatest improvements in canvas 
rubber soled footwear. : 

Crepe Sole Keds are being endorsed by 
the leading tennis players in America. They 
have already figured prominently in impor- 
tant National and International matches. 

Salesmen will be on the way to you with 
samples for advance orders within a few 
weeks. You will find a ready demand and 
real profits in the new Crepe Sole Keds. 


_ United States Rubber Company 
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Many Types 


ES lee Athletic Wear 


HE out-of-door, or athletic girl, is 

here to stay. Young women’s spirited 
interest in outdoor games of a competitive 
nature during the past few years is proof 
that women play an important part in 
athletics as well as men. A few years ago 
being out of doors, as far as young women 
were concerned, meant sitting decora- 
tively on a porch or merely being a spec- 
tator at athletic games. But to-day the 
American girl is going in for sport with 
vim and vigor—tennis, golf, swimming, 
field hockey, track and basketball being 
some of the most active of the contests. 


This healthy interest in outdoor sports 
is most interesting in the recent trend of 
feminine affairs. It forecasts vitality and 
promises well for the generations to come. 

Women’s progress as active participants 
in many forms of athletics has inspired 
several rubber shoe manufacturing com- 
panies to concentrate on making a special 
line of canvas rubber-sole athletic shoes. 
The United States Rubber Co. has found 
the demand so insistent that it has added 
a special line of athletic shoes for women. 


Retail shoe merchants report good sales 
during the summer season in rubber-sole 
canvas shoes. Women have bought freely 
of this type for athletics and men playing 
tennis and while at summer resorts have 
worn the canvas shoe extensively. 


The Gymnasium Season Near 


As fall approaches the athletic young 
man turns his thoughts to games of a sport- 
ing and competitive complexion. Proper 
footwear for such strenuous athletic sports 
has inspired manufacturers of rubber-soled 
canvas footwear to produce several models 
of strongly-built shoes which will with- 
stand the hard knocks and severe strain of 
being used in athletic games. 

Young men playing basketball, volley 
ball, hand ball and all kinds of gymna- 
sium games look for nothing else but a 
strong rubber-soled canvas shoe and the 
retail merchant at this time should be an- 
ticipating the opening of the fall and win- 
ter gymnasium season. 

The athlete derives a great deal of satis- 
faction and comfort in wearing a sturdy 
pair of rubber-soled shoes while racing 
around a wooden floor in the gymnasium. 
Quick starting, abrupt stopping and con- 
stant knocking the shoes against ob- 
stacles stresses the need for a strong pair 
_of gymnasium shoes. 

Although constant wearing use of the 
indoor gymnasium means wearing rubber 
soled shoes, tennis, a great outdoor game, 
will be played right up until cold, snappy 
weather and while“playing that game the 


man or woman athlete wants a comfort- 
able-feeling foot covering. 

Perhaps tennis is the game that suggests 
the comfort and serviceability of the can- 
vas rubber-sole shoe rather than any other 
sport. Tennis is being played more and 
more in this country—and girls play the 
game as frequently and in great numbers. 


Suggestions for Windows 


A newsy and suggestive poster for a win- 
dow display of retail shoe merchants at 
this time of the year would be to place a 
photograph of Miss Helen Wills, 17-year- 
old’ women’s tennis champion of the 
United States. It is consistent with the 
spirit of the outdoor girl today and sug- 


Woman's athletic shoe is suitable for combined 

outdoor and indoor wear. It is pearl gray trimmed 

with white stitching, double for vay 4 de 
match. Made by United Siales Rubber Co. 


gests the wearing of rubber soled canvas 
shoes for this game. 

Smart window displays featuring can- 
vas shoes can be enlivened by frequently 
placing photographs of prominent figures 
in the sporting world who wear canvas 
shoes with the rubber sole. William T. 
Tilden, 2d, of Philadelphia, Penn., na- 
tional singles champion, recently wore a 
pair of new crepe rubber soles on a low cut 
tennis shoe. The fact that this new type of 
sole is worn and tested by such a promi- 
nent figure in a very strenuous contest 
promises well for future sales. 


Sales of Bathing Shoes 


Better sales of bathing shoes during this 
summer have been reported from many 
sources, especially those places where 
community swimming pools have been 
built. Of course merchants selling bathing 
suits have also benefited and because of 
the fact that most of the pools have a con- 
crete base or floor bathing shoes have been 


popular. 


High Ideals in Footwear 


That a shoe should be a thing of beauty 
and service is the philosophy of A. E. 





Little, president of the Sorosis Shoe Com- 
pany.. No matter what grade or type of 
shoe it may be, it should be a thing of 
beauty. That is to add to the joy of life. 
And to make a shoe of helpful, healthful 
service to its wearer is a thing of beauty, 
according to the theory that _— 
is as handsome does.” 

To make shoes of beauty, Mr. Little 
spares no labor nor expense. For instance, 
he has just brought from Paris some 
beautiful leathers, painted by the artists of 
Paris. These he will use for ball room shoes. 
Also, he had brought from Paris someslides 
and ornaments of glass, beautifully colored 
or cut. These buckles of glass will be put on 
Cinderella shoes. 

Mr. Little has spent 12 years of study in 
designing his new health shoes, and he has 
even gone to the labor and expense of con- 
structing new machinery with which to 
build these health shoes. 

There cannot be any higher ideals in 
footwear than beauty and service, and Mr. 
Little seems to be successful in putting his 
ideals into practice, for his shops are all 
busy. 





Upper Leather Market More 
Active 


(Continued from page 165) 


shoes including elk, veal, kip and the 
heavy waterproof leathers. 


~ 


Better Call for Patent 


More interest is shown in patent leather 
and a good season is anticipated. Prices 
are firmly held with the top grades of full 
grain patent sides quoted at 45c, 40c and 
35c. Cheaper leather is quoted downward 
according to quality. The call is fairly 
active for patent kid and colt, the former 
bringing from 65c to 75c.for the top 
selections, and the latter 55c to 70c for the 
best ieather. 


Good Outlook for Kid 


Kid prices continue very firm and 
larger volume is looked for early in Sep- 
tember. Glazed kid tanneries have been 
operating at reduced capacity in many 
cases as current sales have been light dur- 
ing the summer. A steadily increasing busi- 
ness is confidently expected from now on. 
There is no change in quotations during 
the last weeks, the top grades in colors 
bringing from 65c to 80c and up to $1.00 
per foot for very choice kid. Medium se- 
lections bring from 40c, 60c and lower 
grades downward, according to quality and 
finish. 
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Shoe 


Manufacturers 


who use Skinner’s Shoe 
Satin quickly note its 
superior strength. It is made especially for use in 
shoes—extra heavy silk for the warp and four- 
ply cotton forthe filling. 





Skinner’s Shoe Satins are 36 inches wide and 
are supplied in four different qualities to meet 
all the requirements of the trade. 


Skinners 
Shoe Satin 
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Shoe 
Merchants 


have an extra selling ar- 
gument with footwear 
made of SKINNER’S 
SHOE SATIN. The 
uniform quality of this material means uniform 
satisfaction to their customers. 

For 75 years the name Skinner’s has stood for 
wearing quality in satins for many purposes. 
Every woman knows this. 


Skinners 
Shoe Satin 


William Skinner & Sons 


New York Chicago Boston Philadelphia 
Mills, Holyoke, Mass. Established 1848 


“LOOK FOR THE NAME IN THE SELVAGE”’ 
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ADVANCE STYLES 


BUILD BUSINESS—MOVE QUICKLY—MEAN SOLID PROFIT 
AT ONCE DELIVERY 


No. 234—“Canary’’ 


Children’s Patent Leather 
Button, Turn, Circular Foxed, 
Sand Top, Orange Stitching, 
Orange Buttons, Spring Heel. 


No. 230—“‘Red Bird’”’ 


Children’s Patent Leather 
Button, Turn, Circular Foxed, 
Mouse Top, Red Stitching, 
Red Buttons, Spring Heel. 


| HAS ag 


Philadelphia Chicago Pit 
New York 
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BROOKLYN 


Good Volume of Orders.on Hand | 


Women’s Shoes Show Tendency Toward Plainer Patterns and 
More Conservative Trimmings 


By volume of orders for fall shoes 
coming into the Brooklyn factories 
are more satisfactory than for some time 
past. Conservatism is still apparent among 
the retail shoe merchants, but already there 
have been some re-orders on style shoes 
ordered earlier in the season, a condition 
that is decidedly encouraging since re- 
orders on specific styles have been con- 
spicuously absent in recent seasons. 

In addition to this there has been a 
noticeable gain in the number of paira 
ordered on individual styles, according to 
several manufacturers, who see in this a 
breaking away of the policy of many re- 
tail merchants who try to cover as wide a 
style range as possible by cutting down 
the size range in each style. 

These two developments, it is believed, 
may be attributed to the fact that women’s 
shoes, so far as Brooklyn is concerned, are 
growing plainer in pattern and trim. While 
there is still a multiplicity of style, the 
plainer patterns are selling better and the 
trend is toward more conservative footwear 
which will give a better chance for pro- 
duction than has been seen for a long time. 


Few Calls for Oxfords 


There have been few orders for the old 
line staples, such as oxfords, except in the 
many lines of comfort shoés that are pro- 
duced in Brooklyn. Among the latter, good 
reports are the rule. Two or three lines of 
comfort shoes produced here are selling 
anywhere from 60 to 100 per cent better 
than last year and the comfort shoe busi- 
ness is now one of the big ends of the 
Brooklyn trade. 

One of the new features of the fall season 
is the light weight welt, which is being 
made to resemble a turn shoe, and most 
often in patt+.ns that have hitherto been 
confined to the turn soled footwear. Some 
of the welts are so light and closely cut on 
the sole that they are mistaken for turns, 
even by expert shoe men. 


A decided swing toward black is noted 
by most Brooklyn manufacturers. Many 
of them report blacks now leading in sales, 
although this is not true of all producers. 
The brown shades of ooze are still strong, 
but not as strong as they were earlier in the 
season. The turn toward black has stimu- 
lated the use of patent leather and of black 
satin. Some factories are now using more 
patent leather than ooze. Black ooze is 
being used to a greater extent also, partic- 
ularly with kid or gun metal trimming. 

In the minds of some manufacturers 
gun metal and black calf will come into 
call later in the season. 


Baker Co. Has Retail Shop 

A retail shop for factory rejects has been 
put into operation in one of the ground 
floor rooms of the George W. Baker Shoe 
Company factory on Classon Avenue. The 
general public is permitted to buy shoes in 
this store at less than the cost of produc- 
tion. Signs in the factory urge the operators 
to tell their friends about the retail shop. 


New Factory in Operation 

The new factory of the Stewart & Potter 
branch of the United Last Company, 
Clifton Place and Classon Avenue, is now 
in full operation. The factory was built 
this summer and is one of the most modern 
manufacturing structures in Brooklyn. 
An unusual amountof daylight is admitted 
in the large windows which take up al- 
most all of the side walls of the structure. 


Plan Labor Discussion 

Brooklyn has been free from labor 
troubles for some time past. Negotiations 
with the union will be undertaken early in 
September, according to the existing 
agreement now in force between the Shoe 
Manufacturers’ Board of Trade of New 
York and the local Brooklyn union. It is 
likely that a lower wage scale will be asked 
by the manufacturers. 





NEW YORK 


Early Fall Business Good 


Straps and Gores in Ooze and Patent Generously Displayed— 
Cut-Outs Less Pronounced 


ALL showings are now occupying the 
attention of the New York retail shoe 
merchants. Early business is opening well 
and gives promise of developing into a good 
season. Few retail merchants, however, ex- 
pect business this fall to go above the 


figures of last year. It is recalled that the 
fall months of 1922 were more than or- 
dinarily good here in the shoe retail lines. 

The early showings of women’s shoes for 
the most part are comprised of strap and 
gore models in ooze and patent leather. 


Where to Buy | 


Women’s Shoes 





J.W. BARNARD & SON 
Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 
for Ladies 


IN STOCK 

















BLEECKER STYLES 


Are the last word in footwear 
for stylish women 





Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 


Boston Office 
207 Essex Street 





FASHION FOOTWEAR 
Women’s Fine Turns 
and Novelties 


Our new models for ing are attracting most 
favorable metention. Enss turn sli and 


pumps in the latest designs and finest 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








E.A.& M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 

Bootsand 


Haverhill’ Macs. 


Boston Office 
Rice Bidg. Room 406 








| Where to Buy 























Where to Buy 


Men’s Shoes 














NETTLETON 


Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N. Y., U. S. A. 


MEN'S FINE SHOES EXCLUSIVELY 











MEN’S FINE 


SHOES 


Brockton. Maas. 











HOMPSON BROS . SHOE 
FINE SMOEMAKERS 
BROCKTON 
MASS. 


Vsa 








aad 


. 
OSTONIANS 


WHITMAN, MASS. 











One Pair 
Sells 
Another 


T.D.Barry Co. 


Brockton, Mass. 
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There is a larger showing of blacks than is 
usual at this period of the year, but this is 
the result of an early good demand for 
blacks. In fact as early as July there was a 
strong demand for black shoes in the better 
grade stores and the trend has now filtered 
through to the medium-priced establish- 
ments. 

The newer strapped models are all in the 
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lighter effects, with cut-outs and sandal 
effects less deep than they were during the 
summer. A number of front gore patterns 
are being displayed, but they are not so 
numerous as the side gore types. 

A good sprinkling of bronze kid shoes 
also is being displayed at present, but 
there has been little action on them so 
far. 





PHILADELPHIA 


More Activity in Shoe Factories 
Gore and Strap Models in Black and Brown Suedes Ordered 


Freely 


OMEN’S pumps made of suede, 

kid, patent leather and satin are be- 
ing turned out in great volume here by 
shoe manufacturers. Gore patterns are 
very strong and strap models continue to 
be selling freely. As far as the color situa- 
tion is concerned blacks and vaiious shades 
of brown are leaders. 


Cui-outs in Suedes 


A factory reports it is working to capa- 
city, finishing up the orders on its books. 
It is not making anything ahead of present 
demand. Its best sellers are cut-outs in 
black and brown suede. It is suffering from 
the inability to secure an adequate supply 
of suede. There will be very little demand 
for glazed kid except in corrective shoes 
and as trimming. Prices are fairly staple. 

Activity among the factories seems to 
have increased somewhat during the past 
week. While the uncertainties about styles 
continue the factories appear to be tread - 
ing on ground which is a little more sure. 
Their salesmen are out and some orders 
arecoming in. The factories have yot yet hit 
their stride for fall, but they are busier 
than they have been and are optimistic. 

Quite a few factories here have ex- 
pressed themselves in favor of fewer fancy 
patterns and more staples though there 
are no indications that any such tendency 
will actually develop in the near future. 
One reason for the desire of manufacturers 
for a return to staples is found in the inade- 
quate supply of suedes. Suedes are in as 
much demand as anything today and so 
short is the supply that no deliveries are 
being promised under eight weeks. This 
has created quite an unsatisfactory situa- 
tion in the fancy shoe trade as the retail 
shoe merchant insists on immediate de- 
livery of fancy patterns, while the manufac- 
turer cannot get theleather for eight weeks. 


Better Wholesale Trade 


One large wholesale merchant reports 
that his business during July and the first 
half of August was better than it has been 
for many months. Black suede, black 
satin, patent leather, and both light and 
dark shades of brown are expected to go 


big in September. There are no advance 
orders because of the rapidly changing 
styles. This firm does not show any shoe 
until the entire shipment has arrived and 
it is able to offer immediate delivery. 

A wholesale merchant who handles 
men’s shoes reports local demand here for 
black and the lighter shades of tan while 
outside of Philadelphia there seems to be 
a leaning toward cherry red and mahog- 
any. This firm is working on the basis of 
40 per cent low shoes and 60 per cent high. 
Plain stitching is the big feature now 
though the trade is working round to per- 
forations. Some very large perforations 
on soft box toes are being shown. Prices 
remain unchanged except for a slight ad- 
vance on the more desirable leathers in the 
light tans and in Scotch grain. 


Sole Leather Trade More 
Active 


Tanners report a satisfactory increase 
in sole leather trade. Factories are busier 
and are taking leather more freely. The 
findings trade also has made a turn for the 
better. It is felt that one cause of the in- 
creased demand for leather has been the 
realization that prices have reached their 
low level and are holding firm. While buy- 
ing for the most part is confined to the 
taking care of immediate needs, there have 
been some cases of advance buying, es- 
pecially where large lots have been offered 


at. good prices. 


Fancy Oxfords and Gores 


Horace Gentel of the Walk-Over stores 
says the big demand now is for fancy ox- 
fordsand gores in seal brown and log cabin. 
Suedes are more popular than anything 
else. Straps, also, are selling well. Mr 
Gentel says he had expected to see a good 
demand for log cabin in kid, but there are 
no indications of it now. The only high 
shoes for which there will be any demand 
will be in staples and orthopedic lines. 
The Walk-Over people are making a lot 
of fancy shoes over their special ai 
last. 

Mr. Gentel is not anxious for a return 
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to staples as the popularity of fancy pat- 
terns affords an enterprising merchant 
excellent opportunities to’ make money. 
According to Mr. Gente! sales this year, 
measured in dollars and cents, are better 
than they have been for a number of years. 
The Walk-Over Stores will resume their 
monthly meetings in the fall for the dis- 
cussion of salesmanship and styles. 
Gentel says that one of the chief rt 
of the new shoes for men is a wider toe. 


Sales of Glazed Kid 


One large glazed kid manufacturer here 
reports a considerable increase in sales in 
the last two weeks. Factories are still using 
suedes, but in the opinion of this firm, they 
will drop in popularity within about a 
month. Brown and black kid are the fea- 
tures of the situation. Gray is not being 
asked for to any considerable extent. In 
the low grade skins all sizes are selling, 
while in the high grades there is demand 
only for the smaller skins. Prices remain 
unchanged. 

Another manufacturer predicts that 
field mouse and log cabin will be in very 
good demand for women’s and children’s 
shoes. 


To Open New Store 


I. Miller, who has stores in New York, 
Brooklyn, and Chicago, has announced 
the opening of a store at 1225 Chestnut 
Street about October 1. This store will sell 
women’s shoes. 


To Advertise Convention 


Garman, secretary of the 
Association, 


George M. 
Pennsylvania Shoe Retailers’ 
says the associationis getting ready tosend 
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out direct mail advertising about the con- 
vention here next January. 


Retail Offerings 


The John Wanamaker store is offering 
at $12 women’s black suede pumps built 
on the D’Orsay model with covered high 
Spanish heels, full round toes, and short 
vamps. They have a single fancy strap over 
the instep, a gore on the inside of the shoe, 
and a turned sole. At $6 this store is fea- 
turing women’s pumps of white canvas. 
They have white welts and natal leather 
soles. The heels are low and the strap over 
the instep has a small buckle. At $8 this 
store is offering Russian calfskin oxfords 
in blucher style with small eyelets, welted 
soles, and low heels with rubber heels at- 
tached. 

Claflin’s are featuring sports oxfords at 
$10.75 in their annual summer sale. They 
are of white buckskin patent leather 
trimmed, fawn buckskin brown leather 
trimmed, and. fawn buckskin alligator 
leather trimmed. 

Poole’s are offering at $3.35 fancy san- 
dals in various leathers, sports oxfords in 
gray or fawn suede, and whites in pumps, 
sandals, and oxfords, either plain or in com- 
binations. 

Winkelman’s are offering hand-made, 
two-strap, black suede pumps at $10. 

Dalsimer’s are featuring men’s oxfords 
in black calf, brown calf, cherry red and 
new square toes, straight lasts, medium 
toe bluchers at $5.85. 

Snellenburg’s recently featured a sale 
of 1,000 pairs of sandals and strap pumps 
in red, blue, and green kid with junior, 
French, box, or Cuban heels, and turn 
soles at $3.90. 





BROCKTON 


To Show Present and Past Styles 


Contrast of Shoes made in 1873 with Those of Today for 
Brockton Fair Show 


N contrast to the beautiful and styleful 

shoes produced by the shoe manufac- 
turers today, shoe styles of 1873 will be 
shown at the Brockton Fair Shoe Style 
Show to be held in early October at Brock- 
ton. W. B. Nash is director of the 
show. 

Twenty-three pretty girl models have 
been secured to wear the latest creations 
in women’s shoes and half a dozen Brock- 
ton young men will also be models at the 
show. A runway, commencing from the 

center of a stage and projecting the length 
of the hall, will be used by the models so 
the audience may get a close view of the de- 
tails of new footwear. 

Forty booths under the runway, where 
‘samples will be shown, will be occupied by 


shoe manufacturing concerns in Brockton 
and the Brockton district. There will be a 
shoe manufacturing demonstration in 
charge of the United Shoe Machinery 
Company collaborating with Rice & 
Hutchins, Inc. The latter concern has been 
engaged in shoe manufacturing for 57 years. 
Decorations in the hall, where the show 
will be. staged, will be featured by pea- 
cock -designs, this layout having been 
planned by George M. Rand of Tolman 
Print, Inc., who is in charge of this feature. 
Frank E. Packard is Chairman of the 
committee having the Style Show in 
charge. On Monday night preceding the 
opening there will be a dress rehearsal of 
the Style Show to which admittance will 
be by invitation. 


Where: to Buy 


Men’s Shoes 


FREDERICK S. PECK 
Worcester, Mass. 


Men’s and Women’s 
Sport and College Shoes 
Boston Salesroom 
207 Easex Street 


WORCESTER 


HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications te the 
Factery at 


BROCKTON, MASS. 
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Men's Suoes ~HANp TAILORED 


When East Visit Us 
WHEN IN Your Town We Wit Visit You 


Stock Dept. 5 <¢ 
Is at Your Service Ss 


‘THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 














HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 
Every Wednesday and Friday 














Buston Uffiee: Room 214, United States Hotel 





| Where to I to Buy 


1 Men’s and Women’s Slippers 








PARISTYLE FOOTWEAR MFG. CO. INC.. 
41-45 Washington Ave., Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSAYS 


Made of Sesia. ilted Satine Embossed 
Leather, Tinsel and Brocade. 
Prices from Tt. of up 














in Medium and+ 
IGM GRADE 
PPERS, 
dll stylar made of Do ic and 


Imported Satin Brocadesand Metal Cloth 
$2.10 per pair and up 


eeu MGUSTIN Co NeW YORK 
= BE 


BEST-EVER 
Boudeire elt 
lev 
Kimona Sandals " 
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BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 





Where to Buy 


Ballet Slippers 








BALLET SLIPPERS in Stock 


Endorsed by the Wortd’s Prominent Dancers 


Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child's to 7 women's 
1. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 














iP. 





IN-STOCK 
BLACK BALLET SLIPPERS— 
Childs 
Sises 7 to 11 


Misses = 1.35 
Sizes 11% to 2 


Ladies 1.40 
Sizes 234 to & 


BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N. Y. 


$1.30 








BALLET SLIPPERS 
all styles and 
colors—Black 
Kid Soft Toe 
a 
Pink 92 Sin 
$3.50. 


FERGUSON BROS. CO. 





2121 Washington St. Boston, Mass. 
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W. L. Douglas Is 78 


President W. L...Douglas, of W. L. 
Douglas Shoe Company, reached the 
seventy-eighth milestone on his journey 
through life. Mr. Douglas, formerly 
governor of Massachusetts and at the 
head of the great business which bears his 
name, is one of the outstanding figures of 
the shoe industry. He retains the rugged 
health which he always enjoyed and bids 
fair to be active for many years to come. 
When not at the factory he divides his 
time between his estates in Brookline and 
Marion, Mass., and his winter home in 
Miami, Florida. Established in 1876, W. 
L. Douglas Shoe Company stands today as 
one of the oldest and most successful in the 
world. 


Veteran Shoemen 


There are many heads of departments of 
Brockton factories, who have enjoyed long 
terms of service with their respective con- 
cerns. Illustrating this are two men, each 
with long records of service. A. P. Starratt, 
superintendent of the stitching room in 
W. L. Douglas Shoe Company, who ob- 
served his 72nd birthday recently, has 
been employed by that concern for more 
than 43 years, beginning his employment 
there in 1880. 

George F. Cole, foreman of the sole 
leather department of No. 3 factory of 
George E. Keith Company, began his 
employ September 1, 1897, and is now 
finishing 26 years with the Keith concern. 
Mr. Cole is one of the pioneer sole leather 
men of this district having seen the de- 
partment of the Keith plant grow from one 
small room to its present large proportions. 


Reminiscent of a Brockton 
Industry 


A recent issue of the Boston Daily 
Transcript contained an illustrated story 
in reference to Mrs. Esther M. Baxendale, 
who is the owner of Amrita Island in 
Buzzards Bay, Mass., and who is support- 
ing an enterprise to be known as the Baxen- 
dale Memorial Foundation for the purpose 
of educating young people. 

Trade interest in this story comes from 
the fact that Thomas A. Baxendale many 
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years ago invented the machines for mak- 
ing box toes for men’s boots and shoes, and 
also made the boxes. The Baxendale Box 
Toe Company had many years of prosper- 
ity in the manufacture of box toes, in - 
Brockton. Mrs. Baxendale was active in 
the concern and had charge of the office 
department, while Mr. Baxendale looked 
after the manufacturing. From the early 
seventies to the late nineties, this business 
grew and prospered. Then Mr. and Mrs. 
Baxendale retired and traveled extensively 
abroad. Mr. Baxendale died in 1910. Many 
of the older readers of the Recorder will 
remember Baxendale box toes and the 
popularity which they enjoyed among the 
shoe trade. 


Shoes by Parcel Post 


Indicating the many small shipments of 
shoes from Brockton factories are the 
figures regarding parcel post packages 
leaving Brockton. Between 2,500 and 3,000 
pairs of shoes are daily shipped in this 
manner. Many of these shipments repre- 
sent orders received by stock departments 
of the various factories where goods are 
available for immediate delivery, are 
shipped out frequently and in small lots. 


Additional Factory Space 


The Brockton Shoe Manufacturing 
Company has leased additional space to its 
plant in the Campello district of the city. 
This adds 10,000 square feet to production 
facilities and enables the plant to add sub- 
stantially to its daily output. Manager 
E. F. O’Neil states that the concern has 
added several high class men to its travel- 
ing force. Early in September 10 repre- 
sentatives of the Brockton Shoe Manu- 
facturing Company will be showing new 
samples to the retail trade. 


State Board Decision 


Sole leather workers in shoe factories, 
who several months ago applied through 
the State Board of Arbitration for a 10 
per cent increase, have been granted, on 
certain operations, advances ranging from 
$1.17 to $3.12 a week. The new prices go 
into effect at once. Small advances were 
granted on minor operations. 





LYNN 


Novelties Lead in Volume 


Business on Sound Basis—Suedes Hold Firmly to 
Popularity 


YNN manufacturers, well under way 
in the making of footwear for fall, 
have a good volume of business, but 
would welcome more, for the capacity of 
Lynn shops, normally about 100,000 pairs 
a day, can be increased to 150,000 pairs 


a day. And there is nothing like making 
shoes when the making is good. 
Novelties continue to hold sway. Suede 
and straps continue to be the best sellers. 
Blacks are gaining on suedes, patents and 
satins, and there has been of late more call 
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for black glazed kid. Tanners have yet to 
catch up.on their orders for suedes, Tans 
are good for walking shoes. Grays are sell- 
ing in certain sections. Oxfords of sport 
and walking styles are gaining for fall, and 
heavy service type oxfords will be offered 
for winter. 
Novelties Considered Staples 

Novelties, in so far as Lynn is con- 
cerned, have become staples. Many shoe 
firms have had to swing from plain types of 
shoes to the novelties of many patterns 
and hues. 

Opera pumps are mentioned as a pos- 
sible new style. Some Lynn firms are try- 
ing them out in their sample lines. But, in 
the main, Lynn manufacturers prefer to 
stick to strap pumps, because they are so 
easy to fit and so sure to stay snug on the 
feet. 

Some Lynn salesmen will start out after 
Labor day with another new sample line. 
Styles are no longer seasonal and regulated 
by the weather. They change whenever 
Dame Fashion waves her magic wand. And 
that seems to be every time a shoe mer- 
chant places a new order. 


Novelties All the While 


“Straps sure hold on tight,” says “Jack” 
Gorman, of Murphy, Gorman & Water- 
house. ‘Some talk we hear of opera pumps, 
and oxfords of many types we are showing. 
But the girls like the strap pumps best. 
They are easy to slip on, fit comfortably 
and stay on. That’s the reason we are sell- 
ing a lot of them. We are booked well 
ahead on orders for strap styles. 

“‘Suedes hold on tight, too,” continued 
Mr. Gorman. “Black suedes, brown suedes 
in all shades, and gray suedes, too. We are 
trimming our suedé shoes with demi-calf. 
That’s a new material. It is a light calf- 
skin, with a kid skin finish. We use it for 
collars, stays and other trimmings. It 
shows off the suede, the same as a frame 
shows off a picture. We used demi-calf on 
patent and satin shoes, too. 

“Satins keep right on selling with us. 
Black is our leading satin. But some sec- 
tions arefavoring brown satin. Blacks show 
a gain on most all material. We are getting 
more inquiries for black kid shoes. 

“We have booked more orders for 
leather heel shoes than for some time. 
Some of our customers are asking for more 
leather heels. We are making chiefly block 
heels 12-8 and 13-8 high and Spanish 
heels, 14-8 high.” 





A Popular Trio 


The Cushing Shoe Company has three 
popular one-strap pumps, for fall; one 
made over a 7-8 heel last, the second over a 
10-8 heel last, and the third over a 13-8 or 
14-8 heel last. The low heel shoes, which 
have heels of leather and rubber top lifts, 
are walking styles, and the high beel shoes, 
which have heels of wood, are a dress style. 
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The patterns of these shoes provide for 
one broad strap;fastening with a fancy 


‘ynetal buckle. Vamps and quarters are of 


suede, in the various shades of brown, or 
black. The collars on vamps and quarters 
are a bit wide and are perforated. The tip, 
of a strikingly new pattern, makes the 
shoes impressive. 

Strap styles lead by far. Gore styles 
continue to sell. Lattice oxfords there are 
also, but, the past week, regular exfords 
sold best. The heavy type oxford, with the 
cork welt, will sell later. Black shoes gain. 
Tans are good for walking shoes. Creased 
vamp styles are continued. And so on. 


Shoe Shop Sold 


Murphy, Gorman & Waterhouse have 
sold the Bunker Hill factory at Everett, 
which they bought a while ago, intending 
to use it for a branch factory. Later they 
changed their plans and now they have 
sold the factory to Mersky Bros., shoe 
manufacturers of Malden. 


Are Feet Larger? 

If anybody wants to start an argument 
in Lynn shops, he has only to bring up the 
question: ‘“‘Are women’s feet larger?”’ For 
there is one group in Lynn which will 
argue that feet of women have not changed 
in size or shape since the granddaughters 
of Eve trod the surface of the earth, while 
another group will fetch forth their order 
books, and show an amazing number of 
orders for over-size shoes, even No. 8, No. 
9 and No. 10. 

Tables of measurements of college girls 
show that they are larger in stature than a 
generation ago. But it is not safe to pre- 
sume that their feet are larger, for a rec- 
ord of shoe sizes, kept by one Lynn firm 
when summarized, showed that feet were 
no longer, but were narrower. 

It looks as if the question might be 
argued until the cows come home, without 
a decision. 


Shoe Trade Notes 

Thomas A. Kelley, Lynn tanner of kid, 
is making suede kid, in blacks and colors. 

A Lynn shoe firm credits orders total- 
ling to 1,000 cases of shoes to its displays 
of its shoes at its Boston office and the 
shoe exposition at Boston. 

Some Peabody tanners of suede calf 
leather have booked orders enough to keep 
them going on suede calf for the next six 
weeks. 

Large reserve supplies of skins have 
been accumulated in North Shore tan- 
neries. So there will be plenty of raw ma- 
terial for some time to come. Indeed, some 
tanners are looking about for new markets 
in which to sell their leather. Incidentally, 
a good business in coat leather is develop- 


ing. 

Sales of slippers for house wear are de- 
veloping. Much elk leather is being cut for 
school shoes. 
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Where to Buy 


‘Children’s Shoes 


















Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








(74 EL A M 99 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 16 Columbia Street 











TURNS ond SOFT SOLES 


Send. tr Catalog 


Miehew ROCHESTER NY 


‘Bonita. Shoe * Baby 
















OR POSNER. 
SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A.POSNER SHOES BS INC. | 


SEASTORY, 














SOFT SOLES 





NU BABY SHOE CO., East Lynn, Mass. 
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Where to Buy 


Standard Shoe Materials 








COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 




















T.W.GODSOF, Prea, | FE. JONES, Treas, 
G. DONALD, Vice-Pres. 


F. E. JONES Co. 
FANCY COLORS 


MAT KID 


95 SOUTH ST. BOSTON, MASS. 








S* C angest Nenefaclerers 


in the World of 


urpass Black ch Glazed Kid 
id] Syppass LEATHER © 











The Ome 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
av nenes at Danversport 95 South St ,Beston, Mass. 








ELDITE 
ILLER 


THOMPSON-FIELD COMPANY. 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 


BROCKTON MASS. __ Ay 











N° matter what policy you may 

pursue in selling to the shoe 

trade, nevertheless, you need the 

Boot and Shoe Recorder 
All the Time* 
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HAVERHILL 


Proper Fitting of Gores 


Shoe Manufacturer Issues Sound Advice—Need of Stitching 
Room Help 


HE question of properly fitting gore 

pumps to women’s feet has been 
widely discussed in the shoe industry and 
in many instances there has been adverse 
criticism from retail shoe merchants, who 
complained of faulty fitting. Several 
manufacturers here assert the gore shoes 
can be easily fitted to the buyer’s foot. 
One leading manufacturer said: “There 
is no question whatever regarding the 
practicability of the gore pump being fitted 
properly. If shoe merchants and salesmen 
will exercise due care in fitting the custom- 
ers will be snugly fitted and express satis- 
faction with the result. A shoe horn at 
the heel must be applied with a piece of 
silk placed over the instep. Then the gore 
pump will slip on the foot easily and 
snugly, and fit the foot properly.” 

This manufacturer is planning to insert 
instructions into each carton containing a 
pair of gore shoes advising the consumers 
of the proper methods for fitting the gore 
shoe to the foot. 


Demand for | Stitching Room 
Workers 


At all Haverhill factories making wo- 
men’s shoes the demand for stitching room 
help is greater than the supply. The out- 
put of practically every Haverhill plant is 
governed entirely by the capacity of its 
stitching room. A glance at the advertising 
columns of the Haverhill Gazette indicates 
the need of French cord stitchers, fancy 
stitchers, cut-out stitchers, etc. In a re- 
cent issue of that paper there appeared 
30 advertisements for as many concerns. 


Trade Visitor from Cuba 


Vicente Perez of Havana, Cuba, repre- 
senting a leading wholesale house of that 
city, was in Haverhill last week on a busi- 
ness trip. Mr. Perez, who is an extensive 
buyer of Haverhill-made footwear, has 
been a regular visitor to this country for 
more than 20 years. The house, of which 
he is head, is one of the oldest in Cuba. In 
regard to the business situation in Cuba, 
Mr. Perez said: “Sugar and tobacco, which 
constitute our principal sources of rev- 
enue, are in fairly good shape. The to- 
bacco interests are in excellent condition 
and sugar has made a good recovery. 

“There are now several factories in Cuba 
making women’s and misses’ shoes. The 
establishment and prosperity of these fac- 
tories are largely a result of neglect on the 
part of some New England manufacturers 
to supply the styles of women’s and 
children’s footwear which Cuban trade de- 
sires. A large amount of this class of foot- 


wear, formerly made in New England and 
sold in Cuba, is supplanted by footwear 
produced in Cuban factories. There are 
yet opportunities open for shoes made on 
lasts and patterns adaptable to Cuban 
needs. Some New England manufacturers 
are getting business in Cuba as a -esult 
of visits and careful study of style” re- 
quirements.” 

Accompanying Mr. Perez is his young 
son, who will become a pupil at one 
of New England’s leading preparatory 
schools. 


Making Smart McKays 


The George B. Leavitt Co. with factory 
on Duncan Street, whose active members 
include George B. Leavitt and Fred P. 
Liberty, are producing a smart line of 
McKay novelties. Gene Ricker, who rep- 
resents the Collins & Staples line, is also 
handling the Leavitt line for the retail 
trade. 


Moving to Wolfeboro 


The Paris Shoe Company, located on 
Phoenix Row, has purchased the factory 
and equipment of the plant in Wolfeboro, 
N. H., formerly occupied as a branch of 
C. K. Fox, Inc. J. L. Paris, head of the 
Paris Shoe Company, states that the 
concern will remove to Wolfeboro, making 
the same class of women’s shoes produced 
in Haverhill. 


Closing Factory 
F. J. Thompson, Inc., is closing the 
Haverhill factory where women’s fabric 
turns have been produced: This plant, 
which was formerly occupied by Hervey 
E. Guptill, has a daily capacity of several 
thousand pairs of this class of goods. 


Abe Hartman to Europe 


Abe Hartman of Hannahsons Shoe Com- 
pany will sail September 29, from New 
York for Europe on the S. S. Leviathan. 
It is primarily a business affair, although 
he will incidentally have opportunities of 
seeing many famous places in foreign 
countries. 


Manufacturer’s Western Trip 


George W. Dobbins, treasurer of Wither- 
ell & Dobbins Company, recently returned 
from an extended tour of the far Western 
states and Canada. Mr. Dobbins, who 
combined business and pleasure on his 
trip, called on several customers. He was. 
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pleased to learn that the W. & D. line is 
meeting with increasing favor from the 
trade. Mr. Dobbins reports that he found 
business in good condition generally, with 
optimism prevailing. Like other visitors to 
California, Mr. Dobbins was greatly im- 
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pressed with the development of that 
state, with particular reference to Los 
Angeles and vicinity. He returned to 
Haverhill with the firm conviction that 
the United States as a whole is due for a 
period of prosperity. 





BOSTON 


Good Prospects for Fall 


New Patterns in Women’s Footwear in Dark Shades in Strap 
Numbers Sell Well 


ITH very few exceptions retail shoe 

merchants are offering new fall mer- 
chandise to the public, and buying, espe- 
cially by women, has opened with strong 
promises for a good season. A few stores, 
during the week ending Aug. 25, closed 
their midsummer sales and did a thriving 
business. 

Suedes of various shades in new crea- 
tions and smart patterns sold freely. Mer- 
chants report oxfords are not selling very 
well. Log cabin, chocolate brown, gray 
and black were reported in the higher grade 
stores as the leaders in the new models. 
Log cabin, expecially, is enjoying excellent 
sales and black suede is exceptionally pop- 
ular. 

Strap patterns are still strongly in- 
trenched in their popular position and are 
selling very freely. Some of the latest of 
the new styleful numbers are built on a 
one-strap pattern with a center strap. 
Chocolate brown in suede and trimmed 
with kid on this pattern is strikingly pretty 
and has sold well. 

Gores made of the same subdued ma- 
terials are reported as good sellers. Black 
patent and black and brown satin pumps 
are meeting with great favor. Black satin 
with the medium heel and medium toe 
sold well during the week ending Sept. 1. 

A marked brace in the retail shoe busi- 
ness is anticipated now that the people are 
returning from summer resorts. From many 
sources favorable reports come regarding 
the sale; of footwear in the retail shoe 
stores. Volume of sales in most every case, 
exceed those of 1922. The broad line of 
novelty shoes is cited as the direct cause 
for a splendid summer season. 


Pretty Shoes Worn 
by Miss Boston 


Miss Boston, who represented this city 
at Atlantic City as a contestant in the 
beauty show, in which one young lady was 
chosen as Miss America, as typical of 
American beauty, was fitted to smart pairs 
of shoes and stockings at the Thayer, 
McNeil Company store on Temple Place. 
Miss Boston wore the shoes and stockings 
at Atlantic City. One pair was Paisley on 
a two-strap pattern. A pair of peach 
colored silk stockings matched the Paisley 
footwear. A pair of white kid pumps with 


green kid trimmings and a green heel, 
built on a French last. Miss Boston wore 
white stockings with the white shoes. 


Balter Company in New Home 


The Balter Shoe Company has moved 
its home. The new location is at 68-74 
South Street, just around the corner of 
Hotel Essex and near the heart of the shoe 
and leather district. The floor showroom 
and salesroom have a frontage of 50 feet 
and there are three other floors in a re- 
modeled building. Joseph Balter has his 
son Archie Balter associated with him. 

Archie Balter covers the Middle West 
and Max Neyhus sells in New England. 
The company specializes in novelty styles 
of footwear and carries a wide line of fat 
ankle boots. The Balter Company has 
been identified with Boston shoe industry 
for a long period. 


Denver Buyer Here 


Harry Teets, buyer of the Denver Dry 
Goods Company was a visitor in this mar- 
ket the past week. Mr. Teets stated that 
he comes to Boston three times a year to 
place orders. Just now, he is buying for 
fall. He has been with the Denver Dry 
Goods Company: for several years and 
looks out for the wants of the public in the 
way of men’s, women’s and children’s 
shoes. 

He reported that business with the 
Denver Dry Goods Company the past 
year has been ahead of last year’s business. 
“The folks in Denver like straps in their 
wide great variety of variations,” says 
Mr. Teets. “I am continuing to buy these 
for fall, also some gore pumps. And I 
would like to have all of the shoe people 
know that we have two of the ‘livest’ and 
best looking young women in the country 
in our shoe department,” added Mr. 
Teets. “One of these young women is Miss 
Elsie Bonnell, buyer and head of the find- 
ings department. In three years’ time this 
young woman has increased the sales of 
findings 50 per cent.” 


Outing Shoe Co. Moves to 
118-128 Lincoln Street 


After 18 years at 530 Atlantic Avenue, 
The Outing Shoe Company, manufac- 
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Shoe Ornaments 











The ornament illustrated 
vertsone and two straps an 
ror into latest styles. ‘Ouya 
Specialize inleather and 

ered buckles, plain or penton. 
bows. Send for samples. 


EDW. E.KAHN CO. 


291-29. ADAMS STREET BROOKLYN. N.Y. 








pair in individual velvet | 
sovered boxes. 8 pair but- 
ton covers. 4 pair pins 
Price 5.40 per box 
KAHN & BUICK, INC, 
291 Adams St., Brooklyn,N.Y 








Latest Creation in Shoe Ornaments 


We make them in all colors. Bead- 
ed Rosettes. Write for samples. 


WRITE TO 


The Vanity 
Novelty Works 


1261 Atlantic Avenue 
rooklyn, N. Y. 











D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 

PROVIDENCE - . .- 





R. I. 





The mark of ™ 
relerere: arelen uckles 
ever since 1905 
L. ALTE RSON ¢ & 
PHONE F117 bt 


102 W 34 St 


CO. ect! 


“fons Yor} 











Boys’ Shoes 


Where to Buy 7 | 











AShoe forBoys 
That Wears 


Marston & Tapley Co. 











INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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Hosiery 





J. R. BEATON CO. 


Inc. 
331 Fourth Ave New York City 


AS You 227 Weat Jackson Blvd 
LIKE iT ose ATEANTA ‘ 
FULL FASHIONED Peachtree Arcade 
90 Chauncy Street 











OLLYWOO 
Hose D 


Reg. U. S. Pat. Off. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Stock 
Harrington & Waring 
41 Union Sq. W. New York * 

















Where to Buy 


Engraving and Printing 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street Boston, Mass. 
Telephone Beach 4960-4961 














CAMPELLO STATION 


2 SP BROCKTON. MASS. @0 be 


siaor Factory [AGS 


2 ig 
"TAG ALONG WITH HOWARD“ @ 


MEM-1> LST fro 7 


Ss 
ASK FOR SAMPLES 


ari / Cale mde ron! y of rl 
| TOLMAN PRINT, INC 


Lap 4 
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Electrotypes 
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turers of Manning “Unico”’ felt slippers, 
and Manning “Meadowbrook” ‘ white 
shoes and satin slippers, has moved to its 
new quarters at 118-128 Lincoln Street, 
opposite the United States Hotel. This 
movement has been in contemplation for 
some time, but a suitable location was not 
obtainable until recently. Most of the 
Outing Shoe Company’s business during 
the late years has been with the larger 
buyers, many of whom visit the market 
often, and these will find this new loca- 
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tion very convenient as it is directly in the 
heart of the shoe district. ° 

The’ Outing Shoe Company’s factories 
are at present running full capacity, and 
additional space is being equipped to take 
care of the increasing business. 

The sample room and stock department 
are maintained in Boston, and the facto- 
ries at Worcester. 

J. Nelson Manning is the president of 
this company; Roger Manning, vice-presi- 
dent, and Edward A. Manning, treasurer. 





ROCHESTER 


To Speak at Utica Convention 


R. R. Wason of Cincinnati to Tell Interesting Facts to New 
York Retail Shoe Merchants 


MONG the speakers who will address 
the convention of the Retail Shoe 
Dealers of New York State, to be held at 
Utica, N. Y., September 4 and 5, will be 
R. R. Wason of the Proctor & Collier Co., 
advertising agency of Cincinnati. Mr. 
Wason’s subject will be “Some Vital Prob- 
lems Confronting the Retailer Today.” 
Having devoted many years to study 
and research along the lines of retail dis- 
tribution, Mr. Wason is well qualified to 
handle this topic. He is especially well in- 
formed with regard to the retail shoe in- 
dustry. His company handles a number of 
big shoe advertising accounts. 

William Pidgeon, Jr., a member of the 
committees appointed by President H. 
Irving Pratt to arrange the program for 
the Utica convention, was instrumental 
in securing the promise of Mr. Wason to 
speak. Mr. Pidgeon, who has, heard him, 
says that he is a speaker of unusual force 
and that he has a real vital message which 
no retail merchant, who wants to keep 
abreast of the times, can well afford to 
miss. His address will deal with such prob- 


lems as the chain store, the present com- 


plex style situation, etc. 

The program at Utica will be construc- 
tive and will feature business building from 
start to finish, although the entertainment 
features have by no means been neglected. 
These will be under the charge of the 
Utica convention committee, of which R. 


V. Beacom is chairman. They will include 
a trip to the tannery of the Barnet Leather 
Co., at Little Falls, a carnival at the coun- 
try club and enjoyable entertainments for 
the ladies, who will be cordially welcomed 
at Utica. 


Opens Stock Department on 
Pacific Coast 


On September 1, C. H. Hawkes & Son, 
Inc., manufacturers of infants’ shoes, 
opened a stock department at Room 301, 
746 So. Los Angeles Street, Los Angeles, 
Cal. The new branch will carry a complete 
stock of its most popular selling numbers 
of Soft Soles, Self Starters, and one to five 
Turns for the convenience of its customers 
in the West. John R. Mallory, well known 
among the infants’ shoe buyers on the 
coast, is manager of the Los Angeles 
branch. 


Advocates Comfort and Style 


The Utz and Dunn Company recently 
issued two booklets featuring their Heel 
Hugger footwear and Ease-All shoes. Fa- 
vorable comment on the literature has 
been made. Solid comfort and styleful 
characteristics are stressed in Ease-All 
shoes in the booklet and Utz and Dunn 
Heel Huggers are described as fitting the 
foot perfectly. 





LYNCHBURG 


New Fall Styles at Exposition 


Straps and Gores in Pretty Shades Displayed by Living 
: Models 


HE Industrial Exposition and Pag- 
eant of Progress held here recently 
measured far above the expectations of the 
retail and wholesale merchants, who pro- 
moted the event. It was the second an- 
nual exposition and was held in Billy 


Sunday’s tabernacle. E. Lee Trinkle, 
governor of Virginia, was the speaker on 
the opening day and in his address dwelled 
on the development of Lynchburg’s in- 
dustries. 

Shoe manufacturers, wholesale and re- 
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tail shoe merchants exhibited styleful 
men’s and women’s shoes. Among the 
manufacturers exhibiting were: Craddock- 
Terry Company, Lynchburg Shoe Com- 
pany, Beasley Shoe Company, Bennett 
‘Shoe Company and the George D. Witt 
Shoe Company. 

The latest style creations in footwear 
were conspicuous and several living 
models wore new designs in women’s shoes. 
Strap patterns and gores in subdued shades 
particularly in log cabin tones, predomi- 
nated in women’s styles. 


Retail Merchants Meet 


Retail merchants listened to Harry 
Collins Spillman, lecturer, at the Virginia 
hotel at a recent meeting. His subject was 
“The Merchant and His Community.” 
The speaker urged closer application by re- 
tail merchants to the problem of serving 
the consumer. 





New Rubber Holder for Shoe 
Threads — 


Stoughton, Mass.—The Meade Rubber 
Company is about to place on the market 
a rubber holder for the spool, tube, or 
cone of cotton or silk thread now in use by 
shoe manufacturers or other clothing and 
fabric manufacturers. It is claimed that 
this holder, on account of its elasticity, 
hugs very tightly to the bottom portion 
of the spool which rests on the spindle. 
It is so made that when attached to the 
spool, asupporting flange extending around 
the outside, forms a ready rest table for 
the loose and unwound strands of thread, 
and renders the strands free from tangles. 
The thread is thus supplied to the machine 
as fast as used, with a uniform tension and 
does away with the constant bother of 
re-threading, wasting of thread, or spring- 
ing of needles. 


Invention of Matthew Meade 


The idea was conceived by Matthew 
Meade, of the Meade Rubber Company, 
who has a patent now pending. The inven- 
tion is the result of his years of service in 
the stitching departments of various shoe 
factories and his desire to remedy a fault 
that has been evident, resulting in a con- 
stant loss to manufacturers and irritation 
to operators of stitching machines. It is 
claimed by him that this innovation will 
obviate this condition and will effect much 
saving of material and time. 





Alterations Complete at 
Edwin Clapp Factory 


East Weymouth, Aug. 27—Extensive 
alterations on the Edwin Clapp factory 
here, which have been in progress for the 
past several months, have been completed. 
Workmen are now busy finishing the new 


general offices. 
Every change, both in factory and of- 
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fice arrangements, has been done with the 
utmost regard for service to the trade. The 
six-story addition on the south was built 
with the idea of enabling the departments 
to conduct their operations more con- 
veniently, rather than with the thought of 
increased production, as “Quality First” 
has always been the slogan here. 

A reception room is close to the attrac- 
tive entrance and is inviting. Passing from 
the reception room, one enters a long cor- 
ridor, at the left of which are the general 
offices for the bookkeeping, credit and pro- 
duction departments. At the right of the 
corridor are the offices of the executive 
and administrative heads. A wealth of day- 
light makes artificial illumination unneces- 
sary, except when days darken early, and 
then the new indirect system of illumina- 
tion can be trusted to throw a flood of the 
mellowest of lights. 

A sample room of generous proportions 
allows showing the Clapp shoe under ideal 
conditions. There is a runway in the room 
and every model is tried out and judged 
for fitting qualities before being offered to 
thetrade. 

There is a new lunch room where warm 
food at a nominal cost may be secured by 
employees. First aid and rest rooms are 


also well arranged. 


Shoe Polish Makers Protest 


Boston, Aug. 27—Manufacturers of 
shoe polish are stirred up over the at- 
tempt of tbe Southeastern Lines to put 
into effect, as of Sept. 1, advances in car- 
load rates on turpentine in barrels of from 
33 to 43 per cent, and in tank cars of from 
39 to 44 per cent, from Souther» producing 
and concentrating points to Ceniral 
Freight and North and West territory, 
including Missouri River, St. Paul, Minne- 
sota and Wisconsin points. It is panned 
later to make similar increases on turpen- 
tine into Trunk Lirie and New England 
territory. 

Protests have been filed with the Inter- 
state Commerce Commission and request 
for suspension of tariff and hearing made 
by the Shoe Polish Manufacturers’ Asso- 
ciation of America, Lincoln Richards of 
New York, Director of Transportation for 
several prominent shoe polish concerns, 
and by individual manufacturers. 

Turpentine, as is well known, is one of 
the basic materials in shoe polish manu- 
facture. 


Rhode Island Merchants’ 
Outing 

Providence, Aug. 29—More than 100 
attended the annual outing of the Rhode 
Island Shoe Retailers’ Association, held at 
the Warwick Club on Narragansett Bay, 
Aug. 22. 

Among the guests were representatives 
of shoe manufacturing concerns of Boston, 
Lynn, Brockton and New York. Games, 


‘ 
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dinner and entertainment were on the pro- 
gram. 

As soon as the stores were closed for the 
Wednesday half-holiday, the merchants, 
a majority of whom had one or more sales- 
men as guests, proceeded to the club 
grounds, where a luncheon was in waiting. 
At the grounds the members and guests 
were received by President Fred S. Fenner, 
and the outing committee consisting of 
Frank Kenyon and Roy Whittemore. 

The opening feature of the program, a 
baseball game, was won 5 to 4 by Capt. 
Lafayette’s team representing Woonsocket. 

In other events the winners were as 
follows: 100-yard dash, Harold Ballou, 
Joe Lennox and Bert West; peanut race, 
Frank Stetz, Edward Kilpatrick and Frank 
Gibson; shoe race, Joe Lennox,J. Feinstein 
and Edward Kilpatrick; sack race, Bert 
West, Harold Ballou and J. Feinstein; 
wheelbarrow race, Northup and Ballou, 
Tetu and Berneau and Kilpatrick and 
Jones; tug-of-war was a draw. 


Atlanta. Notes 


Eisman Company Has New 
Shoe Department 


The Eisman Company, operating one of 
Atlanta’s largest retail clothing stores for 
men, has established a new shoe depart- 
ment under the management of Marshall 
Walker, who has been connected with the 
shoe departments in Atlanta stores for 
the past 14 years. He is well known to the 
trade. The Eisman Company recently 
occupied its new store building in down- 
town Atlanta at 56 Peachtree Street. 
Men’s and boys’ shoes will be handled 
exclusively. 





Selling Out $60,000 Stock 


The Signet Shoe Store, located at 13 
Peachtree Street, Atlanta, is disposing of 
its entire stock of a retail value of around 
$60,000 and plans to discontinue the 
business September 1, at which time the 
company’s lease on the store. will expire. 
The Signet has been operated as a shoe 
store in Atlanta for nearly 15 years. 


Warren with Byck Brothers 


Gordon L. Warren, who has been a 
salesman with Atlanta shoe stores for a 
number of years, has joined the men’s shoe 
department in the Atlanta store of Byck 
Brothers. 


Adds New Shoe Department 


Columbus, Ga., Aug. 28—Kirven’s De- 
partment Store Company has established 
a new special shoe department that is 
operated in the basement of the store. The 
regular shoe department continues to be 
maintained on the first floor of the store, 
and is one of the largest shoe departments 
in cities of the size of Columbus in Georgia. 
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Fashioned By Brauer 


Brauer styles have a phenomenal 
popularity. They are fashioned 


with an abundance o f smartness 
and fit perfectly. 
See this Wonder ful Line 


—our salesman will call. 


BRAUER BROS. SHOE. @. "E'Pu" 


Faskioners of Women’s Smart Footwear 
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NEWEST FALL STYLE 


Imported Black Scotch Grain, Heavy Single Sole. 
6 rows stitching. Flange Heel. Dundee Last. 


Send for Stock Style Catalogue 


The Dalton Company, Inc. 


Makers of Fine Shoes for Men and Women 
BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bidz. 299 South Srate Street 
1618 Republic Bidg. 
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Another o four Ten Service Units 


The John Pell & Son 
Factory at Newark 






The Pell factory at Newark, N. J. has long been known to all close 
students of shoe style as the source of many famous originations tn lasts. 







Each showroom and factory unit of the United Last Company is 
so strategically located that the most advanced style information 
and prompt delivery service are virtually “just around the corner” 
in every large shoe producing center. 






United Last Company 


Headquarters—Boston, Mass. 






SEVEN SHOW ROOMS 








TEN FACTORIES bone 
BROCKTON ROCHESTER nce daen 
H K 
ee a 1402 Bush Terminal Bldg, 
CHICAGO ST. LOUIS ie coes te. 
NEW YORK MILWAUKEE <r Lous 
Adv. Bidg., Rm. 303 





CHICAGO 
Wells Bldg., Rm. 406 
PHILADELPHIA 
331 Arch St. 
MILWAUKEE 
10 Metropolitan Bidg. 





Affiliated Company 
United Last Company, Ltd. 
Montreal 
with Branch Office at Toronto 
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For Every Shoe A Klasic Ornament 


Full line Gore Hiders for Straps or Front 
Goring, of Metal, Celluloid, Rhinestones or 
Beaded and Satin. 








for 
Sport Models or Oxfords 
Every Color Combination 


Senda Kid, Calf or Patent. State Whether for Oxford or ' 
trap. Cut Steel Beaded, Satin C: , Lace Edge. 
$6.00 Per Doz. Pair - = 


If you do not receive our New Fall Catalogue, write 


| ABE MANHEIMER & CO., 14th and Locust St., St. Louis, Mo. 
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On Sept. Ist 
Latest Styles 
Greatest Values 
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“VASSAR”? OXFORD 
Stock No. 858 — Welt — Price $4.50 “WAVE”? OXFORD 
Lest 25 Widths AA to C Stock No. 652—Welt—Price $5.00 
Heel 8-8 Rubber Lift, Natural Leather 
Edge. White Stitched Natural Finish 
“Radio”? Brown Light Soft Boarded Calf- 
" skin 


teieee 
eli 


me 


aN 
(UMN 


if 


mm 
— 9 Zs - 
tn senoill 


jana 

—=. 
(— 
= 

a —S 


* 
e 


Black Suede Cults. Black Kaffor Kid 
Stock No. 653 Price $5.00 
Same as above ont in 
Autumn Brown Calfskin, Mahogany Kaf- 
for Kid Trim 
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Goodwill Shoes 








«ey 
REGISTERED TRACE MARK 


F or Hard Service and Long Wear 
IN STOCK 


Let us fill your needs in Men’s and Boys’ Shoes for Rugged Service. 
Every number solidly made and at lowest possible prices to give you 
profitable sales and satisfaction to your trade. 


No. 2533—BOYS’ RETAN FULL GRAIN, 
GOODYEAR WELT, NEOLIN SOLE, 
WINGFOOT RUBBER HEEL 


$2.00 


1 to 5% whole and half sizes 
Less 5% 10 days 


nets you 


$4 2 


Price List of Com- 
plete In Stock Line 
Gladly Sent on Re- 
quest. 


No. 2533—Boys’ Brown 
Terms 5% for cash Retan, Full Grain Blucher, 


eahs Goodyear Welt, Full 
within 10 days or Vamp, Hard Toe, Cu 
net 30 days 


Last,Grain Insole ..$2.00 


One of many similar styles carried on the floor for quick shipment 


ARTHUR WILLIAMS SHOE CO. 


HOLLISTON, MASS. 
BOSTON SALES OFFICE—82 LINCOLN STREET 
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lL FOR MEN __} 


McHENRY Welt Shoes for Men!—are 
the right shoes at the right time. 


A new line in an old factory. Not an experi- 
ment but a proven thing. 


Full Grain Shoes cut from Eisendrath’s 
‘““Monarch”’ calf skins, tanned from im- 
ported French hides. 


IN STOCK—TO SHIP—-RIGHT NOW—. “TOMAK”’ 
FROM FACTORY LAST 


, 
Order a sample case—then you'll know Stock No. 200—Men’s Mahogany Monarch Calf 
TOMAK Bal. C and D Widths.................$3.40 
Stock No. 100—Men’s Mahogany Anchor Calf TOMAK 
8) Sa 


TOMAHAWK SHOE CoO. 
TOMAHAWK WISCONSIN 


CHICAGO OFFICE: 401 Security Building, 189 West Madison St. 








You're going to need 


SUEDE NAP BRUSHES 


This season will break all records on suede foot- Study Chiropody 


wear. Every woman who buys a pair of suede shoes . 
at your store is a logical prospect for a SUEDE the coming profession 


NAP BRUSH. Thi ; ‘ Be. ; ' 

; is rapidly growing, dignified, highly profitable profession 

Why not pick up the extra profit and at the same offers men and women unexcelled opportunities. Demand 

time gain the customer's good will by helping her for chiropodists greatly exceeds the supply. This college is 

keep her suede shoes smart and trim? = —— -_ best } ps om — 7 oe eee 
: . this subject. Day and evening classes leading to 

SUEDE NAP is substantially constructed, easy to Doctor of Surgical Chiropody. Excellent faculty of leading 


manipulate and highly effective in cleaning and chiropodists and phvsicians. Largest Foot Clinicin America. 
restoring suede leather. School occupies entire 4-story bldg. 10th successful year. 


$2.00 Per Dozen Write today for booklet in which graduates who were for- 
mer shoemen tell how they are earning from $5,000 to $15,000 per year 


E. T. GILBERT MFG. CO. Biving complece information relative Yo.ehiropody and this ealege 
228-36 South Avenue Rochester, N. Y. MAIL COUPON TODAY 


° SS A A A A A oe cool 
If Your Jobber Cannot Supply You, Write Us. Illinois College of Chiro . 
1327 North Clark Street, 











Gentlemen: Please send me, postage prepaid, your book telling how 
your graduates are earning from $5,000 to $15,000 per year; also your 
catalog. 
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SHOR TRAVELER ® 


This Departmentis conducted by Helen M. Haney,fAssociate Editor 


N. S. T. A. Out to Stop Cancellations 


Returned Goods Evil Hurt Merchant, as Well as Manufacturer and Salesman—Secretary 
Scholl of Ohio with Brockton Co-operative Boot and Shoe Company 


HE National Shoe Travelers’ As- 
sociation is out to stop cancella- 
tions. President Frank J. Weber is 
now “wielding the big stick”’ in this regard. 
‘fe has prepared a strong letter and sent 
same to Secretary Delany, who is mailing 
*t to N. S. T. A. members. Mr. Weber 
states in*his letter that cancellations and 
their effect on the welfare of the shoe 


FRANK F. WEBER 


President of the N.S. T. A. leading the fi Sight of 
the National Shoe Travelers against ‘‘Cancelitis. 


traveler is a matter that should be given 
serious consideration by every man selling 
shoes and that every effort should be 
made by him to check this evil. 

“Retail shoe merchants, when placing 
orders expect prompt deliveries,” writes 
Mr. Weber, “especially so gf the order is 
placed for future shipment. Manufactur- 
ers have been put to much trouble in the 
past year or two by merchants cancelling 
either all or a portion of their orders. This 
condition is made more aggravating when 
the goods have been put into the works 
and are in the process of being made. 


“Tf a customer wants a prompt or early 
shipment would it not be fair to ask him 
to give some assurance that the order will 
stand as given? Some houses have had a 
fair amount of success with orders being 
signed but this feature has its drawbacks 
and is troublesome for the salesman be- 
cause most of the orders placed are taken 
on size slipsand latercopied inorder books. 


Abuses Should be Corrected 


“We should go on record, however, as 
standing foursquare against this evil, to 
spread propaganda against it and to work 
together to a man when it is found certain 
merchants are particularly guilty of not 
standing by their contracts—neither should 
we solicit any business from such mer- 
chants. Thisshould also apply to the chronic 
faultfinder who makes claims not justified 
and one who returns goods without 
cause. 

“Salesmen never made any profit on 
that class of trade and the sooner we make 
an effort to correct these abuses the sooner 
it will make conditions better for the re- 
tail merchant who plays the game right, 
as well as for the salesman and his house. 


Returns Help Job-Lot Stores 


“We owe this effort to check this evil 
to our customers who stand by us, because 
these cancelled orders and returned goods 
find their way into stores that buy jobs and 
not regular goods, the kind which we sell 
and make our commission on. These 
job lot stores, by advertising at cut 
prices, hurt the sales of the man who plays 
the game square all around. 

“Let us, by our actions, show the mer- 
chant who is fair that we are with him to 
a man, with all our support, for it is to this 
class of trade we owe such success as may 
be ours. No salesman ever made anything 
on the other class. 

“This matter should be given over to 
general discussion at our several meetings 
so that organized effort may be directed 
to check this growing evil.” 


Scholl with Brockton Co-operative 

George F. Scholl, widely known shoe 
man, and secretary of the Ohio Shoe 
Travelers’ Association, who has covered 
the West for many years, signed up last 
week with the Brockton Co-Operative 
Boot and Shoe Co., and left Boston on 
Saturday afternoon for Columbus, from 
which city he set forth on Monday last, 


GEORGE F. SCHOLL 


Secretary of the Ohio Shoe Travelers’ Association, 
who represents the Brockton Co-operative Boot and 
Shoe Co. in Ohio, Indiana and Michigan 


with a bunch of new patterns and lasts, 
for his territory in Ohio, Indiana and 
Michigan. 

Mr. Scholl is an enthusiast on his new 
line. He has known about it for a good 
many years and feels sure that he can 
thoroughly demonstrate its merit to his 
large number of friends in the three 
above-named states. 

Secretary Scholl Knows Shoes 

Secretary Scholl understands the shoe 
game from the making of the last to the 
fitting of shoes over the last in the retail 
shoe stores of the country. He at one time 
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Perfect Fit 
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READY TO SHIP 


In Stock Style 14846 


Order from 


AURA. OFF. TEPLo. BOSTON NEW YORK 
or CHICAGO 


Price $4.85 


BLACK SATIN ‘‘AVON”’ ONE-STRAP PUMP, with 
BLACK OOZE COLLAR AND STRAP 


15/8 Wood Covered Paris Heel 
Flexible Sole Tekla Toe 
AA 414-8 A 4-8 B 3-8 C 24-8 D 24-8 


THE LINE OF LEAST RESISTANCE 


America’s Best-Known Brand--The Leading Name_in 
Women’s Shoes 
Backed by Queen Quality manufacturing resources. In-Stock 
service, and sales co-operation, the Queen Quality Agency Franchise 
is the means that makes for easier, more profitable, buying and selling. 
Queen Quality gives to retailers, within the scope of a single line of 
national reputation, the broadest selection of style, the greatest 
assurance of salability in the field of women’s and children’s shoes. 


THOMAS G. PLANT COMPANY 
101 Bickford St. - - BOSTON, MASS. 
NEW YORK: 125 Duane St. - - CHICAGO: 207 West Munroe St. 
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J. P. TANGYE 
Veteran salesman for the Wobst Shoe Company, 
Milwaukee, Wis. He covers eastern Wisconsin 
and also calls on the wholesale trade throughout 
the country. 





was a newspaper man and knows full well 
the value of retail store advertising. He is 
an expert with the camera. When visiting 
the Recorder office last week he related 
many interesting stories of his “‘scoops and 
stunts”’ with printers’ ink and snap shots. 


Scholl Predicts Cold Winter 
Mr. Scholl is a keen student of business 
and economic conditions. He is a firm be- 
liever that the weather man has much to 
do with shoe styles, and averaging up last 
winters, he has come to the conclusion 
that next winter will see many cold days 
and that consequently men’s high shoes 
will be in demand. He also believes that 
the rubber man will have cause to rejoice 

next winter in the sale of galoshes. 


Men Buying More Pairs 

In talking of style, Secretary Scholl 
said that men are buying more pairs than 
ever. “For instance,” said Mr. Scholl, 
“last Saturday I was helping one of the 
retail shoe merchants in my home city of 
Columbus, sell shoes—I found that this 
store was 45 pairs ahead of the same day 
a year ago, and the proprietor told me 
that every month this year he had in- 
creased his business on men’s shoes. The 
turnover was made on the snappy stuff. 


“Billy” Noll Says Oxfords for 
Fall 


Secretary Noll of the B.S. T. A. took 
occasion recently to say something about 
oxfords when he last talked with the 
Recorder representative. It is his theory 
that the women folks of the country 
will be calling for many oxfords with 
substantial soles with the advent of cooler 
weather and that retail merchants should 
not overlook this fact. 


M. W. GLICKMAN 


Who covers Philadelphia and nearby towns, 
also Western New Jersey, for Diamond Shoe Co. 





Whittredge with Field & 


Flint Co. 

Edgar H. Whittredge of Jamaica Plain, 
Mass., who formerly traveled for Plant 
Bros. & Co., is now to represent Field & 
Flint Co., in New York State. Mr. Whit- 
tredge has covered this territory for some 
years and has a host of friends among the 
merchants of the Empire State. His new 
territory, however, does not include New 
York City, as that will be covered as 
formerly by W. H. Ryan. 





“Thoughts” by **Al 
Oldaker.’ 


Who sells the Conrad Shoe Co.’s 
Line 

“Al Oldaker”’ is spending his over- 
Labor Day vacation at the beauti- 
ful Lake Minnewaska of New York 
State. From his “eerie” on “Mid 
Cliff,’ where issituated the Wildmere 
House, his favorite muse has brought 
to him the following “Thoughts,” 
which he sends to us in the following 
acrostic: 


Thoughts—are things—and this is 
a fact, 

How we think—is the way we act. 

Our thinking Good,—makes the 
world bright, 

Using constructive thought aright, 

Greatness is measured by our love, 

Having prayers answered from 
above, 

To those who think for good will 
will find 

Service, rendered to all mankind. 

A. E. O. 

















H. 0. WARREN 
Who travels Indiana for the F. M. Hoyt Shoe Co. 





W. C. Roose is A. J. Bates 
Salesmanager 


W. C. Roose has recently made con- 
nections with the A. J. Bates Co. as sales- 
manager. Mr. Roose knows the retail shoe 
store game from A to Z as most of his time 
for the past eight years has been spent on 
the retail end and Mr. Roose says—‘‘I find 
that my past experience has helped me 
greatly to help other retail merchants to 
operate successfully in buying the right 
styles and at the right price.” 


‘Wylie’ Creel Opens St. 
Louis Sample Room 


“‘Wylie’”’ Creel, well known to the shoe 
trade, a member of the Creel, Mauldin & 
Chambers Shoe Company, formerly of St. 
Louis, but now having its general offices 
at Highland, Illinois, has opened a promi- 
nent display room in the Jefferson Hotel, 
at St. Louis. “The latchstring is out,” he 
says, “not only to visiting merchants but 
to the travelling salesmen.” 


Quinlan with Providence Silk 
Hosiery Mills 

Of interest to the trade, both in the 
East and in the Middle West, is the an- 
nouncement of the Providence Silk Hosiery 
Mills that Joseph A. Quinlan has joined 
their staff. 

Mr. Quinlan has been with the Onyx 
Hosiery Co. for the past twelve years and 
is well known in New York City and in 
Pennsylvania. He has now assumed charge 
of the Middle Western states for the 
Providence Mills, but will continue to have 
his headquarters in New York City, at 
267 Fifth Avenue. 
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The Approach of Autumn 


is evidenced over hill and dale by the falling 
leaves and the splendor of their coloring. And 
not less evident is the wisdom and good taste 
of the retailer who selects his fall footwear 
from the fascinating line of Claremont Turns. 


The Marguery 


A Claremont Turn sug- 
gestive of the delicate 
beauty of the new de- 
signs for fall. 


CLAREMONT SHOE COMPANY 
HAVERHILL, MASSACHUSETTS 


CLAREMONT 
an 
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JOHN W. GOEBEL 


Who has covered Illinois, Wisconsin, Minnesota 

and Iowa for P. Cogan § Son for the past 25 

years. This season takes on, in addition, the 

Richards ¢ Brennan line.“ Jack” is welland favor- 

ably known to the boys and the trade. This is their 
favorite photo. 








Goebel to Sell Richards & 
Brennan Shoes with his P. 
Cogan Line 


John W. Goebel, of Chicago, better 
known to the trade and boys as “Jack,” 
came on to Boston to attend the funeral 
of the late Bernard H. Cogan, head of the 
house of P. Cogan & Son. Before leaving 
Stoneham, Mr. Goebel went over the P. 
Cogan line for the coming season. 

“‘Jack”’ has been with this firm for fully 
25 years, covering Illinois, Wisconsin, 
Minnesota and Iowa, with headquarters 
in Chicago. Although for a quarter of a 
century with one line, “Jack’’ is still a 
young man, full of “‘pep’’ and enthusiasm. 
He carries with him this season, in con- 
junction with the P. Cogan & Son’s boys’ 
line, the men’s shoe line made by Richards 
& Brennan Co. 

Said Mr. Goebel, “‘With these two lines 
at popular prices, I am going to roll up 
more business than ever for my many 
friends in the trade, because they know 
good shoes when they see them and can 
buy at the same time for son and for 


“dad.” 


Burdett Men in Territories 


The boys who sell the line of the Bur- 
dett Shoe Co., for the coming season and 
the territories covered by them are here- 
with given. 

L. F. Burdett, the South; E. U. Bur- 
dett, New England and Middle West; 
Clarence Arnold, Middle West; C. O. 
Quimby, Middle Atlantic Coast; John W. 
Kurtzman, Pacific Coast; Sam Gutman, 
‘Central America. 


K. T. SCHULTZE 


starts this season as the representative of the F. 

Mayer Boot § Shoe Co. with Martha Washington 

Shoes in the Slate of Michigan. Mr. Schultze is 

well known and well liked by the Michigan shoe 

merchants. His pleasing personalily should go a 

long way toward helping him win success in his 
new connection. 





Parsons Back from 
Newfoundland 


Walter G. Parsons, who represents 
McElwain, Hutchinson & Winch in West- 
ern New York, has returned to Buffalo, 
after a rather exciting trip to Newfound- 
land. This is Walter’s second experience 
of an unusual nature. In these columns 
several months ago was chronicled the first 
thrilling voyage to this far northern terri- 
tory. On that occasion Walter was ice 
bound for two or three weeks. On the trip 
from which he has just returned, the 
Steamer Advance, on which he left Bostori 
on June 30, came to grief on the rocks on 
July 2, just off the entrance to Halifax 
harbor. Walter, among 65 other passen- 
gers, was taken off the stranded vessel, just 





Cc. J. CRAIN 
Who travels Texas for the M. N. Arnold Shoe Co. 





Crain Sells the Arnold Line in 
Texas 


C. J. Crain, or Major Crain, sells the 
M. N. Arnold Shoe Co’s line in Texas. He 
has sold Glove Grips to the folks in the 
“Lone Star’’ State for the past two years, 
and his tall, erect figure and pleasing per- 
sonality are most welcome to the best 
merchants in his territory. Major Crain 
obtained his soldierly bearing from a 
four years’ training at West Point. He 
served with distinction during the world 
war and won his rank there. All of his 
order books show that Major Crain sells 
shoes as well as he fought overseas. 








an hour before she broke in two, and with 
many others suffered the loss of his bag- 
gage. 











“Al” Ruby is telling Frank B. Kin 


, chairman of the N.S.T. A. Style 
Committee about three new styles which he has bought. The camera man 
“snapped” them at the rear o eT King’s house. Mr. King travels for 


eil § Son 
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- ARCH BESERVER 


Supports where support is needed— 
bends where the foot bends 


The real selling advantages 
of the Arch Preserver Shoe 
begin where other shoes 
leave off! Write us 


VAhaag, 4E 4 
Rebs. 


A 


The Selby Shoe Company 
Portsmouth, Ohio 








“KEEPS THE FOOT WELL~ 


R Ose 
a we fF 
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Black Is the Biggest Seller 


ye ORE blacks are wanted by our 
trade,” said E. L. Lally of R. H. 
Mitchell Shoe Company, when recently 
interviewed. “Black suede, black patent, 
and black kid all are wanted for fall. Browns 
there are, to be sure. Straps continue our 
best selling patterns. We show some ox- 
fords, of course. Our heels are 14-8 and 
16-8 high. Some say that something new is 
coming after Labor Day. Most likely it is 
so. We will try a few new ideas ourselves. 
It’s the quick production of novelties that 
keeps the trade going, you know.” 
Mr. Lally’s case is that of many other 
salesmen who sell the wholesale and big 
city trade. 


Gregory & Read Men in 
Territories 

Gregory & Read Company salesmen 
have left for their territories for five weeks’ 
trips, with trunks full of new shoes, new 
patterns and lasts. Strap styles predominate 
although there are some very attractive 
plain, heavy-soled walking oxfords. 

The following men will call on the large 
retail trade and jobbers in their respective 
fields: Franklin E. Gregory, (““The Boss’’), 
big city trade; S. C. Haseltine (““Sherm’’), 
Middle West; Chandler fF. Bearse, 
(“Chan”), Pacific Coast; L. P. Duffy 
(“Larry’’), Eastern States. 

Said “The Boss”—‘‘We boys feel that 
our line is very ‘stylish,’ but one which 
does not contain an extreme, or ‘Dan- 
gerous’ shoe.” 


Wells and James On Trip 


F. J. Wells, with W. E. James, who 
sells the jobbing trade of the country for 
Leonard & Barrows, are going on a trip 
shortly after Labor Day. Although Mr. 
Wells is a St. Louis man, he has the great- 
est faith in New England’s product and in 
New England in general. He is very fond 
of the West, too, where he has a wide 
circle of friends who always have the 
latchstring out for him. ‘“‘Men’s shoes are 
getting more and more into intricate 
patterns,” said Mr. Wells, “with trouser 
creases and other embellishments. One of 
my new numbers is a trouser creased tan 
calf, with black grain saddle.” 


Daniels and Ricker Go Fishing 

C. H. Daniels of Prouty, Daniels Com- 
pany, in company with “Ed’’ Ricker, left 
Boston on August 24 for a short fishing 
trip to Maine. 





Clarence Spence Off for 
West 


On September 4 or 5, Clarence B. Spence, 
of the Alfred Kimball Shoe Company, will 
start on a trip West to greet his many 
friends in the trade. Mr. Spence has been 
selling shoes for the Alfred Kimball Shoe 
Company for the past five years. He has an 
exceedingly good knowledge of his product 
and its construction. He commenced his 
connection with his house as at the bench, 
coming here direct from school and worked 
in all of the different rooms of the factory. 
After a thorough training in all depart- 
ments for about eight years, he took up an 
office course of five years, and then com- 
menced his work on the road, which he 
finds very interesting. 

He stated that he will carry out a few 
fancy shoes, such as patent leather with 





CLARENCE B. SPENCE 


Who covers the wholesale trade for The Alfred 
Kimball Shoe Co. 


fancy stitching and nut brown veal in a 
Goodyear welt with yellow stitching; this 
latter shoe has a square toe, with a good, 
heavy sole. A model which he stated was a 
good seller was a high shoe with creased 
vamp, in tan leather, and in black with 
creased vamp in a black side top, or a gun 
metal top. 


Dean Swan on Business and 
Pleasure Trip 


Dean C. Swan, who travels for the 
Victoria Shoe Company, is now on a 
business and pleasure trip, visiting the 
trade in parts of Pennsylvania, Maryland 
and other points South, as far as New 
Orleans. Mr. Swan has taken his family 
along with him. He reports that life in the 
open is conducive to good order-taking and 
that his combination trip is proving a most 
satisfactory one. 














J. N. HAM 


Who covers the Middle West and South for the 
Stockbridge Shoe Co, 


“Joe” Ham on Trip West and 
South 


J. N. Ham, commonly known to every- 
body in the shoe world as “Joe,”’ left Bos- 
ton on Sunday, August 26, for a three to 
four weeks’ trip through the Middle West. 
and South, with the Stockbridge Shoe 
Company’s new line. One of the reasons 
that “Joe” has so many friends is because 
he has been selling shoes since 1885, and the 
other reason is because he is a high-grade 
man and knows the shoe business 
thoroughly. 

“Joe” says that he has noted many 
changes in his thirty-eight years of shoe 
traveling, with better hotel conveniences 
than in the old days, but as to sleeping car 
accommodations, in the old days there 
were competing companies, the Wagner 
and the Pullman, now the latter folks have 
it all their own way and there has been no 
improvement over the original method. 


Some “Snappy’’ Numbers 

Mr. Ham’s trip will cover a period of 
six weeks. His territory extends from St. 
Paul to New Orleans, South and West of 
the Mississippi. He will take out with him 
a full range of blacks, which he reports are 
good sellers, also some browns. One 
particularly new pattern is in mandalay 
brown suede, with 16-8 Spanish Louis in 
strap effect. Also a good number witb him, 
he states, is an embossed silver strap with 
a 16-8 Spanish heel. 

Asked as to heel heights, Mr. Ham states 
that in New York, they seem to like Cuban 
and block heels; that the folks there seem 
to prefer the low, with other sections of the 
country calling for higher heels. 

“‘Joe’s’’ office at 207Essex Street, Boston, 
is a popular re-meeting place for the boys 
between trips, ‘‘a regular shoemen’s club- 
room”’, said he. 


One man fails while another wins. That 
is not opportunity’s fault—W. M. Sloan, 
of McElroy-Sloan Shoe Co. 
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fie Hew 
ARMORIRED CUSTOM Heel 


227-3} ->->°2 > © ee ee ee <= 
Allows the Shoe 


to Set Flat and 
Tread Flat 











Another evidence of the 
Quabaug purpose to set 
the pace in rubber heel 
development. 


As rubber heels progress 
in popularity ARMOR- 
TRED Heels will play 
their part in that progress. 
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ARMORTRED __ rubber 
heels on your shoes will 
help in increasing customer 


good will. 
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Quabaug Rubber 
Company 
By graduating the heel from back North Brookfield Mass. 


to breast (% inch thick at back 
— ts inch at breast, as shown 

e) a perfectly flat striking sur- 
face ie alle tded 








This illustration shows how Armor This illustration shows how the or- 
tred CUSTOM Heel helps to give dinary heel tends to rise and strike 
the whole shoe a perfectly flat tread. at the breast, but not at the top. 
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ARMORTRED 


RUBBER HEELS 
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KARELIS}——— 


NEW FALL NUMBERS 


IN STOCK. FIRST COME, FIRST SERVED. ORDER NOW. 


You can make a quick get-away on fall business if you have our those who delay purchases for a considerable time after our ad- 
turns to show trade. Rapid turnovers and attractive profits are vertisement appears, run up against a shortage on some wanted 
within your reach on the numbers shown here. Don’t delay your sizes and widths. Every shoe offered you is exactly as represented. 
order. We advise ordering now, as it has been our experience, Every style advertised we have, ready to ship in 12 pair lots or 
that notwithstanding every effort to keep sized up on floor goods, _ cases. Ours i is a coast to coast service on quality turns. 


$4.25 $4.00 


. . Patent Chrome Two-Strap, Stock No. 843. Patent Chrome One-Stra Stock No. 304. Full| Grain Black Gun Metal, 
ny Ly BA ~~; Junior Louis Full Diamond Sandal, Spanish Junior Louis Full Calf Two-Strap, 12-8 Cuban Covered Heel, 
Breasted Celluloid Covered Heel, Im. Fr. Breasted Celluloid Covered Heel, Im. Fr, Cord Im. Fr. Silk Cord Binding, Leather Quarter 
Cord Silk Binding, Leather Quarter and Sock Silk pipding. Leather Quarter and Sock Lining, one Sock Lining, Solid Leather Grain Counter, 
Lining, Solid Leather Grain Counter, High Solid Leather se Counter, High Gra e igh Gtade'Sole, Ocean Pearl Buttons, Sizes 
Grade Sole, Ocean Pearl Buttons. Sizes 244-8, Sole. Sizes 244-8, B, C. Price $4.25 i 4-8, B-C. Price 00 
B, C. Price $4.25 Stock No. 826. As a (4) with 8-8 Flap- 

er Covered Celluloid Heel. 
tock No. 714. As above (e43} in Black Kid 
with 12-8 Cuban Covered Heel. Price. . $4.25 


REGARDING PRICES 


All prices are based on orders of not less than 12 pair lots. 


Single pairs at 25 cents per pair extra to cover costs of shipments. 
Terms 2% 10 days, Net 30 days. 








$4.50 


Stock No. 623. High Grade Black Satin, Two- 
Stock No. 743. Genuine Black Kid One-Strap, Stock No. 403. Imported Brocaded - Silver, Strap, Black Suede Calf Strap and Collar, Cut 


Black and White Steel Beads on Strap and One-Strap, Full Breasted Junior Spanish Heel, Out, High Grade Sole, Solld Leather Grain 
Vamp, Full Breasted Junior Spanish Covered White Leather Lined, High Grade Sole, Solid Counter, Leather Quarter and Sock Lining, Full 


Heel, h Grade Pe ey pater Counter, Grain Leather Counter, Im. Fr. Cord Silk {acter Spanish Covered Heel, Genuine rench 
Im. Fr. ‘Bie Bound. C, 244-8. Price. .$4. 25 Boudd. B, C. 24%-8. Price $4. ilk Cord Bound. B-C, 24%- 8. Price. . $4. 


FOR ADDITIONAL STYLES IN STOCK SEND FOR ILLUSTRATED CATALOGUE. 


KARELIS SHOE co. 


HAVERHILL, MASS, 
WOMEN’S TURN SHOES OUR SPECIALTY 


SO sae SERESESESERE TESESERESERS SESESERESERE PESESERESESE SESESESEDESE SE DEDE DRED BE DERESE RES 
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Ml 


A SHOE LACE THAT OUTWEARS 
BY MONTHS ORDINARY LACES 
STAYS TIED AND NEVER LooKs| 
SHABBY. 
































Your customers are entitled to the best. 


- Many of the manufacturers are voluntarily 
using Cordo-Hyde Laces, but why not be sure 
of having the shoes you buy equipped with 
the Aristocrat of Shoe Laces by putting on 


your orders— 


“Use Cordo-Hyde Laces 
in these shoes”’ 


If you want to see how Cordo-Hyde Laces will 


improve the appearance of your shoes, let us 
send you a sample pair; just tell us the color 
and length desired. 


LACE DIVISION | 


O. A. MILLER TREEING MACHINE COMPANY 
BROCKTON - - - | MASSACHUSETTS 
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Our New 
“BETTY’’ Pattern 


B579D 
Women’s black suede quarter, black kid vamp, 
one strap, two-button Betty sandal, Savery 
last, turn sole, fancy perforation on vamp and 
quarter, 1% inch suede covered Spanish Louis 
heel. 


BS7S 


Same as above only made with Nigger Brown 
Suede quarter, and Maduro brown kid vamp. 


Can also be made: n various other combina- 
tions. ° 


Prices Quoted on Request—Not in stock. Can 
be made in 30 days from receipt of order. 


BOOT AND SHOE RECORDER 


A Big City 
Number 


The “BETTY” is another attractive 
pattern which is meeting with the 
approval of the buyers in the bigger 
cities. 

This, together with many other new 
and distinctive patterns, will be in- 
cluded in our new sample line. 


Our salesmen will be on the road 
about the middle of September, but 
if you are in urgent need of newer 
styles for your early Fall trade, wire 
us and we will gladly send samples. 
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No. F844—Patent Lea- 
ther Dancing Pump, 
Yale Last, Half Leather 
Box Toe, 10 iron Velvet 
finished Sole. .... . $5.50 


IN STOCK 


No, F745—Biack Calf 

Oxford, Radio Last, 

Brown Leather Binding 

on Top and Tip, Calf 

Quarter Lining, white 

Middle Sole $5.75 
IN STOCK 





(CONSISTENTLY 
high in quality— 


that is why the Certified Shoe keeps gaining 
in quality year after year. Always charac- 
terized by styling that epitomizes correctness 
and good taste. Always conscientiously made 
in a manner that insures lasting satisfac- 
tion for the wearer. 


RAPID IN-STOCK SERVICE 
Write for Catalogue F 


STONEFIELD- 
EVANS SHOE 
COMPANY 


ROCKFORD ILLINOIS 
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Popular Satin Styles 
‘You Can Retail At 
‘Attractive Prices 


You can meet the demand No. 6533. Black Satin One Strap, Ooze Ladder Lattice 
for a medium priced satin Trim. 14-8 Spanish Heel, 236 last. 

novelty made from Skinner’s 
Satin, by purchasing our 
satin line from your whole- 
saler. 


























Large production and volume 
buying of. materials make 
possible economies that af- 
ford unusually low prices 
on fabric footwear of sound 
values, and good quality of 
workmanship. 


No. 6537. Black Satin Cross-Strap, black suede trim- 
med. 236last. 14-8 Spanish Louis heel. 











These Shoes Sold Thru Wholesalers 
Exclusively 














Cushman-Hollis Company. 


BOSTON OFFICE FACTORIES AND 
177 LINCOLN ST. HOME OFFICE 
ALBANY BLDG. AUBURN, ME. 
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Through you, the merchant, we want the public to know this 


The Custom Shoe Company is working with the reputable chiropodists, 

osteopaths, foot specialists and other doctors in your community for 

the relief and cure of troubled feet. This factory is headquarters for 

putting into practical form the prescriptions and suggestions which 

the foot experts of your town may advance to your customers. Here 

is the knowledge and ability to design shoes for feet of every shape and 

condition. 
If you will thus work with us, we know that the resulting profit will 

be mutual. Because many people are only waiting to be directed to us 

through your organization. 
Our shoes are made with Tempered Steel Spring Arch and specially 

built arches to suit individual cases. A type of the shoe we manufacture 
Lasts and measurements carefully preserved for future work. to erder—2}4 inch cork extension. 


Built-In Arch Supports-Rigid, Tempered Spring Steel. Or Extensions for Short Limbs, Bunions, Hammer Toes, Cal- 
Flexible Shanks, Metatarsal Pads, Corset ters, Bunion _louses, Sore or Tender Spots, Club Foot, Rheumatic Foot, 
pean Heel Levelers Cork Extensions, Cushion Inner- Paralytic Foot, Permanent Distortions. 


Special Lasts ad Patterns for all requirements, built strictly to measurements, diagrams or casts. 
10 BARTON PLACE 
Custom Shoe Company ad = WORCESTER, MASSACHUSETTS 

















REAL VALUE FOR 
VOLUME BUYERS 


We specialize on the quantity pro- 
duction of latest styles—delivered 
PROMPTLY. 


Buyers find us and our shoes depend- 
Patent Leather Lattice Side 3 Strap. Perforated able—and we rarely lose a customer. 


Vamp) and Quarter. New French Toe. Junior 
Spanish Covered Heel. Flexible Single Sole. 
Also made with Black Suede Insert and Straps. 


R. H. MITCHELL CO. 


Factory Boston Office 
Lynn, Mass. 72 Lincoln St. 
Everett L. Lally 


" SS MN 


LNT LT) 


Watwatiaawawawau awawawawas 
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HE REFINEMENT. AND GRACE MANIFEST IN 

EVERY PAIR OF REAL HAND TURN OF THE 
KIMBALL & SHERMAN LINE IS THE PLANNED 
AND FORESEEN RESULT OF EXPERT STYLISTS 
AND MANUFACTURERS. MERCHANTS HANDLING 
THIS FOOTWEAR ARE ALWAYS ASSURED A SUC- 
CESSFUL SEASON AND CERTAIN PROFITS. 





KIMBALL & SHERMAN CO. 
HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 
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Fairy 31 


191 Last, 
6-8 Rubber 


Fairy 2132—G. Girls’, 19 
Heel. B-D, 214 to 8. 


Heel, B-D, 114% to 2..... 


Fairy 4132—Children’s, 
Heel, C-D, 8% to I1.... 


Se 


School Shoes for School Time 


Tan Calf—Pony Polish 


Goodyear yal needa rte ° b Sh Mf. » Champagne Kid Top 
i nee ee oe Mig, Uo. on Lect Gee Tip 


Fairy 3132— Misses’, 191 Last, 6-8 oe Turn 
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In Stock 


These two numbers are not alone attractive and proved good sellers, 
but they are shoes that have a particularly strong appeal now that 
school opens. Sturdiness for the big girl and attractive novelty for 
the little tot. 


TRADE MARK 


Are too well known to require any telling 

of their honest worth, good material, or 

proper fit. Enough to say the shoes shown 
32 have all of the merits of the line. 


Heel Fairy 1152 
Patent Leather—Pony Polish 


soa te 309 Arch St., Philadelphia, Pa. fairy’ tid —paccav’ ieatner, white Gat 


191 Last, Spring 
PER RAR ee "$2.75 Top,Patent Collar, Turn, C-D, 3 to 8.$2.15 























—_—= 


BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to take 
for granted the things the owner said, and then wait for experience to show 


if he had 


spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would show his 
ancestry and race and give you an idea of the animal’s capacity for speed and 
endurance. 


It’s the same in buying advertising space. Some publications sell “just a horse” 
and you have to take their circulation statement with a pinch of salt. 


The Boor & SHoz Recorper is blooded-stock. An 
A BC statement is the pedigree that tells you 
what toexpect in the way of speed and endurance. 
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| GLOVE 
\o GRIP: 
NU) (6) OFS 


Here is something your 
customers can’t get in 
any other shoe— 


ARNOLD GLOVE-GRIP COMFORT with STYLE 


It’s a patented and exclusive feature. Sell your customers Glove-Grip comfort 
and they will come back for the next pair because they can’t get it in any other 
shoe. Arnold Glove-Grip shoes are nationally advertised in the Saturday Eve- 


ning Post. 


Style and quality are tirst considerations in Glove-Grip shoes. They come in all 
the popular shapes and leathers. But, in addition to being good-looking, they 
are comfortable as well. 


It is easy to explain the comfort feature to a customer. The soft leather of the 
upper grips the instep like a glove. Lacing a Glove-Grip shoe lifts up the arch 


instead of pressing it down. 


Glove-Grip shoes come in a wide variety of styles and sizes, 
including combination widths. 


Send for Fall and Winter Stock Style Catalogue—S. 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 


BOSTON OFFICE NEW YORK OFFICE 
10 High Street 127 Duane Street 





Narrow eidhecliones Footprint of norma! foot. 

attached to sole at out- Glove Grip Innersole 

side. —T to anes of 
foot. Upper leather is Model-S711. The Trim—Arch, Arnold Glove-Gri 

— -Grip two strap. Patent Colt. Per 

page oy ta and forated Imitation Tip. Combination Last. Sizes AAAAA/AAA 4 to 10; AAA AA, 

— AAA /A and AA/B 3 to Yo; A/C and B/D 2% tol. rice $6.65 


RN O 
GLOVE~G RIP ) aD 
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Immediate Shipment i Terms 5% Ten Days—Net Th 


Sold in lots of 12 pair or more 
C and D widths 





No. 429—Patent 2 strap black suede 

trim 

No. 436—All Patent 2 strap 

No. 428—Black kid 2 strap " 

No. 430—Pat. 2 strap suede trim 8-8 

Rubber heel . 

No. 437—All Pat. 2 strap 8-8 rubber 
eel . 


No. 408— Patent with double suede cross - 
strap £ 
No. 406—Same in Bamboo Buch, wood 
covered heel 4.25 
No. — double cross strap, 
wood covered . 4.25 
Same as above in black suede.. 4.25 


No. 426—Patent 1 strap cut-out sides 
= suede trim $3.50 
oO. 


No. 424—Patent 3 strap 
No. 434—Same with suede trim . 
No.!435—Patent 2 button lattice 4 

75 





ra 





The “RINGLET” 


An ultra-smart pattern, particularly well adapted for fall 
wear. The patent ringlets interlaced with the patent cross- 
straps gives an effect that cannot help but fascinate any 
woman who loyes pretty footwear. Model shown is in 
gray suede trimmed with patent. 14-8 Spanish heel. Also 
obtainable in many other striking combinations. 


DELLA BERT SHOE CO. 
258 Wythe Ave,  -:- 


AN ARAN ARARA RA RAR RARGARARARGRANARGR AR GRAN 


’ Ser 


Brooklyn 





COMFORT AND 
DURABILITY 


A POPULAR PRICED 
LEATHER MOCCASIN 


THE ULTIMATE 
HOUSE SLIPPER 


APACHE BEADED MOCCASIN 
EIGHT SNAPPY MODELS FOR 
FALL AND WINTER BUSINESS 
RETAIL FROM 7c TO $3.50 

IN ALL SIZES 
FALL CATALOGUE NOW ON PRESS 


SEND FOR A COPY AND BECOME 
ACQUAINTED WITH OUR FAST 
iG LINE OF MOCCASINS 


ARROW NOVELTY COMPANY, INC. 
108 E. 16th St. New York 
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SPECIAIr 


High Grade Shoe, ] 
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TRADE MARK REG. U.S. PAT. OFF. 


NEW OXFORD---IMPORTED TAN CALF 


One of the Newest and Best Styles in our Men’s 
Welt Line. 


Moor’s Imported Tan Calf. Oxford on a new, 
wide Haig Toe. 


—@— 


WHITMAN & KEITH COMPANY 


BROCKTON (Campello Station), MASS. 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Marvelous Sport Shoe Making 


ALL THE STAMINA A SPORT SHOE 
SHOULD HAVE WITH FEATHER WEIGHT 


(PATENT PENDING) 
Made by Keith’s Tenderfoot Welt Process. Can be had in High or Low 
. Cut patterns, in tan leather or snappy combinations. Plain toe, soft cap 
toe, or box toe as desired. Crepe soles of course. 


FOR GOLF --- FOR TENNIS --- FOR HIKING 
MEN’S AND WOMEN’S STYLES 


This shoe weighs less than a pound. 
The ordinary sport shoes weigh a pound 
and over. This shoe has made a tre- 
mendous impression on all who have 
seen it. It was the center of in- 
terest at the recent Boston Shoe 

Style Show. It is an admitted success. Your customers 

are waiting for this shoe. Get your order in now as there is 

ji - every indication that we are going to be decidedly busy ISN’T IT 


taking care of orders. A BEAUTY ? 


The Preston B. Keith Shoe Company 


Brockton sot Casa Station) 


GET READY FOR 
SCHOOL OPENING 


IN-STOCK | 159 Duane St. - New York City 
| Manufacturers and Wholesalers of 


“FOOT- LITE” il omen’s, Children’s an s’ 
BALLET SLIPPERS {1° LL 


CR H ; 
Black Kid ESCENT SHOES SPELL ACTION 


= WHY? 
601—Women’s—1.50 606—Women’s—2.75 HT e 


Misses'—1.40 * Misses'—2.65 ! 
Child’s—1.35 Child’ s—2.60 HH BETTER SHOES FOR LESS MONEY 


GYMNASIUM SHOES § | a 
141—“Flexo”—Women’s Black Kid —Nonslip sole— _ 1.05 | imau | NOVELTY | 


703—" Ironclad’ —Women's Black Kid—Heavy Elk sole 1.35 | 
701i—“ Senees *"—Women’s Black Kid — Rubber sole—1.70 Hi Leathers | PUMPS | 
U 


_——— 
All these numbers are endorsed 
by physical directors everywhere 


| Please understand when we say novelties, we 1} 
} mean the very last word in women’s and | 
iii, children’s footwear at prices you commot dupli- jj 


BROOKS SHOE MFG. -CO. I]| cate anywhere. 


1731-41 NORTH SIXTH ST., PHILADELPHIA Please Write for Samples at Our Expense 
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The “SILVER KING” 


The Edwin,Clapp Shoe can be relied on 
to produce a steady, substantial and 
profitable trade. Seventy years of high 
grade; shoemaking is a record which 
is mentioned with pardonable pride. 


Edwin Clapp & Son, Inc. 


EAST WEYMOUTH, MASS. 














Se a a 
Oa or 
LAPS 
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Boston London 
ERNEST JACOBY HENDERSON, FORBES & CO., Ltd. 
79 Milk Street 


F. R. HENDERSON & CO., Inc. 


111 BROADWAY, NEW YORE CITY 


(rude Rubber 


IMPORTERS OF PLANTATION SHOE SOLE 
Cable Address (r ep é Rubb er HENDERSON BROS, Led. 


REDSONDER, NEW YORK 
LIEBER’S A. B. C. 5th Edition -Private Codes HENDERSON Bi BROS., Ltd. 























in’ i 0. lant, 
Martin’s Genuine Imported |? | S\¥ No. $2169/11 Arwen Plant 


° ; IWF igh with 11 
DSS leaves and pot, 
Scotch Grain College Oxfords Sa aes | — aie $3.50; perdoz. $35. 
. * Our FALL CATALOG No. 32 
with illustrations in colors of 
Artificial Flowers, Plants, 


Vines, Trees, etc,, mailed 
FREE FOR THE ASKING. 





FRANK NETSCHERT Inc. 
61 Barclay St. New York, N.Y. 








No. 860 














ay ae Fine Calf Leathers 


Two Real Sales Getters 
Overweight “A” Quality Leather Soles. Bleached Calf Lining Manufacturers of 
Peck Standard of Shoemaking 
No. 860—Tan Imported Scotch Grain College Ox. Coach Last Velvetta Calf— 
Tuscan Calf — 
Russia Calf — 





No. 861—Black Imported Scotch Grain College Ox. Coach Last 
Sizes & Widths: B6-11,C 5-11, D5-11. Price $6.10 ER 


Order Now to Have on Hand for , Al 5 N 
School and College Trade 


FREDERICK S. PECK 


40 Thomas Street 
WORCESTER MASS. Na oe 








Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S.A. 





Gacada da O.00 0. 0a GO. a 6. ce cn ci i i 











> HAGGARD GULAALR LH LALA A RHR AGH RPA ALA LH HALAL SARAH ES 











GREELEY APPROVED BY 
BOUDOIRS MEDICAL MEN 


As a sturdy support for the ankles of 
If there were not something Froring chien "and es _ . +. 


about my boudoirs that Developer i celled. ag at 
ercenes yen most - en 
avo y, orders to an iIn- . 
creasing extent would not vextuanong- chit drone oe 
be. received. You will see me today. 
boudoirs that will merit pb Shae 2 
In Black or Colored your confidence and busi- : — 
Kid. 36 pair lots ness if you sample my line. ‘ BURKLEY 
only. 
SHOE CO. 
If Your Jobber Cannot Supply You, Write Us. 1156 Ne. Main St. 


A. W. GREELEY .*. Haverhill, Mass. Brockton, Mass. 
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[FOR HARD SERVICE| 


Footwear that is right for Hard 
Service requires:— 


5 tengo 
SS SS SSS |S 


[ 


Reliability. The result of using the 


best of materials and 


——-) 





thorough workmanship. 


Comfort. The result of cor- 


rect design, of 
doing away with needless weight, of 
flexibility and fit. 


Adaptation, TW: »==° 


the wearer 
must be studied and material, work- 
manship and design must combine to 
meet those particular requirements. 








| 
| 
| 


Our Oil Field Boots 


are a fine example of footwear 
built right for a specially severe 
type of Hard Service. 
Stock No. 1567 


Six styles carried in stock in Brown Velour Calf Blucher, 16 in. high. 
Brown Velour, Smoked Elk, Single Sole, Goodyear Welt. In Stock. 
and Brown Waterproof Veal 

Leathers. 


Samples gladly sent—Write for Catalog 


| G. H. BASS & CO.,), steematers, Wilton, Maine 


: = Je SS 
~~ aioe 1 is yee J aes pe tans ay in the Boot aad Shoe Recorder. 











Marked Progress 


IGURES pertaining to the boot and 

shoe industries in the United States, 
the United Kingdom and Canada show, 
in a rough way, the comparative measure 
of progress made by these respective coun- 
tries in the industry, during the past few 
years, particularly in 1922. 

Because some of the figures on yearly 
production are limited, United States’ 
marked superiority over the United 
Kingdom and Canada in this respect, is 
not clearly shown. However, in all three 
countries in 1922 production of boots and 
shoes exceeded that of 1921 by comfort- 
able margins. 

United Kingdom exports in boots and 
shoes in 1922 reached 5,901,108 pairs; more 
than one-fourth of this figure going to 
British South Africa. The United States 
exports for the corresponding period was 
1,420,338 pairs, but this is in no way a 
means of estimating comparative produc- 
tion or progress, inasmuch as duties on 
shoes exported by the two countries are 
applied at different rates, according to the 
source of distribution. 

While British South Africa is the great 
source for more than 25 per cent of the 
United Kingdom shoe exports, Cuba re- 
ceives approximately 50 per cent of the 
United States’ exports, judging from the 
records of the past few years. 


Bigger Production in 1923 


Data from authentic reports show that 
the industry in the United Kingdom, 
Canada and the United States promises 
to enjoy a good year in 1923. Already 
statistics, showing increase in production 
over 1922 in the United States, have been 
compiled for the first quarter of the year. 
Approximately 20 per cent more shoes 
have been produced this year than in 1922 
for the first three months of the year, with 
every indication of the yearly figure ex- 
ceeding that of 1922. 

During the year 1922, the United King- 
dom exported 130,527 dozen pairs of shoes 
to British South Africa while the United 
States for the same period exported only 
3695 dozen pairs of shoes to the same 
country. 

“The 1923 outlook is said to be encour- 
aging for both the leather producing and 
the boot and shoe manufacturing indus- 
tries in the United Kingdom, since the 
scale of activities in both branches is 
brighter than it was a year ago. In the 
export field all indications point to a con- 
tinuation of the present demand for Brit- 
ish leather, and many members of the 
trade feel that 1923 will even see an im- 
provement in this sphere,”’ is an extract 
from a report on the United Kingdom shoe 
and leather industry. 

The volume of boots and shoes exported 
increased from 313,378 dozen pairs in 1921 
to 491,759 dozen pairs in 1922 in the 
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in Shoe Industry 


United Kingdom. Improvement in the do- 
mestic trade, supported by some renewed 
vigor in export shipments, accounted for 
the better demand throughout practically 
the entire 12 months. 


Canadian Progress Great 


Statistics showing the progress of the 
shoe and leather industry in Canada for 
the five-year period, 1917 to 1921, have 
been compiled. It shows both the histori- 
cal and the statistical review of the indus- 
try. The exports of boots and shoes in 
value reached $5,679,702 compared with 
$272,346 for 1922. The 1920 figure was far 
ahead of any prior or subsequent mark. 

Data prepared in the Shoe and Leather 
Manufacturers’ Division of the Depart- 
ment of Commerce of the Bureau of For- 
eign and Domestic Commerce, of which 
Arthur B. Butman is chief, bears out the 
statement that the United States is pro- 
gressing in the shoe industry. For the 
first three months of this year approxi- 
mately 31,000,000 pairs of women’s shoes 
were produced, compared with 27,000,000 
pairs in 1922. In men’s shoes there were 
28,000,000 against 22,000,000 pairsin 1922. 
That ratio prevails in almost every type of 
footwear for the first three months’ pro- 
duction for this year. 





The Rise of Elk 


Add to the records of the leather trade 
the remarkable rise of elk leather when 
touched by the magic wand of style. For, 
up to within a short time ago, elk was 
commonly looked upon as a leather for 
work shoes, while now it is a leather for 
sport, street, school, play shoes and even 
for dress shoes. Strap pumps, with wood 
heels, are made of elk leather. 

Elk has been refined, as it has been 
touched by. the magic wand of style. The 
chrome tapfiage has been tightened, as 
elk was changed from leather for loose 
fitting work shoes to leather for finer grades 
of footwear. And the grain was refined, too. 
Yet the leather still retains its prime 
strength and its soft feel. 

Elk blossomed out in colors when 
touched by the magic wand of style. The 
smoke and the tan elk of work shoes burst 
out in a bright array of colors, according 
to the color cards. 

The great game of golf, too, had its in- 
fluence on elk leather, for tanners,as they 
played the game, studied its footwear re- 
quirements, and made an elk leather that 
is ideal for golf shoes. Elk leather was once 
again changed to serve for sport shoes for 
street wear. 

So elk leather has risen from a leather 
just for work shoes to leather for sport, 
street, school, play and even dress shoes. 
Tanners report there are yet further im- 
provements to come in elk leather. 
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Syracuse Notes 


Planning for Convention 


Syracuse will send a 100 per cent dele- 
gation to the annual convention of the 
New York State Retailers’ Association at 
Utica in September. Arrangements for the 
convention delegation are being made by a 
special committee. Retailers from Buffalo, 
Rochester, Auburn, Geneva, Waterloo, 
Cortland and other places in this end of 
the state will meet at Syracuse on Sep- 
tember 4 at nine o’clock when the auto- 
mobile parade to Utica will start. 


New McCormack Store 


Announcement has been made by A. B. 
McCormack of the McCormack Boot 
Shop that he will open a store at East 
Jefferson and South Salina streets on 
September 1. It will be a shoe style shop. 
The present store at Warren and East 
Fayette streets will be continued. The new 
store will specialize in women’s style shoes. 
B. B. Raymond, formerly with Mr. Mc- 
Cormack, and who for a year has been 
secretary of the Hoboken Y. M. C. A., 
will be manager of the store. 





Birmingham Merchants 
Guests 


Birmingham, Ala., Aug. 28—Members 
of the Birmingham Shoe Retailers’ Asso- 
ciation were guests recently of Louis 
Pizitz, when Mr. Pizitz entertained at a 
picnic at his summer home on Shades 
Mountain in honor of the association 
members. Families of members, as well as 
the members themselves, were guests. 

Mr. Pizitz turned over his beautiful 
home to the shoe men. Swimming and 
other sports and a splendid picnic dinner 
were features of the day’s outing. Practi- 
cally the entire membership gathered for 
the outing. 


New Owner at Oakland, Cal., 
Shoe Store 


Oakland, Cal., Aug. 28—Learner & 
Davis, retail shoe merchants, recently pur- 
chased the Piedmont Shoe Store, formerly 
owned by T. B. Skinner at 4054 Piedmont 
Avenue. The interior and display windows 
have been altered to advantage. The store 
sells Packard and Edmonds shoes for men, 
Red Goose and Sturdy Stride for children 
and Foot Developers and Self Starters for 
infants; also an attractive line of women’s 
footwear. 








If you wish with one hand and work 
with the other, you will soon know which 
hand opportunity will grasp—W. M. 
Sloan of McElroy-Sloan Shoe Co. 





Opportunity passes right by the lazy 
man’s door, but never enters—W. M. 
Sloan of McElroy-Sloan Shoe Co. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the 
Shoe and Leather Trade 


BUSINESS REVERSES 


Bessemer, Ala.—T. B. Payne, general store, re- 
petitioned or petitioner in bankruptcy. 
la.—Martin-Anderson = boots and 


eo poy sa petiti or petitioner in 


ed ayn yt bankruptcy. 

tition: or Pp 

Alkeaubea, ported pet 1.—Alhambra Shoe Store, boots and 
shoes, reported petitioned or petitioner in bank- 


ruptcy. 

New! Haven, Conn.—Jacob Marvin, Marvin's Boot 
Shop (236 Elm Street), twee ted offering to com- 
promise at 25 per cent. 

Waterbury, Conn.—E. Franklin, boots and shoes, 
e'c., reported petitioned or petitioner in bank- 


St. "Botersburg, Fla.—Sol C. ten, Beste pnt chews, 
ported (a? per cen 
Elberton, Ga.—L. merchandise, 


Re 
“die, "reported petitioned = piiiene f in bank- 


chic Ill.—Gloria Boot Shop, Inc. AY North 
h a ), a petitioned or peti- 


Gary, Ind.—Fred len, boots and shoes, re- 


Shreveport, —- —Baird Co., Ltd., frosts 
store (600 Texas Street) reported asking general 


extension. 

Brockton, Mass.—A. Yaffe (181 Crescent Street) 
wholesale and retail boots and shoes, reported 
asking fares extension. 

Holyoke, —Murphy Boot Shop, John ierphy 

proprietor, boots and shoes, reported assi 

Wood L Lake, Minn —. E. Feir, qunenel &2 —~- 


dise, reported a 

Jersey City, N. J. _ Goldsmith (748 Bergen 
Avenue) boots and shoes, reported meeting of 
creditors called. 

New York City—Sieser Bros. (1685 Madison 
Avenue), boots and shoes, reported offering to 


tioner in =< —~} ¥ 


2 eo), 
Annie Switzer, boots and shoes (117 - 


Park Road), reported os of creditors called. 


Clayton Special -_ (728 Seventh 
Avenue), — 5 peti- 
tioned or La in a & 

sy 3 Trunk & Bag Co. ith — Street) 
trunks and bags, reported 

Brooklyn, N. Y.—Harry Orn eee (323 Knicker- 
bocker Avenue), general merchandise 
petitioned or , aes in bankruptcy and re- 
ceiver cvpeinted 
mo ay et pm 
treet ts shoes, etc assigned. 
N. C, ~—— "Leather Co » shoe- 
lies, reported — . he or peti- 
> ~~ ~- Mercantile Co., general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 
Higginsport, Ohio—H. M. Dugan & Co., general 
— reported petitioned or petitioner in bank- 
ptcy. 


Weaene Okla.—Cecilia Corwin Knight, boots and 
shoes, etc., reported petitioned or petitioner in 


bankruptcy 

Philadelphia.” Penn.—Edward Rayvid (934 No, 
Second Street), general merchandise, reported 
petitioned or petitioner in bankruptcy. 

Marcus we Penn.—Federal ion & Navy 
Store, 8. "Schwartz, proprietor, general mer- 
chandise, reported petitioned or petitioner ia 


ptcy. 
Fort Mill, S. C.—Mutual Dry Goods Store, boots 
and shoes, etc., petitioned or petitioner 


in bankrup' picy. 
Alvin, Texas—Fred C. Haisley, boots and shoes, 
etc., reported petitioned or petitioner in bank- 


ruptcy. 

Perryton, Texas—William Winn McCarty, gen- 
eral merchandise, reported petitioned or peti- 
tioner in bankruptcy. 

Goodrich, Wis. — Albert C. Bartlett, general mer- 
chandise, reported petitioned. or petitioner in 
bankruptcy. 


BUSINESS CHANGES 


Los Angeles, Ce —Globe Shoe Company, partner- 
‘Ship 4 dissolved. Samuel Caplam —— i 
Mayfield, y= —Eugene Delyon, boots and shoes, 
succeeded y Harold Friis. 
Pasadena, ra “James w. "Bolen (673 North Lake 
Street), boots and shoes, succeeded by Milek 


iMani. 
Milford, Ind.—I. J. Troyer, general merchandise, 
succeeded by G. L. Rex. 


Chelsea, Mass.—Trotter Shoe Co. (189 Williams 
Street), shoe manufacturers, William F. Coyne, 
retire 


Inc., shoe man™ 
iness. 
satin slipper manu- 
business 


Eee, ya yd & Willi 

facturers, recen 

E. L. Thomas “dace Co., 
facturers, recently commen: 


Lynn, Mass. eee = Inc., manufacturers 
of women’s shoes, changed name to E. L. Glen- 


non Shoe Co. 
Milford, Mass. ————— Wolozin, boots and shoes, 


remov 
Natick. Mass. = & Murray Co., ine. shoe 
manufacturers, name changed to to Geo. R. Jones 


Co., Inc. 

Nester e Po ai aes (53 = gry 

‘ ts an moved to 
Hartford, Conn. 

New York City—Albert Brainin (1630 Broadway), 
cogte and shoes, succeeded by Mandell’s. 
Goldberg, Bolton Shoe Shop (951 Sixth 
Le, reported or sold out business to George 


I. Kaplan (3782 Third Avenue), boots and 
sold or closed out business 


out 

Brooklyn, YCriterion Shoe Co., Inc. (640 

Broadway), shoe m manufacturers, reported sold or 
out 

Mrs. Sadie Friedman ase Pitkin ae Avenesd, 


boots and shoes, reported sell 
Dominick Seotto (562 Hick ok Street), boo mm 


shoes, reported selling 
Surasky & Balmuth Shoo C Ba Tne. (258 Wythe 
Sean. wholesale boots and shoes, sea out 


Oklahoma City, = —Northern & Nixsen, boots 
and si , reported succeeded by N "& I N. Shoe 
Store Inc. 

McKeesport, Penn.—F. O. Reed, boots and shoes, 
reported Succeeded by Carlson-Osterman-Bulmer 


Co. 
Sioux —_. S. D.—Reliable Depestenent Store, 
Inc. sold out to B. K 
Norfoik, a.—Jones & Perry, w olesale boots and 
recently commen 
Milwa ee, Wis.—Keith-Loye ue *Co., manu- 
facturers heel protectors, re "succeeded by 
Seymour Wi A. Hiller, boot 
is.—A. Hiller, its and shoes, etc., 
id or closed out business. 





New Shoe Stores 

Cinderella Boot Shop, Milwaukee, Wis., 
Sidney Shewitz, Harold Craslink and H. 
M. Seidelman, incorporators. 

B. A. Woron, 4 Charles Oak Avenue, 
Hartford, Conn. 

The Economy Store, Kokomo, Ind. 

Jones Shoe Stores, Inc., 547 Congress 
Street, Portland, Maine. 

Lester Shoe Store, 189 Essex Street, 
Salem, Mass. 

Morris Weinberg (Murray’s Shoe Store), 
166 Essex Street, Salem, Mass. 

Ball Square Shoe Shop, James Muscara 
and Frank Di Lucca, Somerville, Mass. 

D. K. Garabedian & Brother, Whitins- 
ville, Mass. 

Walter E. Grace, Fair Haven, Vermont. 

John Wakaluk, Fisher Branch, Mani- 
toba. 





Shoe Merchant Dies 


Warren, Ohio, Aug. 28—Clyde E. Kin- 
naman, a prominent retail shoe merchant 
of this city, died in Cleveland recently, 
where he had gone to consult a physician 
regarding his health. He was a member of 
the firm of Kinnaman & Neal, retail shoe 
merchants, and was widely known in the 
shoe industry. He was formerly a. member 
of the firm of Kinnaman & Wolf. 
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Factories Busy on Fall Shoes 


Shoe factories in Cincinnati are turning 
out fall shoes in satisfactory volume at 
present. There has been an increase noted 
in production during the past few weeks 
and most of the plants say that their fall 
business will be normal. Production is, of 
course, greatly above that of last year, for 
at this time in 1922 the strike of shoe work- 
ers in this city was at its height. 

Retail merchants have waited until late 
to place their fall orders and factories have 
been handicapped in their production be- 
cause of this fact, but, despite this ob- 
stacle, Cincinnati shoe factories are going 
ahead in their making of footwear with 
sufficient orders on hand to keep them 
busy at capacity for a number of weeks a- 
head. Some manufacturers say that they 
have enough business booked to keep their 
departments busy until September 15 and 
it is certain that the factories here will be 
running on a full schedule for at least the 
next two months. 

Portsmouth, Ohio, shoe factories are 
working at capacity to turn out fall shoes 
and are booked far ahead. Frankfort, 
Kentucky, is reported to be in good shape 
also. 





Observes Its Anniversary 


Buford, Ga., Aug 28.—From a one-mule 
tanyard back in 1873, when the business 
was originally established, to a factory that 
is now one of the largest of its kind in the 
Southeast, producing on the average of - 
about 300 pairs of shoes daily and employ- 
ing 1,500 workers, is the record of the 
Bona Allen Company which celebrated 
its 50th anniversary. A big picnic and 
barbecue were tendered by the company to 
its employees and the people of Buford 
and surrounding territory. This company 
is now constructing in downtown Atlanta 
one of the’ largest office buildings in the 
city, that will be used when completed for 
the company’s Atlanta headquarters, and 
will be known as the Bona Allen Building. 





Thimn Moves West 


Harry Thimn, formerly manager of the 
shoe department at the Brosius department 
store at Brazil, Ind., has a new retail 
shoe store of his own at 722 Flower street, 
Los Angeles, Cal., according to word re- 
ceived by his friends in Brazil. Mr. 
Thimn’s new store is kiiown as The 
Bootery. 





Another Slate Store 


Sioux City, Iowa, Aug. 28—J. S. Slate 
has opened another store in this city under 
the name of Slate’s Shirt and Shoe Store. 
Norman S. Paule is manager and it is lo- 
cated at 311 Fourth Street. Shoes will 
retail at $4, $5, and $6. 
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Many Classes of Labor in 
Demand 


Philadelphia, Aug. 28—The State Em- 
ployment Bureau here reports a continued 
demand for many classes of labor. The out- 
standing demand in this district is for 
skilled and unskilled general machine-shop 
help. So great is this demand that practi- 
cally any able-bodied man with at least 
six months machine-shop experience can 
be placed without any difficulty. Molders 
for floor and bench work are being sought. 
Electricians, air pipe fitters, and wood 
working machine hands are in demand for 
traction car construction. Common labor 
continues to be scarce. This is especially 
true of housing operations, public improve- 
ments, and state highway developments. 
There is a strong demand for girls to oper- 
ate calculating machines and other me- 
chanical office devices. 





Change at Mobile 


Mobile, Ala., Aug. 28—With William 
E. Shine, of Birmingham, Ala., as presi- 
dent and treasurer, Shine’s Walk-Over 
Boot Shop has been organized and in- 
corporated here with a capital stock of 
$15,000, of which $10,000 was paid in by 
the incorporators. The new company has 
taken over the stock and entire business 
formerly conducted under the name of 
Bell’s Walk-Over Boot Shop here by John 
P. Bell, who was president. Other officers 
of the new company are Jere A. Shine, of 
Montgomery, Ala., vice-president, and 
John J. Hyde, of Mobile, secretary. Veder 
Wise, Montgomery, also is associated with 
the business as a director and one of the 
owners. 





New Shoe Store at Waco 


Waco, Texas, Aug. 28—The Guarantee 
Upstairs Shoe Store, of which George 
Adelman is manager, is ready to open a 
shoe store on September 1, carrying men’s, 
women’s and children’s shoes. 
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Every Shoe Store Needs 
“MANCHESTER” 
(Trade Mark Reg. U. 8. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only ni 
made which is Hus 
t 
out tacks on the in 
side of shoes. 


“oe anchester"’ 
Trade ack Bes- .& 
nip are made of 
hig’ de tool steel, 

plated with a 
curved jaw that en- 


ables you to cut the 
tacks close to the in- 


“— d specify 
sure an 
Genuine 
“MANCHESTER” 
curved jaw when or- 


d ; 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Mamefacturers 


Boston, Mess. a waist 
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WINDOW DISPLAY FIXTURES 


_ The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 











The Most Popular 
Sise Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
Ne. 1, 2, 3 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 

Makes an attrac 

tive fixture for the store, also 

along wearing and useful one 
as weil. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 
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SALESMEN WANTED 


SALESMEN WANTED 








AESRIERCED SALESMEN wanted for coast, 
le West, and Pennsylvania, to — 
popular prices. 


ledior’ je turn 
commission Address K-543, care Fe Boot and 
Shoe Recorder, 127 Duane St., New York. 


ALESMAN WANTED— 
to sell to retail 





Experienced salesman 
trade well known in stock line of 





ANTED—A yg ommeng to sell a medium grade, 
of low Sows f in big = eh 
a western Pennsylvania dress 
and Shoe Recorder, 207 South St., 
Boston, =. 


a> oe salesmen to 

grade line of moccasins as a side line in 
and other good territory. aA meaty ye 
be able to give reasonable attention to the line. 
Liberal commission. A ddrese E241, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








ANTED —Side line salesman selling 


‘ew other good terri- 
sarin Box E-242, 623 5 eae Blidg., Roches- 
py | ’ 





GALESMEN WANTED on commission basis 

selling women’s and children’s novelty 
shoes for Brooklyn and Long Island . Also one for 
New York and 9 8. J. Glick, 
33 ‘Reade St., New York. 








stock. Write Serr care 
189 W. Madison St., Chicago, Illinois. 


ANTED—Enxperienced hi salesinen 
Winterably at ee = 





vania. 

by letter stati experience, refi 

fuall detail. Comsniseton hesis, Nunn Bush & 
Shoe Co., Milwaukee, Wisconsin. 


ng Seti ne Sa oot aslo baliday 
slippers, house erences. Address 
E-243, Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


Seen WANTED—Resident salesman for 
following territories: Chi 


. Iowa, ‘Illinois, 
Kentucky, Missouri, i i 
i oS Detroit, to 





WANE a <a ey 
commission. line 
Men's Diss Wale Det aan 


est selling 
line in —y ey ee et tee for ive 


WANTED—Good salesmen with established 
trade to carry (with their t lines) 14 
men’s welts to retail at $5.00. All carried in stock. 
Commission only. Commissions paid 








guaranteed silk hose. 
pair to show. We help to book " i 
torial its. Address K-542, care Boot & Shoe Re- 
corder, 127 Duane St., New York. 


ANTED—Would like to hear from A No. 1 
salesm 





xperience, references. Address 
eo Necwden 207 South St., tomy —_ 


— LINE OPPORTUNITY—If you are a real 
Sit ene a 





of 
estest welling MoKay lines lines (lor Children, Misses, 
ic 
Saatiiee-aaitaone Seta 
—caly one 
pened and Lacan” dias, Wecns 
at once. Wette today giving full 





Salesman Wanted 


Experienced shoe salesman with es- 
tablished jobbing trade, to sell one of 
the snappicst and most up-to-date 
lines of infants’ and children’s solid 
leather stitchdowns. Twenty samples 
in all. The best of materials and the 
highest class skilled labor used in con- 
struction of these shoes. Give reference 
and concerns you have traveled for in 
the past in first letter. The Phenix 
Shoe Mfg. Co., Sales Executive Office, 
Wisconsin Hotel, Milwaukee, Wis. 





SALESMEN 
WANTED 


Salesmen wanted with established 
trade only in following territories: 
Oklahoma, Arkansas, Iowa, Nebraska, 
Northern Peninsula of Michigan, Wis- 
consin, Minnesota, North and South 
Dak Colorado, Utah, Wyoming, 
Montana. Please forward references 
immediately with application. Voll- 
man Lawrence Company, Station A, 
Cincinnati, Ohio. Women’s Welts and 
McKays. 





WANTED SALESMEN 


To sell shoes for our new Stock 
Department. Territories: 


Indiana West Va. 
Illinois Pennsylvania 
Michigan Kentucky 
Ohio 


Personal applications preferred. 
THE UNITED STATES SHOE 
COMPANY 
Sales Dept. 
6th & Sycamore Cincinnati 








SALESMAN 
WANTED 


For Western Pennsylvania 


One who knows the trade in this ter- 
ritory. Permanent position with one of 
the oldest, best-known manufacturers 
of men’s shoes. Prefer man who travels 
by auto. Thisis a real job for a real man. 
Give full details in first letter, which 
will, of course, be kept confidential. . 
Address E-233, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








SALESMEN WANTED 


BROCKTON CONCERN Marine 
LINE OF MEN’S POPULAR PRIC 





DENTIALLY. 
SALES MANAGER, BOX 
CAMPELLO STATION, BROCK- 











est of 


Vi 
Middle States and States 
Mississippi 





WESTCOTT WHITMORE CO. 
—— W. Water Street 
Syracuse, N. Y. 
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SALESMEN WANTED 


HELP WANTED 


LINE WANTED 





SAL .ESMEN WANTED—Salesmen to handle a , 


popular priced line of turn boudoirs; also soft 
and hard toe dancing slippers. Address F-183, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass 





GALESMAN WANTED—We want to hear from 
an A-1 Shoe Salesman who is well establishéd 
with the department and high grade retail trade. 
Territory includes the United States. This is a high 
grade line of novelty turns, and requires a high 

ade salesman with a good following. Commission 

. Communicate at once Address E-209, care 

Boot and Shoe Recorder, 207 South St., thay 
Mass 





SALESMAN WANTED—With established trade 
for the State of Michigan to sell our line of Mc- 
Kay and turn-sewed growing girls’, misses’, chil- 
dren's and infants’ shoes on commission. Can be 
sold with other Ay yy lg Address with 
eve. H. 8S. Albright & Inc., Orwigsburg, 








SALESMAN WANTED 

A big volume salesman to sell the 
large retail chain store and depart- 
ment store trade a line of Milwaukee 
infants’ and children’s solid leather 
stitchdown shoes and low cuts. Line 
consists of twenty samples. This is a 
big oprestunt Md a live wire. The 
Phenix Shoe M .,; Wisconsin Hotel, 
Milwaukee, Wis. 








THE BOARDMAN SHOE CO. has 
several openings in the ——_ West 
and Midd le West for ex sales- 
men, with el aa to sell 
women’s novelties and staples in stock, 
on straight commission. Give full de- 
tails and references in first letter. Ad- 
dress 564 Atlantic Ave., Boston, Mass. 














POSITION WANTED 





=. Fourteen years in shoe game. Also 
ble manager. Address K-550, care Boot and 
Shoe ecorder, 127 Duane St., New York. 





USINESS EXECUTIVE OPEN FOR POSI- 
TION. I have had wide experience in this country 
as paptemes agent, credit, office and export mana- 
ger. Am thorough in my work and believe that my 





BUYER 
MEN’S SHOES 


Wanted by a Fifth Avenue re- 
tail store a buyer in their men’s 
shoe department. An unusual 
opportunity for development, as 
advancement will be measured 
largely by the man’s contribu- 
tion to the growth of the depart- 
ment. Fxperience as a shoe buy- 
er, or as an assistant, in New 
York or other large city, essen- 
tial. Describe fully, experience 
and personal qualifications. Ad- 
dress K -540, care Boot and Shoe 
Recorder, 127 Duane St., New 
York City. 








MANUFACTURING PARTNER 
WANTED 


A well-known salesman with an es- 
tablished trade in women’s better- 
grade shoes is contem es entering 
the manufacturi Id to produce 
women’s pa — 2 —_— ad ne 
or misses’ and children hoes. He is 
looking fora partner with *r shoes. He ie 
of money to invest who is also a prac- 
tical manufacturer and factory execu- ‘ 
tive. Prefers to locate in some Middle 
Western city. Write stating your propo- 
sition and submit a which 
will be fully All cor- 
respondence confidential. Address E- 
234, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











VIENNA SHOE 
MANUFACTURER 


of first class ladies’ hand-made 
shoes intends to visit the States 
in September with complete 
sample line. Is desirous to make 
connections with first houses 
and importers. Interested par- 
ties are requested to apply im- 
mediately to Address E-236, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








Experienced Salesman Open 


for Women’s Line 


I have an established trade with the 
best buyers throughout = country. 
Am desirous of agains Ge represen- 
tation of a strong line of women’s nov- 
elty me or Turn shoes. ~~ 2 a: first- 
class, will 
interest me and prefer to cover ~~ 4 the 
large city trade. Experience also in- 

lud a t “ae direc- 
tion and merchandising. sales 
record and standing with the aie are 
my best —_ For further 
pe address E-235, care 
t and Shoe enerder 207 South St., 
Boston, Mass. 























TO LEASE 








Lf rolleyes shoe on and manager. 
Age, experience and sal ‘ted first letter. 
Must be able to report soon. t Donaldson Co., 
Charles City, Iowa. 





WANTED— Young retail shoe salesman, must 
pare Sot some er and be a be ~4 

worker. State experience, salary e and give 

references. A. Ruff’s Son., Butler, — 





SHOE DEPARTMENT 
FOR LEASE 


Space on mezzanine for dept. +, with 
women’s, misses’, children’s shoes of 
ae! =| growing store: town of 
20,000. F. iculars write The Ideal 
Co., Massil n, Ohio. 














experience and enthusiasm can be made a v 
asset to any organization that is on the up-grade. 
Best of references furnished. For further particulars 
address E-244, Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





SMe BUYER and department manager now 
open for live proposition. 15 years experience. 

ears old. Married. Can uce large volume 

ig profit in Ladies’ and Children’s high grade 
and popular price shoes. Now employed. Can give 
Al references from past and present employer. 
Address, E-218, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


LINE WANTED 


OMEN’S LINE WANTED— ly éx- 

ienced and reliable salesman sel! “4 the 

esale, department and volume trade is open for 

a a line of women’, misses’ and children’s shoes for 
the present season. Best of references furnished. 

For further particulars, Address E-245, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








FOR SALE 


po. ® SALE—Up-to-date shoe store doing = 
cellent business. City of 23,000 pepe, Co 
the Main St. near Ford Automobile factory. 
lease, low rent. 4 for a live wire. oo | 
100 per cent clean. Reason for selling, owner leaving 
cit  F Address E-246, care Boot and Shoe Recorder, 
207 South-St., Boston, Mass. 











EXPERIENCED BUYER AND MAN- 
AGER of Men's, Women’s and Chil- 
dren’s Shoes would like to make cha 
preferably in the South, but wou 
accept good offer ‘anywhere in the 
country. For full information write to 
E-220, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





WANTED 


Commission lines of leather. Capable sell- 
ing organization with excellent standing 
throughout the shoe trade. All inquiries 
confidential. Address E-231, care Boot & 
Shoe Recorder, 207 South St., Boston, Mass. 








Jobbing Business For Sale 
in New York City 


Medium size business pentiins® limited 
line. Business established years 


on building. Address E-237 
and Shoe Recorder, 207 South St., 


Boston, Mass. 
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FOR SALE 


WANTED TO PURCHASE 








F,PUCATOR SHOES—Sixty pairs women’s latest 
type. Make cash offer or trade for school shoes. 
Davis Bros., Lansing, Mich. 


‘OR SALE—My stock of shoes and fixtures and 
lease, excellent location, long established busi- 
ness. Must sell on account of health. This is a chance 
to make money for a live wire. Jacob Decker, 7041 
Superior Ave. cor. Addison Rd., Cleveland, Ohio. 


FoR SALE—Only exclusive shoe and hosiery 
store in town of 8,000. Best location, rT. 

Rail Road town, Doing $30,000 business. Will 

for cash $8000.00, stock clean. Good reason for 

selling. Don’t answer unless interested. Address 

E221, care Boot and Shoe Recorder, 207 South St. 

Boston, Mass. 


FOR SALE 


For Sale: Best exclusive shoe and hosiery 
stock in city of im northern In- 
diana. Best location in city. Stock in 
fine dition. Good for selling. 

Do not write unless interested. Ad- 
dress E-141, care of Boot and Shoe Re- 
corder, 207 South St. -, Boston, Mass. 


























WANTED TO PURCHASE 








THE NEW YORK EXPORT 


PURCHASING CORPORATION 
596 BROADWAY, NEW YORK. N.Y. 


WILL SLOW SELLERS FOR 
BUY (ENTIRE sTocKS | CASH 


ins in shoes al hand 
oe See sn epee cutee 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
or slow sellers. Quantities no object. 
or wholesale. Short term leases taken 


J phone us. 
tablished 1890. 
MAX GLAUBERG 
52 Lispenard Street, New York Cit 
We also purchase clothing, hats. furnishing 
goods, etc. Phone Canal 








DO YOU CONTEMPLATE 


Retiring or going out of business? We will 
Sey velze Ses your entice or corplas stock, of 


ished 25 years. 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 


CASH PAID 


shoe stores or surplus stocks of shoes 
for other merchandise. Leases taken over. 
We will send a representative to investigate 








and make offer upon request 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 











Slow Moving num 
give you immediate reply. 


S. CLEARFIELD 
116 W. 32nd Street, 


I PAY SPOT CASH 


For entire Shoe Stocks, Surplus Shoe Stocks and 
Any quantity. Will 


New York 








shoes or other merchandise. 
tity. Prompt attention given. 


293 Church St., New York, N.Y. 
Phone Canal 0679 


CASH PAID 


for entire shoe stocks or surplus stocks of 
Any quan- 


KIRSCH-BLACHER CO., Inc. 








“Hor 809 30 years our specialt 
Bank and mercantile cofevenes. 


10 Broadway, Brooklyn 
Phone Stagg 1757 





os. and highest cash price 
for byes BS hates’ os oe ks of shoes or 
ee may coneky no object. 


.BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER. Proprietor 
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Information for Shoe er 


“Where to Buy” constitutes a 
knowiedge so that he who runs through th zs 
pages may read—and learn. 















High cut Boots—$2.90 to $3.65 
Write for samples 


“see eee === = SS ——— _———=— = 
—S eee a a a a a ae sh st at st ame am nts ae an ne me en en 





Reece’s E. Z. Walking 


Wooden Sole Footwear 


Oil Grain and Wax Veal—Leather uppers 


1 buckle shoes 
$1.42 % to $1.95 


REECE WOODEN SOLE 
SHOE COMPANY 


Columbus... .. .. Nebraska 
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202 


213 


Seslen. E. E., Company, Boston 

Tessier & Goveete, 5 eR Mass 

mson Bros. , Brockton, Mass 172 

Tober-Saifer ice Ga, telus Mo. et 
-Crooker Shoe Co., F 

Tom: wk Shoe Co., Ly, 

Triangle Shoe Co., New York City 


United States Rubber Co., New Len wrty aes 
Utz & Dunn Co., R 3 4 & 


Watson Shoe Co., Lynn, M 
Weber Bros. Sho Co., No. Adams, Mass... 
Weimer, Wright & Watkins Co., Philadel- 


Whitman & Keith, Brockton, Mass 
— ur, Shoe Co., 





Auto Knitter Hosiery Co., Inc., Buffalo, 
N.Y 150 


Beaton, J. R., Co., Inc., New Fos City... 4 
Brown-Durrell Co., Boston and New York... 
Cooper, Wells & Co., St. Jeg Ne 

—. Silk Company, ew Yea * 


reund & Brickman, New York City.. 
Hosiery Guild 


, Ime., 
York C 
Gotham Silk Hosiery Co., Inc., N. Y. City 129 
Harrington & Waring, NewYork City... 146-178 
Ipswich Mills, Ipswich, Mass. 
— Hosiery Repair Service, New = 


Marshall Field Co., Chi 


——_ Silk ew York City. . 


i. New York 


Rollins Hosiery Mi Des Moines, Iowa. . 
Rosenhain Co., Inc., New York City 


Sohn Co., New You City 
Sulloway Mills, Franklin, N. H 


Van Raalte Company, New York City 
LEATHER AND OTHER MATERIAL 
American Sole and Belting Tanneries, 
New York City 48-49 


Beggs "a Cobb, Inc. 
Brown, C. D., & Co., Inc., Rochester, N-Y. 


Chamberlain, B. F., Boston 
Clifton Mfg. Co., Boston 
Creese & Cook Co., Boston 


Evans, John R., & Co., Camden, N. J.. 
Gallun, A. F., & Sons. Milwaukee, Wis... 40 
Goodyear Tire & Rubber Co., Akron, Ohio. 57 


Henderson, F. R., & Co., Inc., New York 
Cit 206 

Hunt 

Jones regal F. E., Boston 


| ay Cc. D., Co., 
a c., Sgothe Co. _ 
bTeakody: Mans ass. . 


Levor, G., & Co., i" New York City.. 
ro & Vogel Leather Co., Milwaukee, 


Quabaug Rubber Co., No. Brookfield, Mass 192 
Reurins. Fred, Leather Co., Fond du L 


MACHINERY, LASTS, MFRS.’ 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston 
Everett & Barron Co., Providence, R. I..... 62 
Thompson-Field Co., Eyes Brock Mass or 
Tubular Rivet & Stud Co ‘ian. 
United Fast Color Eyelet on Boston 

Boston 


United Last Co., 
United Shoe Machinery Corp., Boston. . 


Wilson Process, Inc., New York City 


FINDINGS AND SHOE STORE SUPPLIES 
Alterson, L., & Co., New York City........ 177 
Coultas Co., D. W., Providence, R. I....... 177 
Ellis, W. E., Co., Haverhill, Mass 176 
Gilbert, E. T., Co., Rochester, N. Y 1% 
Hymes, H. L., Co., New York City 171 
Kahn'& Buick: ine. Brooklyne N.Y... 
Lyons, Hugh & Co., Lansing, Mich 


Mannheimer, Abe & Co., St. Lene, Mo. 
Meyers, F. E., & Bro. ., 

Milbradt Mfg. i o. 
Ns eae Mach. Co., Brockton. 


Somers, J. L., Mfg. Co., Newark, N. J..... 
Vanity Novelty Works, Brooklyn, N. Y..... 1 
Whitcher, Frank W., Boston 


MISCELLANEOUS 


ae Max, New York City 


New York City 
Hoe Print, Inc., Brockton, Mass 


Illinois College of Chiropody, Chicago, Ill.. 184 
Kalter Cerf. Co., Max, New York City 
Kirch-Blacher Co., Inc., New York City... 213 


New York oy Ni 
£2 bee ee ew as 


WwW: 9 Div 
Washew Go.,Ine-, Chicago.” 
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The Natural Medium Of 
cA National Industry 








9 AY back in 1882, 
when Vol. 1, No. lof 
this publication was 


kicking in its crib, the business 
of our country was also young. 
The nation was a gangling, 
growing, freckled  stripling, 
with areas of business and 
vast tracts of almost -virgin 
wilderness. 


Big business was tentatively 
stretching its hands across the 
Mississippi—shoes and leather 
still hugged the Atlantic sea- 
board, with iron, cotton, wool 
and other basic industries. 
Mexico and New Mexico were 
ruled by a feudal system of 
great lords and under-lords as 
powerful and primitive as 
that of the Middle Ages. 
Texas, Nevada, Arizona and 
the Northwest were truly 
“The Wild and Wooley.” 
Where the graphophone and 
radio shriek today on peace- 
ful Main Streets—the bob- 
tailed mountain lion, the 
coyote or the wild duck made 
similar music. In the South, 
ox-carts were creaking, axle- 
deep in mud between planta- 
tions where Rolls-Royce cars 
skim today over the macadam 
between great industrial 
centers. 


The forefathers of shoe stores 


which now have a five or six 
figure turn-over were doing 
business in one-story monitor 
shacks with a false front and a 
similar credit rating. Farmers 
and miners made a gala day of 
bringing the family to town to 
be shod. 


And now, like drops of quick- 
silver running together in a 
shining whole, we have 
changed from a group of 
pioneers to—states_ truly 
united, a nation! 


In this national growth the 
Boot and Shoe Recorder has 
been a unit. Starting as a pub- 
lication for interests largely in 
the East, it, too, has stretched 
itshands Westward and South- 
ward, binding merchant with 
manufacturer as each joined 
the great conquest of a con- 
tinent. Like the country, the 
Boot and Shoe Recorder has 
gradually grown from local to 
national influence. 


Today—it is a national pub- 
lication, carrying national ad- 
vertising and news to you, the 
13,000 merchants and manu- 
facturers of our subscriber 
family. 


Can we not congratulate each 
other that we have come so far 
and so usefully together? 
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PROPER STYLES FOR FALL 
A Complete Line of High Grade Turns 


No. 3426—Black{Satin, Black Ooze Calf Trim- 
med, Turn, 16-8 Full oy een 5 Cyne ae 
Semi-French Last. A:to C.. $4.7: 


No. 3425—-As above,"Silver Brocade, Silver Kid 
Trimmed, 16-8 Full Covered a Heel. 
Ato $6.50 


No. 3436—Black Satin Turn, Black Suede Calf 
Trimmed, 14-8 Covered — ey Semi- 
French Toe. A to C 34.75 


No. 3437—As above, all Mat Calf, Three re 
14-8 Covered Spanish Heel. AtoC . 
No. 3853—As above, all Brown Kid. A to C. 3s. 35 


No.* 3255—Black Satin, Black Suede Calf, 
Front Lattice, FL ny 14-8 Full Covered —— 
Heel. A to C. Price ‘ $5.50 


No. 3257—As above. All Brown ae, 14-8 
Cuban Heel. Pelee ....< .. $5.75 


Exclusive designs and 
patterns from the lead- 
ing New England turn 
manufacturers. 


In Stock 


Ready for Shipment 
all the newest leathers 
and shades represented. 
Highest class turn 
workmanship; also 
many stock numbers 
of imitation turns and 
welts. 


Terms: 2% 10, Net 30 
F. O. B. BOSTON 


Single pairs 25 cents 
extra. 


Largest Women’s Specialty 
Shoe Wholesalers in 
New England 


No. 3847—Black Ooze Calf, Patent Leather 
Trimmed, Silk Side Gored, Turn, 16-8 Full 
Covered Spanish Heel. A to C. Price... .$5.90 


No. 3857—Black™ Satin, Three Strap, Black 
Ooze Calf, Trimmed, Turn, 16-8 Full Cores 
Sp2aish. A toJC. Price. .... . $5.7 


No. 3858—As above, Black Ooze ) Dull 
Trimmed. A to,C. Price ‘ . $5.90 


No. 3859—As above, Dark Brown Ooze Calf, 
Brown Kid Trimmed. A to C. Price $5.90 


No. 3323—Log Cabin Suede Calf, re rune 
Welt, 12-8 Block Covered Heel. A on ag 
2 


No. 3324—As above, al) Black Ooze ts Calf. A to 
C. Price $5.25 
No. 3325—As ome Black Ooze Calf, 8-8 
Covered Heel. A to C. 25 
No. 3326—All Pinch Kid, 12-8 8 Leather Heel, 
Rubber Top Lift. A to C $4.35 





ROGERS BROS. SHOE CO. 


LINCOLN ST. BOSTON 


MASS. 


39 COAST BRANCH,135 BUSH STREET, SAN FRANCISCO 





N 
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“The Old Lad; Who 
Lived in a Shoe” 


Wouldn’t have been so cranky had she 
enjoyed the solid comfort of FISHER’S 
“Full-Foot.”” There are many elderly 
ladies and younger ones, too, who are 
looking for the restful comfort of 
FISHER’S ‘“Full-Foot.” I’m after their 
trade—for to fit them with FISHER’S 
Comfort Shoes is to make friends who 


will talk Up my store for life. The profit Genuine Vici, Flexible McKay. Triple E Wide, Full 


per pair is as comfortable as the shoes Ankle Last. Reinforced Spring-Steel Shank (3 rivets). 
h ] Extra long Instep and Arch Supporting Sole Leather 
themselves. Counter. High Quality Sole, Wingfoot Rubber Heel. 
Style No. 054 ~~ - 

FISHER’S “FULL-FOOT” a 


Boot—7% in. Quarter. Genuine Black or Brown Vici. 


CARRIED IN STOLE: : Price, $3.00 


RTS 


Boston Office : 216 Lincoln Street Chicago Office : 189 W. Madison Street 





Vol. 83, No. 25. Published every week the Boot and Shoe Recorder Publishing 207 South St., Boston, Mass. Entered[as second c' ik y 
ter April 15, 1923, at the Fost Office at Boston, Mase, under the act of Congress of March'S, 1879. Subscription price, $5.00 a year. Printed in U. SA 
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We Recommend 
Particularly 
for Fall 


our color 19 Camel ° 


color 222 Autumn 
Brown 

color B Golden 
Brown 

color A Havana 
Brown 


colors 70 and 170 
Gray 






\ VODE KID 
i (e Color 222, 
Autumn Brown, 


with quarter lin- 
ing of the. same 
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Me Shoe Shown by Courtesy of 
The Dunbar 
Pattern Company 


Made of 


stock. 





THE 
STANDARD 
ae KID co. } 


Ss 
The Authority of 
UODE (olors 


IT is easy to be right if you 
take special pains to do so. 


VODE Colors have become 
an accepted authority with 
makers of the finest footwear 
because we never relax in 
painstaking study of the 
color trend as applied to 
fashion. 


The Standard Kid Company 


209 South Street 338s Boston, Mass, 


Branches in New York, Philadelphia 
Cincinnati, Chicago, and St. Louis. 








2 
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Try this 
“<Livening’ Touch 


‘We are selling quan- 


tities of our color 70 
GRAY for use in quar- 
ter linings on Black 
Glazed Kid and Black 
Patent Shoes. This 
color materially livens 
up the shoe and also 
lessens crocking of 
hosiery. 
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IN STOCK 


A-B-C Widths 


THE MASTER STYLE for FALL 


Collegiate oxfords for your most particular customers. 
Varsity last. Carl E. Schmidt’s color K (medium 
tan) Golf Grain with color W (light tan) insert. 
Special color W cork sole welting. 14 edge with 
heavy 10 iron oak bend single sole. Soft toe. Wing- 
foot heel. 









































Feature Marion’s Master Styles for Men. 





MARION SHOE CO. 
MARION, INDIANA 


———~ 


WESTERN QUALITY AND EASTERN STYLE 
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THIS OXFORD APPEALS 
STRONGLY TO THE BETTER 
CLASS TRADE. ITS VERY 
SIMPLICITY IS A DISPLAY 
OF CHARACTER--STRONGLY 
AND STURDILY BUILT OF 
THE BEST LEATHERS WITH 
FULL GUSSET TONGUE AND 
FLEXIBLE SOLE—EASILY 


“The Quality is Higher Than 
The Price’ 


Have you received If not, a line will 
one of our Fall bring it to 
catalogs? 


No. 31500—Mahogany Elk Oxfords, 8/8 
Leather Heel, Modified English Last, Soft 
Cap Toe, Blucher Gusset Tongue. 


Sizes A to D, 24% to 8 $4.00 


Stock Department 


THEJUVENILE SHOE CORPORATION 


CARTHAGE - - MISSOURI 


Stocked for the 
South Coast: Pacific trade by North Coast: 
Williams-Marvin Co. Fithian-Barker Shoe Co., 
San Francisco—Los Angeles Portland, Oregon 
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Mud tracks do not happen 
with Armstrong Heels! 

ERE is a point every woman will 

H appreciate. There are no cups or 

depressions in the new Armstrong 


Circle A Heel to track mud or dirt into 
the house. 














The mud-free feature of the Armstrong 
Heel will appeal to the woman who comes 
to your store to select her own shoes and 
the shoes for her children. 


The design is built above the level of the 
heel, and there are no depressions to leave 
mud on her floors and rugs. 


Test this feature out for yourself. We 
will gladly send you a sample pair of heels, 
if you drop us a card stating your size. 





ARMSTRONG CORK COMPANY, Shoe Products Division, LANCASTER, PA. 


Armstrong 











Circle @) H ee / 5 
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THIS TRADE MARK IS 


Your -Assurance of Quality 








BEARS THE FULL NAME 


Dati C. B. SLATER COMPANY New York 


Park Sq. Builders of Shoes for Men, Women & Children A eolian 
Building Building 
St. James SOUTH BRAINTREE, MASS. 33 W. 42nd 


Avenue Street 


2 
S 
2 
; 
. 
: 
: 
: 
: 
: 


Send for Catalog “B” of In-Stock Styles 
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No. 1969. Black Calf 


No. 2969. Ace Brown Calf 
Brogue Last 


$5.65 


A world of style, wear and comfort are combined in 
this good-looking Nunn-Bush Fall Oxford. Due to 


ankle-fashioning, an exclusive Nunn-Bush process, it 





retains its neat, snug ankle fit, throughout its long 
life. In stock. 








- Nunr-Bash & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 




















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








Seplember 8, 1923 BOOT AND SHOE RECORDER 





JUDGE IT BY ITS USERS 


cot Va | 
Gi WT Ui || A OT 


| | afl, 
Mi a ||. oe a 








ey 














—— <n) Re \ 
qq tit 








‘‘Newcastle Havana Brown 
Is the Standard’’ 


Four shoemen met in the smoking room of the ‘“Twenti- 
eth Century” and, in “talking shop,” drifted into 
discussing leather colors that would be “good” for 
next season. 

“I want to tell you all,’ said one, ‘that New Castle 


Havana Brown is one leather they never seem to tire 
of. I consider it the standard.” 


All agreed that New Castle Havana Brown Kid was a 
leader and sure to continue so indefinitely. 


New Castle Leather Company 
New York 
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eAnnouncing 


Bolet - 


(olor Three 


ITARBUA 


A bewitching new and original 
shade, just brought back from 
Paris by a member of our firm. 


You can only appreciate its beauty 
and novelty by seeing a sample. 


Other Very Popular STARBUK Colors Are 


Color 33 BOBOLINK (a perfect Log Cabin) Color 43 HAZEL (Medium Brown) 


Color 40 AUTUMN BROWN Color 9 SILVER (Light Gray) 
Color 21 BAMBOO Color 18 FOG (Medium Gray) 


Color 39 MALTESE GRAY (Dark) 


TOLMAN, DOW & CO., Inc., 
174 Lincoln Street, Boston, Mass. 
Rochester, N. Y. Cincinnati, Ohio Greater New York St. Louis, Mo. 


Mr. Charles L. Kirk Mohr-Holters Sales Co. New Castle Leather Co. T. M. Fitzgerald & Co. 
22 Andrew St. 202 E. 7th St. 100 Gold St. 1602 Locust St. 


GENERAL REPRESENTATIVES FOR NEW CASTLE LEATHER CO.— 
CONTINENTAL EUROPE— HEADQUARTERS AT PARIS, FRANCE 
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A Heel Hugger Strap Pump 


It will not slip at the heel 
: or bulge at the sides 


Style B679G 
Telegraphic Code Word “Hail” 


Women’s Black Kid, One Strap, Two Button, Gloria 
Sandal, Welt Sole, HH 630 Last, Two rows of stitching 
around Vamp and Collar, Plain Toe, Special HEEL 
HUGGER Patterns, 1%’ Cuban heel. AAA, 5 to 8; 
AA, 5 to 9; A, 4% to 9; B, 4 to 9; C, 344 to 9; D, 3% 
to 8. 


Price $5.60 net 30 days 


IN STOCK 


‘_dWire for exclusive agency 


Heel Huggers 


Fashionable Footwear That Fits 


All Heel Huggers styles are especi- 
ally constructed over Heel Hugger 
lasts and patterns. 


They fit snugly at the heel and 
ankle, but allow plenty of room 
for the ball of the foot. 


They are made from the highest 
grade of materials, and are rein- 
forced in such a manner that they 
will not stretch with usage. 


And last —but not least —we are tell- 
ing millions of women, by means 
of national advertising, about 
their wonderful fitting qualities. 
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Repco Makes Shoes Look New 


Re is a liquid enamel lac or other gummy substance— 
which restores that much but materials that protect the 
desired newness to sole edges _ leather and prolong its life. And, 
and to heels. best of all, Repco clings firml 


Your customers prefer Repco to and evenly to the surface. It 
any other brand of enamel hw does not rub off. 


cause Repco is ae —_ Repco is made in every stylish 
without danger of soiling oe color—white, ivory, light gray, 
or clothes. dark gray, champagne and Ha- 
Repco contains no varnish, shel- = vana brown. 


For Sale by Shoe Finding Jobbers 
UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 
J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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A Few of Our Many Strap Patterns for September 
and Early Fall Selling 


Get Your Orders in on These Popular Styles Early in Order 
to Be Assured Prompt Shipment 


% 


; No. 110. Price $4.35 
No. 189. Price $4.50 Black Satin One Strap Moston, Black 


Thrush Suede Betty Cross Strap, Ivo Suede Strap and Trim, Single Sole, 8-8 
Kid Straps, Single Sole, Full Spani =e Covered Heel, Belmont Last. AA to 


Louis Heel, Euclid Last. AA to C 


No. 180. Price $4.15 No. 112. Price $4.00 


Black Kid One Strap, Natalie, Black Mandalay Suede One Strap rion, 
Suede Trim Single Sole, Full Spanish Louis Brown Calf Strap and Trim, Ne Sole, 
Heel, Euclid Last. AA to C. 8-8 Rubber Heel, Belmont Last. AA to C. 


No. 181. Price $4.15 
Same in Patent Dull Kid Trim 


No. 103. Price $4.50 No. 102. Price $4.15 





Thrush Suede Betty Cross Strap, Ivo 
Kid Straps and Trim, Single Sole, Full 
Spanish Louis Heel, Paris Last. AA to C. 


Patent One Strap Natalie, Dull Kid Trim 
and Strap, Full Spanish Louis Heel, Sin- 
gle Sole, Paris Last. AA to C. 


THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET 


BOSTON, MASS. 
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OUR FULL CONE 
HINGED LAST 


Prevents straps from 
riding above the cone 





and into the hinged 
opening, thus saving 
much time, and speed- 
ing up production. 





Straps can be buttoned 
in the exact proper 
position when the shoe 
is on the last. 








“Just What We Have Been Looking For’’ 


That’s how some of the largest volume 
producers of smart style footwear characterize 


Our New Full Cone 
Hinged Last 


This last can only be obtained through us, and 
is now made only at our Auburn, Maine, and 
Rochester, New York, factories. Others of our 
plants will shortly be equipped to provide it. 


UNITED Last COMPANY 


HEADQUARTERS, BOSTON, MASS. 
SIX SHOW ROOMS 


TEN FACTORIES BOSTON 


BROCKTON ROCHESTER ‘jo aia 
—— a 1402 Bush Terminal Bldg. 


LYNN AUBURN 
»CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


CINCINNATI 
803 Syracuse St. 


ST. LOUIS 
Adv. Bidg.,. Rm. 303 

Affiliated Comgeay 
United Last Company, Ltd. 


Montreal 
with Branch Office at Toronto 


CHICAGO 
Wells Bldg., Rm, 406 
PHILADELPHIA 
331 Arch St. 


MILWAUKEE 
10 Metropolitan Bidg. 
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The Biggest Business 


BUILDER 
of the 
Last Ten Years 


The Truwauk Shoe is scoring 


an instantaneous hit in many 
cities—NOW. 


A) 
WS Wy \ 
. 


° NS 
~ ew saw WAS TANS ~. 
PEA ANA 
\ 
XN 


Women are talking 

About the amazing comfort 
About the sheer beauty. 
About the Sensation of Ease 
About the Discovery they’ve 
made. 














Peorusry 24, 1923 


nny This is straight—Letters from 
= dealers prove it—Agents are en- 
thusiastic. They are Making 
Money on Truwauks. _ eS. 


\ an 


Get aboard. Find out. Don’t 
pass up an opportunity. At least 
investigate. Write NOW for 
representative to call or for 
literature. 


The Beautiful Walking Shoes 


Made by 


I. MILLER & SON, Inc. 
One Carlton Ave., Brooklyn, N.Y. 
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CODING WINNERS 
























Buying good shoes at a good 





price is not a difficult matter— Shi 
but getting shoes of uniformly thi 
good materials consistently well sul 
made, to retail at $8 and $7, pri 
has proved a problem to many me 
shrewd buyers of men’s shoes. qu 
By concentrating the facilities tal 
of the Goding factory on help- Wi 
ing dealers to solve this prob- Ge 
lem once and for all, the Goding ‘ 
Shoe Co. has built up a line on - 
which you may safely depend 





to build up a sizable business 
at these prices. 
















No. 655 


P. & V. Mecca brown" calf bal shoe; pinked tip; 
2 and 2 es: 9 iron sole; ; Wingfoot heel; 
Derby last ......... $5.35 
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Your first shipment of Goding 
Shoes will convince you that 
this specialized production re- 
sults in quality far above the 
price — and subsequent ship- 
ments will prove that Goding 
quality always is rigidly main- 
tained. 





When Goding dealers order 
Goding Shoes they Know just 
what they'll get. 


A postal will bring 


~ No. 635 
Salesmen or samples. 


Rueping’s ruby red smooth calf Bal shoe, long 
fold tip, 9 iron sole with Sasgerthe rope stitch; 
Goodyear Wingfoot heel... WETS 5.35 


— yy 








“a 





No. 622 No. 432 
P. & V. smooth calf bal oxford, No. 108 tan; Rueping’s black Norwegian calf blucher oxford; perfor- 
3 double rows of stitching on tip and vamp; ation and two double rows of stitching; bleached kip 
bleached calf ducaseol — 9 iron —- Duke quarter lining; Dri-foot Welt; 814 iron sole with fibre 
last ie --5.20 slip; leather heel, New York last... $5.15 


eye (0) 5 “COM | Pea 4 


§33~855 W. CHICAGO AVE., CHICAGO 



















BOOT AND SHOE RECORDER September 8, 1923 


LL Beckwith ___r_ =) 


| ee ee ee ee ee! V U L C O . FOOT METTLE AT LE “teint i heteded 
. COSGNIT a 
= <———s 


— I 








ok 





or 








N 
N 
, 
\ 
\ 
Ny 
, 
N 
A. 
N 
N 
. 
N 

His 
k 
: 
N 
R 
| 
N 

is 
\ 


ca 


74 


vs oS Praha” wy ot “ mf 
- et ? ee ee eh vs 


VULCO-UNIT BOX TOES FOR STYLISH SHOES 


Clean cut, well formed, stylish toes are assured when shoes 
are made up with Vulco-Unit Box Toes 


THE GENUINE VULCO-UNIT BOKTOE IS MADE AND SOLD ONLY BY 


BRYCKWITH MFG, CO. 


argest Manufacturers of Box Toes in the World 
il! SUMMER STREET. BOSTON. 


Chicago G.W. KIBBY & CO. i ‘Ss GEO.A.SPRINGMEIER CO. Cincinnati 
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OSCAR FE WRIGHT CO. } | 6 St Louis 


Se ag ngeengngennneneeen=oenneeereneeenee i | 
i al nt th vee hahha Bon, Aine, Ate | ~ t le ee ee 
. SP ooo 2 








, 








i 
L y 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





September 8, 1923 BOOT AND SHOE RECORDER 19 


For a Quick Turnover 


Kreider Shoes are quick sellers. Young- 


sters prefer them. Mothers approve them. gy . 
Kreider Shoes are honest shoes—as good K\ 
as they look. They stand up under miles 


and miles of hard and steady travel. Shoes for Boys 


Samples of numbers — shown, or any 

others of our line, will be mailed for in- ‘ ] B ; 

spection without expense to you. G1 I S and a b V “sd S 
* Mahogany and Black 


In stock at our distributing 
houses for at once delivery 


| TeAS WAG. 


PHILADELPHIA PITTSBURGH 
NEW YORK ST. LOUIS 


1959 Mahogany Bal. Goodyear Welt. Footform Last. 
Little Gents’ D 10 134% $2.25 
Youths’ cD I 2 2.60» 


1957 Gun Me tal, as above. 


2959 Mahogany Bal. Goodyear ,Welt.‘Full Vamp. All 
Leather. Wingfoot Rubber Heel. French Toe. 

Boys’ CD 2% 5% 

Youths’ cD I 2 

Little Gents’ D 10 134% 


2957 Gun Metal, as above. 


NOT A CUT-OFF VAMP IN THE KREIDER LINE 
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REG. U.S. PAT. OFF. 


Wee, | i) Se Dresr Shoe for 
\ ee 74 the Boy who Cates 


























“Whittemore’s Superb Patent 
Leather Paste puts sunlight 











into patent leather shoes.” 703 
Patent leather shoes will be selling well this Fall 
and Winter. A good stock of our Patent Leather 


Little Gents’ 
Paste should beon hand. Most simple and satisfac- 


tory preparation for keeping patent shoes looking Sizes 9-13 \ 


Delivery 15 Days 


This Bobs for the little gentlemen 
will receive the hearty approval of 
young Americans. When they see 
it in your windows they are sure to 
want it. Made of Fred Rueping’s 
calf in mahogany and gun metal— 
Rock Oak soles. : 


The Shoulder Channel Process 


Bobs have become famous throughout the shoe 
industry, because of the splendid wearing 


BROWN SHOES 
FOR ALL KID : NEED FRE- 


AND CALF 
SHOES, THERE 
IS NO POLISH 
WHICH GIVES 
BETTER RE- 
SULTS. IT IS 
ADMITTED 
THE BEST POL- 


QUENT TREAT- 
MENT TO KEEP 
THEM CLEAN 
AND BRIGHT. 
A LITTLE BOS- 
TONIAN CREAM 
DOES THE 
TRICK SO WELL 
THAT ONE BOT- 


= iven them through our use of the 
Ider 1 Process in manufacture. This 
process places the inner and outer soles together 
without the use of a cork filler. It gives the shoe 
longer life—can be repaired more than the 
average. 


Write for further information. 


ISH FOR REG- ; TLE SOLD 


ULAR USE. MEANS REPEAT 
‘ BUSINESS. 


Terms 5% 10 Days— Net 30 Days 




















More than 27 National Magazines carry Whittemore 
consumer advertisements, stirring up business for you 


Send for Catalog and Price List 


WHITTEMORE BROS. 


CAMBRIDGE MASS. 
When your jobber can’t supply you, write us 


KANNALLY-WICK 
CORPORATION 


Manufacturers 


HIGHLAND, ILLINOIS 
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Two Important Books— 
Fave You Seen Them? 


They are intensely interesting 
—and valuable—to the far- 








The two books shown above will help any dealer in- 
crease his Co sales. The Green Book is full of val- 
uable sales advertising estions, while the 
catalog is a handy buying e to the complete 
Daniel Green line. "ye you vy Se t seen these books, 
send for them today. 


Daniel Green 


Comf 
Slippe 


sighted shoe retailer who is 
thinking more in terms of per- 
manent customers than of in- 
dividual sales. 


' The dealer who explains the 


superior construction of gen- 
uine Daniel Green Comfys, 
and shows the customer why 
they cost just a little more 
than the cheaply priced arti- 
cle that so closely resembles 
the original Daniel Green slip- 
per, is getting a sure reward 
for his pains. 


He not only makes a better 
sale—speaking in dollars and 
cents—but he is selling satis- 
faction, and making certain 
his customer will come back 
again. 


Daniel Green Felt Shoe Co. 


General Offices : 
DOLGEVILLE, N. Y. 


= osx CHICAGO BOSTON 
Sales Office 
116 . om St. 189 W. Madi- 
son St. 


GLintieD 
/Comty/ 


Cpa 
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KENDEX <etp> INSOLES 


Are Always Unitorm 


in Thickness — in Flexibility — in Performance 


This photograph of a channeled KE N- 
DEX Insole illustrates the perfect ‘‘lip” 
which KE NDEX makes possible. 


We have never heard of an instance of 
stitches tearing out of a KENDEX 


Insole. 





Leather insoles may vary—KENDEX, never. ial 
Kendex are all one grade—no seconds—no thirds—ALL FIRSTS. KANEVA 


McKay Insole 


Thus KENDEX always gives the same uniform satisfaction. Contains no glue; 
will not shrink or 


swell in shoe; un- 


affected by - 
Kendex Is Not a Leather Substitute aa ne So 


construction pre- 


It Is an Improvement _. serves the lines of 
the shoe. 











KENDEX Insoles channel perfectly and They are so yielding and pleasant that they 
hold stitches firmly. actually eliminate callouses. 

They are naturally flexible and cushiony— They are non-conductors of heat and cold, 
therefore, conform most readily to the and thus keep the feet warm in winter and 
foot. cool in summer. 


Ask to See KENDEX in the New Sample Lines. More 
First Class Houses Than Ever Are Using KENDEX. 


‘ 


Remember: “‘The Feeling of the Feet Is Reflected in the Face’—WEAR KENDEX 


KENWORTHY BROTHERS Co. 


STOUGHTON, MASS. 


KENWORTHY BROS. OF CANADA, LIMITED, ST. JOHNS, P. Q. 
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No. F 745 


Black Calf Oxford, 
Radio Last, Brown 
Leather binding on top 
and tip, Calf 

Lining, White 

Gale. . sees e 


IN STOCK 








oe, Neat Stitched 
Pattern, 14 iron sole 
with sloop edge, Rub- 
ber Heel $6.00 








There’ S ean 
of g0 to 


THE CERTIFIED SHOE 


sistently good styling backed 


Action in every line—grace 


in every curve. The kind of 
shoe that takes the fancy of 
live business and college 
men. By no means wild, but 
enticingly different. Con- 


by consistently good shoe- 


making. Hundreds of the 
better dealers are building 
prestige and profit on its 
quality reputation. 


RAPID IN-STOCK SERVICE. Write for Catalog F 


STONEFIELD-EVANS SHOE CO. 


ROCKFORD - 


- ILLINOIS 


Chicago Sales Office, 410 Security Bldg. J. Wurmser 
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AMERICAN WEEKLY September 16, 1923 


End your 
foot troubles 


Positive and Instant Relief 
with Dr. Scholl’s Foot-Eazer 


"S absolutely no need to suffer the tortures caused by ailing 
feet another day. No matter what your foot trouble—no matter what 
have instant and permanent 





ientifically device 
—- feet from heel to ball. It gently 
but y supports the arch—relieves all strain 


on the aching muscles and | 

suiisven oll foes sooutien. 
Easy and comfortable to wear 
The Foot-Eazer is light in weight. 





Certain relief is no further away than the 
nearest shoe or store featuring Dr. 
Scholi's Foot Comfort Service. Go there 











Dr Scholls 


Foot Comfort Appliances 


The above advertisement (greatly reduced) will appear in The American Weekly on Sunday, Sept. 16. The 
circulation of this periodical is over 4,300,000 copies, with more than 12,000,000 readers. Every shoe dealer 
in the United States rendering Dr. Scholl's Foot Comfort Service will feel the beneficial effects of this adver- 
tisement. On the opposite page full particulars reparding, our Big, Fall Advertisin3 Campaign will be found. 
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Dr. Scholl—Fall 1923 


YOU WILL BE INTERESTED IN 
THIS ADVERTISING CAMPAIGN 


Because it involves the expenditure of a large appropriation for the 
——== direct benefit of Shoe Retailers, 


Because 2 large list of the most influential and powerful National Map- 
—— azines and Periodicals will be used to carry the foot comfort 
message to the millions of foot sufferers in the United States and Canada. 
Included in this list are such well known Magazines as: 


LADIES’ HOME JOURNAL AMERICAN MAGAZINE 

PICTORIAL REVIEW AMERICAN WEEKLY 

WOMAN'S HOME COMPANION LITERARY DIGEST 

RED BOOK SATURDAY EVENING POST 
TOTAL CIRCULATION PER ISSUE, 17,089,000 


Because stron}, compelling, copy is bein, used to “put over” this foot 
== comfort story. Note carefully the sreatly reduced reproduction, 
on the opposite page, of the type and character of copy that is bein used. 


Because this advertising, will sell Dr. Scholl’s Foot-Eazers and Foot Com- 
== fort Appliances through your store. It willincrease your sales 
and your profits and no broad-Zauged business man can overlook these facts. 


A PLAN THAT WILL 
INCREASE YOUR BUSINESS 


To get your share of the business which this advertising, will create you 
must identify your store with it. We have worked out a plan which 
will accomplish this purpose. Mail the coupon today and let us send 
you, charges prepaid, the necessary material to give you a complete a 


s 
. e . . . ” rk 
tie-up—a plan which will bring, customers to your store and increase —”—sdaress nearest office 
your sales and profits. ra Please send, 
& charges prepaid, your 
& plan and necessary ma- 


& terial which will hook- 


DrScholly /2* 
Foot Comfort Appliances _/ x 


a Address 
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‘There is only one Vict kid- 
there never has been any other 





THE FOOT ARISTOCRATIC 


(onsisiency -in footwear 


With all (he flashing fashions in footwear that come and 
go with the seasons, there is a certain consistency in the 


So Sa ee ee ba 
looked for by discriminating. 


Semce 1890 discreminating purchasers have more and more 
looked to and chosen shoes of Vici kid as most consistently 
mecting these high standards of quality, design and finish. 
Sunce 1890 the world’s leading style arnsts have more and 
more selected Vici kid as the ideal leather in which to pro- 
duce fashionable footwear foorwear that most definitely 
expresses shoe-refinement, shoe-elegance and shoe-quality. 
Ask your dealer for shoes of Vici kid. No other leather 
combines ALL the advantages of Vici kid. 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 
Selling Agenes LUCIUS BEEBE & SONS, Boson 
wine Aen = ot pee 


VICI kid 





THERE IS ONLY ONE VICI KID --- THERE NEVER HAS BEEN ANY OTHER 





This udvertisement appears in The Saturday 
Evening Post, issue of September 8th and 
The Literary Digest, issue of September 22nd. 
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VICI kid 


Reg. U. S. Pat. Off. 


Advertising continues to 
increase the sale of 


shoes of Vici kid 


Consistent advertising — 

Good advertising — 

Advertising that convinces the public of the merits of 
VICI kid and sends them to retailers looking for shoes 
of VICI kid — 

Such advertising is reaching the millions of readers of 
The Saturday Evening Post and The Literary Digest. 


Every inquiry for shoes of VICI kid opens up a possible 
sale. Every showing of a pair of shoes of VICI kid 
makes the sale more certain. 

Men and women are selecting shoes of VICI kid—for 
style, for beauty of finish, for richness of color, for 
elegance of appearance. 


Display shoes of VICI kid. 
They sell easily, stay sold and bring your customers again. 
VICI kid advertising is working for you. 


ROBERT H. FOERDERER, INC. 


PHILADELPHIA 
Selling Agencies in all parts of the world 


of VICI kid 


VICI kid was created by Robert H. 
Foerderer in 1890 and has been 
manufactured exclusively by Robert 
H. Foerderer, Inc., for 33 years. 
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A hn Dele Ba — 


for every man, woman and child in the country 


More than a billion dollars—ten dollars 
for every person in the United States— 
has been saved the Government since 
1919 when the Director of Sales Office 
began to liquidate the War Department’s 
enormous stocks of surplus property. 


The American business man little stops 
to ponder that this might have been paid 
by him in tax premiums for ‘‘victory 
insurance’”’ in the world war. 


Many plans for the disposal of this sur- 
plus were suggested in 1918—from throw- 
ing all of it into the sea to dumping it 
all on the market at once at the best 
prices then obtainable. 


The War Department, however, estab- 
lished and has held to a very definite 
policy—safe, sane and in keeping with 
the interest of business and industry as 


The Way to Investigate 


Watch your Commercial Business Publication 
and the Metropolitan Dailies for announcements 
of specific auction or sealed bid sales. 


Send for the Catalog mentioned in the announce- 
ment. 


Check off the items that interest you. 


Send a representative to the sale to inspect the 
materials—in advance, if possible. 


To ensure you more leeway, send your name and 
address at once to Major J. L. Frink, Chief, Sales 
Promotion Section, Room 2515, Munitions Build- 
ing, Washington, D.C. Advise him the character 
of materials you are interested in, and if such 
items are available in future sales your name will 
be placed on the War Department mailing list 
and catalogs of such sales forwarded you as rap- 
idly as sales are scheduled. 
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well as in the interest of the individual 
tax payer and citizen. 


That policy has been the gradual liqui- 
dation of surplus over a term of years, 
the rapidity of such liquidation being 
governed by the ability of the markets 
to absorb the various commodities of- 
fered, without undue disturbance of 
trade. 


The last of the war surplus is in sight. 
Much of what remains on hand is high 
grade withdrawals made for a contem- 
plated large standing army. 


If American business men will take the 
trouble to investigate these remaining 
opportunities and make a serious effort 
to participate in this worthwhile enter- 
prise many more millions in taxes will 
be spared. 


Final commodity sales will begin in Sep- 
tember and continue until liquidation of 
stocks is completed at the Quartermaster 
Depots in Brooklyn, Chicago, San Antonio 
and San Francisco. Offerings include a 
wide range of Quartermaster Supplies, 
Ordnance Property and smaller quantities 
of Engineer Property, Chemical Warfave 
and Medical and Hospital Supplies. 
Important sales of Real Estate, Buildings, 
Plants and Warehouses will be held at 
Camp Devens, Ayer, Mass.; Ordnance Re- 
serve Depot, Amatol, N. J.; Ordnance Re- 
serve Depot, Toledo, O.; Camp Knox, 
Louisville, Ky.; and Camp Lewis, Ameri- 
can Lake, Wash. Definite dates will be 
announced later. 


Look for the Eagle before you shop. 
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| (yetionlee Weight Shoe Liting . 


Our established practice of guaranteeing 
weights on our shoe linings costs no more, 
and is your assurance of 


UNIFORM QUALITY and LONGER WEAR 


Another important advantage they afford is 
BETTER APPEARANCE INSIDE THE SHOE 


In Twills, Drills, 
Ducks, all of guar- 
anteed weight. 


Also Flannels 
Felt Sock Linings 
Top Facings. 


Supreme 
BRAND 
SILK and 
MERCERIZED 
BINDINGS 


Cut Seam Stays 
and Tongue Linings. 


KALLMAN -NEWCOMB COMPANY 


65-65 SOUTH ST. BOSTON, MASS. 


CINCINNATI MILWAUKEE ST, LOUIS 


Your customers will be pleased at the variety_of style you 
can offer them in Weber Union Made Shoes. 


You wrap up a big:slice of sure satisfaction with every 
pair retailed at $5 to $8. 


WEBER BROS. SHOE CO. 
NORTH ADAMS, MASS. 
New York Office: 1328 Broadway, Marbridge Bidg., H. Harris, Rep. 


I. F. STAPS, 735 Boston Block, Minneapolis, Minn. 
C. E. QUIGLEY, Marylandf Hotel, St. Louis, Mo, 














September 8, 1923 BOOT AND SHOE RECORDER 





Chapter 4 of a 
series of surprises 
in comfort and 
long wear. 


How RAJAH Soles Are 
Working Out in Service 





Friend-to-Friend Advice 
Is RAJAH’S Best Selling 
Force. 


Retailers tell us that they 
sell many pairs of RAJAH 
Soled shoes to people who 
were “told by their friends” 
of the splendid satisfaction 


RA JAH Soles give them. 


One store estimates that more 
than 50 per cent of RA JAH 
Soled shoe business comes to 
them in this way. 


Could anything prove more 
strikingly what wearers think 


of RAJAH? 


Remember— 


Genuine Raj 
branded wiht 


Do Not Juc 


ree 


Soles are 
this mark 


, Rajah Subs 
do rol bearit 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. ~ 
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No. 80 Last 


CAHILL’S 


ANATOMICALLY CORRECT 
ARCH BRACE SHOE FOR 
WOMEN— 


Start the school season off right for the young ladies 
in your community. They will want a new pair of 
Cahill’s smart orthopedic shoes, for these shoes are 
known among student« as the final word in corrective 
footwear. They are the leaders in their class. 

In stock with Flexible Arch Brace. 
Heels 1” -1%" — 16-8”. Sizes 3 to 10, 
widths A to D. Black Kid $5.00. 
Brown Kid $5.50. 

Made in four weeks—2% to 10. AAA 
to EE. 

Write for exclusive agency and have our 
salesman call. 


The CAHILL SHOE CO. 
Cincinnati, Ohio 
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Try to Walk 


Soft As Velvet 


These“unusual shoes for little toddlers are soft yet firm, flexible 
but with a trace of arch which helps the foot as it begins to exer- 
cise. Mothers are always overjoyed at discovering these shoes. 
Let them be found in your store. 





Trade Mark Reg. 


Two-Strap 
of First 
Quality Elk 
in All Popular 
Shades 
Pear! Chrome 
Sole. 
Guaranteed 
not to rip. 





Send for catalog of In-Stock—Soft Soles, “Tri-To-Walk”’ 
and Hard Soles 


ar 


LITTLE WITCH SHOE CO. 
(With which is ds Soft Sole Shoe Co.) 
144 WASHINGTON ST., SALEM, MASS. 


323, 
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Martin’s Genuine Imported 


Scotch Grain College Oxfords 








No. 860 














IN STOCK 
Two Real Sales Getters 
Overweight “A” Quality Leather Soles. Bleached Calf Lining 


Peck Standard of Shoemaking 
No, 860—Tan Imported Scotch Grain e Ox. Coach Last 
No. 861—Black Imported Scotch Grain Ox. Coach Last 


Sizes & Widths: B6-11,C5-11,D5-11. Price $6.10 


Order Now to Have on Hand for 
School and College Trade 


FREDERICK S. PECK 


40 Thomas Street 
WORCESTER 








If you could see the motors from 
distant places pull up in front of 
the Essex and their happy occupants 
alight and pass their travelling cases 
to a waiting porter, you would 
understand how far reaching is the 
prestige of this popular hotel. Make 
the Essex your headquarters when 
in Boston. 


The Essex Hotel Co. 


J.J. McCarthy, Pres. T A McCarthy, Treas. 
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The charm of style and nicety of detail in footwear 
chosen by the fastidious woman of fashion is symbol- 
ized by — 
DIAMOND BRAND (Visible) FAST 
COLOR EYELETS 





Diamond Brand (visible) 
Fast Color Eyelets have 
celluloid tops, which always 
look new and never wear 
brassy. They promote easy 
lacing, retain their original 
finish indefinitely 
and actually out- 
wear the shoe. 

















DIAMOND BRAND 


(VISIBLE) 


FAST COLOR EYELETS 


ALWAYS LOOK NEW NEVER WEAR BRASSY 


Manufactured under Patents 


LOOK FOR THE DIAMOND 


<A 


TRADE MARK 
Registered in U. S. Patent Office 


None But Tue Genutne Fast Cotor Eyvetets Have Tuts DiamMonp Branp 


Supplied with regular Nickeled Barrels or with Special Stainless Barrels in 
lengths, sizes, and finishes as shown herewith. 


COLOR 100 COLOR 625 


oO . “Oo a | os | ag ae 
“ 
COLOR 1300 


g.¢ ° = 


COLOR 200 COLOR 700 COLOR 1400 


STOCK SIZES 


SPECIAL STAINLESS BARRELS 
COLOR 300 COLOR 800 COLOR 1500 


990000 [aia Mama iiiih 


CORSET COLOR 400 COLOR 900 COLOR 1600 





STYLE 15 


O ° . COLOR 500 COLOR 1100 COLOR 1700 


3 FLAT 


COLOR 600 COLOR 1200 COLOR 2000 


ol Fast ie Eyelet Company 


BOSTON, MASSACHUSETTS 
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POLSON SRDS’ GROPP COSSHYS 


IN STOCK 
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New Fall Models 





NOW SELLING WITH SUCCESS IN THE SHOPS OF I. MILLER 
AND ACCREDITED. AGENCIES THROUGHOUT THE COUNTRY 





The Norma 





The Evelyn 


IN STOCK 


THE PATRICIA 
No. 1682—J Buck with Tan Calf Trim; Light 
Welt, Imitation Turn Sole, 12-8 Buck Covered 
Pa Be $8.50 
No. 1685—No. 31 Gray Buck with Gray Calf 
Trim; Light Welt Imitation Turn Sole, 12-8 
Buck Covered Cuban Heel............. $8.50 


THE SEVILLE 
No. 14—Cinnamon Ooze Calf Goring Slipper, 
Light Welt Imitation Turn Sole, 12-8 Covered 
OS ea ry eae $9.00 
No. 1689—Black Ooze Calf Goring Slipper, 
Light Welt [mitation Turn Sole, 12-8 Covered 
SE SUNG chido cvves chavarbambeut sss $8.75 


THE GEORGETTE 
No. 12—All Patent Leather One Strap Slipper; 
Light Welt Imitation Turn Sole, Celluloid 
Covered Cuban Heel.................. $7.75 
THE NORMA 
No. 79—Patent Leather Goring Slipper, Light 
Welt Imitation Turn Sole, 12-8 Celluloid Cuban 
Bit ccoc coveut eis Ghawhn REReetibe> << $8.00 





THE THELMA 
No. 11—Black Satin Double Knot Cross Stra 
Slipper, Turn Sole, 16-8 Spanish Heel. . . $3.50 
No. 78—Patent Leather Double Knot Cross 
Strap Slipper, Turn Sole, 16-8 Spanish ost. 


No. 3006—Brown Satin Double Knot Cross 
Strap Slipper, Turn Sole, 16-8 Spanish jag 
.50 

THE EVELYN 


No. 10—Black Satin One Strap Slipper, Turn 
Sole, 16-8 Spanish heel................ $7.25 


No. 35— White Satin One Strap Slipper—2 cut . 


outs on quarter—Turm Sole, 17-8 Spanish Heel. 
$7.75 


No. 36—Gold Embossed Cloth One Strap 
Slipper—2 Cut outs on Quarter—Turn Sole, 
ee) FFP errr Tr $8.25 
No. 16—Mandalay Ooze One Strap Slipper, 
Light Welt Imitation Turn Sole, 12-8 Covered 
GS CIEE icine oc ccakeeuee be cancawiee $8.25 











The Georgette 


Cuts and Newspaper Copy in Matrix Form Supplied}Gratis 


I. MILLER & SONS 


N ¢ @- 8 . ? OO: SA. Toes 


ONE CARLTON AVENUE 
BROOKLYN, 
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Once Again-Appears the $3.50 Shoe Statement 


Senator Smoot Needs a Lesson in the Economy 
of a Good Pair of Shoes 


ILL the trade never live down that act of folly 

of a prominent shoe manufacturer of 20 years 

ago when he said in public, “No more than 
$3.50 can be put into a shoe without somebody getting 
more than he ought.” 

We had thought that the shoe trade was going to 
enjoy a well-earned vacation from political publicity 
on the score of the $3.50 shoe. But here it appears again 
with Senator Smoot rushing into the limelight with a 
plan to tax luxuries. 

He combines automobiles and shoes because of their 
universal use. He finds value in a shoe at $3.50 and an 
automobile at $700 but proposes a tax on a luxury shoe 
at $3.50 and an automobile at $2,500. The honorable 
Senator is given permission by us to duck his head in 
the briny sea of his own state, so that he might come up 
refreshed as to dollar values today. 

We suppose it’s going to be impossible to get politi- 
cians off the track of baiting the shoe industry. It has 
been done for so many years now that possibly the best 
cure is silent resignation to the inevitable. 

During the troublesome days of the World War, the 
Recorder had its own differénces with Bernard M. 
Baruch who used the $3.50 price as a universal measure 
of shoe values. If his plan of a standardized shoe had 
prevailed, the shoe industry would not have been able 
to have lifted its head for many years to come. 

Luxury taxation has precisely the same effect upon 
industry as the establishment of artificial levels of 
prices for different grades of shoes. 

It is the most difficult thing in the world to establish 
for 110,000,000 people fixed rules as to what consti- 
tutes necessity and what makes up luxury. 

A crudely made shoe of a $3.50 value would be a 
cruelty to the feet of a highly sensitive woman in a 
musical profession. Dress is a real part of health as well 


as social life. The definition of luxury is a very unfair 
weapon when a country has at its service an industry so 
highly competitive that values are based on the fraction 
of pennies. 

If the Smoot plan gets to be troublesome in the next 
session of Congress, let us keep the following trite 
paragraphs in mind to use at the proper time in general 
publicity. They are by that great student and writer, 
Arthur Brisbane in his column, TODAY: 


“Mr. Smoot would tax luxuries—$3.50 shoes 
are not luxuries—$7.50 shoes are luxuries. A 
$700 automobile is not a luxury, a $2,500 auto- 
mobile is a luxury. Sometimes it is the other way 
around—$7.50 shoes that will outwear three 
pairs at $3.50 are not luxuries. The $3.50 shoe 
is then the luxury and waste. 

“The $700 AUTO, soon worn out, may be a 
great deal of a luxury, compared, for instance, 
with a $5,000 car that this writer used during 
ten years for passengers and has not changed 
into a substantial heavy-load-carrying truck. 
Something cheap may mean great extravagance. 
It often costs poor women more than rich women 
to buy shoes for their children.” 


There never was a time when the shoe industry was 
serving the American public on so economic a basis as 
it is at present. The intense rivalry of concerns for 
business makes it so. When 60 per cent of capacity will 
make all the shoes that can possibly be consumed, 
merchants will find everywhere those concerns which 
will produce footwear on scant margin of profit to keep 
their entire mill running. 

A dozen concerns making a similar grade of shoes and 
facing the same business outlook are not going to be 
able to ask exorbitant profits either in the making or 
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merchandising to justify any statement of profiteer- 
ing. 

The selection by the public is the final test of the 
place and purpose of each type and grade of shoe. If 
the public demand is for quality footwear, it must be 
because that discriminating public figures that it gets 
good value. 

Taxation has gone far enough without the embellish- 
ment of luxury taxes. Let’s keep this in mind when the 
political season opens once more. 





Professional Walking 


LL overthe country there has cropped up inthe last 

few months a regular epidemic of cross-country 
walking. Pick up any newspaper and you will see that 
two flappers, or a man and his wife are headed to the 
opposite Coast, walking their way to fame. The trouble 
with this scheme is that it has been a whole lot over- 
done. 

There is such a thing as a good, practical test of a 
specialty shoe under the supervision of manufacturer 
and merchant with regular way stations in shoe stores 
the country over where a check-up can be made on the 
experiment of “walking for health.”’ The friction test on 
sole materials may be of some value and the placement 
of the foot in the shoe and the study of the last and its 
fitting qualities may justify such a trip. 

But just the stunt of walking to the opposite Coast 
bearing letters from one mayor to another is usually 
such a humbug that it ought to be discouraged. “‘Beat- 
ing their way”’ across the country listens like a hazard- 
ous undertaking, but you may rest assured that it is not 
being done entirely on foot. The uplifted hand, begging 
a ride, was effectively shown in a recent front page 
cover of a Saturday Evening Post. 

There are much better ways of emphasizing ‘‘walk 
and be healthy” than “hoboing it” across the country. 
Let us have a sharp definition between a practical test 
maintained at the full expense of shoe people interested, 
and the itinerant plodder bumming it on foot. 

There is no question but that walking is being em- 
phasized as a factor in health and we can best illustrate 
it by a story that in one town living side by side, are a 
shoe man and an automobile man that present an in- 
teresting parallel. 

The shoeman of 76 in years is the young man. 

The auto man of 46 is the old man. 

Both have feet and both have automobiles. The shoe- 
man uses his feet much and his automobile little. The 
auto man uses his automobile much and his feet hardly 
ever. One, walking much, keeps as spry as a boy, active, 
alert, keen for any effort, agile on his feet. 

The other walking little is stiffening in muscle and 
sinew, is losing his elasticity and agility, and is aging 
before his time. 

The moral is, ““Walk and Be Healthy.” 
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Brown and Connor Safe at Nikko 


Boston, Sept. 6.—A wireless message received yes- 
terday at the office of the United Shoe Machinery Com- 
pany conveyed the glad tidings that Edwin P. Brown, 
President and J. H. Connor, Vice-President and Mana- 
ger of the foreign department, were safe at Nikko. They 
had previously been reported as missing in the great 
Tokio disaster. But a kindly fate caused them to change 
their original plans by which they would have reached 
the latter city on September 2, the day of the earth- 
quake. Nikko is located in the mountains one hundred 
miles from Tokio. 





Endicott-Johnson Donate Shoes to 
Japanese 


New York, Sept. 5—The Endicott-Johnson Com- 
pany today telegraphed-the American Red Cross at 
Washington, offering for immediate shipment to Japan 
15,000 pairs of men’s, boys’ and girls’ shoes. The wire 
asked for shipping instructions so that packing might 
be at once started. 





A people afflicted in any part of the Globe get the 
immediate sympathetic support of the American people. 
Give quickly to the relief of the suffering inhabitants of 
Japan for the brotherhood of man goes forward in times 
of distress. The need is great—do your best. The Ameri- 
can Red Cross at Washington, or your local Chamber of 
Commerce will be pleased to get your check. 





Error on Prices Corrected 


Errors in the full-page advertisement of the Kirken- 
dall Shoe Company, Omaha, Nebraska, last week 
quoted prices on several numbers considerably higher 
than was actually the case. Stock numbers B3481, 
beaver brown suede one strap; B3494 log cabin suede 
one strap: B3350, black satin gored oxfords and B3477, 
black suede oxfords with patent trimming, were all 
priced at $4.25 when the price should have been quoted 
at $3.85. 

According to Roy Moore, sales manager of the 
Kirkendall Company, their entire line is moving much 
better this season than it has for some time and the 
prospects for shoes being sold in the West this fall are 
much better than a year ago. “Our plans have been 
laid on these predictions,” Moore says; “and our stocks 
have been manufactured with the idea of being able to 
supply western retail shoe merchants with the kind of 
shoes that will sell,and giving them the service that will 
help them move them from their shelves. We have 
anticipated delivery problems and now are able to 
make immediate shipments on any number shown.” 





Opportunity laughs at the fellow who is trying to 
take short cuts—W. M. Sloan, of McElroy-Sloan 
Shoe Company. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more™ but “right"’; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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€ Jost Visiting with the Pubhsher 





Diversity of Materials 
To encourage a diversity of materials makes 
variety in the store, more sizes and widths and 
better markets for materials. 

Satin Is Here to Stay 
A material that has found its place in fem- 
inine footwear. 

Outline of Leather 
The more we know about materials the better 
service to the public. 

The Frenchy Note in Shops 
Frank More starts something in San Fran- 
cisco. 

When Your Shoes Come 
Facts on shoe substances. 


Style Is Being Understood 
A showing of some pretty patterns. 


Retail Ad Visor 


Educational Features of Footwear Advertis- 
ing too frequently neglected. 











Keep Awake! 


OW long does it take to forget a busi- 

ness concern today, if it goes to sleep? 

Not twenty years—no, nor twenty months, 
nor twenty weeks! A single season will do it. 
And let it be always remembered that in 
these days of fast competition, a concern 
which shows a disposition to lie down and 
sleep is not likely to have its slumbers dis- 
turbed by the impatient tread of buyers, 
trying to waken it, or trying to find its 
chosen dug-out. Buyers don’t have to chase 
around, waking up sellers; it is not that kind 
of a market, in any line of goods whatso- 


ever, nor is it likely to be. 
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All of these shoes were actually taken off of the racks in the packing room of the Watson Shoe Com- 
pany of Lynn, by E. C. Hyde to illustrate how one merchant plays one pattern straight across the board 


of materials. 


1. Cinnamon suede, brown kid trimmed; 2. Patent leather; black calf trimmed; 3. Black-suede, gun 
metal trimmed; 4. Light gray suede, dark gray calf trimmed; 5.Golden brown kid, similar shade suede 
trimmed; 6.Patent leather, red kid trimmed; 7.Beaver buck with brown kid trimmings. 


O encourage a diversity of leathers and 
materials in footwear is to make variety in 
footwear of style in a shoe store and to 

make more economical the selection of materials 
for, when all substances are used, economy is 
made a factor and quality is improved 

One of the best forms of merchandising is encouraged 
by “Geuting’s” of Philadelphia. When a good pattern is 
selected, it is ordered to be made up in every possible 
and appropriate material and combination. By so 
doing, the store gets an excellent run of sizes on a good 
fitting last and pattern. Then the plan isn’t left on the 
stock shelves but is presented to the clerk as being a 
modern method of merchandise. The clerk’s mind is not 
cluttered up with 200 different patterns in the stock on 
any one of which there are only a few sizes available, 
but his mind is concentrated on real selling patterns 
and a real variety of materials thereon. 


A Real Window Series 


Then the window is seriously considered so that the 
“Geuting’s series of styles’’ are given their proper 
presentation before the public. The public is not con- 
fused with the myriad of shoes in the window, but is 
taught that here is a real pattern. It has newness, it 
has fitting qualities and it can be had in a wide variety 
of materials to satisfy almost any dress combination. 
As a result, the store profits greatly by concentration. 
It is just this principle that we want to emphasize in 
this issue. * 


An Open Mind on Materials 


If there is one thing true, it is that the shoe man is 
open minded on the subject of materials going into foot- 
wear. He buys satins and thinks of the same pattern in 
kid, calf and the fancy trimmings that may go all the 
way to lizard. 


When it comes to materials for the sole and heel, 
merit wins. If a good composition is proved by test to 
have wearing qualities, it is made an integral part of the 
shoes he buys. If the call of the public is for rubber heels, 
then he is quick to serve with the best that he can get 
for the grade of shoe sold. Any maker of any material 
can get his attention in an instant. 

The experience and developments made in the pro- 
duction of materials for soles have made a new era in 
bottoming. Even the leathers themselves have been 
carefully studied as to tannage to give the uimost of 
wear. 

Test Materials for Yourself 


The American public is better served in its bottom- 
ing materials because of the competition that has been 
encouraged by the shoe merchant in the past ten years. 
The testing of shoe materials by the average store goes 
so far as to. take the personal experiences of clerks, 
friends and neighbors so that the merchant feels con- 
fident that what he is selling is the best possible article 
for the price. 

Looking at the shoe industry of today from the 
material viewpoint, it can be truthfully said that “the 
best is finding its place through the merit it possesses.” 


The Test of Leather 


Buyers of leather, meaning the men who buy for the 
factories, have a number of simple tests for leather, and 
there seems to be no harm in mentioning a few of them 
to the buyer of shoes. 

For instance, most every buyer of leather carries 
with him a clean white pocket handkerchief. He wipes it 
over a piece of leather to see how much of the color 
will come off on the white handkerchief. Sometimes he 
moistens the leather and rubs it with his handkerchief. 
If no color comes off on the handkerchief, he is satisfied 
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See how it is possible to take one good last and good pattern and, by careful selection, make a com- 


plete story of shoes for your salesmen to tell. 


8. Log cabin suede, field mouse calf trimmed; 9. Patent leather, brown calf trimmed; 10. Light tan 
calf with light suede trum; 11. Otter suede with wine calf trim; 12. Rust suede with caramel calf trim; 
13. All patent leather; 14. Battle ship gray suede, gray calf trimmed. 


that the color is fast. Yet there are some leathers, es- 
pecially those which have a dry powder or an unset 
paint or pigment in their finish, that will yield a color 
when rubbed with a handkerchief. 


The Test of Tight Lasting 


Key tests, also common among leather buyers, are of 
two kinds. In one, the buyer presses a key up under the 
leather, in such a manner as to push up the grain of the 
leather into a tiny hill. This stretches the grain of the 
leather and opens its pores. Then he looks down into 
the pores, to see how deep the color goes. If the buyer 
hasn’t a key handy, he pushes his finger up under the 
leather. 

The other key test consists of gripping the leather by 
pressing the key against it, on the flesh side, and draw- 
ing the key to the edge of the leather, all the while 
pressing the key against the leather. That gives the 
buyer an idea of how much of a pull the leather will 
stand without breaking or tearing. 

A knife will serve if a key is not handy. 

Yet another idea in testing leather is to put a strip of 
leather in the sun, to see what influence the rays of the 
sun have on the color of the leather. Some buyers even 
put a skin of leather out in the rain to see what effect 
the rain has on it. Also, they boil leather. But that is 
getting beyond the requirements of the average shoe 
buyer. 

Yet it may be added as something of special interest, 
that leather is sometimes put in cold storage, and 
frozen to see what effect freezing has on it. 


Need of Careful Examination 


The retail shoe merchant, by applying careful 
thought and exercising due care in the matter of ex- 
amining leather, can be sure that the shoes he is sell- 
ing measure up to standard in regard to the quality 
of the leather. 


Grain or Flesh Finish? 


For a long, long time, leather has been finished on the 
grain side. Indeed, it became a proverb of the trade that 
the grain, or outer surface, of the skin is the part that 
stands the wear. That’s what Nature intended—a grain 
to protect the fibre from the elements, but here is leather 
turned the other side over, and finished on the flesh 
side. Being so finished, it is called “suede.” 

History of Suede 

Now suede is not a new leather. It has been known a 
long, long time, possibly centuries. Very likely, it was 
made by the Moors, who were among the early expert 
tanners of the world. It came here as suede leather from 
Paris, and the Parisians got it from Sweden and called 
it suede, or Swede leather. 

Also, suede is related to ooze, and other velvet 
finish leathers. But it is not a relative, not even a cousin, 
to buck leather, for buck leather is cowhide finished on 
the grain side, while suede is calf leather finished on the 
flesh side. 

The Making of Suede 

The making of suede leather begins with the selection 
of skins. Do not let anybody fool you by trying to tell 
you that it is all in the finish. That is not true of suedes, 
nor of any other leather, for that matter. 

For suedes, the tanner selects fine short-fibred skins, 
preferably of young, strong, well nourished calves, free 
from veins. He cannot use a coarse, long-fibred skin, for 
the nap, or finished flesh of the leather would be too 
long and too coarse. And fashion insists on a fine nap. 
A cowhide cannot be made into a suede leather, be- 
cause its fibres are too long and too coarse. It has to be 
finished on the grain, in the buck finish, to get a leather 
that looks like suede. 

Suede leather is now made in all colors. But a singular 
thing about it is that black is the hardest suede leather 
to make. 
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Satin Shoes Are Here to Stay 


Fit Fabric Footwear with Plenty of Room—Blacks Are the Volume Sellers 
with Brocades in Rich Effects Favorites 


By HELEN M. HANEY 


E have sold more black satins to shoe manu- 
facturers this year than ever before in our 75 
years’ of existence.’’ This was one of the many 
interesting statements made recently by the head of a 
big silk house. “And satin,” he explained, “was but silk 
when it wore its strongest face. It is not strange, there- 
fore, when we learn of the extensive use of satin for 
articles of apparel which are to be subjected to hard 
wear, in which category shoes stand forth prominently.” 


Satin Shoes in Literature 


Satin shoes are celebrated through mention in books 
of the earliest writings. In the Victorian period of 
literature, the English novelist, Thackeray, says in 
Pendennis, referring to Pen’s earliest sweetheart, Miss 
Fotheringay, “She brought in a pair of ex-white satin 
shoes with her, which she proposed to rub as clean as 
might be with bread crumb; intending to go mad with 
them upon next Tuesday evening in Ophelia, in which 
character she was to appear on that night.” Lady Claver- 
ing in the same novel is described as “attired in a green 
satin boot, with some part of a stocking which was 
very fine, whatever the ankle might be that it en- 
circled.” 

In the days of the 1700’s, the stately Colonial belle 
wore imported satin shoes. For parties and exclusive 
society functions only were they worn with gowns of 
the richest fabrics. They were essentially shoes for the 
wealthy. The 19th century found satin shoes still re- 
stricted to ball room and drawing room use. But in these 
20th century days, when the American woman is don- 
ning with each succeeding year the trappings of luxury, 





satin shoes, having passed the test of durability and 
utility, as well as beauty, have become a part of mi- 
lady’s every day footwear wardrobe, as well as every 
evening foot covering. 


Essentially a Dress Shoe 


“Satin shoes, if properly made.on good fitting lasts, 
and of satin which is properly woven and dyed, will 
wear longer than shoes made of the cheaper grades of 
leathers.”’ So a retail skoe merchant reports. “But,”’ 
added he, “we always tell our customers that a satin 
shoe is essentially a dress shoe proposition and does not 
take kindly to the rain or snow.” 

Manufacturers of the best satin shoes always look 
to it that their satins are well backed and that the lasts 
are just right. For they know that satin, or any other 
fabric will not stretch as is the case with leather. 

Retail shoe merchants also know that satin shoes 
should be fitted so as to allow enough room for the 
wearer’s feet. For as they fit when first put on, so also 
will they fit after a month’s wear, unless the strain 
from a too close fit causes the fabric to give, or crack. 

Retail shoe salesmen should be instructed to observe 
carefully how the satin shoe fits when he is at the fitting 
stool. If it pinches a bit here and there, it is absolutely 
not the shoe for her foot, and if the woman buys this 
shoe, she will become a dissatisfied customer. On the 
contrary, if a satin shoe is an easy, comfortable fit when 
first tried on, so it will remain to the end of its life. And 
having been sold in the right fitting, its life will be 
long or short, according to whether or not this lustrous 
foot covering is worn for the right occasion. 





Styles in Satin Footwear 


Black satin one strap, with instep strap, hand Black satin inslep gore pump, patent Across strap in a black brocade with cut-outs. 


in the new Chinese colors. 
How, 


beading on vam 


16-8 Spanish ceals the 


Louis heel—Geo. C. 
Haverhill 


trimmed. A tulle rosetie decorates and con- 
ing. French last. 16-8 Spanish Co. 
heel Heim § Tull Inc., Brooklyn 


14-8 Spanish Louis heel—The Cornell Shoe 
Brooklyn 
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A Battle of Wits on Style 


Model Garments and Colors Which Point to Monotones in Shoes 


gratifying feature of the dressmakers’ openings 

in Paris, which represent a battle of wits seek- 

ing to outwit each other in the creation of model 
garments, was the absolute endorsement of the Re- 
corder’s forecast of a season of monotones in colors, 
and more especially a vogue for browns. 

Here’s the evidence. A brown cloth coat is lined with 
brown satin in a lighter shade and the brown satin is 
used as a trimming together with brown fur appearing 
in both the collar and cuffs. A brown silk ornament 
fastens the brown fur choker. All brown. Brown shoes 
to match in monotones. 

A brown ribbed worsted 
coat is trimmed with brown 
motifs of silk and worsted 
done in three graduated 
shades of golden brown work- 
ed out and applied in ap- 
plique form. The collar and 
cuffs are brown fur and the 
ornamental buttons are in 
matching colors. Brown shoes 
to match. 


A Foundation of Brown 


Another cloth coat in 
brown imported at an ex- 
pense of $600.00 has for its 
trimming of collar, cuffs, 
and border of skirt, brown 
badger fur shading from 
cream to the wonderfully 
soft brown found only in the 
fur of animals. The lining 
silk chosen is a lighter shade 
of satin. Astrakhan dyed in 
matching shades is freely used in the French capitol 
by the best model houses for trimmings and is highly 
regarded for jackets by leading American furriers. 
Combination in the brown family. There are key- 
features of style which dominate the coming season. 

Similarly black furs are chosen for the trimming of 
black costumes and the same is true of white. 

Millinery too, reflects the Recorder’s forecast of colors 
since black and brown comprise the leading colors for 
hat foundations. 


This lady wore them at 
the Longchamps races 


Cotton Dress Goods Appearing 


A feature of the September openings of Spring 1924 
is the collection of cotton dress goods by importers of 
French novelties who give prominence to pastel colors 
long advocated by the Recorder for increased repre- 
sentation. 


Noting this, retail shoe merchants catering for the 
advanced trade are offering strapped slippers in pastel 
colors for selling for the next summer resort season in 
January. 


Walking Skirts Short and Scant 


A pronounced use of heavy artificial silk satin is 
noted in black or in brown for three-piece costumes. 
Much black crepe satin and black liberty satin is used 
for house dresses. Crepes de Chine and Canton crepes, 
however, are the leading fabrics used for dresses. 

Skirts are short and scant. 

Dresses are in two styles: 
First and most important, 
the dress shown with straight, 
unbelted, Chinese over-blouse 
reaching to within two inches 
of the bottom of a short. 
underskirt, and dresses with 
full gathered tunics or cir- 
cular tunics run either across 
the back or across the front, 
but in either case giving the 
effect of a full-gathered skirt 


Yes,—Boots— 

tricky side lace. effects, 

with cuffs turned up or 
down. 


Walking for Pleasure 


“Walk and Be Healthy” 
is beginning to exert its ef- 
fect as a national slogan o° 
benefit to the boot and shoe 
industry. Daily newspapers 
are beginning to make edi- 
torial comment which is in- 
spired directly or indirectly 
by the slogan. 

The Daily Northwestern says: ‘““The healthful exer- 
cise of walking is much neglected by the people of this 
country in these days when automobiles are so 
numerous that nearly every family having a moderate 
income has at least one of these handy conveyances, 
and in a great many instances there is a car for every 
adult member of the family.” 





Advertising Error Corrected 


In the advertisement of Kom-Fut Arch Support Co., 
Inc., 107 Duane St., New York City, appearing in the 
August 25th issue, there was a typographical error in 
the prices quoted. SPRING TRED pattern should 
have been Wholesale $18.00 per dozen pairs, Retail 


$3.00 per pair. FEEL-EASY pattern, Wholesale 
$15.00 per dozen pairs, Retail $2.50 per pair. 
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IN THE CONGRESSIONAL LIBRARY, WASHING TON,D. C. 


AN 


OUTLINE OF LEATHER 


FIFTH OF A SERIES 
By FRANK R. SPALDING 


ARIS dictates the styles for women whether in 

clothes or footwear and France manufactures 

more silk than every other country, although 
China leads in the production of raw silk. 

For the first visit, everyone wants to see Paris first 
and I never go that I do not see Paris first and then 
never want to leave France without making it my last 
stop also. Always fascinating, always something of in- 
terest whether it is the hotels, shops, the boulevards, 
the cafes or the galleries. I feel about visiting it a good 
deal as I do about New York; a week at a time is about 
right and then what a treat it is to go into the country, 
or come back to Boston. 

While at a hotel about 50 miles from Dinard, one 
morning I was awakened by a sound that reminded me 
of a man beating rugs. The butcher of the village had 
just killed a cow and was preparing her for market and 
I discovered how they succeeded in serving tender steaks 
without ice. 

After knocking the cow on the head they injected a 
bellows, about the size of a blacksmith’s bellows you 
have seen at the forge of our village blacksmith, and 
blew up the cow until it was the size of a small baloon 


and two men were beating it with flails. This not only 
loosened the skin so that it was removed much easier, 
but made the meat tender. You have probably seen 
them beat a fresh steak in our country towns. 

The horse and cattle hides from France are of the 
very best as a rule. During the war, however, and for 
some little time after, the horse hides from there were 
many of them inferior in quality and badly scratched. 
This was accounted for by the fact that the hides were 
taken from the horses and mules not raised in France 
but imported during the war and used at or near the 
front. 


Calf Skins Excellent 


Their calf skins are also of the best quality, ex- 
pecially those that are brought to Paris and the other 
large cities. What few goat skins there are, are used at 
home. This is also the case with the few lamb skins. 


BRAZIL 
The United States of Brazil is next to the United 
States, the largest American Republic. It has an area of 
250,000 square miles greater than ours if we exclude 
Alaska and our Island possessions. Its Atlantic coast 
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line is twice the distance from Portland to Key West. 
But its population is lessthan one-fourthas large as ours. 

Its principal industry is and always has been agri- 
culture, although in the mountain sections there are 
great regions containing gold, minerals, and precious 
stone. There are in the interior, millions of square 
miles covered with virgin forests. Even the small sec- 
tions that have as yet been uncultivated, produce more 
than three-quarters of the coffee consumed in the world 
and more than three-fifths of all the rubber. 

Its great river, the Amazon, 3400 miles long that is 
now actually being navigated for 2000 miles by ocean 
liners (clear across Brazil to Peru), drains an area of 
2,300,000 square miles, a country that is two-thirds as 
large as the United States. This region is so fertile that 
the scientist Von Humbold predicted years ago when it 
was a wilderness, that the civilization of the world 
sooner or later would center here. The soil is even 
richer than that of Egypt. 

This country is the home of the wild cow, the fish ox, 
the sloth, the ant-eater and the black tiger; also the boa 
constrictor, anaconda, alligator and endless varieties of 
monkeys and birds of brilliant plumage. 


Cattle and Sheep Numerous 


In the southern part of Brazil around Port Alegre 
(smiling port) and Rio Grande do Sul, cattle and sheep 


SELECTING FINE SPANISH CALFSKINS 


Here we see Richard H. Lenkeith, world-wide buyer of hides and skins, making a critical examination of raw stock to be made later. 
into fine footwear 
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are raised on a large scale. The hides from the State of 
Rio Grande do Sul are principally green salted Sala- 
deros but we also get large quantities of dry hides from 
this state. It is a highly developed agricultural state 
with great possibilities. 

These hides have been more or less ticky and we are 
very much interested and pleased to hear that arrange- 
ments are being perfected to have the cattle dipped to 
eradicate this trouble which causes so much damage to 
the cattle and the hide. 

The two states to the north of Rio Grande do Sul,. 
Santa Catharina and Parana, are producing dry hides. 
Modern packing establishments in Sao Paulo have 
greatly improved the take off of the hides from this dis- 
trict, which are shipped from the port of Santos. 

Rio de Janiero green salted hides are of a poor 
quality compared with those from other parts of Brazil. 
They contain quantities of sore poxy hides, a type of 
damage peculiar to this district. 

From the northeastern corner of Brazil starting from 
Bahia and from there up to Ceara, we get a great many 
sheep and goat skins. These goat skins have the repu- 
tation for producing the best quality leather for high 
priced shoes. 

From Maranhao and Para, we get.a few hides but no 
sheep or goat. These two states send us quite a num- 
ber of deer skins used for leather mittens and moccasins. 
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Style All the While 


New San Francisco Store Features Short Vamp 
Models 


wear Shop at 458 Geary Street, San Francisco, 

and other stores in that city, was one of the first 
retail shoe merchants to feature short vamp French 
models. The French Footwear Shop is the newest of the 
group and was opened recently. The store carries only 
these short vamp numbers. 

It was not because he had a mere vague idea that 
such a store might “go,” 
however, that he ventured 
his capital in this second 
establishment. He had de- 
finite knowledge that there 
was a real demand for 
this type of footwear. 

This is how he gained 
that knowledge. His Nov- 
elty Footwear Shop, just 
a block and a half away 
on the same street, has 
been open scarcely more 
than a year but in that 
time he has made a very 
careful study of his cus- 
tomers’ wants. In the 
beginning he kept a card 
system to find out from 
what stores he was draw- 
ing his trade. 

This system was as 
simple as it was ingenious. 
On the cards were written 
the names of the various 
shoe stores in the neigh- 
borhood from which he 
might expect to get trade. 
Every time a salesman 
took off a pair of shoes, he 
was instructed to observe 
where it had been bought and then, before going to the 
next customer, check on one of the cards to indicate 
which store’s shoes had been taken off. Every day these 
cards were totalled and each week.the results were 
carefully gone over by Mr. More. 


Hees MORE, proprietor of the French Foot- 


— if — i hh 1 1 — 1 — to 


ral 


; Studied Public’s Desires 


In this way he found out exactly what the people 
who came into his store had been wearing and conse- 
quently was able to stock his shelves with the type of 
shoes actually wanted. Armed with this knowledge, his 
opening of the French Footwear Shop was scarcely a 
venture; it was a necessity to supply a constantly in- 





F—t—t— 0 s—t_1_i_t_i_ 1 
FRANK MORE 
Stylist and Merchant 


creasing request for this kind of shoe. Mr. More 
made a careful study of the development of 
trade locations and he believes there is a decided drift 
westward on Geary Street. The business done in the 
first three weeks of the new shop’s existence was more 
than half again as much as done in the first month of 
the older establishment. 

Six large paneled mirrors, standing seven feet high, 
divide the wall space. 

Settees, seating two or 
three comfortably, -and 
individual chairs are used. 
Both are light and grace- 
ful in design and can be 
moved about as conveni- 
ence dictates. The chairs 
of dark enameled reed and 
the settees in walnut, 
polychromed with faint 
lines of black and gold, in 
their king’s blue uphol- 
stery, give a depth to the 
otherwise delicate tones of 
the decorations and pre- 
vent the shop from being 
too dainty in effect. 


Stock in the Rear 


All of the stock is kept 
in the rear beyond the 
blue damask hangings that 
mark the counter and 
wrapping desk. This sys- 
tem has been found ideal 
for shops of this character 
since it enables the salon 
to be attractive at all 
times with no clutter of 
ooxes and shoes even dur- 
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ing the busiest hours. 

The office on the mezzanine floor is reached by 
painted glass doors to the right of the counter. This 
mezzanine is entirely closed off from the salon floor, 
having been built by lowering the ceiling. Through a 
corresponding door on the left of the counter access is 
given to the delightfully appointed women’s rest room. 


Writing Desk 
The convenience of the patrons has beert: further 
provided for by the smart writing desk at the immediate 
right of the entrance. Here gorgeous stationery and 
(Continued on page 53° 
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New 
Frank More 
Shop 
in 
San Francisco 











The first impression upon the customer, after 
aiaea the verde bronze grilled door, is that of a 
smart drawing room in the modernized French 
period. The color scheme is very soft French blue 
and antique ivory. The side;walls are canvased {and 


stippled in old wory. 








Mr. More is a firm believer in advertising, placing his 
confidence in consistency rather than in big displays. He 
has gradually increased his newspaper s from the 
time of opening of the Novelty Shop until today he uses 
morning and evening papers twice a week with a 3-6. The 
advertising for both stores is carried in the one ad. At the 
time of the opening of the new one, he stressed it with 
separate ads, but found that many people believed he had 
moved the old store to a new location. Discovering this, he 
ran a brief series of editorial advertisements telling the 

ublic about his two stores, his belief in the future of upper 
“AQ? Esary Street, and the_two kinds of footwear carried in the 
ayer store. : 
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From Whence Your Shoes Came 
Do You Know ‘‘What’s What” in a Pair of Shoes? 


MARVEL of complexity is the American shoe 
Aon herein we will undertake to give a bit of 
an idea of the many different materials that have 
been used in its manufacture. The shoe merchant reader 
will please keep in mind the thought that the average 
American shoe passes through 100 operations, more or 
less, in the shoe factory alone. 
How many operations there are in the raising and 
preparation of the raw material and shipping it to the 


shoe factory is more than even a lightning calculator 
can compute. 

Also, we will ask the shoe merchant reader to keep 
in mind that we are trying to describe a shoe whose 
materials are produced in this country. If we should 
spread out and include imported materials, such as are 
commonly used in shoes, we. would have to include the 
50 or 60 different foreign lands, some of them the far 
corners of the earth. 





Tell your 
public 
about this 














Use it in 
your 
adverlising 














No. 1. Vamp and quarter of suede leather from a 
calf skin, the calf raised in lowa and dressed in Chicago, 
the skin tanned in Peabody, Mass., with chrome tan- 
nages from Newark, N. J., and dyed black with dyes 
from Delaware. Trimming of a fine matching shade of 
calf tanned in Detroit. 

No. 2. Sole of oak leather, hides from a steer raised in 
Texas, dressed at Fort Worth, and tanned in Pennsyl- 
vania. 

No. 3. Heel of maple wood grown in Vermont and 
heel turned in Brooklyn. 

No. 4. Top lift of leather, hide from a Colorado steer, 
and tanned in Virginia and cut in Lynn, Mass. 

No. 5. Shank of steel, steel from Pennsylvania, shank 
made in Whitman, Mass. 

No. 6. Buttons of Mississippi River pearl, made in 
Newark, N. J. 

No. 7. Silk threads used for stitching uppers, from 
New Jersey mills. 

No. 8. Linings of cotton raised in Dixie and woven in 
the Carolinas. . 

No. 9. Counter of pigskin, the pig raised in Nebraska, 
dressed in Chicago and tanned in Chicago. 

No. 10. Welting ‘“‘Made in Brockton.” 

No. 11. Tacks and nails from Fairhaven, Mass. 

No. 12. Quarter linings of sheep skin, the sheep 
raised in Montana, dressed in Chicago and tanned in 


San Francisco. (Really, this shoe has a quarter lining of 
kid skin, the kid skin from China. But we use a poet’s 
license and substitute the lining of sheep, so as to keep 
the shoe entirely American.) 

No. 13. Bottoms finished with bees wax—yes, real 
wax made by busy bees that buzz most everywhere. 

No. 14. Stitching on the welt—threads from New 
Jersey. 

‘Question—Where did the brains come from. that 
designed and created the shoe? That’s the biggest ques - 
tion of all. We'll leave it open. 

Now we will leave it to you if the shoe that you han- 
dle is not a marvel of complexity. 





Blyn & Son to Open Fifty Retail Stores 


New York, Sept. 7—I. Blyn & Son, the retail shoe 
concern that has been in operation since 1874 and now 
has a chain of 31 stores in New York, Brooklyn, Jer- 
sey City and Newark, N. J., is planning a large program 
of expansion which includes the opening of 50 new stores 
in the near future and the general issue of 100,000 
shares of common stock at $10 a share, par value. The 
new stores are projected for Massachusetts, Connecti- 
cut, New Jersey and Pennsylvania, according to an 
announcement from Bamberger, Loeb & Co., who will . 
put out the new stock issue. 





Patent leather turn 
anklet. Cut outs on 
vamp and strap, 
white stitched. 7/18 
Spanish Louis heel. 
Thomas D. Mac- 
key Co., Brooklyn 


Lattice work gore 
pump in Congo 
ooze. 17/8 Spanish 
Louis heel. The 
rich buckle covers 
and decorates the 
elastic goring. 
Allen-Goller Shoe 
Co., South Boston. 


A graceful model in a kid of thrush 
shade with mandalay patent trimmings 
17/8 Spanish Louis. Dunbar Pattern 
Co., Brockton. 


Autumn brown 
suede anklet, congo 
kid trimmed. 16/8 
Spanish Louis heel. 
Stockbridge Shoe 
Co., Haverhill. 


Black patent two 
button mp, lat- 
tice nt ag of 
black ooze. 16/8 
Spanish Louis heel. 
MacLaughlin-Con- 
way Shoe Co., Lynn. 
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Black suede ank- 
let. Patent leather 
trimmed 16/8 Span- 
ish‘ Louis heel. Alg- 
ier Shoe Mfg. Co., 


Brooklyn. 





Black suede ank- 
let. Black kid trim- 
med. Semi-French 
last. 16/8 Spanish 
Louis heel. v. K. 
& A. H. Jones & 


Thomas Co., Lynn. 


Black kid anklet. Black ooze trim- 
ming. 17/8 Spanish Louis heel. 
J. Albert & Son, Brooklyn. 


Black patent with Burgundy ooze, kid 
loop strap decora- trimming in slightly 
tion and green darker shade. 15/8 
stitching in zigzag pattern. 17/8 Span- ae Louis heel. Dodge Bros, 
ish Louis heel. remier Shoe Co., averhill. 

Inc., Brooklyn 
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Men's custom ox- “a Men's blucher pat- 
ford in tan calf, : - ; a aalll tern in tan leather. 
double rows of Boyden Shoe Mfg. 
stitching on tip at Co., Newark. 
throat, around lace 

stay and quarter. 

French, Shriner & 

Urner, Boston. 


’ Men's oxford in black boarded Viking 
calf. 15 iron single sole. 7/8 heel. A. E. 
Nettleton Co., Syracuse, N. Y. 


Tan grain calf, with e. A 

pinking and spaced > Light tan Russia 
stitching on vamp ‘ calf men’s shoe, 
at tip, lace stay and ribbon stitched tip. 
back stay. Brass Churchill & Alden 
eyelets. A. J. Bates Co., Campello, 
Co., Webster, Mass. Mass. 
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How Many? 













































































Your Name Here 


Street —~ ~ -‘JTown 








Educational Features 

of Footwear Adver- 

tising Too F requently 
Neglected 














the merchant knows it is. Hundreds of adver- 

tisements are written with the thought of value 
impelling merchants’ pens, but when it comes to the 
interpretation of the thought there is much to be 
desired. 

Too much is left to the imagination of the reader. 
The statement of bald fact is too often the rule. A 
reader senses the value of calf, but does not fully under- 
stand its relative position with regard to kid. Canvas 
and satin are not placed in their proper sphere of im- 
portance excepting in the matter of style. The reader is 
left to form his own judgment and the result is he holds 
an opinion of leather, one opinion that includes all 
leather disregarding completely the fact that oak tan- 
nage is good for certain wear, hemlock for another, or a 
combination of the best two under still other condi- 
tions. And the reputation of the merchant who sold the 
shoe suffers when the shoe does not stand uses which 
are naturally ruinous. The educational features of foot- 
wear advertising are neglected and the influence they 
might have on footwear sales lost. 


‘ 


4 T ALUE, that’s the foundation of business and 


How Many Pairs for Satisfaction. 


The wearer ought to have a pair of canvas, a pair of 
kid, a pair of calf shoes at one time and wear them 
alternately. Changes during the day even are much to 
be desired if only from the health standpoint. 

The sale of extra pairs will not come as a result of 
price appeal. The idea of economy will not be served 


through one’s having less shoes. Still one follows the 
other very naturally so that the merchant who sticks to 
price display as the foundation of economy cuts himself 
off from the proper practice of economy which comes in 
the right use of footwear. 

The merchant who brings wearers to consider their 
feet much as they do their complexions, a part of their 
body with the same requirements as to cleanliness and 
ventilation, is doing a real service in showing how to get 
satisfaction out of footwear. 


” Copy for Ad No. 1 


How many pairs of shoes do you own? How many 
dresses? How many hats? How many gloves? 

How many? It does seem that all real enjoyment of 
things to wear comes from having several of every- 
thing, yet how many pairs of shoes does one have as 
compared with their dresses? Just think there are hand- 
turned shoes, welts, calfs, kids, canvas, blacks, patents 
and colors, boots, oxfords and straps. You. can’t wear a 
welt in place of a turn nor a calf in place of a kid any 
more than you can wear a crepe gown of spider-web 
design spangled and draped on a railroad journey where 
simple tailored effects are necessary to style and 
comfort. 


Need of Several Pairs 


A calf for walking and working, a kid for calling, a 
satin for evening is a good rule to follow, and you'll get 
more real style out of everything you wear. When you 
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think of buying anything new make it a pair of shoes, 
and see how they brighten up the very same things 
that were beginning to look drab. Try it today—the 
snap that’s in a new pair of shoes well-fitted in line and 
style. 
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toughens it. Then it’s tanned in a good old “union”’ of 

oak and hemlock. The oak to make it mellow and flex- 

ible, the hemlock to harden it for wear and to keep out 

wetness. 

~ And by the way, to tell it look for a nut-brown color 
running toward the pink. That’s the kind of 





(boudoir slipper) 


The first thing you do 
in the morning is reach 
for your slippers so let 
them be comfortable and 
colorful to make the 
start of the day pleasant, 
for you know it is said 
the moment one leaves 
his bed he begins to 
feel a loneliness that the 
friendly warmth of these 


Yj 


UNION BEND 


——_—___—_— 
eee 








slippers will overcome. 











(house pump) 











Just the moment you 
start the morning duties 
feet begin perspiring. 





Your Name Here 
Street =- — -Town. 


sole leather that’s in this shoe—something to 
carry you into snow and rain safely this winter. 


Copy for Ad No. 3 


From the hills of India, the kid skin in these 
shoes hints of rose garlanded temples and warm 
colors so the Parisian designer weaves the 
romance of old trading days into the pattern 
and the tanner draws upon Spain now and 
China again for color to carry the designers’ 
spirit. 

Today if one wants color it is in footwear. To 
match hat, hose, gown. Browns, grays, greens, 
golds, fawns, straws and reds. In kid which 
stretches just enough to assure glove fit with- 
out danger of losing its trimness. One buys 
shoes of kid colored to 
match other apparel as 














These canvas strap 





any other beautiful thing. 





pumps absorb the mois- 
ture, permit ventilation that keeps the feet 
dry and fresh-feeling always. Just as essential 





Oh, yés, you'll get your 
money’s worth in actual 
wear in these shoes, too. 





to one’s wardrobe as a house-dress. 


There is only one leather 





(shopping) 

Shopping is a pleasant. exercise for one in 
these smart-appearing oxfords. Welts with a 
sole at once flexible and heavy enough for pro- 


stronger than kid. 


Style All the While 


(Continued from page 46) 





tection. They can be re-soled and will last sev- 





complete accessories, for 








_eral seasons if worn alternately with the other 








the penning of a hasty 








shoes shown here for a complete wardrobe. 


note, invite the shopper 








to linger. A public tele- 











(visiting) 
The light turn sole and glove-like kid upper 


with straps interlacing with all the artistry of 
the French designer of clothes. Just the relief 





Your Name Here- 
Street ~ 2 - Town 


phone on this desk is also 
at the service of the cus- 
tomer. 

To the left of the en- 








your feet need daily in their lightness. 


(dancing) 


Satins—footwear de luxe with saucy French heels, 
and toes artfully shortened to give the foot a petite 
appearance. If the foregoing changes are made daily, 
evening after evening of strenuous dancing may be in- 
dulged without the slightest sign of fatigue. It is a fact 
that if you haven't a pair of each of the shoes shown 
here you are not giving your feet a chance to do their 
work happily, nor are you getting the full amount of 
wear-out of your shoes. 


Copy for Ad No. 2 


UNION BEND—make that your “buyword” for 
comfort and long wear. It’s leather that comes from 
the back of the steer where the full brunt of the weather 


trance, is the hosiery 
counter, where an in- 
teresting assortment of buckles and fancy heels ‘s 
displayed. Mr. More is thoroughly awake to the pos- 
sibilities in selling hosiery in conjunction with shoes 
and see that this end of the business is given as careful 
attention as any other part of it. At the conclusion of 
every sale of a pair of shoes, the salesman is instructed 
to suggest to the customer that she purchase hosiery at 
the same time, so she can be sure of securing a perfect 
match. When Mr. More places his order for shoes he 
takes the hosiery buyer, Miss Cloid, into his confidence, 
and shows her samples of every shade he has purchased 
in leather. The hosiery stock is adjusted accordingly. 
These are a few of the reasons that Frank More has 
been able to secure a five and a half and six times a 
year turn on his stock. 
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BEACON 
SHOES 


FOR MEN, WOMEN*AND BOYS 
The Stability of Our Organization Enables Us to Render 
Our Agencies Superior Service 


Men’s Goodyear Welts 


A complete line of $5, $6, $7, & $8 sellers IN 
STOCK. This is your opportunity to keep in 
step with the demand for smart styles and 
quality merchandise. Our prices of $3.60 to 
$4.85 enable you to feature the line at popular 
prices. 











BUYER’S CHART — 
No. 
A copy of our BUYER’S Boarded Red Russia Oxford Cork Wel Fol 
CHART will be mailed Tip, Wingfoot Rubber Heel. In Stock B, 6-11, C and D 5-11. 
to you on request. This 
will assist you greatly in 
placing your orders wisely. 

















Women’s Goodyear Welts 


It is generally predicted that beautiful, stylish 
women’s shoes are here to stay. 

The demand for novelty footwear is increasing 
in every country. 

In our STOCK DEPARTMENT we have 
over twenty styles which represent the very 
latest in footwear. 


Prices from $3.60 to $4.65. 


Price $4.50 
Cabin Nubuck Two-Strap; Mouse Cabretta Trim, 
14-8 Cuban Heel. In Stock A, B, C and D widths. 


F. M. HOYT SHOE COMPANY 


MANCHESTER - - NEW HAMPSHIRE 




















BEACON) 


DS 














SHOES 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Announcement is made that the line of 


Womens Fine Welts and McKays 


formerly sold by the United Shoe Mfg. Company 
of St. Louis, will from now on be 


manufactured and sold by 


Capitol Shoemakers, Inc. 


Eighteenth Street at Wash, St. Louis 





Te will be no change in management. We 


will continue to make the same lines of shoes. 
Our increased business required expansion, so as 
to better and more satisfactorily serve buyers of 
women's shoes. We have acquired an additional 
factory, in which we are now making and featur- 
ing high-grade, stylish McKay Shoes for Women. 


In order to accomplish this purpose it was neces 
sary to separate this business from the United Shoe 
Mfg. Company, and operate the women’s business 
under the new name, “Capitol Shoemakers, Inc.” 


A. J. SPRING, Vice-President and General Manager 


Capitol Shoemakers, Inc. 
Eighteenth Street at Wash, St. Louis 





“Capitol Shoes” continue to represent fast styles and 
fine workmanship, built to retail at popular prices 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The BATON Shoc 
NS J 


new method of shoe construction covered by the A. E. 
Little patents. This construction corrects the greatest 
weakness of the ordinary welted shoe, the shank. 


[= Eaton Shoe is different. It is made by an entirely 


You know the many devices that have been employea to 
eliminate sagging at the shank—nails, metal strips, steel 
shanks and so on. The Eaton Shoe has none of them. Its 
shank is strong and tough but not stiff. It cannot sag. Made 
entirely of leather, it contains no metal strip or other arch 
support. 


The specially constructed saddle inner sole, the upper, the 
counter and the outer sole are sewn together under great ten- 
sion with a patented lock stitch. The only outside evidence 
of this new construction is the special stitch which shows on 
the sole along the inside of the shank. 


While the Eaton is not an orthopedic shoe in the sense of 
being built on a so-called corrective last, it does away with 
most foot ills by natural means. 


The patented construction gives support to the foot when 
and where support is needed. It enables the foot muscles to 
exercise properly. Thus muscles and tendons are strengthened. 


CHARLES A. EATON 


BROCKION 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Eaton Shoe unconsciously makes its wearer walk 
straight as nature intended he should—this characteristic has 
brought the endorsement of the whole medical fraternity, for 
straight walking is the prime cure for most foot troubles. 


The Eaton Shoe is smart—it is a style proposition from 
start to finish. Patterns and leathers are chosen for their 
style and quality. In fact, the Eaton shoe would sell on ap- 
pearance and value alone, even without its other features. 


Outwardly the Eaton Shoe is one of the best looking, most 
thoroughly stylish shoes ever produced, inwardly it is vastly 
different. 


Its appearance marks the greatest advancement of a genera- 
tion in shoes for men. The Eaton Shoe will retail at $10.00. 


That briefly, is the Eaton story—the story of value, plus. 


The Eaton line will be confined to one retailer in a district. 
We will protect that dealer to the limit. 


If you are interested in an exclusive line that carries added 
selling features—a line that will make money for you, be sure 
to see the Eaton salesman who will call shortly, or write us 
about the Eaton agency for your territory. 


SHOE INDUSTRIES 


MASS., U.S.A. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER 














McKay FANCY STRAPS 


TWO-TONE OXFORDS syn 1x2 2%8 


52 Patent Strap, foxed gray quarter. 
and strap $1.60 $1.80 
152. Patent Strap, foxed gray quarter 


and strap, Eng. toe 1.80 


Patent Strap, foxed beaver brown 
quarter and strap 


Patent Strap, foxed beaver brown 
quarter and strap, Eng. toe 


Girls’ Patent Strap, gray strap 
fan inlay 


Patent Sally, red inlay 


Patent Sally 
red inlay, Eng. toe 


Patent Strap, 2 button 
wide gray strap 

Patent Strap, 2 button wide 
and gray strap, Eng. toe 


Nut Brown Strap, 2 button 
wide patent strap 


Nut brown — 2 button wide 
patent strap, Eng. toe 


Two-tone Brown Oxford 
Two-tone Brown Oxford, Eng. toe 


Oxford, nut brown and pat. lea. 


Oxford, nut brown and pat. lea., 
Eng. toe 








Hagerstown Shoe & Legging Co., 


HAGERSTOWN, MARYLAND, U. S. A. 








STITCHDOWN = *# 8% 112 


320 Tan Lotus Button $1.40 $1.65 
320H Tan Lotus Button, heel 


385 Smoke Button 
385H Smoke Button, heel 


330 Cherry Lotus Button 
330H Cherry Lotus Button, heel 


302 ©Patet Button 
302H Patent Button, heel 


300 =©Black Kid Button 
300H Black Kid Button, heel 


301 Gun Metal Button 
301H Gun Metal Button, heel 


235 Tan Lotus Blucher 
235H Tan Lotus Blucher, heel 


245 Black Calf Blucher 
245H Black Calf Blucher, heel 


285 Smoke Blucher 
285H Smoke Blucher, heel 


265 Mahogany Elk Blucher 
265H Mahogany Elk Blucher, heel 


237 Tan Lotus Polish 1.40 
237H Tan Lotus Polish, heel 


217 + Cherry Lotus Polish 1.40 
217H Cherry Lotus Polish, heel 


207 ~=Black Kid Polish 1.40 
207H Black Kid Polish, heel 


247 Gun Metal Polish 
247H Gun Metal Polish, heel 








A SHOE BUILT SCIENTIFICALLY 
YET WITH PLENTY OF STYLE 


Carefully planned features of construction assure 
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R-572 
A black glazed kid oxford. Welt. 


the accurate fit and sturdy support of Dr. A. Reed Special measurement last No. 172. 


Shoes. 


Especially adapted for feet with 
large joints and low insteps. Heel 
height 1% inches. 

In Stock 


Top-grade shoemaking gives them the right degree Widths AA to E 


of style. 














When the two are blended skilfully, an excellent shoe results. 


You can sell our boots and oxfords to women who are strict in their require- 
ments. You can satisfy these customers with Dr. A. Reed Shoes and keep 


their patronage. 


Send your name on a card for our newest Stock Catalog. 


. - Exclusive Manufacturers . 


JOHN EBBERTS SHOE CO., Ine. surrito “New York 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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‘“‘Mah Jong’ '—the fascinating Chinese 
Game, with its quaintly beautiful 
“tiles —reflects the originality and 
Oriental touch which set this ex- 
quisite Allen, Goller model in ad- 
vance of all fall footwear for women 
who are truly smart in dress and 
social activity. It will lead in your 
window and in your sales. 

















If New York says “It’s the latest style’’ — we've got it! 





ALLEN, GOLLER SHOE CO. 
6O K. Street. South Boston. Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 























Originators and Exclusive Tanners of 


WEILDA CALF 
DURO CALF 
NUBUCK 
BLACK DIAMOND 


Chrome Patent Leather 


A. C. LAWRENCE 


210 South Street - - 


New York Philadelphia 


Rochester 
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Lawrence Leathers 
are 














Reliable Leathers 


we you call for LAWRENCE 
LEATHERS in your orders, you 
have done your utmost toward securing 


+] . ° 
your customer's satisfaction— 


—in the service the leather will render and 
in the pleasure it will afford through the 
correctness of the color. 


May we have your name for our 
mailing list, that we may send you 
promptly samples of each new Law- 
rence color as soon as it is issued 


LEATHER COMPANY 


- Boston, Mass. 


Chicago 
: Cincinnati 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Business Hours 
will be happy hours when 
wearing 
Johansen’s Feeture Arch Shoes! 


A fact—business women thoroughly appreciate 
the remarkable qualities of Johansen’s Feeture 
Arch Shoes—their indescribable comfort—their 
smart, attractive appearance. Here’s a rich vein 
of new business for the shoe retailer who stocks 
these ideal shoes for the woman of today. 


AY 


Johansen’s Feeture Arch resists the —is flexible enough to allow the 
direct downward foot pressure. yet— natural walking movement of the feet 
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Johansen Brothers 


Shoe Company 


Makers of Women’s Shoes Exclusively Since 1876 
ST. LOUIS, MO. 
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A Good Shoe, Like a Good Deed, Speaks for Itself 


In Stock Immediate Delivery 


$6.00 


$6.00 


No. 4189—Black Satin Trimmed with Black Ooze Calf, 16-8 
ES occencovessodccecenctesdended $5.50 


“THE DEAUVILLE” 


S. W. FELDSTEIN & CO. 


127 Duane St., New York City, N. Y. 
Factory—!70 Washington St., Haverhill, Mass. 




















BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to take 
for granted the things the owner said, and then wait for experience to show 
if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would show his 
ancestry and race and give you an idea of the animal's capacity for speed and 
endurance. 


It’s the same in buying advertising space. Some publications sell “just a horse” 
and you have to take their circulation statement with a pinch of salt. 


The Boor & SHoz Recorper is blooded-stock. An 
A BC statement is the pedigree that tells you 
what toexpect in the way of speed and endurance. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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REGU Swar-orrice 


GYMNASIUM SHOES 


In 
Stock 





141—Women’s “Flexo” Gym Oxfords 7 05 
141—Men’s * ‘Flexo” Gym Oxfords 1.15 
“Flexo” Gym Shoes are made with Flexible, Non-slip, 
Chrome soles. 


703—Women’s “Ironclad’’ Gym Oxfords $1.35 
“Ironclad” Gym Shoes are made with Sturdy Chrome Elk 
Leather soles. A shoe that stands four seasons of Gym work 


in High Schools and Colleges. 


701—Women’s Gym Oxfords .$1.70 
Made with our special corrugated Rubber sole for Women’s 
Colleges. 


Our Gymnasium shoes are known in universities and colleges 
all over the country as the finest made. 


““FOOT-LITE”’ 
BALLET 
SLIPPERS 


In 
Stock 







SOFT TOE HARD TOE 
Black Kid Black Kid 
601—Women’s. $1.50 606—Women’s... . . .$2.75 


Misses. . 1.40 Misses’........ 2.65 
Child’s. 1.35 | eee . 2.60 


Perfect fitting Ballet Slippers in stock for 
immediate delivery 





Be sure to write for samples of our new 
‘Right and Left last Ballet slippers. 
The perfection of Ballet Shoe making. 








i} BROOKS SHOE MFG. CO. 


1731-41 NORTH 6TH ST. PHILADELPHIA 
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GREELEY 
BOUDOIRS 


Little things count in busi- 
ness, and for that matter 
details of the shoes . you 
buy deserve your closest 
scrutiny. I invite most care- 
ful inspection of my bou- 
doirs as I know they will be 
found surprising values. 











In Black or Colored 
Kid. 36 pair lots 
only. 


If Your Jobber Cannot Supply You, Write Us. 
A. W. GREELEY .*. Haverhill, Mass. 








Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf — 
Russia Calf — 











Strietly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St:, Boston, Mass., U.S.A. 














APPROVED BY 
MEDICAL MEN 


rong-children’s shoes 
er oon —. by sending 


Phone me 2133 
for immediate action. 
BURKLEY 
SHOE CO. 

1156 No. Main St. 

Brockton, Mass. 








PROMPT DELIVERIES 
ON THREAD 


When thread is 
wanted in a hurry 
~~ our orders go 

e carry the 
noia stock of all 
kinds of  threa 
used in the shoe 
trade and other 
industries. Ship- 
ments at once. 
Black, white and 
colors. 


JOHN C. MEYER THREAD CO., Lowell, Mass., U. S. A. 








eu 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Starensier Shoe Ornaments 


SPECIAL ANNOUNCEMENT— 


We have just received several cases of “Shoe 
Buckles” from France. Our direct buying in 
large quantities from the French manufacturers, 
enables us to offer, “High Grade Cut Steel 
Buckles” at prices that enable the dealer to sell 
them readily, at a very liberal profit. Prices range 


from $3.00 to $25.00 the pair. 


They are most artistic in design, bringing out 
the newest effects—combined with highest type 
workmanship. 





No. 4215 One of our $5.00 numbers 
“% We feature twenty styles at $3.00 and $5.00 the pair & 


y THE PAIR AT .00 E PAIR 
agi on Brig <o S. STARENSIER sag 


10 Distinctive Designs 







































Manufacturers & Importers 10 Beautiful Designs 
Safe investments As 
with profitable results HAVERHILL, MASS. Try a few pairs 
pe ne ee 
: o 
5 = 
: 
= z 
: BETTER THAN EVER = 
5 Our customers are re-order- g 
= ing shoes nearer to the date = 
= of last shipment than ever = 
= before. The reason is appar- o 
Q ent: we are making better = 
= shoes than ever—and above = 
s all else, Gardiner’s DO FIT. = 
5 35 years’ experience in the = 
= manufacture of lasts is the = 
= background of this business. = 
= o 
= N KID STOCK TIP, 7 INCH T No, 402—KID STOCK TIP OXFORD, = 
g POLISH a medium toe, oe? rubber heel. 35 IN STOC K Styles 12/8 rubber heel, Leather Quarter and = 
= Eonly............. $3.00 Catalog Sock Lining, BtoE................ $2.65 = 
: 
: H. K. GARDINER COMPANY : 
= PITTSFIELD, NEW HAMPSHIRE ‘ 
aI Boston Sample Room - - 134 Lincoln Street = 
SUOMI OU OU OU OU OOOO, 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Natural Medium Of 
cA National Industry 











9 AY back in 1882, 
when Vol. 1, No. lof 
this publicationwas 


kicking in its crib, the business 
of our country was also young. 
The nation was a gangling, 
growing, freckled stripling, 
with areas of business and 
vast tracts of almost virgin 
wilderness. 


Big business was tentatively 
stretching its hands across the 
Mississippi—shoes and leather 
still hugged the Atlantic sea- 
board, with iron, cotton, wool 
and other basic industries. 
Mexico and New Mexico were 
ruled by a feudal system of 
great lords and under-lords as 
powerful and primitive as 
that of the Middle Ages. 
Texas, Nevada, Arizona and 
the Northwest were truly 
“The Wild and Woolly.” 
Where the graphophone and 
radio shriek today on peace- 
ful Main Streets—the bob- 
tailed mountain lion, the 
coyote or the wild duck made 
similar music. In the South, 
ox-carts were creaking, axle- 
deep in mud between planta- 
tions where Rolls-Royce cars 
skim today over the macadam 
between great industrial 
centers. 


The forefathers of shoe stores 


which now have a five or*six 
figure turn-over were doing 
business in one-story monitor 
shacks with a false front and a 
similar credit rating. Farmers 
and miners made a gala day of 
bringing the family to town to 
be shod. 


And now, like drops of quick- 
silver running together in a 
shining whole, we _ have 
changed from a group of 
pioneers to—states_ truly 
united, a nation! 


In this national growth the 
Boot and Shoe Recorder has 
been a unit. Starting as a pub- 
lication for interests largely in 
the East, it, too, has stretched 
itshands Westwardand South- 
ward, binding merchant with 
manufacturer as each joined 
the great conquest of a con- 
tinent.’ Like the country, the 
Boot and Shoe’ Recorder has 
gradually grown from local to 
national influence. 


Today—it is a national pub- 
lication, carrying national ad- 
vertising and news to you, the 
13,000 merchants and manu- 
facturers of our subscriber 
family. 


Can we not congratulate each 
other that we have comie so far 
and so usefully together? 
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CHICAGO 
Interest in New Merchandise 


Return of Vacationists Marks Beginning of Fall Season— 
Blacks Strong 


ISPLAY of new fall shoes and a few 

cool days have done much to remove 
business from the rut in which it has been 
in the majority of stores for the past month. 
Vacationists are returning to the city and 
are showing an interest in their fall wear- 
ing apparel. 

At the present time, blacks seem to be 
selling better than the shades of brown 
and tan that are being shown. It is the 
general belief, that as soon as the new fall 
coats and dresses are selected, and the 
fall costumes are to be completed with 
shoes, that business on the colored foot- 
wear will be on the increase, as shoes must 
harmonize with the costume. 


School Shoe Business Good 


With the close approaching new school 
term comes the need of shoes for the 
children. The stores having departments 
where the little folk, the growing girl and 
boy can be supplied with footwear have 
been experiencing very good business in 
this department. The demand for shoes for 
the child attending school runs along lines 
of plain serviceable shoes and very few 
novelties. 

There has been surprise expressed at the 
amount of high shoes bought for the grow- 
ing girl. Most stores, while carrying a 
supply of high shoes, had anticipated that 
a much greater percentage of low shoes 
would be sold than high shoes, but this 
has not been the case. However, most stores 
have been able to take care of the high 
shoe business. 

There is a noticeable demand for tan 
in boys’ shoes as well as in girls’. In some 
stores the percentage has run 60 per cent 
tans, while in others it has run as high as 
75 per cent. The retail merchants are not 
expecting this to be the case later in the 
fall, and are looking for black to be the 
larger seller, and are replenishing their 
stocks accordingly. 

The buckle season has started. Several 


of the loop stores have received shipments 
of new attractive buckles and have al- 
ready sold many. 

The C. H. Wolfelt Company has been 
showing buckles all through the summer 
months, and while most of the buckle de- 
partments were reporting an extremely 
low sales total, if any at all, the Wolfelt 
Co. has been showing new styles and re- 
porting no difficulty whatever in disposing 
of them. New shipments have been re- 
ceived, and in order to stimulate this part 
of the shoe business, Mr. Stevens, the 
manager of the Wolfelt store, has been 
very careful when placing his orders for 
new fall shoes to see that the patterns se- 
lected either require an ornament of some 
sort, or have some place on the shoe where 
one can be worn to advantage. For this 
reason goring patterns are quite popular 
at the Wolfelt store. 

The O’Connor & Goldberg East Madison 
Street Store is showing ornaments that 
are entirely new and have not been shown 
in Chicago before. These designs were 
brought from Paris by Mr. Goldberg on 
his recent trip to Europe. 

The most attractive of these ornaments 
is of a wreath design that fits around the 
throat of the vamp, and has a tiny pen- 
dant extending loosely down on to the 
vamp of the shoe. 

Another attractive ornament is of a ““T”’ 
around the ankle strap, with the lower 
stroke extending down the instep strap 
to the vamp. These ornaments are of 
dainty designs, studded with rhinestones. 


New Store Opens 


B. Demsch, formerly a partner in the 
Standard Shoe Company located on South 
Halsted street, has signed leases for a new 
shoe store to be opened about September 
15 at 3006 Milwaukee Avenue. This new 
store will-be known as The Ridgeway Shoe 
Store. 
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C. H. Wolfelt in Chicago 


C. H. Wolfelt has been spending the 
past three weeks in Chicago in charge of 
their East Madison Street Store while 
Clarence Stevens has been on his vacation. 
On Mr. Stevens’ return to Chicago, Mr. 
Wolfelt will return to. New York. 


Kreider Company Dinner 


Herman Cushman, vice-president of the 
A. S. Kreider Company, has recognized 
the value of the spirit of co-operation and 
good will that can be gained from a ban- 
quet and get-together meeting. While all 
of the salesmen were in the Chicago Office 
to get their new line of samples, Mr. Cush- 
man arranged a get-together dinner to 
which he invited the office force to join 
the salesmen. After the dinner a sales 
meeting was held. The boys left for their 
respective territories on September i, 
with a line of snappy sellers and a great 
amount of enthusiasm. 


Visits Factory 


John Drufke, manager of the Chicago 
office of the Riley Shoe Company of Co- 
lumbus, Ohio, spent last week at the fac- 
tory in Columbus, attending their style 
and sales conference. The salesmen of the 
Riley Shoe Company left for their terri- 
tories this week. 


Travelers’ Association Meets 


The Chicago Shoe Travelers’ Associa- 
tion held a special meeting September 1, 
discussing the question of an exposition to 
be held in Chicago this fall. 





Death of Michael Mode 


Indianapolis, Ind., Sept. 5—Michael 
Mode, 84, one of the pioneer shoe mer- 
chants of this city, died recently. He was a 
founder of Mode Bros., retail shoe mer- 
chants, 141 East Washington Street. 
When a young man he served an appren- 
ticeship as a shoemaker at Harrison, Ohio. 
Later he moved to Indianapolis. Two sons, 
George and Charles Mode, survive besides 
a daughter. The sons conduct the Mode 
Bros. store. 
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MILWAUKEE 


Marked Increase in Retail Trade 


Opening of School and Wisconsin State Fair Factors in Making 
Better Conditions 


HE presence of large crowds of out- 
“of-town people attending the Wis- 
consin State Fair and the advent of 
school opening are the main contributing 
factors to the large amount of retail shoe 
business done in Milwaukee in the past 
week. Nevertheless, shoe merchants, after 
making due allowance for this added im- 
petus, consider the outlook for a heavy 
fall selling season unusually bright. 
Summer stocks are now well cleaned out 
and the larger concerns are presenting 
entirely new stocks to their trade. 


High Boots Popular 


Firms specializing in children’s footwear 
register surprise at the unlooked for popu- 
larity of high boots for girls of all ages, 
especially growing girls. If the demand 
continues, it will be necessary hastily to 
replenish stocks of this variety. However, 
the public favor is placed just about as 
expected in other respects. The fancy color 
demand has about subsided, style being 
the point stressed. Black is the popular 
color, with brown running a strong second. 
Staples are reported as moving very slowly, 
especially among children’s shoes, many 
firms buying these lines on a “hand to 
mouth” scale. 

An early run on rubbers, arctics and 
woolen hose is apparent, encouraged, no 
doubt, by harsh fall-like weather pre- 
vailing for a few days in the latter part of 
August. 


New Store in Appleton 

Wenzel Hassman and William Farrand, 
veteran retail shoe men, announce the 
opening of a new shoe and clothing store 
in Appleton. Both men are prominent in 
local business circles, having been affiliated 
with various retail enterprises for almost 
a score of years. 


Davies Entertains Employees 

Employees of the Davies Shoe Manu- 
facturing Company of Racine enjoyed the 
generosity of their genial employer, Charles 
Davies, owner of the plant, at their annual 
picnic held at Central Park. About 900 
persons journeyed to the park in three 
special cars and 75 automobiles. Games 
and races, with liberal prizes for the 
winners, featured the day’s entertainment, 
while dancing was indulged in at night. 


Teeple Factory Fete 


The National Hotel at Waupun was the 
scene of festivities when the Teeple Shoe 
Company entertained its foremen and 


salesmen at dinner recently. After dinner 
the party adjourned to the hotel club 
rooms for a smoker and business session. 


Enlarge Bear Brand Factory 


Contracts have been let for the construc- 
tion of a third floor to the plant of the 
Bear Brand Hosiery Company at Waupun. 
The completion of these improvements 
will add 10,000 square feet to the floor area 
of the building and will mean the employ- 
ment of from 25 to 50 additional workers. 
The addition is to be completed before 
November. 


Plans Retail Bureau 


Hugh G. Corbett, managing secretary 
of the Appleton chamber of commerce, 
will sponsor a comprehensive proposition 
for the development of retailing, at the 
merchandising seminar of the national 
school for commercial secretaries at 
Northwestern University during his ser- 
vices there as an instructor. Mr. Corbett 
proposes the establishment of a retail 
bureau in connection with state chambers 
of commerce, which shall employ a highly 
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efficient merchandising man as its secre- 
tary. This bureau should serve merchants 
of the state by making extensive trade 
surveys, studying cost systems, organiz- 
ing co-operative bargain events and in- 
dustrial exhibits, and helping communities 
to build up attractive retail realms. The 
backers of the plan have visions of an ul- 
timate national body with a membership 
of 100,000 retail merchants. 





Shoe and Leather Big 
Industries 

That the shoe industry and 
affiliated industries play an im- 
portant part in the commercial life 
of Milwaukee is evidenced by the 
large number of such concerns listed 
among the 49 corporations of the 
Wisconsin metropolis which pay 
taxes on property assessed at 
$1,000,000 or more. Among these 
are such well known establishments 
as the Pfiste r& Vogel Leather Com- 
pany with an assessment of $6,- 
383,350; Phoenix Hosiery Co., 
$4,841,900; A. F. Gallun Sons Co. 
$2,225,600; Holeproof Hosiery Co., 
$2,048,800; A. Trostel and Sons Co., 
$1,906,400; Harsh-Chapline Shoe Co 
$1,574,850; F. Mayer Boot and 
Shoe Co., $1,510,200; Weyenburg 
Shoe Co., $1,262,200. 














CINCINNATI 


Early Buying Is Brisk 


Period of Cool Weather Results in Preference for Fall Shoes by 


Women 


INCINNATI shoe merchants have 

entered unusually early into a brisk 
trade on fall shoes. The unseasonable cool 
weather is held responsible. The presence 
of the Fall Festival in the city has also 
been a stimulus to the shoe trade,especially 
to the merchants who are displaying in the 
festival. The McAlIpin Co. is displaying its 
Cantilever line of shoes there and is re- 
ceiving many customers and inquiries as a 
direct result of its display. The window 
displays in the stores at the present time 
are very attractive. There are many suedes 
in shades of brown and in strap patterns. 
A few gore patterns are displayed and 
here and there an anklet pattern is 
shown. 

The present tendency in the last for 
women’s shoes is toward a medium toe, a 
half dollar type. The style has changed 
from the extremely pointed toe, said one 
retail merchant and the very round toe is 
not gaining any popularity. The vamps 
are becoming a little shorter in the best 
selling shoes, being about three inches in 


length. A shoe with a 14-8 heel is the best 
today and some merchants feel that the 
tendency is toward high heels. However, 
the manufacturer does not regard the situa- 
tion as such but feels, since the women 
became accustomed to low heels when the 
skirts were shorter that they will still 
want low heels although the dresses are 
longer. With this in view they are turning 
out 10-8 and even 8-8 inch heeled shoes. 
Sales in the department stores show that 
many low heeled patent leathers are being 


- bought to tide the feminine buyer over 


from the white shoes of summer until the 
late Fall styles of shoes are on the market. 
McKay styles are not very popular in the 
staple lines except for cheaper shoes but 
several novelty McKays which the manu- 
facturers are putting out are taking quite 
well. Turns and light weight welts fill most 
of the sales in the retail stores. The greater 
part of the lines of different stores is de- 
voted to light weight welts. The entire 
fall stock of the McAlpin store is to be in 
ight weight welts. There has been little 
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recent change in colors of shoes. Log 
cabin is very popular. 





Shoe Factories Busy 


In the last three weeks the shoe 
factories of Cincinnati have booked 
a great deal of business. Their book- 
ings, at present, are enough to be 
considered normal, under the pres- 
ent conditions of manufacture. The 
Krippendorf-Dittmann Co. is mak- 
ing good shipments at present and 
mail orders are good. The company 
has done a good business in the last 
two weeks in low-heeled shoes and 
claims that a great deal of interest 
is being shown in shoes with a 10-8 
and 8-8 inch heel. Several novelties 
in McKays and turns have taken 
well with buyers of high class goods. 











Opens New Territory 


The Vollman, Lawrence Co. has added 
to its line of women’s welts a line of sty- 
lish McKays. This company has decided to 
open five new territories which will include 
Oklahoma, Arkansas, Iowa, Nebraska, 
Michigan. Wisconsin, Minnesota, North 
and South Dakota, Colorado, Utah, 
Wyoming, and Montana. New machinery 
for handling this-new line has been installed. 


Stevenson Buys Interests 


George Stevenson recently bought the 
entire assets of the Rupp Whitgenfeld Co., 
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one of Cincinnati’s oldest jobbing houses. 
Mr. Stevenson has not yet laid any plans 
for the future course of the concern except 
that business will be conducted as usual 
at the present location at 304 Main street. 


Cahill Co. Doing 
Good Business 


The fall line of the Cahill Shoe Company 
is attracting more than usual attention 
this season. Through recent changes and 
improvements in the production phase of 
the organization, the company is now doing 
a healthy business in stylish McKays in 
addition to its turn and welt business. The 
strong feature of the company’s McKay 
line, aside from the patterns, is the ligh 
and narrow shank effects. 

C. S. Faxon, secretary, states that the 
salesmen are booking a very satisfactory 
volume of business for fall. He made par- 
ticular mention of increased sales on the 
Arch Brace line for the current year. 


Mund Opens Store 


Sidney Mund has opened a shoe store 
at Fifth and John streets, where he will 
handle the Beacon and the Peter lines. The 
present new structure ofonefloor is 24 by 
35 feet but it is planned to enlarge the 
store by the addition of one or two adja- 
cent buildings when the places are avail- 
able. The present stock includes a full line 
of ladies’, men’s, and children’s shoes. A 
full line of ladies’, men’s and children’s 
hosiery is carried. : 





ST. LOUIS 


Retail Business on Upward Trend 


Large Volume of Sales in Children’s School Shoes—Cool 
Weather Favorable 


USINESS during the week ending 

September 1 showed further im- 
provement, according to reports of retail 
shoe merchants. The buying of fall foot- 
wear continues active. The weather has 
been cool and adds to the activity. A 
large children’s business was noticeable in 
stores where children’s shoes were featured. 
School-day shoe sales have been advertised 
throughout the week and windows have 
been trimmed to catch this business. 

One development in the style field is the 
apprehension with which many retail shoe 
merchants view the situation on black 
footwear. Black is coming even faster than 
was anticipated and those with colored 
shoes are already giving much thought in 
the selling of these shoes. No one will be 
caught with colored shoes, but wise mer- 
chants have learned that you can often 
hear and sense style trends in plenty of 
time to eliminate serious situations which 
might arise. Practically all merchants have 


sensed this switch to black shoes, but the 
change is developing faster than was 
expected. 


Black Is the Leader 


The buyer for one of the largest depart- 
ment stores said all he could see was black. 
This is the opinion of a majority of the 
merchants. Black satin, patent and suede 
are the big sellers with satin leading. Each 
week finds these three numbers gaining in 
popularity and most merchantsreport they 
have not bought sufficiently on these shoes 
especially the suede. Wood shades of 
brown suede are good and will sell. The 
darker shades have the preference over 
other shades. It is not going to be any 100 
per cent black idea and merchants state 
that colored shoes will be sold throughout 
the winter. 


Gray Suede Is Selling Well at Present 
There is a tendency for lower heels. 
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The Cuban type between 12 and 14 eights 
is coming along rapidly. 

There is no complaint among the retail 
shoe merchants with reference to general 
business. Practically every merchant 
stated that business is ahead of last year, 
particularly during the past three or four 
weeks. . 


Delaney with Juvenile Shoe 
Corporation 


Everett L. Delaney, former president of 
the Jelly-Delaney Shoe Co. and for 16 
years prior to that connected with J. I. 
Melanson & Brother of Lynn, has joined 
the staff of the Juvenile Shoe Corporation, 
Carthage, Mo. Mr. Delaney will have 
charge of lasts, patterns and style as 
to fit and quality in each and all of the 
Juvenile Shoe Corporation’s factories. 


Temporary Quarters at Hotel 


The Creel, Mauldin & Chambers, Inc. 
has temporary headquarters. at Room 
1037, Hotel Jefferson, pending the selec- 
tion of a permanent warehouse and office 
building. Vice-President Creel is in charge 
of the temporary quarters and has a full 
line of samples on hand. 

The company opened a fitting room at 
Highland, Ill. and expect to fit between 
300 and 400 pairs daily. The Highland 
plant is running at capacity. 


An Exceptional Sale 


The Vogue Boot Shop made a sale to 
one of its women customers last week 
which amounted to approximately $150, 
including some hosiery. There were nine 
pairs of shoes included in the sale all of 
which were short vamps. 


Bell’s New Store 


The unofficial opening of Bell’s Bootery 
at 914 Olive Street took place Saturday, 
September 1. The official opening has been 
set for Sept. 10. The company operates a 
number of stores in the South and this is 
its first store in St. Louis. The store is 
beautifully decorated, being finished in 
gray and ivory inside. A balcony for the 
office is at the rear of the store. John P. 
Bell, president, and W. J. Asher, vice- 
president of the company, were both in St. 
Louis to inspect the store. W. F. Whatley 
formerly manager of the Nashville store is 
manager. 


Fred Weber Dies 


Fred Weber, vice-president of Pedigo- 
Weber Shoe Company, died August 30. 
His death came unexpectedly. Mr. Weber 
was connected with his firm for 13 years 
and previous to this connection he was 
associated with Johansen Bros. Shoe 


Company. 
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CLEVELAND 


Good Call for Children’s Shoes 


Conclusion of Vacation Season Factor in Stimulating Retail 
. Shoe Business 


EMAND for shoes for school child- 

ren during the week ending September 
1 greatly stimulated the retail shoe busi- 
ness here and also served to remind the 
merchants that the vacation season is over 
and that the adult trade is bound to in- 
crease. Schools open September 10 and 
merchants anticipate a continued de- 
mand for school shoes during the week 
ending September 8. : 

Industry in the city slumped some in 
production figures during the month of 
August, and the slump was some above 
the average seasonal slump. But bankers 
are predicting that there will be an up- 
ward movement in not only industry but 
also in all retail lines during the fall months. 

In many of the stores, only fall goods 
are being advertised. A few pairs of whites, 
sports and ljght sandals are to be found, al- 
though the selection is limited to a few 
pairs. The sizes and widths are odd. Mer- 
chants report that sales of summer goods 
have been very good, 


Salesmen Optimistic 


Representatives of shoe manufacturing 
establishments have returned from their 
home offices with their new samples. That 
there is a fertile field for their efforts in this 
city and in northern Ohio is indicated b y 
talks with many of the smaller shoe mer- 
chants. They have been buying lightly to 
date and have been on the lookout con- 
stantly for novelties and fancy models.The 
larger merchants have gone heavily into 
the market and are well prepared to meet 
the fall demand. 

Brown, from present indications, will 
again be a strong color with the consumer. 
Patent leather and satin will again have a 
leading part, and the nubucks and suedes 
are going well. 


Adds Hosiery Department 


C. C. Ferguson, owner of the Ferguson . 


store in the Arcade, has. added a hosiery 
department to his store. The relation of 
a pretty pair of silk hosiery to a new pair of 
shoes is appreciated by almost every re- 
tail shoe merchant here, there being very 
few stores which have not hosiery de- 
partments. 


‘ 


Greber Company New Home 


An important step in the history of the 
George W. Greber Shoe Company, at 
110-14 St. Clair Avenue, will be recorded 
inOctober when the company movesintoits 
own building at 317 St. Clair Avenue N. W. 

The company purchased the building 


in 1918, but it was under leases that pre- 
vented immediate occupancy. The work 
of remodeling the structure to suit the 
needs of the company is nearing com- 
pletion. 

The company will occupy the entire 
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building of four floors, and basement. It 
means quite an expansion. The company 
began business in August, 1914. It has 
been occupying two floors and a basement 
in the building at 110-114 St. Clair 
Ave. 

The first floor of the new structure will 
be devoted to the general offices and 
salesrooms. The remainder of the struc- 
ture will be used for stock. George W. 
Greber is president of the company; W. 
H. McDonald, vice-president; and H. L. 
Bowers, secretary and treasurer. 





DETROIT 


Business Better Than Year Ago 


Good Sales in Retail Trade for Women’s Shoes in Dark 
Shades 


HE retail shoe business is reported 
by merchants to be better than a year 
ago at this time. Substantial increases in 
the sales during this summer over those 
of a year ago are noted in almost every 
store in the city. Demand for the dark 
shades in the fall merchandise is steady 
and during the week ending September 1 
gave promise of being a splendid fall season. 
The window displays are to new fall 
lines. The absence of bright colors in 
women’s lines is in contrast with the dis- 
plays of a few weeks ago. Blacks and 
browns take the place of bright colors. 
Detroit shoe men favor the shorter vamp 
and wider toe. 


Children’s Shoes Go Well 


With the opening of school there was a 
splendid business in children’s depart- 
ments in many stores. As an incentive the 
Elliott-Taylor-Woolfenden Company gave 
a pencil box containing suitable articles 
for school use, to the children buying shoes. 


New Branch Factory 

A Canadian branch factory is being 
established by Witchell Sheill Company, 
which was founded in Detroit about 25 
years ago. The new factory is 164 by 150 
feet and has a capacity of 1500 pairs a 
day. This firm: specializes in footwear for 
hunters, fishermen and athletes. 


Retail Merchants Planning 

The Detroit Retail Shoe Dealers’ As- 
sociation is planning to resume its activi- 
ties soon. James J. Ertell is president and 
predicts an interesting season. 


Reick Is Manager 


Herman Reick, formerly manager of the 
Michigan Avenue Douglas Shoe Store 
which was recently raised to make room 
for a 26-story building has been made 
manager of the Randolph-Monroe Doug- 
las store. H. H. Stocker, former manager 
of this store, retired because of ill-health. 





DENVER 
Free Buying in Shoe Stores 


Indications of Heavy Crops Point to Better Trade for 
Merchants 


USINESS in retail shoe trade circles 

here is good, while what is termed 
country business by retail shoe merchants 
is improving. Country business has been 
at a low ebb during the past few years 
because the farm products market did not 
measure up to standard and resulted in 
farmers being short of money. 

Colorado farmers this year are harvest- 
ing a record corn crop, and they are going 
to receive good prices for their sugar beet 
crops. That fact is serving to put the 
farmers back on their feet and business 
in the smaller towns and cities of the state 
is on the upgrade. Business in Denver 


during the summer has been good and 
the outlook for fall trade is very bright. 
The shoe merchants here report that shoe 
sales during the present summer have 
been ahead of the same period last year. 
During the past month, summer clearance 
sales have just about cleaned out Denver 
stores of summer stocks and the incoming 
fall stocks are filling the empty shelves 
and show cases. 


Predicts Good Fall Trade 


“Business this summer has been very 
good at our store,” remarked M. B. Wise, 
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head of the M. B. Wise Shoe Company. 
“The large amount of rain has to some 
degree cut down on sales, but in spite of 
that fact, business has been good, and I 
see no reason why a big fall business should 
not be enjoyed by shoe merchants here. I 
think there will be a big sale of brown 
shoes this fall.’’ 





Convention Called Off 


The annual convention of the — 
Rocky Mountain Retail Shoe 
Dealers’ Association, scheduled for 
September 13 and 14 at Denver, 
has been cancelled. Many of the 
members of the association live in 
small towns—towns that have been 
affected by the financial troubles of 
farmers, and at this time it is re- 
ported that they would find it very 
difficult to leave their business 
houses to attend a convention. 
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Alterations on Fontius 
Store 


Work on the new $125,000 building of 
the Fontius Shoe Company at Sixteenth 
and Welton Streets, is progressing. At the 
present time, the exterior of the two-story 
structure is nearly finished and work on 
the interior is under way. The firm ex- 
pects to move into it when the lease on its 
present building is up—January 1, 
1924. 


Personal Notes 


W. C. Joplin, of the Brown Shoe Com- 
pany, was a recent business visitor in 
Trinidad and other southern Colorado 
cities. 

Hunt Wymer, of the Iland Shoe and 
Clothing Company of Cripple Creek, 
Colorado, was a recent business visitor in 


‘Denver. He was ‘here to purchase stocks 


for his store. 





DES MOINES 


Brown Shades Are Leaders 


Women’s Strap and Gore Models Commence to Sell Well 
—Patent Favored ; 


EW patterns in women’s footwear in 
dark shades, mostly of brown, pre- 
dominate in the window displays of retail 
shoe merchants here. Patent leather is 
meeting with strong favor and the log 
cabin shade is selling freely. Strap and 
gore patterns are the leaders in the wom- 
en’s line. 

The demand for men’s shoes has been 
increasing as the weather has turned 
colder. Des Moines is experiencing its 
chilliest August in 10 years. This fact has 
tended to put some snap in fall business 
and started the fall season somewhat ear- 
lier than usual. Because the weather has 
been ideal with warm and balmy sunny 
days and cool evenings, retail business has 
been very good. 


Meeting of I. R. S. A. 


T. Frank Jacques, president of the Iowa 
Retail Shoe Dealers’ Association an- 
nounced a meeting will be held of the as- 
sociation in Ottumwa on Tuesday, Sep- 
tember 11. 

A meeting of the directors of the associa- 
tion is also planned for the afternoon ses- 
sion. Several good addresses are being 
planned by leading shoe men in the in- 
dustry. 


Wilkins Brothers Close 


The Younker Brothers depa: tment store 
offered for sale recently the entire shoe 
stock of The Wilkins Brothers Depa: tment 
Store. Special purchases were also made 


by H. L. Barlass, manager of the Younker 
shoe department, for this sale which was 
one of the largest Des Moines has had in 
several years. 

The passing of the Wilkins Brothers 
Department Store marked the end of 41 
years of successful merchandising in Des 
Moines. The shoe department of this store 


71 


was one of the finest in the city, carrying a 
very high-grade of shoes. 





Buyer Returns from East 


John Corcoran, shoe buyer for the 
Panor Shoe Stores, Inc., returned from a 
trip to St. Louis, Rochester, Boston and 
New York. 

He reports the shoe factories are busy. 
He believes short vamps and fancy gore 
patterns will be very strong for fall wear. 
Patent leather is in popular demand and 
suede in all colors is selling well. Suede 
oxfords with kid trimmings are also going 
well, Mr. Corcoran says. 





Shoe Club Active 


Louisville, Ky., Sept. 5—About 25 
members of the Louisville Shoe Club were 
guests of Al Vogel, of the Vogel Brothers 
Shoe Mfg. Co., at an outing of the club 
held recently at the South Park Fishing 
Club, 12 miles south of Louisville. The 
members met in Louisville at 3 o’clock and 
motored to the lake, spending an afternoon 
of boating, swimming, card playing, etc., 
and winding up with a chicken dinner, 
served country fashion. 

There was no business on the program 
other than the naming of a committee to 
make arrangements for an outing in 


‘September. Harry G. Schutz, of the Walk- 


Over Boot and Shoe Shop, who is a mem- 
ber of the Audubon Country Club, sug- 
gested that the shoe men come to that 
club for the next outing, and the plan was 
adopted. Aububon offers the opportunity 
for golf and tennis. The committee includes 
Noel H. Lyons of Byck Brothers and 
Richard V. Arendt of Kaufman Straus Co. 





SALT LAKE CITY 


Expect Increase in Buying 


Fall Season Slow to Open—Indications Point to Good Pros- 
pects 


EPORTS from retail shoe merchants 

indicate that business is fair. Some 
reports characterize business as very good; 
other reports are not so encouraging and an 
analysis of the situation points to a fair 
condition. The fall season as yet is not 
brisk, a little behind if anything, and mer- 
chants are anticipating an increase in 
trade immediately. 

Albert Jacobsen, manager of “‘Albert’s 
on East Broadway,’’ found the stock of the 
Busy Bee store, a State Street concern 
belonging to his own firm, on his hands 
some weeks ago. He decided to put on some 
extra big sales and business has been so 
good, he says, that his turnover at the 


.present time is 60 per cent ahead of a year 


Black materials in women’s pumps are 
in great demand. Satins are leading here 


and patent ranks a close second. Gore 
patterns are meeting with favor, both the 
side and front gore patterns selling freely. 


Good Industrial Condition 


The industrial outlook continues ex- 
cellent. Crops are large with good trans- 
portation facilities and, excepting a few 
commodities, with good prices. Mining is 
normal—which means thet it is better by 
far than a year ago—, the tourist business 
has been better than ever before. Manu- 
facturing is steady and there is no un- 
employment and wages generally are good. 
Unless something at present unforeseen 
occurs shoe merchants along with mer- 
chants in other lines, should enjoy a nice 
turnover during the fall and coming 
winter. 
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Announ 
DICOTTJOHNSO 


KICKS 


The new rubber soled canvas outing shoes 
reinforced with leather 





Pattern 6.—Long leather toe cap insures wear. 
l.—Laced to toe. 7.—Leather inside counterpocket. 
Upper Construction Bottoms 
2.—Extra heavy first quality canvas, white 8.—Outsole—first quality, Jive rubber with 
or brown. ° 5 suction holes. 
3.—Leather trimming on eyelet facing. 9.—Middle sole—first quality leather. 
4.—Leather ankle patch. 10.—Innersole—first quality leather. 
5.—Leather reinforcement around upper, next 11.—Sock lining next to foot—smooth leather. 
to sole where hardest wear comes. 12.—Anti-trip rubber heel—arch supporting. 


The coolest and most comfortable canvas shoe made, because 
two leather soles come between the rubber outersole and the 
wearer's foot. They are light in weight, very flexible and can 
be.repaired like an ordinary leather bottom shoe. 


Prices— remarkably low 


ENDICOTT — 


ENDICOTT 
Better Sh-es for 
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Hold your spring orders for Men’s 
Boy’s, Youth’s and Little Men’s Can- 
vas Shoes until our salesman calls 
with this line. 





JOHNSON 


NEW YORK 
Less Money 
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“Nothing Takes the Place of Leather” 


We are distributors of highest quality sole 
leather. We know that good leather can not 
be equalled by any fabricated material. We 
have faith in the great future of our industry 
and are helping to support the national adver- 
tising campaign of the American Sole and 
Belting Leather Tanners. 


Our large organization is ever alert to see that 


the known high quality of our special tannages 
is maintained and that the needs of the trade 
are promptly and properly met. 


The United States Leather Company 


New York 


Chicago Cincinnati St. Louis | 


Richmond 


The United States Leather Co. of Mass. 


Boston : 
SELLING AGENTS 


McADOO & ALLEN 
Philadelphia 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Strong Demand for Suede Continues 


ments in the market situation dur- 

ing the last two weeks. Prices remain 
the same, although tanners are holding 
firmly to quotations. The feature of the 
upper leather market continues to be the 
strong demand for suede leathers. Suede 
leather was formerly: made by comparative- 
ly few tanners, but the insistent demand 
has prompted other manufacturers of calf 
leather to start on suede finishes. Upper 
leathers have become firmer in value the 
past week and the aggregate of the sales is 
also larger. 

Sole leather tanners, for the sake of 
moving leather, have accepted slightly 
lower prices. Leather buyers have been 
watching the course of the hide market 
with a view to obtaining lower prices, but 
the general overhead of higher cost is 
against the naming of lower prices. As a re- 
sult buying conditions are on a hand-to- 
mouth basis. The sole leather market con- 
tinues very dull. The situation is peculiar 
in that while tanners are holding firmly to 
prices they are also anxious to move 
leather, with the result that concessions 
have been made in certain instances on 
sole leather. On the other hand, tanners 
and dealers in upper leather are doing 
larger business and maintaining quotations. 


Suede Calf in Good Demand 


As stated above the more active call is 
for suede leather. The leading tanners of 


fines have been no new develop- 


ooze calf are sold ahead. The medium and 
best weights are sold far in advance and 
prices have come to 70c and 75c per foot 
for the most choice tannages of suede 
leather. While the ordinary grade of calf 
leather is still bringing from 40c to 48c per 
foot, the insistent demand has advanced 
the fancy colors of suede to about 70c per 
foot. Medium tannages of calf leather 
bring from 35c to 45c per foot. Lower 
grades range from 25c to 35c. The smooth 
finish tannages for men’s shoes are in less 
activecall, the feature of the business being 
for the suede finishes. 


Buck Leathers Wanted 


Side upper leathers are in moderate call, 
although the demand for buck is very 
strong as it is used in substitute for suede 
calf when the latter was unobtainable. 
The best finishes of buck have advanced 
the price and are bringing from 40c to 50c, 
according to the tannage and finish. The 
heavy grades of side leather for men’s and 
boys’ shoes are in moderate call with 
prices ranging from 20c to 32c per foot. 
The aggregate of business in side leathers 
increases as shoe. manufacturers become 
more busy. Full grain side leathers are 
quoted from 23c to 32c per foot for the 
best selections. Medium grades are quoted 
at 24c to 28c. There is a good demand for 
elk leathers with the best tannages bring- 
ing from 34c to 40c per foot. Medium 
weights are quoted at 30c to 36c. 


Better Call for Patent 


There is an improved call noted for 
patent leather. Japanners and finishers 
have cleaned up old orders and are now 
working on new business. There is no 
change in prices over last season. The top 
grades of chrome patent kips are bringing 
from 45c to 48c and 50c. The three leading 
grades of chrome patent sides are quoted 
at 40c, 43c and 45c per foot with medium 
grade leather offered at 35c to 38c. 


Lower Grades in Fair Demand 


Lower grade leather is quotable at 20c 
to 30c, according to quality and finish. A 
fair demand is noted for patent kid with 
prices ranging from 65c to 75c per foot. 
Medium grades bring from 45c to 60c and 
patent colt is bringing from 55c to 70c per 
foot. 

Kid Tanners Busy 


Glazed kid tanners are busy, although 
prices continue firm and without change. 
The choicest selections of colors are 
quoted at from 85c to $1.00 per foot. The 
best grades of the average leathers bring 
from 70c to 85c per foot. Medium grades of 
colored kid and also black bring from 40c 
to 65c per foot. There is an active demand 
for lower grades of leather which range in 
price from 25c to 40c. The outlook for fall 
is considered very good and the outlook 
is that kid leather will continue popular in 
the make-up of fall shoes. 
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Eleven Championships Won 
With New Crepe Sole Keds 


Players wearing the sensational new Crepe Sole Keds have won eleven ten- 
nis championships this year. This is the greatest record ever achieved by 
any sport footwear. The eleven events are as follows:— 


World's Singles Championship on grass. National Championship Mixed Doubler 
er ty Hard Court Singles Champion- National Women’s Double Champior 
ship. ship. 
National Clay Court Championship. National Junior Championship. 
National Women’s Singles Champion- National Junior Doubles. 
ship. National Boys’ Singles Championship. 
National Champi hip Doubl National Boys’ Doubles Championship. 


Crepe Sole Keds have the only vulcanized Crepe Soles on the market. 
Here is a sole that will not separate from the upper, that has the perfect 
adhesion with the upper which only vulcanization can give—a sole that 
is elastic, light weight, buoyant, durable and will not bulge. Crepe Sole 
Keds are soft and kindly to the feet—give a grip on any playing surface 
and lessen the fatigue of the longest and hottest matches. Made only by 


United States Rubber Company ~ 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Detroit Store 


HILE the people of Detroit were 

entertaining thoughts consistent 

with ideal summer weather, a 
newspaper advertisement placed by the 
A. E. Burns & Co., retail shoe merchants 
of Detroit, appeared in print on Aug. 23. 
It was the direct suggestion of winter, 
advising a thought be given to the coming 
cold season even if the weather on that 
particular day was typically that of sum- 
mer. 

The Burns store advertised galoshes, or 
the four-buckle gaiter, for $2.90—and the 
concern sold 489 pairs during two days, 
Aug. 24 and 25. Besides advertising the 
sale of a winter foot covering in summer, 
the advertisement was unique from an- 


other angle. The store promised to buy | 


back the galoshes at $3.90, a dollar more 
than the sale price, if the customer was 
dissatisfied. An extract from the adver- 
tisement pertaining to the cash refund 
subject follows: “If you are dissatisfied 
with the quality, style or price, we will 
gladly give you a cash refund for $3.90 
from Nov. 1 to 10—just one dollar more 
than you paid for them during this re- 
markable sale.” 


Window Suggests Winter 


The advertisement aroused a great deal 
of curisoity and brought many new cus- 
tomers to the store, where a window dis- 
play created an artificial atmosphere. 
The window display had as a background 
a hand-painted scenic winter landscape, 
while the floor and other portions of a 
window assumed the appearance of snow 
drifts and glistened with sparkling snow. 
Only the galoshes on sale were shown in 
this display. 

The sale was the idea of N. C. Amluxen, 
a partner in the company and manager of 
the women’s departments, who said in 
explaining its inception, “I thought that if 
furs can be sold in summer that galoshes 
can be sold, too; that if clothiers can sell 
overcoats, shoe merchants ought to be 
able to sell overshoes.’’ He smiled as he 
added, “I proved that we can.” 


Reasons for the Sale 


When he was congratulated pape 
large number of pairs sold during the sale, 
Mr. Amluxen reported: “That isn’t a re- 
cord, by any means. We’ve sold as many 


in one day in the winter season. One of, 


our main reasons for this sale was to im- 
press upon the people of Detroit the fact 
that this is the ‘galosh store.’ We have 
that reputation and we're going to retain 
it.” 

“Was it necessary to offer to purchase 
the galoshes at a premium to sell them?”’ 
he was asked. 
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Sells 489 Pairs of Galoshes in 


Summer Sale 
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A Truck-Load 


Galoshes 


Arrived at Our Store Monday, 
Augast 20th. 


BUY A PAIR NOW 
and 
SAVE MONEY 
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Here's an advertisement announcing a saie on 

galoshes at a Detroit store on August 24 and 25. 

Although the foot covering is a winter article, 

like the fur coal, the sincerity of the advertise- 

ment impressed the public and almost 500 
pairs were sold. 


~ “I guess not. That was just one way of 
making advertising more effective; of driv- 
ing home the value idea of the galoshes of- 
fered. They'll sell for $4 during the winter, 
why should we fear any come-back? But 
we'll buy back every pair that is returned 
at a dollar premium. The people know that 
we do what we say we will.”’ 

The A. E. Burns Co., is working on a 
twelve-time turnover of its stocks and 
such sales as this help to make it possible 
to secure it. 

Last spring the remodeled Burns store 


was opened to the public and a new base- 
ment department installed, which has 
proved a success in every way. It is not 
handled as a bargain basement, but as a 
deparment where medium priced lines in 
the latest styles and in the correct sizes 
may be procured. 





Stetson Shoe Co.’s Employees’ 
Outing 


South .Weymouth, Mass.—The em- 
ployees, sales force, and members, Stetson 
Shoe Co.’s employees, including the men 
and members of the firm, also the sales 
force, enjoyed an outing at Ridge Hill 
Grove, Norwell, Mass., on Wednesday, 
August 29. 

There were baseball games between 
the cutting and stitching room girls and 
between the married and single men in 
which the cutting room girls and single 
men were the victors. The fifty-yard dash 
for fat men was won by Ross Scudder, the 
Stetson representative in the Middle West. 
The shoe lacing contest was very in- 
teres:*ng ard was won by Al Vinal. There 
were other interesting sports, a most ap- 
petizing lunch and dancing. . 

Members of the firm present were: A. C. 
Heald, treasurer and general manager; C. 
T. Heald, sales manager, W. L. Hawes, 
superintendent; A. Vinal, purchasing 
agent, Stanley Heald, assistant super- 
intendent. 

The Stetson sales force was represented 
by A. V. Holbrook of Ohio, George W. 
Young of the Pacific Coast; John W. 
Melville, Texas and the Southwest; R. E. 
Sherman, of the Southern territory; and 
E. R. Scudder, Middle West. 





Sam Crowther Dies 


South Weymouth, Sept. 5—Sam Crow- 
ther, for many years in the employ of the 
Emerson Shoe Co. of Rockland, died at 
his home, 721 Main Street, on August 12. 
He formerly lived in Rockland. For the 
past 31 years Mr. Crowther has been in 
the service of the Rockland firm. During 
that time he opened stores at London, 
England. 

Since 1909 he has been inspector of the 
firm’s stores, which commanded much of 
his attention and took him away from 
home frequently. He faithfully fulfilled 
his duties with the Emerson Co. He is 
survived by a widow, Mary Ellen (Powell) 
Crowther; two sons, Dr. Frank Crowther, 
member of Congress representing the 30th 
New York district, and E. George of So. 
Weymouth; two daughters, Mrs. Lillian 
Dow of Melrose and Mrs. Bertha L. Ames 
of North Stoughton. 
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An Expressive Leather 


ACE CALF in your shoes is a silent, 
yet eloquent and convincing, sales- 
man. 


ACE CALF has an inimitable glow 
on its soft mellow surface that indi- 
cates plainly the quality beneath. 





J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS:., U.S. A. BOSTON, MASS.., U S. A. 


CABLE ADDRESS *“*TENRAB" 
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NEW YORK 


Early Demand Very Encouraging 


Women Choosing New Fall Models Express Preference for 
Black—Browns Follow 


ALL business is opening well in New 

York and retail shoe merchants are 
much encouraged over the prospects for a 
good season. The é¢arly demand in many 
shops is stronger than it was at this time 
last year. The local stores, for the most 
part, are in excellent condition both finan- 
cially and in regard to stocks. Summer 
clearances were successful and only small 
lots have been carried over into the new 
season. Practically all the merchants are 
displaying fresh new stocks, which have 
apparently been regarded with favor by the 
early shoppers. One leading shoe store has 
only 500 pairs of shoes in stock which 
were received before August 1. The re- 
mainder of the stock is all new. 

One of the features of the early business 
in women’s shoes is the strong demand for 
black, leading to the prediction that the 
fall and winter season will center largely 
around black shoes with browns playing 
second. In blacks ooze, patent leather and 
satin are running about equally well at 
present it is reported, although most mer- 
chants expect patent to jump into the 
lead later in the season. In browns, ooze 
leads by a wide margin. 

Gore shoes are living up to expectations 
in the higher grade shops, although they 
have not attained such popularity in the 
lower grade lines. The side gore seems to 
be favored over the front gore fastening, 
although some of the exclusive Fifth ave- 
nue stores report good early business on 
center gore fastenings with bronze or cut 
steel buckles concealing the gore. 

On side gore shoes, the favored pattern 
is the ladder front effect with a smaller cut 
out ladder running down toward the 
shank. This type of shoe has been extreme- 
ly successful with one of the large depart- 
ment stores and with a well known special- 
ty shop which has a large reputation as a 
style leader. 

In men’s shoes the early business is 
swinging toward more smooth finished 
leathers, but the brogue last still leads. 
Both uppers and soles in the new fall 
models in men’s shoes are lighter than they 
were last yeap, according to leading mer- 


chants but the broad toe and low broad 
heel effect are still in demand. Bluchers are 
running stronger and blacks are in better 
demand than at this time of the year for 
some years past. 


New Shoe Store 


Forty-second street, between Sixth and 
Fifth avenues, which has developed as a 
shoe center very rapidly in the last two or 
three years, is to have another store in the 
near future, sandwiched in between the 
Winkleman and I. Miller stores. The new 
store will be one of the Wise chain and 
will specialize in $6.00 shoes. In addition to 
the shoe department in Stern Brothers 
department store, there are now eight 
shoe shops on this block, all on the same 
side of the street, the other side being 
occupied entirely by the Public Library 
and Bryant Park. 


Shoe Sales in July 


Sales of shoes in department stores in 
this district during the month of July 
gained 5.7 per cent over those of July, 
1922, according to reports made to the 
Federal Reserve Bank of New York. The 
average gain in all departments, the bank 
says, was 8.6 per cent above last year. In 
individual shoe chain stores reporting to 
the bank, the volume of July sales dropped 
17.9 per cent below those of last year, al- 
though gross chain store volume in shoes 
dropped but 3 per cent, due to the fact 
that 249 stores in shoe chains made re- 
ports this year compared to 210 last year. 
This report illustrates the rapid: growth 
of chain stores in the Second Federal 
Reserve District. The bank states that the 
number of pairs shoes sold by chain stores 
declined 5.7 per cent, but the average price 
increased 3.3 per cent, from $3.37 last year 
to $3.48 this year. 

Wholesale shoe sales reported to the 
bank in July gained 13 per cent over those 


of July, 1922. The dollar value of sales in 


10 principal wholesale lines gained 21 per 
cent in the year to year comparison. 





BOSTON 
Some Call for Women’s Welts 


Continued Demand for Strap and Gore Patterns in Dark 
Leathers 


HE presence of warm weather during 
the week ending September | retarded 
the buying of fall merchandise in the re- 


tail shoe stores to some extent. Several 
merchants reported that women’s welt 
oxfords, particularly tan lace patterns, 











Where to Buy 


Women’s Shoes 











E.A.& M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


eng! 

Haverhill, Mass. 
Boston Office 

Rice Bidg. Reem 406 








J.W.BARNARD & SON 
Andover - - « Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 


for Ladies 
IN STOCK 











BLEECKER STYLES 


Ar the last word in footwear 
Jor stylish women 








Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 


Boston Office 
207 Kssex Street 





FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slip and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 














Where to Buy 


Miscellaneous 








VY GILLIAM 
if NEVERSLIPS 


Posit nosly ‘ent ts 
droateieely prev —— 
«& white. Pr Price $1.75 dos. pair. 





$19.2 


~ The aE L. HYMES co 
sow. 15th St., New York City 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 
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Where to Buy 


Men’s Shoes 














() M. A. PACKARD CO., Makers 
BROCKTON ____ 








~~ NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N. Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 











HOMPSON BROS .SHOE 
FINE SMOEMAKERS 2 
BROCKTON 
MASS. 











— 
BOSTONIANS 


Commonweavra Soe & Leatuer Co. 


WHITMAN, MASS. 








One Pair 
Sells 
Another 


T.D.Barry Co. 


Brockton, Mass. 
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commenced to sell during the week. How- 
ever, the real note in the retail shoe trade 
is the continued demand for women’s strap 
patterns in turn shoes in subdued colors. 
Log cabin and various shades of dark 
brown are most popular in suedes. Ooze 
and kid are also selling freely. 

Merchants anticipate a strong fall 
season and predict generous buying in 
women’s stylish turn shoes now that the 
summer resort season is closed. The return 
of women’s welt oxfords is indicated by 
reports from several stores. However, as 
yet they are being worn very little in 
comparison to the turn shoe. Merchants 
claim some women are now looking for 
lace oxfords for fall wear, with the thought 
of getting a sturdier shoe for late fall wear. 


Black and Tan Welts— 


At the Crossett store on Boylston 
Street, women’s tan and black lace oxfords 
with a 10-8 heel sold well. They were welt 
shoes. Sales of women’s turn shoes did not 
fall off because of this sudden call for welt 
models. A tan welt oxford, trimmed with 
gray suede and fastened with a gray suede 
strap, is a most striking shoe at this store 
in the welt display. Patent leather pumps 
sold well and a re-order was made. 

Black is meeting with strong favor. 
Black patent, suede, calf and satin are 
all selling very well. , 

Among the leading sellers at the Thayer 
McNeil Company store on Temple Place, 
are strap and gore numbers in dark 
leathers. Log cabin suede with kid trim- 
mings, made on a cross-strap pattern, 
and also on a center-strap pattern, is very 
popular and sells better than any other 
color. Dark brown kid on a center-strap 
pattern with generous cut out is also a 
leader. Gore types, with the goring on the 
side, are meeting with good demand. 


Some Smart Hosiery 


To match the popular log cabin pump, 
some smart silk hosiery of the same shade 
is reported as selling freely at most of the 
high grade retail shoe stores which have 
hosiery departments. Fancy clock-work, 
embroidered in pretty designs of a light buff 
color in contrast to the dark tone of the 
log cabin, adds a touch of beauty to the 
stockings. Hosiery of contrasting shades 
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to the tone of dark colored pumps is 
being worn. 

Blush and tortoise shell are new shades 
in hosiery. Peach colored hose, to be worn 
with silver slippers and also with the pastel 
shades in shoes, are very striking. The tor- 
toise shell shade goes with gold and dark 
shaded slippers. 

An earlier call for woolen hosiery. by 
women is reported. Fancy patterns in 
shades of brown, gray and heathers, be- 
sides the standards, are being sold freely. 
Diamond and diagonal patterns prevail. 
This early call for woolen hosiery isattrib- 
uted to several causes. Some merchants 
claim woolen hosiery sells earlier year after 
year; others attribute it to women play- 
ing golf and desiring suitable hose for long 
walking. Then there are those who take 
their vacation late in the summer and go 
to resorts where the climate is cool and 
demand something of a more than a silk 
sock for warmth. 


Men’s Business Better 


The men’s shoe sales have increased. 
They are buying black and tan oxfords in 
grain and heavy leathers. As yet there is 
very little doing in the high shoe phase. 
As the fall season progresses the high 
shoe is sure to command a prominent 
position. Some good looking patterns have 
been received in this type of shoe for men. 


Fineberg with Nathan & 
White of Malden 


B. D. Fineberg, formerly of the Rialto 
Shoe Company of South Boston, has 
joined the firm of Nathan & White’ of 
Malden, Mass. Mr. Fineberg had excellent 
training with the Rialto Company, and 
becomes general manager of the Malden 


‘firm. R. L. Ackerman, formerly with the 


Reinack Leather Company, is now treas- 
urer of Nathan & White. 

Besides making women’s welts, Nathan 
& White are turning out shoes under, the 
Wilsén Process rights. Plans are well 
under way by the concern to take over 
the entire building which it occupies and 
the production will be increased to 1000 
pairs daily. Women’sstaples and novelties, 
retailing at medium prices, are being 
made by Nathan & White. 





BROCKTON 


Making Smart Men’s Shoes 


Manufacturers Report Oxfords Lead Over High Shoes at 60 
to 40 Per Cent 


EN’S welt oxford patterns in a 

broad variety of smart lines are 
being turned out in large volume in the 
Brockton and Soutb Shore district. Manu- 
facturers here are producing some very 
smart men’s shoes. At this time the shoes 
which are going out of the city to retail 


shoe merchant all over the country for 
fall wear are striking examples of what 
style has accomplished in men’s shoes as 
well as in the women’s field. Fancy stitch- 
ings are prominently used in stressing 
style characteristics. 

Salesmen, who are going out with the 
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new samples, no longer, as in years past, 
take orders exclusively for the coming 
season. Changes which have taken place 
inmerchants’ buying methodshave brought 
about corresponding rearrangements in 
selling plans. On the same trip orders are 
taken for immediate as well as future de- 
liveries. Samples must, therefore, repre- 
sent merchants’ requirements in both di- 
rections. 

Speaking of the popularity of oxfords 
in men’s welts a local manufacturer said: 
“Formerly our fall and winter samples 
showed about 75 per cent high cuts and 25 
per cent oxfords. Now it is about 60 per 
cent high cuts and 40 per cent oxfords. In 
the spring lines which go out about the 
same time, the oxford is naturally more 
prominent being more than 50-50 with the 
high cut lines. Oxfords have run as high as 
85 per cent in many spring samples. It is a 
fact that low cut patterns in men’s shoes 
are coming to be sellers practically the 
entire year.”” Brockton manufacturers 
make their plans accordingly. 


The Color Situation 


New samples of oxfords and high cuts 
show many two-tone effects in light and 
dark shades of tan. Red calf and grain con- 
tinue to be very popular. This color has 
sold steadily in men’s shoes for five or six 
years, it having more sales stability than 
other colors except black. There is very 
little pinking and perforating as in the 
seasons when brogue effects were featured. 
Lasts are running to the wider toes and 
heels are correspondingly low. Salesmen, 
representing Brockton houses, are leaving 
for their respective territories with samples 
representing all-the-year-round needs of 
shoe merchants in men’s and women’s 
welts. 





Boots of 65 Years Ago 


A woman worker at a shoe fac- 
tory in the nearby town of Hol- 
brook recently exhibited with con- 
siderable pride a pair of old- 
fashioned boots which were worn 
by her father 65 years ago. The 
boots are in excellent condition. 
The leather is of soft black calf 
made in one piece and is in a perfect 
state. The style is so old that it 
embodies a novelty. Designers at 
the factory plan to make a pattern 
which may create a new style. 











Form Credit Union 


A meeting was recently held by em- 
ployees of Lewis A. Crossett Inc., North 
Abington, to form acredit union for the 
purpose of promoting thrift and provid- 
ing for loans among the employees whe be- 
come members. This plan will be developed 
under laws provided for such organiza- 
tions. It is believed that this is the first 
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organization of its kind to be developed by 
employees of a factory in the Brockton 
shoe district. Employees may pay as little 
as 25 cents a week. As soon as a share is 
paid for they will become members. The 
cost of a share is $5.00. Members will re- 
ceive interest and may withdraw at any 
time and may borrow up to $50 without 
security. With security they may borrow 
larger amounts. Deposits will be received 
as at any bank or institution. There are 
700 employees in the factory, many of 
whom plan to join the new organization. 


Shoe Firm Has Outing 


Barney, Capen & Denham Company’s 
employees held their second annual outing 
recently at Green Harbor, Mass. They left 
the factory in automobiles. Each car had a 
banner bearing the firm’s name. On their 
arrival they had a shore dinner, after which 
a program of sports was put through and 


prizes awarded the winners. President 


William H. Denham and Treasurer G. 
W. Barney and their families were special 
guests. Vice-President Harold T. Capen 
was unable to be present. 


Outing of Superintendents 
and Foremen 


About 70 foremen of the Diamond Shoe 
Company’s Montello and Brockton fac- 
tories recently participated in an outing. 
About 15 automobiles, each bearing the 
company’s name, carried the party at 
Green Harbor, Mass., where dinner was 
served and a program of sports enjoyed. 
One of the impressive features of the 
dinner was when the chairman called for 
a minute’s silence in honor of the late 
President Harding while the company 
stood with bowed heads. Leon Gold was 
general chairman of the committee on ar- 
rangements with several energetic assist- 
ants. General Superintendent Henry S. 
Rubin was a special guest. 


Firm Leases Factory Space 


Craig, Reed & Emerson, Inc., local shoe 
manufacturers, has leased the entire top 
floor and a section of the basement of the 
Plymouth County Ideal factory. Increased 
production will result from the transaction. 
The concern intends to make 60 dozen 
pairs of shoes daily in the new home. The 
company has been making shoes at 43 
North Montello street. 


Rhode Island Merchants 
Meet Oct. 25 


Providence, September 5 — Monthly 
meetings of the Rhode Island Shoe Re- 
tailers’ Association will be resumed com- 
mencing October 25, Secretary Frank B. 
Kenyon announces. The program for the 
winter months will be outlined at the 
October session. 


Where to Buy 


FOR MEN ON THEIR roa; 


nel 








FREDERICK S. PECK 
Worcester, Mass. 
Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 
207 Essex Street 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all tions te the 
Factery at 


BROCKTON, MASS. 











PULLMAN TRAVELING SLIPPERS 
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WHEN Baas Viale Us 
When IN Your Town We Wizz Visit You 





Stock Dept. 5 
Is at Your Service 


'THE STETSON SHOE CO. (Inc.) 








HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 
Every Wednesday and Friday 
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Where to Buy 











Men’s and Women’s Slippers 
Tyetter 


the IBS = I 
Souter J IVER Trade 
BEST-EVER 
Ls = a lovelty 
. Kimona Sendale 
Write for Prices 
BEST-EVER SLIPPER CO., lnc., BROOKLYN, N.Y. 








PARISTYLE FOOTWEAR MFG. CO. INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSAYS 


Made of Satin, ilted Satin, Embossed 
Leather, Tinsel and Brocade. 





2 














in Medium and+ 
IGH GRADE 


Imported Satin. Brocadesand Meta! Cloth 
$2.10 per pair and up 


wt MGUSTIN © _ rewvom 











Where to Buy 


Ballet Slippers 











BALLET SLIPPERS 


FERGUSON BROS. CO. 
2121 Washington St. Boston, Mass. 











BALLET SLIPPERS in Stock 


Endorsed by the Wortd’s Prominent Dancers 


Bench Made 
BLACK KID SOFT TOE$2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child's to 7 women’s 
I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 























BLACK BALLET SLIPPERS— 

Childs $1.39 

Sizes 7 to 11 
M Isses 1.35 
Sizes 114 to 2 
Ladies 1.40 

Sises 24 tod 

BLOG SHOE FINDING CO., INC. 

147 Duane St., New York, N. Y. 


BOOT AND SHOE RECORDER 


September 8, 1923 


LYNN 


Novelties in Large Volume 


Manufacturers Giving Consideration to Walking and Health 
Shoes—Salesmen on Territories 


Waws shoes and health shoes 
may be lining up to carry the ball 
down the field. Anyway, autumn is a good 
time to play them. And some Lynn manu- 
facturers will do so. “Walk and Be 
Healthy!’ Walking shoes and health shoes 
must go together. Walking shoes and 
health shoes will not take the place of 
pretty novelties—not by a long shot will 
this be so, for women have always wanted 
pretty shoes. But it is only lately that 
manufacturers have been able to produce 
pretty novelty shoes in volume to satisfy 
the desires of women. 

Suedes and straps keep on selling 
briskly with no end to them yet in sight, 
despite the opening remark about walk- 
ing shoes and health shoes. Some of the 
new one-straps, with low heels, are for 
walking as well as for dress wear. Oxfords 
loom up for October, or November, or 


whenever it gets colder, and silk and wool - 


stockings are put on. Some of them are 
fairly heavy types of shoes. 

Factories made large deliveries of novel- 
ty shoes for fall openings of the stores, and 
made them early, too. Salesmen are now on 
the road with new samples, seeking fall 
and early winter orders. 


Pacific Coast Trade 


Lynn manufacturers are getting much 
more business from the Pacific Coast. Some 
are seeking Pacific Coast trade with new 
diligence. They even are featuring Pacific 
Coast styles, which are different from At- 
lantic seaboard styles. 

Shoes for the Pacific Coast are sent from 
Lynn via Panama canal, a somewhat slow 
but cheap rate of transportation, but much 
faster than the old waterway around Cape 
Horn. Shoes that are wanted quickly are 
sent by express, or parcel post. And the 
time may come when shoes will be sent 
across the continent by the airplane mail. 


Straps Very Strong 


“It’s straps and still more straps,” says 
Phil Bartiett of Bartlett & Somers. “I 
would not be surprised if straps ran right 
through the winter. Certainly straps look 
like the best style for young women yet. 
They look pretty, fit easily, and hold on 
tight. We have some oxford samples, and 
are booking a few orders on them. But 
strap styles are by far in the lead, in our 
August production, now delivered, and in 
our September orders, now being made up. 

“Suede is the best selling leather, by far. 
Blacks gain with us. More calls for black 
kid we get, too. The suede strapiscertainly 


. a happy combination.” 


Hand Sewed Shoes 


At the Connell factory, they are making 
ballet shoes, and are sewing them by hand 
with flax threads well waxed. Most of 
them have uppers of plump kid leather. A 
few are of colored satins. Some have hard 
toes, but most of them have soft toes. 
Hard toes, by the way, used to be filled with 
plaster paris. But the new idea is to use in 
them a chemical composition that makes 
the toes as firm as a board, and yet that 
does not sound like a mallet pounding on 
a board when the dancer taps them on the 
stage. 

Also, at the Connell factory, they are 
making a line of hand sewed shoes for in- 
fants, misses and children for school or 
dress wear. 


New Fast Freight 


A new fast freight service between Lynn 
and New York, Philadelphia and Balti- 
more was established recently. Trucks 
will gather up shoes at Lynn factories and 
will turn them over to fast freight trains 
for New York, Philadelphia and Baltimore. 
When the shoes arrive at their destination, 
other trucks will deliver them to stores. 
A two days’ delivery to New York is prom- 
ised, and a three days’ delivery to 
Philadelphia. 





Three Times A Day 


A. E. Little, shoe manufacturer, 
says that shoes should be changed 
three times a day—boots for morn- 
ing wear, pumps or oxfords for after- 
noon wear—and slippers, dress or 
rest styles, for evening wear. 

He says it is good for the health of 
the feet, and comfort of mind and 
body to change shoes three times a 
day. 

Now if shoe merchants will only 
pass this good advice along to 
wearers of shoes, what a gain there 
will be in the shoe business, and in 
the satisfaction that people get from 
their footwear. . 


Mrs. Work, Wife of Rubber 
Man, Is Dead 


Akron, Ohio—Marian Work, wife of 
Bertram G. Work, president of the B. F. 
Goodrich Rubber Company, died August 
27, at her country home at Oyster Bay, 
N. Y., after an illness of several months. 
She is survived by her husband and a son, 
Bertram, a Yale undergraduate. The body 
will be placed in the family mausoleum at 
this place. 
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HAVERHILL 


Cut-Outs Generously Applied 


Pattern Designers Now Reinforcing Cut-Outs in Order to 
Assure Holding of Shape 


HE cut-out effects, particularly on 

strap patterns, in many variations, 
are maintaining popularity in shoe fac- 
tories here. An important factor in the 
success of Haverhill concerns producing 
cut-out patterns is the reinforcement of 
the cut-outs. Early in this game, Haverhill 
designers sensed the necessity of making 
cut-out patterns which would hold their 
shape when on the foot. The result was 
that Haverhill at the beginning had the 
jump on this class of goods and has since 
continued its leadership. Now that cut- 
outs are being generally reinforced it is of 
interest to merchants to learn how it is 
done. Between the vamp and the lining is 
placed a thin sheet of gray material which 
looks like paper but really is cotton wool 
chemically treated. It cuts cleanly when 
the cutting die is applied, leaving smooth 
edges and at the same time giving the nec- 
essary reinforcement to the cutouts, be 
they few or many. Chemical engineers who 
developed and perfected this material 
have secured large sales among manu- 
facturers of women’s shoes. 


Change in Concern 


Hilliard-McCormick Company _ suc- 
ceeds McCormick-Perry Company with 
factory on River Street. Frank I. Hilliard, 
formerly of the Hilliard & Tabor Company 
of Haverhill, has become associated with 
Edwin McCormick. They will continue 
the manufacture of shoes for the wholesale 
trade at the-plant on River street. 


Rule Admitted to Firm 


E. A. & M. C. Witherell Co., manufac- 
turers of women’s high grade turns, has 
admitted to an interest in the business to 
George R. Rule. Mr. Rule is Pacific Coast 
representative of the concern. He has made 
his headquarters in San Francisco. Under 
the new plan he will reside in Haverhill, 
continuing his representation of the 
Witherell line on the Pacific Coast. 


Window Displays 
A Haverhill manufacturer, who recently 
returned from an extended Western trip 


during which he visited numerous retail 
shoe stores, offers this thought: 





“There are too many unattractive . 
window displays. Merchants fre- 
quently fill their windows with a 
great variety of shoes. This plan is 
not conducive to good merchan- 
dising. The result is that women 
are likely to become window shop- 
pers rather than buyers. Many mer- 
chants are inclined to copy the 
methods of their competitors. These 
may or may not be right. Window 
displays of women’s good shoes 
should feature few styles. These 
styles should represent only shoes 
on which the merchant has a good 
run of sizes. Thenif a certain pattern 
in the window catches a woman’s 
fancy, she can step inside and be 
fitted. Too many styles in a window 
often result in sale losses to the mer- 
chant through lack of correspond- 
ing sizes.” 











Increase Factory Space 


L. B. Dudley Co., manufacturing a line 
of misses’ and children’s shoes for the 
wholesale trade has increased production 
facilities in the factory on Essex Street. 
The concern has utilized the entire seventh 
and eighth floors of the building with an 
increase of about 30 per cent in the daily 
output. 


Shoe Workers’ Outing 


Employees of E. A. & M. C. Witherell 
Co., had their annual outing at Hampton 
Beach, N.H., on a recent Saturday. They 
had a shore dinner, and numerous sport- 
ing events followed. In baseball the cut- 
ting room won from the making room 
while in bowling the order was reversed. 





PHILADELPHIA 


Factories on Busy Schedules 


Suedes, Satins and Patents Continue in Strong Demand— 
Fancy Patterns Lead 


ACTORIES are considerably busier 
than they have been for some time. 
With the exception of one or two which 
specialized in staples and were working to 


capacity, they have been going along on a 
part-time basis for many months. Now, 
however, salesmen are turning in orders 
sufficient to keep many running to capa- 
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Soft Soles and Moccasins 


Ask your Jobber for our 
. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM”. 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 16 Columbia Street 
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yy cones hat F. E. JONES, Treas. 
NALD, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH ST. BOSTON, MASS. 








C2. st (esetecietors 
Win the World 


rpass Black ch Glazed Kid 
Kid Sunpass LEATHER © 








The Ome 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREFSE & COOK CO. 


eoner-es at Dan 95 Seuth St ,Besten, Mass. 











N°? matter what policy you may 

pursue in selling to the shoe 

trade, nevertheless, you need the 

Boot and Shoe Recorder 
All the Time 








BOOT AND SHOE RECORDER - 


city. Attention is devoted to shoes for im- 
mediate delivery. There is no advance 
buying and factories are not making any- 
thing ahead. 

Suedes, satins, and patents continue in 
demand. Some of the larger factories are 
making no kid shoes, although they are 
using kid as trimmings. A few factories are 
using kid in plain shoes but the call for 
plain shoes is very much subordinate to 
the demand for fancy shoes. 

Black and the light and dark shades of 
brown dominate the color field. There is 
some talk about grays, but very few 
orders are coming in. Opinions differ as to 
the popularity which the reds, greens, and 
blues will enjoy next spring. Some fac- 
tories predict that they will be as popular 
then as they were last spring, while others 
think they are dead. 

Straps and gores continue in-demand 
and the indications are very favorable 
for a good run on buckles this fall. 


Good Call for Browns 


Manufacturers report the glazed kid 
trade as being spotty. While there has 
been considerably more inquiry for it and 
while sales have improved, there has been 
no uniform increase in demand. Bleck is 
in fair demand and signs of a better call 
for browns are apparent. There is also said 
to be some demand for field mouse. 

One upper leather merchant reports 
good demand for patent leather, nubuck, 
and suede calf. In suede black is selling 
better than anything else, while in nubuck 
fawn shade is very popular. 

Prices on glazed kid are firm, manu- 
facturers claiming they cannot afford re- 
ductions and cannot get advances. The 
market on patent leather, nubuck, and 
suede calf is also firm. 


Wholesale Trade Quiet 


Wholesale merchants report the week 
ending Sept. 1 was rather uneventful. 
There is no advance buying and current 
trading is rather quiet. There is some call 
for patent oxfords and for tan and black 
Norwegian grain oxfords. There is a no- 
ticeable trend away from perforations. 
Plain toes in Norwegian grain are selling 
well. Prices remain unchanged. Another 
firm reports good demand for black oxfords 
with prospects for brown also good. The 
only demand for high shoes will be for 
children and it is not expected to be very 
strong. Straps and fancy oxfords are the 
dominating features of the style situation. 
Collections are only fair. 


Sole Leather Trade Spotty 


The sole leather trade continues to have 
its ups and downs. Demand for factory 
leather has shown no improvement during 
the past week. Factory salesmen are out 
and the factories are busier, but this in- 
creased activity has not yet been reflected 
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on the order books of the sole leather tan- 
ners. No concessions are being offered. 

In the findings trade, the situation is 
somewhat different. Several of the large 
tanners have reduced their prices four and 
five cents. This has stimulated buying to 
such an extent that one tanner says he 
did more business last month than he did 
in any two months combined for some time. 


Sales Ahead of Last Year 


Burton B. Turner of Hanan and Son re- 
ports sales running consistently and con- 
siderably ahead of last year’s. Straps are 
selling well and demand for gores is be- 
coming stronger, light brown shades of 
suede are good and sales of black are also 
holding up well. Kid is in demand only as 
trimming. Mr. Turner is looking for good 
business in cut-steel buckles this fall. 


Executive Session of Mer- 
chants 


George M. Garman, secretary of the 
Pennsylvania Shoe Retailers’ Association, 
announces that a meeting of the executive 
committee has been called for September 
24 at which final plans for the convention 
to be held here next January will be pre- 


pared. 


Retail Offerings 


The Walk-Over stores are offering gore 
pumps in deep autumn brown, or black 
suede, black satin or patent smartly 
trimmed at $10 and $12. 

The John Wanamaker store is featur- 
ing a black suede pump trimmed with 
patent leather. It has a welted sole, mili- 
tary heel, short French vamp, and rounded 
toe. The patent leather instep strap forms 
a fancy cut-work sandal effect. The heel is 
shiny black enamel. It is priced at $11. 
Another offering of this store is a bronze 
slipper for afternoon or evening wear, with 
cut-out sides, instep strap, medium Span- 
ish heel, and turned sole. The price is $12. 
This store is also offering men’s Scotch 
grain oxfords at $7.75. They are cut full 
after the fashion of brogues, are perfectly 
plain, have heavy soles, and come in 
either black or tan. 

Strawbridge and Clothier are featuring 
four new models for fall. One is a cross 
strap pump of brown ooze calf with brown 
glazed kid trimming, priced at $12. The 
second is of log cabin ooze with Vandyke 
Russia calf strapping and is also priced at 
$12. The third, priced at $12, is a three- 
strap model of Mandalay brown ooze with 
latticed open-work quarters. The same 
model is also offered in otter ooze calfskin 
and brown glazed kidskin. Fourth, priced 
at $14, is of brown ooze calf with narrow 
buttoned ankle straps and open-work 
designs. 

Steigerwalt’s recently featured a sale of 
women’s shoes which included oxfords and 
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pumps in white canvas, kid, and buck- 
skin at $5. 

Snellenburg’s recently featured a sale 
of colored kid sandals, strap pumps and 
sports oxfords at $3.90. The sandals were 
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of red, green, and blue kid, with Junior 
French, box, or Cuban heels and turn 
soles. The oxfords were of tan calfskin and 
smoked elkskin, some of them trimmed with 
contrasting colors. 





ROCHESTER 


Business Stimulated by Exposition 


Shoe Merchants Report Good Trade—Course in Retail 
Distribution Opens September 24 


HE Annual Rochester Exposition 

and Horse Show opened Labor Day 
and served as a decided stimulus to the 
retail shoe business. This exposition, which 
now has become famous from coast to 
coast for the excellence of the horse show, 
attracted many visitors and merchants 
reported business was good. 

McCurdy’s are showing a complete line 
of women’s patterns in suedes, log cabin 
and Mandalay browns. Jim Olmstead, 
manager of the shoe department, reports 
that women are buying shoes freely, but 
demand strap patterns. There is no de- 
mand for oxfords at the present time. 

William Eastwood- & Son Company 
feature fine strap effects in plain and cross 
strap patterns. Silk stockings to match 
every pair of new fall slippers are also fea- 
tured. 

Gould, Lee and Webster are featuring 
strap and gore effects in black and brown 
satin, patent, log cabin, suede, autumn 
brown:suede, Mandalay suede, rust brown 
suede and French gray suede. 


To Teach Retail Distribution 


Through the co-operation of local mer- 
chants, the Rochester Anthalum and 
Mechanics Institute announce a four- 
year course in “Retail Distribution’’ open- 
ing Monday, September 24. 


This course has been inaugurated at the 
request of retail stores throughout the 
country and will be carried on with the 
full co-operation of locat store executives. 
Students will spend Monday, Tuesday, 
Thursday and Friday mornings in class 


-room work, and will be assigned to work in 
_ local stores during every afternoon and all 


day Saturday. Students will be paid for 
their work in the stores thus enabling them 
to earn a considerable part of their 
expenses. 

The scope of the course covers: Pur- 
chasing power of the community both as to 
quantity, quality, seasonal demands, de- 
sign standards, service standards, pur- 
chasing peaks and their cause. Survey of 
the historical development of retailing 
principles. Stores as they are: organization 
plan; functional distribution of responsi- 
bility; job analysis of duties of all workers. 
Practical store research. 


Shorts with Burke 


Earl Shorts, formerly manager for the 
local Regal Shoe Store, and more recently 
with the Klee Display Fixture Company, 
has accepted a position with the D. J. 
Burke stores and will be located at the 
Clinton Avenue store where he will assist 
Mr. Burke. 





NEW ORLEANS 


Rain Retards Shoe Business 


Women’s Footwear in Dark Tones of Brown Meet 
with Favor 


LONG period of rainy weather, 
which commenced in the spring, has 
left its mark on the retail shoe business 
’ here. The trade during July did not come 
up to the standard, shoe merchants re- 
port. Because the summer season has been 
light, merchants expect a better fall busi- 
ness inasmuch as there is sure to be some 
ideal weather following the rain. 

The leading colors in the new merchan- 
dise which women are going to wear in the 
fall include: log cabin, field mouse, otter, 
and various shades of brown and black. 
Heels have been selling 10-8 to 16-8. 
Strap and gore patterns are leading. 


Men are favoring patent leather and 
oxfords made of this leather are selling 
very well. Then the heavy grain leathers 
for fall wear are popular. 


Alterations Are Slow 


The carpenters’ strike is holding up the 
work on several retail shoe stores. Stores 
that expected to move in September find 
that buildings will not be ready until the 
latter part of the month, if then. 


The Schiro Shoe Store expected to be 


in its new store by the first of the month. 
This condition holds good for Jacobs 
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Pye pair in individual velvet iim 
covered boxes. 8 pair but- 
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KAHN & BUICK, INC. [z= 
291 Adams St,, Brooklyn,N.Y. 








Latest Creation in Shoe Ornaments 


We make them in all colors. Bead- 
ed Rosettes. Write for samples. 
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Novelty Works 


1261 Atlantic Avenue 
Brooklyn, N. Y. 
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INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
ruos through these pages may read 
—and learn. 
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Reg. U. S. Pat. Off. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Stock 
Harrington & Waring 
41 Union Sq. W. New York 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Dervice for 
the Boot and Shoe Trade 


201 South Street Boston, Mass. 
Telephone Beach 4960-4961 
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Brothers and the Imperial Shoe Store. 
The Imperial is having its show windows 
remodeled. The work is nearly completed 
now. 


Repairs to Cost $50,000 


Pokorny’s, the oldest men’s shoe store 
in this city, located at 126 St. Charles 
Street, is going to be remodeled ard it is 
reported that $50,000 will be the cost of 
the work. The business was established 
64 years ago and has been conducted at 
the St. Charles Street store for 40 years. 
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Ralph Levey is general manager of the | 
store and in charge of the alterations. 

Work on remodeling will commence 
January 1, 1924 and will be completed 
about March 1. New display windows will 
be built and there will be an attractive 
vestibule. The store will be finished with 
floors of composition tiling. The tiling, 
being partly of rubber, will not scratch or 
soil shoes while being fitted. 

Shelving wil! be of walnut and the walls 
will be of cane stone. There will be a cus- 
tom department in the rear of the store. 





LYNCHBURG 


Salesmen Report for Conference 


Inspiring Addresses by Officers of Craddock-Terry Company 
at Recent Gathering 


IGHTY members of the sales forces 

of the Craddock-Terry and George 
D. Witt shoe companies gathered here re- 
cently for the semi-annual sales conference. 
John W. Craddock, chairman of the 
directors, presided at the meetings. He re- 
cently returned from Europe. Charles G. 
Craddock, Jr., president of the company, 
and W. F. McElroy, vice-president, gave 
interesting talks. 

Addresses were made by: E. F. Sheffey of 
on “Credit”; T. M. Terry, the same sub- 
ject; R. E. Craddock, advertising manager, 
““Advertising’’; E. S. Bowman, “Sales,” 
and W. M. Sloan of McElroy-Sloan. 


Employees Hold Meeting 


The Craddock-Terry Co-operative As- 
sociation held its annual election of 
officers September 5, at the city audito- 
rium. John W. Craddock, chairman of the 
board of directors of the company, ad- 
dressed the meeting and talked on vital 
subjects pertaining to the policies of the 
association. 

Reports showed that $50,000 in <_< 
fits have been paid to the employees. The 
employees contribute one portion of the 
benefit and the company an equal amount. 
Officers during the past year include: 
Walter A. Garbee, president; S. F. Fulks, 
vice-president, and J. Herbert Butler, 
secretary. 


Charter Granted 


The G. A. Coleman Company, Inc., of 
this city has been granted a charter by 
the state corporation commission author- 
izing it to deal in footwear, notions, rub- 
ber products, etc. The incoporators are: 
William B. Bigbie, president; Ernest M. 
Taylor, secretary, and Owen Bigbie. All 
reside in Lynchburg. 


To Form New Club 


A meeting will be held in the near future 
when plans for the organization of a Dis- 
play and Ad Men’s Club will be discussed. 


W. F. S. Gresham, Jr., is most active in 
this work and has received a charter from 
national headquarters. 


Suede Selling Well 


Suede pumps in dark shades trimmed 
with kid of the same tone have been sell- 
ing well in the retail stores here. At 
present, there is little buying by women of 
oxfords. Men are buying 60 per cent low 
shoes and 40 per cent high. 


Clark’s Store Open 


Clark’s Shoe Store opened for business 
September 1. The company enjoyed a 
splendid opening and showed an attractive 
line of fall merchandise. 


M. N. Arnold Co. Outing 


. North Abington, September 5—The 
semi-annual sales conference of the M. N. 
Arnold Shoe Conipany closed Saturday, 
September 1, with an all-day outing at the 
Plymouth Country Club. There was a 
banquet and prizes for winners of sport- 
ing events were presented. 

President W. Percy Arnold presided at 
the daily sessions during the conference. 
A review of the past season’s business and 
the future policy were outlined by Presi- 
dent Arnold. Heads of departments gave 
instructive addresses. A feature of the 
convention was an address on “What 
National Advertising Means to the Sales- 
man’”’ hy W. H. Parlin, head of the com- 
mercial research department of the Satur- 
day Evening Post. 

The salesmen left for their territories 
after the conclusion of the outing. A gold 
watch and chain were presented to Burton 
L. Wales, sales manager, by Charles A. 
Gilday, Jr., Illinois salesman, in behalf of 
the salesmen. 

An interesting sporting program was 
presented, featuring several golf contests. 
A tug-of-war between the salesmen and 
foremen resulted in a victory for the fore- 
men. 
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Shoe Merchants of Dayton Organize 


Dayton, Sept. 5—The Dayton Shoe 
Club is a new organization in this city, its 
membership being composed of retail shoe 
merchants. The organization was recently 
completed, resulting from an enthusiastic 
picnic held in August at Valley View Grove 
near Dayton. It was the first time that re- 
tail shoe men of this city got together. 

Theo (Teddy) Gutwein, of Buck- 
Gutwein Co., who formerly sold shoes on 
the road for the Weyenberg Shoe Company 
and who now is a retail merchant in Day- 


THEO “TEDDY” GUTWEIN 
Of Buck!Gutwein Co., Dayton, secretary of Day! 
ton S Club. 


ton, through his aggressive spirit, is re- 
sponsible for bringing the shoe men of 
Dayton together. He called the boys in one 
day for a luncheon; told them they were 
going to have a picnic and sell the local 
retail merchants on the idea of co-opera- 
tion and thus form an organization which 
will function as a vital factor in state and 
national associations. Mr. Gutwein was 
named general chairman of the picnic and 
aided by committees arranged the first 
annual picnic. About 300 attended. Be- 
fore going to the picnic grounds, a parade 
of automobiles decorated with banners 
carrying the names of shoe stores was 
formed and passed through the down- 
town business section. There were 50 
automobiles in line. 

The program included a basebali game 
between the Triple A’sand the Double E’s. 
The A’s represented the merchants on the 
west side of the Main street, and the E’s 
the merchants on the east side. The A’s 
won, the score being 10 to 9. The tug-of- 
war, however, was won by the E’s. 

A chicken dinner was served following 
the sporting program. Henry F. Hagemann 
and L. M. Wright, secretary and treasurer 
respectively of the Ohio Valley Retail 
Shoe Dealers’ Association, were guests 


from other places. There were also guests 
from Cincinnati, Springfield and Columbus. 


P. J. Myer is President 


The organization of the club, an after- 
math of the picnic, took place the follow- 
ing day at a meeting. Theo Gutwein called 
the meeting to order. P. J. Myer was elect- 
ed first president of the club. 

Other officers chosen include: Louis A. 
Miller, vice-president; Theo Gutwein, 
secretary; John Schoenhals, treasurer; J. 


P. J. MYER 
President of the Dayton Shoe Club 


H. Holland, director for three years; J. 
Shaffer, director for two years; Henry 
Hagemann, director for one year. Members 
of committeesinclude: Constitution and by- 
laws—Ed Hagemann, Jack Simes and Karl 
Horne;membership—Theo Gutwein, cbair- 
man, Harry Potasky, D. Altenberg, George 
Roderer and J. K. Eaton. Entertainment 
—J. H. Holland, chairman, Allen Thier- 
kield, A. W. Dare, C. A. Cotterman, J. H. 
Kieswell and Mr. Johnson. 

Henry F. Hagemann, secretary of O. V. 
R. S. D. association, acted as secretary of 
the meeting. He was given a rising vote of 
thanks for his presence and aid in complet- 
ing the organization. 

Secretary Gutwein states that one of the 
first steps to be taken by the new Organi- 
zation will be to make a strong bid to have 
the next annual convention of the Ohio 
Valley Shoe Dealers Association held at 
Dayton. 





Joe Michaels To Open 
Store in Buffalo 
Buffalo, N. Y., September 5—Joe 
Michaels, well known figure in the shoe in- 


dustry, and for 22 years engaged in buying 
and selling shoes, is to open a store in this 


87 


city soon. He will feature I. Miller shoes 
and Truwalk footwear. Mr. Michaels is 
personally to own the store which will be 
operated under the same policy as the I. 
Miller stores of New York and Chicago. 

Joe Michaels scored many “hits,”’ one 


’ of his most striking achievements being his 


success with skating boots. Three years 
ago he joined the I. Miller Company 
supervising the buying and merchandising 
in the company’s retail stores. 

Mr. Michaels’ first experience with 
shoes in New York began with the Regal 
Shoe Company, starting there as a shoe 


JOE MICHAELS 


Veleran shoe man, who will open a shoe store 
in Buffalo. 


salesman on the floor, and advancing to the 
various stages of service until he reached 
the position of District Manager which 
carried him over many States, and gave 
him wonderful insight into shoe marketing 
as it is done outside of New York. 

It is his intention to create distinctive 
methods of serving women requiring 
fashionable footwear. It is his belief that 
the women in larger cities outside of New 
York and Chicago require and desire the 
privilege of securing the identical styles in 
footwear at the same time they make 
their appearance on Fifth Avenue and 
other prominent’ style thoroughfares in 
the key cities. 


Isbell Sole Owner Now 


Lynchburg, Va., Sept. 5—W. L. Bow- 
man of the firm of Isbell-Bowman, retail 
shoe merchants, has retired from business 
and dissolved the partnership. Mr. Bow- 
man’s interest was bought by A. T. Isbell, 
the partner. The Isbell-Bowman Company 
has been in the shoe business .here 23 
years and it is the second oldest cqncern of 
its kind here. It was formerly located on 
the present site of the Lynchburg National 
Bank. Mr. Bowman is a member of the 
Kiwanis Club and other organizations. 
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“That’s What I Want!” 


2 HE longest wearing pair of shoes I ever bought had 
USKIDE Soles and U.S. Spring-Step Heels.” 


Here is a concrete example of consumer acceptance. You 
know the advantage in having the shoes you sell accepted by 
* your customers because of the satisfaction they give. 


Millions of shoe wearers know the wear, comfort and good 
appearance of USKIDE Soles and U.S. Spring-Step Rubber 
Heels. 

They know that the U.S. trade-mark stands for quality in 
material and excellence in manufacture. 


Cash in on this “acceptance” of U.S. products. 


Why not ask your manufacturer to equip all your shoes with 
U.S. Spring-Step Rubber Heels. They cost no more than 
ordinary heels! 


Your sturdiest lines soled with USKIDE can be turned into 
most effective leaders. 


United States Rubber Company 


1790 Broadway New York 
Sole and heel stocks in our following branches: 


BOSTON CHICAGO CINCINNATI NEW ORLEANS NEW YORK ST. LOUIS 
PORTLAND, ORE. SAN FRANCISCO LOS ANGELES 


eS Ea Shes ba ae ae 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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This Departmentis conducted by Helen M. Ilaney, Associate Editor 


Final Hearing on Pullman Surcharge Held 


“The Salesman Keeps the Mill Wheels Turning,’”’ says American Exchange National Bank. 
Frank D. Mullin of Pacific Coast Gave Able Testimony at San Francisco 


HAT is believed to be the final 

hearing on Pullman surcharge 

was held at the office of the In- 
terstate Commerce Commission, Washing- 
ton, on September 5. Previous hearings 
were held in Chicago, San Francisco and 
Portland, Maine, the last-named hearing 
having been adjourned until the above 
named date, at the suggestion of Com- 
missioner Campbell, on account of the death 
of President Harding. The National Shoe 
Travelers’ Association were ably repre- 
sented at the hearing. 


N.S. T. A. “On the Job” 


N.S. T. A. men have been most alert in 
fighting this Pullman surcharge. They have 
spent much of their time and effort in 
giving valuable testimony. At the San 
Francisco hearing, for instance, the 
National Shoe: Travelers’ Association was 
the only travelers’ organization repre- 
sented. And it was Frank D. Mullin of 
San Francisco, of the Pacific Coast Shoe 
Travelers, who for the past twenty years 
has covered the Pacific Coast for L. A. 
Crossett, Inc., who waged battle royal as 
the representative of the National Shoe 
Travelers and its affiliated group, the In- 
ternational Federation of Commercial 
Travelers organization—in all some 
600,000 or 700,000 members. 


Mullin Gets in Expert Evidence 


Mr. Mullin brought with him some at- 
torney friends from San Francisco, Ed- 
mond Hall and Ivan Marevich. 

Mr. Mullin attended thehearing at the 
request of the Honorary President of the 
N.S. T.A.,W. M. Oakman, who asked him 
to put in some testimony. Mr. Mullin 
promised that he would be “right on the 
job” and as Attorney Marevich after- 
wards commented—‘“‘Frank was there and 
gave the best evidence submitted.” 


Salesmen Avoid Pullman Travel 


One of the questions asked of Mr. Mullin 
was what attitude the traveling men took 
in regard to riding on Pullmans. He was 


also asked about his connection with busi- 
ness and associations he represented. Mr. 


.Mullin stated that he was ashoetraveler, 


represented the National Shoe Travelers’ 
Association and was thoroughly famil- 
iar with the mind of the shoe trade and 
the N.S. T. A. in regard to the Pullman 
surcharge. He said: ‘Our instructions are 
and these we invariably follow, to avoid at 
all times riding in Pullmans, except on such 
occasions as are absolutely necessary. If 





FRANK D. MULLIN 


Who sells the Lewis A. Crossett, Inc., line on the 
Pacific Coast. 





we do take a berth, we ride in the day 
coach up to 9 or 10 P.M. and then buy a 
berth until the early morning, and vacate 
the Pullman at that time. We also refrain 
at all times from entering a Pullman car 
between stations. 


Pre and Post Surcharge Conditions 


Mr. Colman, attorney, representing the 
entire railroad group at the hearing, asked 


if Mr. Mullin would not, for instance, enter 
a Pullman at night at Los Angeles to ar- 
rive at his destination of San Francisco in 
the morning. To this, Mr. Mullin re- 
plied that the average salesman does not 
make jumps of 500 miles between sta- 
tions, because he has to get off at many 
points all along the line. 

The question was asked if prior to the 
surtax, it was the habit of most of the 
traveling men to ride in Pullmans for 
short trips. To this, Mr. Mullin replied that 
it was the habit of most all of the men of 
his acquaintance, even if the distance 
covered were only 20 miles, because all 
considered it a very cheap insurance. 
Asked as to this, he said that when acci- 
dents occurred, as a rule Pullman pas- 
sengers did not get badly injured, if at ail. 


Frank’s Attorney Friends Donated Services 


After the hearing, Mr. Mullin wished to 
pay his two attorney friends, Hal! and 
Marevich, who had devoted the whole day 
to working for the boys, but these two 
lawyers would not take a cent for their 
services. The National Shoe Travelers are 
therefore most grateful to them and have 
tendered to them a vote of thanks. 


Walk-Over Adds to Sales 
Force 


Several of the Walk-Over salesmen are 
making special midsummer visits to their 
customers. Business is good with them. 

Nearly 25 of the salesforce went to 
Lowell, Mass., recently to visit a tannery. 
Director Harry Dunbar was in charge. 

Three new additions to the sales force 
this season are Philip D. Richmond of the 
Special Pair Department, Wilson Smith 
of the Order Department, and William 
Burt of the Men’s Department of Design. 

Another interesting change is that of 
Harry E. Mackinnon of the Credit-Sales 
Department who will go on the road again 
this season. Carl Kendall, who has been 
selling in southern territory, takes Mr. Mac- 
kinnon’s place in the Executive Building. 
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A CHEAP country hide may 
‘Honest be “dolled up” to look like 


a million dollars. 





Leather 


But what happens when it’s worn—the 
Working on the 


theory that ‘Like 66 : ” . 
Bonaee tie,” we dolling up” process has eaten the life 


keep the light hides . 
porn: con aed the right out of the leather. 


heavy hides in ‘the 
tanning process. 


It follows that our 
light sole leather 


IN 
coer are dawally ASHLAND LEATHER CO. 


BOSTON + CHICAGO +: ST.LOUIS 


The customer hollers—or goes to your competitor. 








Four Layers of Leather 
BETWEEN FOOT AND GROUND IN 


Russell’s Ike Walton 


The beautiful workmanship 
--extreme light weight and 
staunchness appeal to out- 
of-door folks of the most 
discriminating taste 


SEND FOR CATALOG AND 
DEALER’S DISCOUNT 


W. C. Russell Moccasin Co. 


Berlin .*. Wisconsin 
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A. J. SWEET 


President and Treasurer of Lunn § Sweel 
Company 





Lunt & Sweet Co. Hold Sales- 
men’s Convention 


The Lunn & Sweet Company recently 
held their 1923 sales convention; with 
genuine “‘brass tacks” sessions, under the 
direction of Vice-Pre ‘ident W. T. Moran 
and Sales Man: ger, C. H. Greeley. 

One whole day was given over to the ex- 
planation and discussions of the new ad- 
vertising campaign which is to start early 
next month. These discussions. were con- 
ducted by Messrs, Marschalk and Pratt 
from the New York Agency of that name, 
Each and every salesman on the force is 
enthusiastic about the new plan and look 
to see it bring in a large amount of new 
business. 

The last regular afternoon session was 
marked by a most interesting and in- 
structive talk by President Sweet on ““The 
Relationship of Salesmen and Advertising.” 

He spoke of the necessity of thorough 
co-operation between the two and urged 
every salesman to get behind the plan and 
push for all he is worth. 


Roster of Salesmen Present 


The following members of the sales force 
were in attendance: 

Edward Adams, St. Louis and Vicinity 
W. F. Barber, Kansas and North Okla- 
homa; C. E. Carpenter, Coloradoand Utah; 
A. C.Chandler, West Texas, Arizona, New 
Mexico; J. C. Clark, Eastern Iowa; G. R. 
Duncan, Missouri except St. Louis and 
Vicinity; R. T. Feagle, South Carolina 
and south North Carolina; J. A. Fielding, 
Maine, New Hampshire and Vermont; 
E. E. Hessler, Chicago and Vicinity; C. E. 
Hinds, California and Nevada; Alfred 
Kahen, West Iowa, Nebraska and South 


Traveling Salesmen Provide 
Living for Two-Thirds 
of World 


Excerpt from Monthly Letter of The 
American Exchange National Bank o; 
New York City of August 1, 1923. 


His importance considered, we hear 
remarkably little about the traveling 
salesman, the man who is so influential 
in keeping the mill wheels turning. The 
reason is, perhaps, that the other ele- 
ments in modern business organiza- 
tion crowd the salesman off the scene. 
Nobody would a good sal 
of w desty, he lly asserts 
himself when there is occasion, but asa 
general thing he is more interested in 
keeping business moving than he is in 
“yammering” for public acknowledg- 
mer.t of his importance. 


The Man Behind the Machine 
The part played by the unobtrusive 
L in the develop t of mod 











ern commerce to the point at which 
it is able to provide a livelihood of sorts 
to roughly two-thirds of the inhabi- 
tants of the world, has never, as a 
matter of fact, been acknowledged or 
fully appreciated. 

The predecessors of the modern 
salesman were such romantic figures 
as the sea-traders and the merchants 
of Venice, who carried in their ships, or 
on the backs of camels and other pack- 
animals, the goods offered for sale. The 
introduction of the factory system 
forced a change, and in England the 
traveling salesman became a “hag- 
man” who pursued the elusive buyer 
from pillar to post in his efforts to keep 
enough orders flowing into the factory 
to keep the workers in jobs and busi- 
ness on the books of his employer. 
Down South the salesman was until 
recent years a “drummer.” In the 
East he is a “traveling salesman” or a 
“commercial traveler,’ but everywhere 
he is the man behind the machine. 


JNO. D. REAVES 
Who travels Georgia for the F. M. Hoyt Shoe Co. 














Dakota; W. H. Legge, Central Pennsyl- 
vania; W. D. Lever, Jr., Georgia and 
Florida; Hal Long, West Virginia and 
Kentucky; J. P. Lorey, Michigan except 
Upper Peninsula; C. P. Lund, Greater 
Boston; N. T. McCasky, Minnesota and 
North Dakota; N. J. McManus, Eastern 
Ohio; F. C. Mahar, New York except 
Greater New York City; H. J. Marks, 
Louisiana and Mississippi; J. G. Mazur, 
South Illinois and South-West Indiana; 
E.S. Murray, Virginia, Maryland, District 
of Columbia, Delaware and north North 
Carolina; J. L. Scanlon, Philadelphia, 
Eastern Pennsylvania and South New 
Jersey; E. Z. Sinsheimer, Northern Iili- 
nois; G. E. Small, Massachusetts except 
Greater Boston, Rhode Island and Con- 
necticut; R. E. Smith, Western Ohio; 
D. W. Thompson, Tennessee and Alabama 
N. W. Violette, Oregon and Washington; 
F. A. Whiffen, Eastern Texas; P. R. 
Whitney, Pittsburg and Western Pennsyl- 


-vania; P. A. Sawyer, Greater New York 


City and North New Jersey; R. E. Van- 
Briskerk, Montana, Idaho and Wyoming; 
M. T. Herspring, Northern California; 
W. L. Beier, Wisconsin and Upper Penin- 
sulac of Michigan. 


Sales Contest Winners 


The annual banquet for salesmen and 
factory executives was held at the Dewitt 
Hotel in Lewiston. As in the past the win- 
ners in the sales contests were announced 


at this time and substantial prizes were 
awarded by Mr. Sweet who presided over 
the meeting. 

N. J. McManus, D. W. Thompson and 
W. D. Lever, Jr., were the winners of the 
first prize in the three different contests, 
while W. H. Legge and H. J. Marks were 
the winners of second prize in these con- 
tests, Mr. Marks winning two second 
prizes. The third prizes in the three con- 
tests went to F. C. Mahar, A. C. Chandler 
and E. Z. Sinsheimer. 


Factory Picnic Big Feature 

One of the big entertainment features 
was the factory picnic, which was held on 
Saturday before the “brass tack”’ sessions 
opened. It took two special trains to carry 
the more than 2,000 employees of Lunn & 
Sweet, Inc. and their friends to Old 
Orchard Beach, opening gun for the big 
1923 Sales Convention. 


Where. the Big Event Was Pulled Off 

“The Charge of the Light Brigade’’ had 
“nothing on’’ the knickerbockered Lunn 
& Sweet damsels. Without challenge, they 
were the Queens of the Beach for the day. 

President “Al” Sweet, with his full 
quota of executives, was on the job every 
minute and under his leadership there 
were but few monotonous moments for 
the visiting salesmen. 

Of course, Frank Mahar was there and 
with him Mrs. Mahar and the five other 
splendid members of the Mahar family of 
whom Frank is justly proud. 

At mid-day a special shore dinner, which 
was presided over by President Sweet, was 
served at the Vesper Hotel. 

It was early in the evening and only 
after a most enjoyable day that the 
special trains pulled out for home. 
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Andcow Geller Shoe Shop, New York City 





American Interlocking 


Shoe Store Chairs 


fully embody all those ele- 
ments of refinement which 
distinguish shops of the better 
class. 


Their restfulness and beauty 
are among the reasons why so 
many buyers of good shoes 
enjoy being served at the 
Andrew Geller Shop. 


Moreover, they are economical 
to install because of their sur- 
passing sturdiness. 


AMERICAN SEATING (OMPANY 


General Offices: 1016 Lytton Bldg., CHICAGO 


Room 302 69 Canal St. Room 601 119 W. 40th St. 
BOSTON NEW YORK 
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E. J. ANDREWS 
Vice-President of the Boston Shoe Travelers’ 
Association who will this season carry the Voll- 
man, Lawrence Co. line in New England, New 

York and Philadelphia. 





“Ed” Andrews with Vollman- 


Lawrence Co. 

E. J. Andrews, Vice-President of the 
Boston Shoe Travelers’ Association, for 
many years connected with men’s and 
women’s lines is to represent the Vollman, 
Lawrence Company, Cincinnati, in New 
England, New York and Philadelphia. Mr. 
Andrews, or “Ed,”” as he is known, is a 
high-grade salesman. With his complete 
knowledge of shoes he will undoubtedly be 
a valuable asset not only to the house he 
is to represent but also to his trade in the 
selection of styles and patterns. 


William Crowley Home from 
Hospital 

William J. Crowley, salesman for the 
E. T. Wright Co., of Rockland, special 
representative for the Arch Preserver 
shoe, returned home from the Massachu- 
setts General hospital where he has been a 
patient for eight weeks. It will be several 
weeks before he will be able to cover his 
territory again. 


Fred Earl with Wichert, Inc. 


Fred C. Earl will represent Wichert, 
Inc., of Brooklyn, N. Y., with headquar- 
ters in Chicago, Ill., covering the Central 
Western large city trade, beginning 
September 1. 

Mr. Ear! is well known to the shoe trade 
through his long connection with Mc- 
Donald & Kiley, and later with the 
Manss-Owens Shoe Company of Cincin- 
nati. He was with these two concerns for 
nineteen years. He is enthusiastic over his 
new line of women’s fine shoes and be- 
lieves his friends will learn with interest 
of his new connection. 


CHARLES 8. MUELLER 
A well-known shoe man, has become associated 
with The Holters Company, Cincinnati. He will 
assist in the management of sales and will have 
a hand in the formation % the merchandising 
policies of the company. He will also play a 
fas in the creation of Holters styles. Mr. Mueller 
ni all of his life in the shoe business and 

n a student of the marketing 
Sy the industry for many years. In ilion to 
his official duties at the factory he will maintain 
a direct contact with the trade by covering a special 
territory each season in Illineis and lowa. Mr. 
Mueller was formerly with the Bettmann-Dunlap 

Co., of Cincinnati. 





Skinner with Baker-Field 


Edward W. Skinner will take out the 
Baker-Field sample line in the state of 
Pennsylvania and the cities of Baltimore 
and Washington. At one time he covered 
that territory for Burt & Packard of this 
city, and more recently for Zeigler Bros. 





Here is a snapshot of Joe Kalisky on his 

vacation at Chetek Lake, Wisconsin. He repre- 

senis the Thompson Bros. Shoe Ci lompany; is 

one of their big men on the road, and also a 

leader in the works of the Chicago National Shoe 
Travelers Association. 





A. J. SPRING 
General Manager Capitol Shoemakers, Inc., 
St. Louis. 





Manager of Capitol Shoe- 
makers Inc., 


A. J. Spring, who has been with the 
Brown Shoe Company for about twelve 
years, during six of which he has covered 
Towa, has now complete charge of Capitol 
Shoemakers, Inc., St. Louis. Some eighteen 
months ago, Mr. Spring came into the 
house to take charge of the United Shoe 
Mfg. Co. He is now General Manager of 
the Capitol Shoemakers, Inc., located at 
1722 Washington Street of the big Mis- 


“souri city. 


Spring's. Success Due to Merit 


A. J. Spring is a man who has won his 
success through hard work, real ability 
and thorough knowledge of the shoe 
business. Former brother travelers in 
lowa afte very proud of him, as Mr. 
Spring was for two years Secretary of the 
Traveling Men’s Auxiliary of the lowa 
Retail Shoe Dealers Association. He was 
very active in association work in the 
State of lowa and likewise rolled up a 
splendid sales record. 

Mr. Spring writes that it is at the fac- 
ory of the Capitol Shoemakers, Inc., which 
has been in existence for the past twenty 
years, where the Brown Shoe Co.’s 
women’s high grade shoes are made. He 
states that they have been operating 
under the new arrangement for the past 
several months; that business has come in 
finely and that prospects are unusually 
good. 


Opportunity is right under your feet, 
but you must move your feet rapidly to 
find her.—W. M. Sloan in The McElroy- 
Sloan Enthusiast. 
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McHENRY- 


LCL FOR MEN__] 


McHENRY Welt Shoes for Men!—are 
the right shoes at the right time. 


A new line in an old factory. Not an experi- 
ment but a proven thing. 


Full Grain Shoes cut from Ejisendrath’s 
“‘Monarch” calf skins, tanned from im- 
ported French hides. 


IN STOCK—TO SHIP—RIGHT NOW— 
FROM FACTORY 


‘‘We told you this last week— 
Now we tell it to you again’’ 





No. 200—Men’s Eeareny Monarch Calf 

e— P TOMAK Bal. C and D Widths $3.40 

Order a sample cas then you'll know FOMAK Bet, Cond D Wiehe —- cucoie 
Dal, 6 and DW WOMB cise cc cccsc cstececccwed $3.75 


TOMAHAWK SHOE CoO. 
TOMAHAWK WISCONSIN 


CHICAGO OFFICE: 401 Security Building, 189 West Madison St. 








De Luxe 


Gold, Light Blue, Red and Rose 
Packed in Individual Pair Cartons 
Price $4.50 per Dozen Pairs 


Sold by Authorized Jobbers only 
Send us your order for nearest distributing point 





FREE < 


Window and Counter 
Display Racks prepared 
in four colors with every 
order. Manufactured by 
JAMES N. MAYHEW COMPANY, Inc. 


Minneapolis, Minn., U. S.- A. 
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Clark Says Business Outlook 
Good 


J. E. Clark represents the Center State 
Shoe Company of Fond du Lac, Wis., 
with territory in Kentucky and Southern 
West Virginia. Mr. Clark sums up the 
outlook as follows: ““Many of the mer- 
chants report an increase in sales over 
those of the corresponding period of a 
year ago. They are buying according to 
their actual needs, not five and six months 
ahead, which in my opinion means that 
merchandise in all lines will be consider- 
ably in demand for the coming fall season. 


“Nor would I be unduly optimistic. 


Take a few facts. For instance, in the coal 
sections of Kentucky and West Virginia 
operators have experienced some difficulty 
the past few months in finding a market 
for coal. This resulted in temporary sus- 
pension of operation in many sections. 
The condition, while a temporary one, 
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reflects for the time on buying. When. © 


operation is resumed it naturally follows 
that buying power is strengthened, and in 
short, Mr. Merchant is ready for goods. 


Crops Are Promising 


“Touching on the agricultural question 
I might add that crops generally through 
this section are promising, and assuming 
that Mr. Farmer will get a fair price for 
his products, the outlook, is good. There 
must be a market for coal—there must be a 
market for farm products! There will be!” 


L. G. Wallace Is Weyenberg’s 
Manager in Dallas 


L. G. Wallace, well known to the retail 
shoe merchants of Texas is now manager 
for the Southwestern district of the Weyen- 
berg Shoe Mfg., Co. The Southwestern 
Distributing Branch will be known as the 
Weyenberg Shoe Company, and will be 
located at 109 South Market Street, 
Dallas Texas. 

Mr. Wallace will have under his super- 
vision seven salesmen, who will cover the 
territory served by this branch, including 
Texas, a certain part of Oklahoma and a 
certain part of New Mexico. Mr. Wallace 
writes to us: “It will be our aim to give a 
specialized service to all merchants and to 
render to them every possible co-operation 
in helping them increase their volumes of 
business. Complete arrangements have 
been made at Dallas and salesmen for the 
Southwestern Branch will leave Dallas the 
first week in September. 


Importance of Texas Noted 


“The opening of this Southwest Distri- 
buting Branch by so large a concern as the 
Weyenberg Shoe Mfg. Company is cer- 
tainly a recognition of the importance of 
the Lone Star State in the field of busi- 
ness.”” Furthermore, it is but another mile- 
stone in the march of progress and achieve- 
ment of the Weyenberg Shoe Mfg. Com- 


J. E. CLARK 


Who represents the Center State Shoe Co. in 
Kentucky and Southern West Virginia. 





pany. The same degree of quality and 
workmanship that has characterized Wey- 
enberg Shoes in the past will be main- 
tained in the future. The shoes will be 
sold under the Weyenberg trade mark 
stamp and will be shipped out in Weyen- 
berg cartons. 


Good Service to Merchants 


“The question of proximity haslong been 
a barrier to both Milwaukee shoe manu- 
facturers and Southwestern merchants 
who wanted Milwaukee-made shoes, but 
could not get them with any degree of 
certainty as a result of inadequate rail- 
road facilities. This difficulty has now been 
eliminated by the Weyenberg Shoe Mfg. 
Company. 

“This is the second distributing branch 
that the Weyenberg Shoe Mfg. Company 
has opened in the past few years, the first 
one being opened as a North-Pacific 
Branch at. 61 Fifth Street, Portland. 


Oregon.” 


Tinsley Ragland with Brock- 


ton Shoe Mfg. Co. 


Tinsley Ragland of Atlanta, for twelve 
years with C. A. Eaton Company, will for 
the coming season cover the South and 
East for the Brockton Shoe Mfg. Co. Mr. 
Ragland has covered that territory for 
many years, has a very wide acquaintance 
among the retail trade and is highly es- 
teemed by all with whom he does business. 


Snyder with Chas K. Fox, Inc. 


Fred Snyder of Minneapolis is to carry 
the line of Chas. K. Fox, Inc., in Illinois, 
Indiana, Michigan and Kentucky. Mr. 
Snyder is well acquainted in that vicinity. 


Commonwealth Salesmen 
Convene 


The regular seasonal gathering of the 
Commonwealth Shoe & Leather Co.'s 
salesmen took place at the Whitman 
factory last week. Thirty men in addition 
to the factory and sales executives spent 
the week in conference planning next 
season’s work. 

Charles H. Jones, president of the com- 
pany, on Monday talked on “Present 
Fundamental Business’ Conditions,” dis- 
cussing the broadening tendencies in busi- 
ness currents. Mr. Jones’ conclusion was 
that retail business this fall will be very 
good and in all probability, the same 
condition will carry over into the spring. 

Advertising Plans Discussed 

Mr. Dodd, the firm’s advertising mana- 
ger, went over the advertising plans for the 
present season, both national and iocal. 

The firm’s advertising counsel, Barton 
Durstine & Osborn from New York, led 
the discussion Tuesday on various aspects 
of shoe advertising and detailed some of 
the plans for the new season. 

The balance of the time was spent in 
studying the samples spread in the lower 
Town Hall and in a detailed explanation 
of the selling points of the various num- 
bers. The men expect to be on their ter- 
ritories by September 10. 


Salesmen Off on Trips September 10 


The following salesmen were present: 
L. G. Russell, J. A. Richardson, John 
Roedder, Simon Ruwitch, R. G. Welden, 
Donald Brien, W. C. Brien, G. W. Butter- 
worth, Frank Rowbotham, Phil Murkland, 
John Ford, H. C. Rasmussen, August 
Wolforth, W. H. Davis, W. A. McCord: 
H. H. Bercher, W. D. Wilson, W. F. 
Elliott, F. J. C. Mulhauser, J. B. Clark, 
C. M. Darrah, Fred Faulkner, G. H. 
Lyte, Charles Jordan, Alfred Leren, J. C. 
Trainer, R. F. Polson. 


Philadelphia Travelers Meets 


James Scanlon, president of the Phila- 
delphia Shoe Traveler’s Association, re- 
ports that the board of governors of the 
association met on September 1 and dis- 
cussed plans for the new travelers’ building 
and the resumption of the association’s 
activities in fall. 

James Scanlon has returned to Phila- 
delphia from a sales convention held at the 
factory of Lunn and Sweet Inc., at Auburn, 
Maine. 


Reedy Comes East 


John F. Reedy, Pacific coast represen- 
tative for the Rickard Shoe Co., and 
Claremont Shoe Co., visited the Haver- 
hill factories and inspected the new lines 
preparatory to his fall tour. He will return 
to San Francisco the last of September, 
stopping at the big cities en route to visit 
the trade. 
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Style and Comfort— 


A Sure Combination for Profit, 
Turnover, and Satisfied Patrons 


HEN-a woman sees a shoe of 

evident fine style—a shoe that com- 

bines grace of line with high grade 
leathers and workmanship — 


And she realizes that that same shoe means 
genuine comfort for her—relief from fallen 
arches and foot aches — 


That is the shoe she will buy. 


Through National Advertising 
The Women of America Are Discovering 
Menihan’s Arch-Aid Shoes. 


National Advertising is taking the story 
of comfort, style and foot health into 
millions of homes every month. 


This Fall extensive advertising will con- 
tinue to increase the demand for Arch-Aid 
Shoes. 


You should be the dealer in your city to 
tie up to this line—to reap the advantages 
and the profits now, and establish yourself 
as the Arch-Aid Store when womer! are 
just beginning to learn about them— 
and beginning to patronize the stores that 
carry them. 


Menihan’s Arch-Aid dealers enjoy terri- 
torial protection. Their profits are increased 
by the Menihan co-operative sales plan. 


You need this line. 


Write now for particulars. 


Rochester, WV. 


Please send full particulars about your co-operative selling proposition on Menihan's Arch-Aid Shoes 
Pcs am Sk ae cas Sonn aie eee ee ee e e  S 
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‘Average Woman Has Twelve Pairs’ 


“The average woman today has ten to 
twelve pairs of shoes in her wardrobe,” 
said Stanley Wass, sales-manager and 
style designer of the Webber Shoe Com- 
pany, when recently interviewed at his 
Boston office, 58 Lincoln Street, Boston. 
““My trade is buying very heavily on 
novelty shoes. Style is the life of the shoe 
business, today,” continued Mr. Wass. 
“Individuality is the big thought in the 
mind of the creator manufacturer. I find 
that the trade of the country is very short 
of wanted styles. 

Asked as to the origination of certain 
shoe fashions, Mr. Wass stated that it is 
not so much origination as it is natural de- 
velopment, in other words—they are like 
Topsy—they “just grow.” 


High Art Work in Shoes 


“And shoes are going to cost more 
money,” said Mr. Wass “owing to the 
scarcity of labor to meet the continued de- 
mand for changing fancy lines and pat- 
terns. The finished workman is essential. 
The ordinary shoemaker will not do. The 
high-grade shoe today is the work of a real 
artist.” 

Too Busy for Vacations 


So busy is Mr. Wass with the rapidly 
moving style business that he does not 
take any real vacation, simply confining 
himself to week-end trips to his bungalow 
in the Maine woods. This bungalow is 
situated some twelve miles from Portland 
and here Mrs. Wass and he entertain many 
of their friends in the shoe trade. 


Prouty Will Soon Be Off on 
Western Trip 


H. F. Prouty, president of the Prouty 
Daniels Company, with Boston office at 
183 Essex Street, and factory at Everett, 
Mass., will soon leave the Hub for a West- 
ern trip. Besides helping to sell the out- 
put- of his factory on men’s sheepskin 
slippers, which is some 900 pairs a day, 
Mr. Prouty carries, as one of the members 
of the C. H. Daniels Sales Company, 
several factory lines of men’s, women’s and 
children’s shoes. ‘ 


Prouty President of Prouty-Daniels Co. 


Mr. Prouty has had a connection with 
the shoe business covering a period of 
about fifteen years. Before the organiza- 
tion of the Prouty-Daniels Company, some 
three months ago, he was salesman and 


buyer for several years for Atkins & 
Blumenfeld. ‘And hé comes from a shoe 
family, his father having traveled for many 
years for the H. H. Brown Company. So 
young Mr. Prouty has inherited his love 
for the shoe business. 

He feels that a man can be just as big a 
success in this industry as in mining, or 
in any of the other big industries or pro- 
fessions. He is a hard worker and one who 
puts his whole mind on shoe building and 
selling. 


Pleased with Fall Prospects 


He is much pleased with prospects for 
fall and winter business. In the case of his 
own business, he states that enough orders 
have been booked to keep it running “full 
tilt” until Christmas, and in the case of the 
other factories whose lines are represented 
by him, he states that he can see plenty 
of orders in sight. 


C. H. Daniels on Trip 


C. H. Daniels of the Prouty-Daniels 
Company and the Daniels Sales Company 
has been calling on the wholesale trade of 
New York and Philadelphia the past 
week. Mr. Daniels has also been visiting 
some of the factories whose lines he 
represents. 


“Ed” Lippman Now Sales 
Manager of W. H. Lampe 
Shoe Co. 


“Ed” Lippman is now Sales Manager of 
the W. H. Lampe Shoe Company, manu- 
facturers of women’s McKays in St. Louis, 
for the retail and jobbing trade. Mr. 
Lippman is well known to the shoe trade 
having operated as wholesaler in St. Louis 
during the last several -years and prior to 
that was head of the Shoe Department of 
the James Clark Leather Company, form- 
erly of St. Louis. 


Grinnell on Trip 


C. E. W. Grinnell, of the Alfred Kimball 
Shoe Company, returned to his office at 
58 Lincoln Street on Monday, September 
3, after a little vacation at North Conway, 
N.H. Mr. Grinnell started on a ten days’ 
to two weeks’ trip South about September 
5. 





L. E. CLISH 


Who covers the wholesale shoe trade of the country 
for L. B. Dudley § Co. 





“Lew” Clish Sells L. B. Dud- 
ley Line 

L. E. Clish covers the wholesale trade 
for L. B. Dudley & Co., of Haverhill, with 
office at 207 Essex Street, Boston. “‘Lew”’ 
is a neighbor of “‘Joe’’ Ham and between 
trips may be found at his desk right across 
the way from “‘Joe’s.’’ Here ““Lew”’ caters 
to the wants of the buyers of little folks’ 
shoes. And some very pretty samples he 
has. He states that he is selling now for 
spring, straps in combinations and solid 
colors, in which red and field mouse pre- 
dominate. Patent with inlays are quickly 
moving numbers, he stated. 

“‘Lew’s” line consists entirely of low 
shoes and he says that it’s getting snappier 
all the time. He has been with the L. B. 
Dudley folks for a year; prior to that he 
was with Rice & Hutchins, Inc. 


Three Types of Welts 


Edward C. Welch, now on the road with 
new samples from the Welch Shoe com- 
pany has three types of welts—dress welts, 
sport welts, and walking welts. 

Dress welts are of suedes, satins, kids 
and patents, with thin edges, snug shanks, 
and wood heels. 

Sport welts are of grain calf, smooth or 
boarded, some with soft toes, some with 
creased vamps, and some “dogged up,” — 
all made over broad or broguey walking 
last, with low heels of leather, mostly with 
rubber top lifts. 

Walking welts, made over low heel 
walking lasts, show, asafeaturesome heavy 
type welts, with cork welting to close the 
in-seam. ‘ 
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C.H.ALDEN Ca 
Ne 


U.s.% 


An Alden Style 


that can be 
delivered promptly 


Made in 
Gallun’s No. 4, 
also Black, 
AtoD 





ONCENTRATION of our 
efforts has enabled us to offer 
that which the times and the trade 
require. 


2. eS @ 


—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


ooo 90 90 


We are also able to give quick’ deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 





























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER 


IN STOCK—NOW! 


B-325—Aill Pat. Colt, 3 strap pump trimmed 
with Blk. Kaffor Kid, cut-out on sides, Pat. Ree Fees Cott, Supe pores 2-8 


tether hel close edge welt. 14-8 Cuban we block wood heel Hand worn. on 75 
— B-329—All Black Satin Cross-Strap, trim- B-324—Same in Bla in rimm 
Bi Kafler Ki d. So re rst with Black Kaffor Kid, 14/8 Spanish with Blk. Ooze Calf $6.00 


B-331—-Same in Brown Suede, Fs ae 
with Brown Kid $5.60 


e B-317—Hand turned two-st of 
B-327_—All Pat. Colt, « cut-out with side colored 7 Ooze Calf, Geld mouse trimmed 
gore, Cuban | Light close, Dn cove ae TERETE LTO 
edge welt $4.90 B-sa1-Seme in Bleck Goss. Trimmed 
le or 
Sizes and Widths — AA-4-8 — A-8-8 —B, T y B-322—Same in Dark Brown Ooze Calf. 
C, & D2%-8 ‘Terme: Net 30 Days heel. Hand turned 36.50 Kid $6.50 


JOY, CLARK & NIER, INC., Rochester, N. Y. 


NEW YORK OFFICE, 127 DUANE STREET, MURRAY KLEIN 














JACOBY HENDERSON, FORBES & CO., Ltd. 
79 Milk Sirert 


F. R. HENDERSON & CO., Inc. 


111 BROADWAY, NEW YORE CITY 
(rude Rubber 


IMPORTERS OF PLANTATION SHOE SOLE 


Cable Address (Crepe Rubber HENDE RSOW Bi BROS., Led. 


REDSONDER, NEW YORK 
LIEBER’S A B. C. 5th Edition -Private Codes HENDERSON 1 BROS., Ltd. 














BLOODED-STOCK SAY oat ope, eae 
you were buying a horse and he was just a herse yeu would have to ~ B97 MWe Tinos tb aetoatee eat 
{oa \ A . Pp -0U; pe . 


haus o hea of Uaniebctech Gut bel « eae 


Our FALL CATALOG No. 32 
with illustrations in colors of 
Artificial Flowers, Plants, 
Vines, Trees, etc., mailed 
FREE FOR THE ASKING. 


FRANK NETSCHERT Inc. 
61 Barclay St. New York, N.Y. 
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Sportocasin Company to 
Leave Auburn 


Auburn, Me., September 4—Having 
outgrown its factory in eight months, the 
Sportocasin Company, manufacturers of a 
high grade moccasin-shoe designed pri- 
marily for golfers, have decided to move 
and have leased the old Hodgson factory 
in Yarmouth, Me., about twelve miles from 
Portland. The new plant is three stories in 
height, 40 by 120, and has its own water- 
power. More samples are to be added to 
the line in the near future, among which 
will be hiking boots for men and women. 

A formal statement issued by the com- 
pany and sent to its retail accounts reads 
in part as follows: 

“When establishing our factory eight 
months ago we naturally selected a build- 
ing which in ordinary course would have 
been ample for some years. Instead, our 
golf oxfords have met with such phenome- 
nal success that we are already hopelessly 
crowded. This, with the production of ad- 
ditional models which we contemplete for 
1924, makes an immediate move to much 
larger quarters imperative. 

“Furthermore, we have found that cer- 
tain conditions in Auburn are not con- 
ducive to the super-quality workmanship 


for which we are striving. Our Board of 
directors feel that we can build up and 
contro! an organization adequate for the 
production of high quality goods more 
effectively in a smaller community. 
“After extended investigation our Board 
has accepted a proposition for the control 
of an exceedingly desirable shoe factory at 
Yarmouth, Maine, 12 miles from Portland, 
and the removal of our plant to its new 
location will be commenced about Sep- 
tember 15, 1923. Production will be ser- 
iously interrupted, if not entirely stopped, 
for from twenty to forty days thereafter.” 


Field Day Closes. Crossett 
Convention 


North Abington, Mass. September 5— 
The Crossett sales force of 32 men, not in- 
cluding members of the executive staff and 
the factory department heads, closed their 
four-day sales conference on Thursday, 
August 30, with an afternoon and evening 
of pleasure at Nantasket Beach. 


Salesmen Win at Baseball 


The event was held at McPeakes’ Shore 
Garden, the party motoring from the 
factory at North Abington. Arrived at 
their destination, and two baseball teams 

















Southwestern Distributing Pranch of the Weveni 
Shoe Company, located al 109 South Market Street, 
contact merchants and manufacturers and effects deliveries. 

































Shoe Mfg. Co., known as the Weyenberg 
las, Texas. This branch brings into better 
r Shipments will be made 
from factory to this branch in carload lots. L.G. Wallace, well known to the shoe trade in Texas, 
is Manager, having supervision of seven salesmen i 


a certain pari of O) 


, who will go out from this branch, covering Tezas, 
and New ~ 








were formed between the sales force in 
charge of Judge Fulghum, and the office 
force, which was hotly contested for 
seven innings, at which time the score 
showed a win for the salesmen. 

An old-fashioned lobster dinner was 
served. The party broke up late in the 
evening, all voting a royal good time, and 
hearty appreciation to President Lewis A. 
Crossett. Among those in attendance were: 
W. O. Foss, J. C. Boggs, W. D. Palmer, 
S. A. Ward, C. H. Ward, T. W. Furlong, 
J. L. Awtrey," H. L. Manning, W. S. 
Brown, G. L. Magette, K. Geotchius, 
C. A. Packard, C. L. Keene, R. A. Mabee, 
F. Belyea, F. L. Willis, W. Tirrell, W. G. 
Webster, H. W. Hunt, W. F. Joyce, A. A. 
Belcher, A. E. Doherty, F. C. Fletcher, 
R. H. Weeder, F. D. Mullin, F. Kramer, 
J. Weil, S. B. Williams, C. H. Madsen, 
W. H. Dooley, E. C. Fulghum, L. E. 
Kersey, H. P. Gould, P. B. Newcomb, 
C. G. Bascom, A. S. Kibbee, A. H. Ather- 
ton, L. A. Crossett, R. G. Hasty, E. A. 
Bates, J. J. Regan, H. M. Cochran, T. H. 
Bailey, L. G. Vaundell, F. J. Tuttle, A. 
Maples, A. F. Medine, B. H. Dillard, W. J. 
Howe, W. D. Howe, G. L. Chapman, E. H. 
Lewis, F. P. Hutchinson, A. E. Hentz, 
W. E. Turner, H. C. Dunn, G. L. Chap- 
man, C. G. Swanberg, H. J. Barney, A. W. 
Johnson, C. H. Furber, L. E. Marshman, 
J.T. MclIsaacs, Geo. Lincoln, H.H. Wright 
and E. H. Naylor. 





F. W. Staiger in the East 


Salt Lake City, Sept. 5—F.W. Staiger, 
manager of the shoe department of the 
Auerbach Company, for the past 18 months, 
recently resigned and went East. He will 
probably make his home in Boston and 
assume charge of a position in connection 
with the retail shoe business. Mr. Staiger, 
during his career here, made many friends 
and is prominently known in the shoe 
game. Albert Unger succeeds Mr. Staiger. 
The former has been associated with the 
shoe department for several years. 





Conrad Is Manager of Salt 
Lake City Store 


J. H. Conrad, former travelling shoe 
salesman and shoe store manager, is the 
new manager at Auerbach’s, succeeding 
F. W. Staiger, now on the road for a St. 
Louis company. Mr. Conrad has been with 
Mays of Denver, Colorado. 





New Store in Orlando, Fla. 


With $10,000 capital the Thompson 
Shoe & Army Stores, Inc., has been or- 


’ ganized- and incorporated at Orlando, 


Fla., to handle shoes and other surplus 
army supplies. C. B. Thompson, of Or- 
ando, heads the company as president. It 
will conduct both wholesale and retail 
business. 
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10.50 
14.00 


12.00 
16.00 





Recorder rates for space less than one-eighth page per 


ltime 7 times 13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents per word for each insertion. 
Minimum amount accepted, seventy-five cents. For other 
“Want” advertisements, seven cents per word for each insertion. 

Minimum amount accepted, $1.25. 

received up to noon on Tuesday of week of publication dat. 

advertisers desire answers to come in care of this “—-. twelve words 
must be allowed in each advertisement for address. When advertisers 
desire replies forwatded direct to their address, each word of the 
address must be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 


Ww 00 $2. 50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Ads under this heading will be 
When 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





Sead teria WANTED—We still have some 

for capable men en calling on 

line consists of 1 to3 turns 

made with mock-heel, 4 to 8 spring- and a 

snappylline of stitchdowns, sizes 5 to 2. Packed in a 

sam) medium-priced and 60 styles 

g carrying a non-con- 

flicting line of children’s shoes erred, although 

will fit in with any line. igh rate of com- 

mission paid. drawing account to parties 

furni A-1 references. R. C. Milow Shoe Co. 
Inc., Ri ter, N. Y. 


GALESMEN WANTED—Young energetic sales- 
men with following wanted in the following 
orth and ‘South Carolina; 
irginia; Tennessee and Mississippi; 
and California. Brauer Bros. 





Washington, 
Co., St. Louis, 
WANTED—A salesman for northern Indiana to 
cman a pee & save factory nailed and welts, 
pvp -- SS .. A 
sition to right man. Must be a pro- 
can propont able to show us that he has the goods. 
Address E-247, -—_) Boot and Shoe Recorder, 207 

South St., Boston, M ass. 


W re sell at least. tw in Middle Western States 
sell at least two cases of children’s turns 
_S Address, E-248, — Boot and Shoe Recorder, 
Ser ith St., Boston, M ass. 


ANTED—First-class commission men to travel 
during January, February and March _ 

old and established specialty line. Territory 
Pacific Coast, Southern States, also Kansas, chon 
Indiana and Kentucky. Samples ready January 
1. 7 excellent opportunity for hustling 
getters who desire an in-between season 
line. Address giving references and full detail. E-250, 
= Boot and Shoe Recorder, 207 SouthSt., Boston, 

ass. 


ALESMEN WANTED—For our line of misses’, 
children’s and infants’ turns on a commission 
basis. We desire to i 
= States and one line for Kansas, Colorado 
and Missouri. Trade a gl line — be 
h con- 


carried in 
Hiting. Spring lin lines ready for > ae , to 




















- THREE MEN 


CONNECTICUT, MASSACHUSETTS, 
aaa ISLAND 


NEW YORK STATE, including WEST- 
CHESTER COUNTY 


ws NEW lal and 


ogee satisfactory selling ex- 
ponsete ony ae eae 
territories, we will turn over to you an 
established ‘bela in ladies’ novel- 
ties, snen'e snk aes ae ae 
mission and drawing account. 


BLEECKER SHOE CO. 
138 Duane Street New York City 








Milwaukee Work Shoes 


Several Choice Territories 


aly for Salcemen who can 


STEVEN EN STRONG SHOE COMPANY 
Milwaukee, Wis. 








wales SALESMEN to carry a yay —y4 

soles and moccasins, sizes 4. Also a 
line of alk tenn sizes 1 to 6. Radrees fe-249, care 
Boot and Shoe Recorder, 207 South St., Boston 





of experience. Ad E- 
; St dine lene en 207 South St., Bos- 
ton, Mass. 


GALaeren Pa ay apt yma oy with 
le to carry exception: m novel 
line rot McKay and turn comforts and = novel- 
—- and what line ficusiee Boa 
cover what carry. 
10. Address E-252, care best ant and Shoe 
Recorder, 207 South St., Boston, Mass. 


ALESMAN bya! pe pee pe ms experienced 
S‘ in calling on retail shoe and wholesale findings 


trade. To carry line of arch supports. 
Ment be live wire with ~e following and ac- 
quaintanceship. Excellent money 
tion for right man. Address K-544, care 
Shoe Recorder, 127 Duane St., New York. 


Wate rine! scien with an es- 
tablished trade, to sell our women’s welt shoes, 
grading in Prices from $5.60 to 880. Madi- 
Son, Royal Standard brands, and Arch fea- 
ture shoes. Western 











experience. Dixon 





ANUFACTURER of 
$5.00, $6.00, $7.00 and 
Bitchome, Mingess 
: Mi Ww 
Established business all 
stock. Write E-240, care Boot and Shoe R. 
189 W. Madison St., Chicago, Illinois. 


ANTED—Live-wire salesmen to high- 
grade line of moccasins as a side line in Chicago 
and other good territory. Must know the trade and 
be able to give reasonable attention to the line. 
Liberal commission. Address E-241, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


Wantao-ahe line soles selling high-grade 
shoes to carry a line of children’s an 

shoes and moccasins in New York and a go 

vania. Big seller with all the good features 

pa ak as well as stitchdown. A few other good 
5 Box E-242, 623 Powers Bidg., Roches- 

ter, N 








Scr line salesmen to sell snappy soft sole holiday 

slippers, house slip) erences. Address 
E-243, Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ANTED—Good salesmen with established 
trade to carry (with their present lines) 14 
men’s welts to retail at $5.00. All carried in stock. 


each 
month. State what territory you cover and what 
line you carry. Samples ready now. Address, E 205, 
care Boot and Shoe Recorder, 207 South St.. 
Boston, Mass. 


WANTED SALESMEN that call on best retail 
shoe stores, to sell one style advertised ladies’ 
guaranteed silk hose. Easy selling plan. One sample 
pair to show. We help to book your orders. Terri- 
torial rights. Address K-542, care Boot & Shoe Re- 
corder, 127 Duane St., New York. 


oi LINE OPPORTUNITY—If you are a real 
salesman with ity of “ 











experience. ,> 
for of Slee, Wabat Shoe Company, Milner. 





Shoe Co., Milwaukee, W 


SALESMAN WANTED Redden salesman for 
territories: Chicago, Iowa, ae 





care Boot & Shoe Recorder, 201 





SALESMEN WANTED 


einer ag N ae 
NE OF *S PO. 


RDDAESS BOX 787, CAMPELLO STA 
TION, BROCKTON, MASS. - 











ALESMAN WANTED—We want to bear from 
an A-1 Shoe Salesman w ell established 

with the d lepartment and high grade retail trade. 

T States. This is a high 


is. Comm 
Boot and Shoe Recorder, 207 South St., 
Mass. 





a i ex- 


5 salesm for IN STOCK 

NE of WOMEN’S NOVELTY AND 

EASY ——. in + in widths. 

EIGHT PER C able o> 

No advances. ieawe oe tam 

bog wa to short, mas-agniiceing 
line. Ref: 


“<< 





Middle States and States West of 
"a Mississippi and South 


. Water Street 
| Aatinoe 

















POSITION WANTED 


B cn Per Eng ye 
Shoe jer, 127 Duane St., New York. 
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WANTED TO PURCHASE 


HIGH GRADE SALESMAN ELSES LB 
With exceptional references and favorably known to the larger choes or ether merchandise. Any quan- 
buyers of the Middle and North West will be open for territory KIRSCH-BLACHER CO In 

November first or earlier if necessary. Women’s Style Turns 293 Church St., New York, N.Y. sans 
or Mckays. Address E-255, care Boot and Shoe Recorder, 207 Phone Canal 0679 


South St., Boston, Mass. 





POSITION WANTED POSITION WANTED 





























SITION WANTED—Young married man 
wishes position ae shoe buyer or assistant. At 
present employed as er in —~-—+F women’s 
= children’s SL op in southern New Eng- FOR SALE 


Auldress K- 345, ring Tencne Gino Resceder 11 127 BROOKLYN PURCHASING SYNDICATE 


ne tee ‘ FRANK WALKER, Proprietor 
uane St., New York. Fe yee cusinsive Bast location. K Meee 610 Broadway, Brooklyn 
5. ill Phone Stagg 1757 























selling. Don’ 
LINE WANTED E221, care Boo 
Wieribie MeKaye to sel to he large Jobbing MISCELLANEOUS 
Sloe Boclen cdies. hadron 450, care Boot and WANTED TO PURCHASE 
Shoe Recorder, 207 South St., Boston, Mass. Reet, ee aot and | opaae 
MANUFACTURER'S LINE THE NEW YORK EXPORT 
Wanted by America’s fastest growing PURCHASING CORPORATION 


Mail Order Company. Because of great- 
596 BROADWAY, NEW YORK, N.Y. 
— ONE—SPRING 9965 























ly — rom yp CY shoe ; ness, PH NG 

iti n turers 
making popu lar priced | line of Wom- WILL( SLOW SELLERS FOR 
en’s Novelty McKays. We are seeking a BUY ee. STOCKS CASH 


—_, live ——— ——— 
seeking volume and steady business Bargains in shees alwaysen hand fer special sales 
Address E-254, care Boot and Shoe Re- and bargain basements 

corder, 207 South St. .» Boston, Mass. 








HIGHEST CASH PRICES PAID 








Commission lines of leather. Capable sell- 7 = pee & Corre- Finished Golden Oak or 
ing organization with excellent standing tial. 5 —— 


y 
throughout the shoe trade. All inquiries Price. . - - $8.50 each 
confidential. Address E-231, care Boot & Carried in stock by all wholesale shoe and 


Shoe Recorder, 207 South St., Boston,’ Mass. pA L-® If you See cannot 
MILBRADT MFG. COMPANY 
FOR SALE 2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 






































FoR SALE—Shoe store in city of 100,000 near 
Boston. Established 40 years. Best location in 
city. Good lease. Reason for selling, owner 


tak 
up other interests. Cash tion on! caly. Addoons . 
E-256, care Boot and ee teanion 2 207 South Bi cl 
: wey, cycie 


St., Boston, Mass. 
‘STEP 


Jobbing Business For Sale 
in New York City LADDERS 


Medium size business handling limited 
line. ished tem years are made 
ago. Excellent location and long — in many 
on building. Address E-237, care Boot ont 
and Shoe Recorder, 207 way, New styles 
Boston, Mass. eee "5160-5161-5162 to fit all 

kinds of 


shelving. 


POS, SALS I PAY SPOT CASH "Eee 


For Sale: Rastensiestrochooend hesteny 
stock in city of 6000 in northern I For eagipoThee Rede, ee hg ym 
diana. Best location in city. Stock ‘in Slow Moving numbers. 

fine dition. Good for + gy « give you immediate reply. 

Do not write unless interested. Ad- 

dress E-141, care of Boot andjShoe Re- S. CLEARFIELD 

corder, 207 South St., Boston, Mase. 116 W. 32nd Street, » New York 





























Stocks and 
quantity. Will 

















‘ ; 
iy 





The subscri ton erie ofthe Boot and Shoe Recondar is 5.00» your tn advance, which inclds ee 

Hawaiian Islands, Phili itegdo, Sinem a yg = i. Dominican Republic, Hewd Nicaragua, 

El Salvador, Argentina, ivia, Brazil, jumbia, ° The Balearic ae ‘nee Islande. 
No Subscription Accepted for Less Than One Year 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


BUSINESS REVERSES 


Tuscaloosa, Alea.—Sumner Goods Co., 
ees coe reported petitioned or petitioner 


oun Ark. pe H, Chapman, general mer- 
chandise, petitioned or petitioner in 


bankruptcy. 
Waterbury, ar ny FE J. Roosin, luggage. 
reported petitioned or petitioner in bankruptcy, 
Cochran, Ga. Duke & Mullis, boots and shoes, ote. 
reported o' to = gr at cen! 
le nt pot Colles | merce benkruptey 


Bros 
Ss ah ‘Baka Coo (i Hrving Park 


Baer, La— La.— Angus L. bank general _ 
chandi: reported petitioned or petitioner in 


no Orlk Paes a 
ew leans, 
merchandise, reported 


petitioned or 
in a 
.—Sarah Levine (1032 Blue” Hill 
Kvenasb, ~——— a reported petitioned or 


petitioner 
Nymore, Minn. —J. kK Ramsay, general merchan- 


~~ igned. 
Sunrise, “Reed and Kain ns general mer- 
chandise, reported petition petitioner in 
Newark, K. —Franklin & Kandel, Inc., (Supreme 
—— Co. ), (174 Ferry Street), boots ‘and shoes, 
pecee tioned or petitioner in bankru icy. 
Pasko, J.—Arthur ae (31 ain 
=. boots and shoes, reported petitioned or 


in bankruptcy. 
Nowy You c City—Thomes eae & Co., (80 Pine 
Street), crude rubber, reported petitioned or 


petitioner in in bankruptcy. 
Philip Simon (342 Tom aioe Dun), Regie end 


shoes, meeting 
a t Trunk and Co. (154 Nassau 
eet), 
capone petiti or petitioner in 


Louis + Fein (105 Greene Street), manufac- 
turers of leather goods, sous offering to com- 
promise at 224 per cen 

Irving Lipton (40 Rut Srest, oats and 

R. Sonat ine. (208 Fifth Avenue), 
cperting goods, il petitioned or petitioner 


~ i anufacturers’ Sales Co. (112 Amster- 
dam Avenue), boots and shoes, reported peti- 
tioned or petitioner in itcy. 

Thomas Tucker & Co- Inc. ite Water Street), 
importers and e reported petitioned or 


petitioner in ban! 
vofteary Wend ell Co. (a7 E. 12th Street), im 
Wk petitioned or petitoner in bank - 


™Bam'l Woblfeiler & Co., Inc. (134 Sprin 
nc. 
Street), auntie goods manufacturers, sapested 


B N. Y.—Penn Rubber Co. (1168 Liberty 
Avena, and on Enfield Street), rubber goods , 
r assign 
Ok oma Sy Okla.—Brooks —- a geen pean 
Frederick, Goods Co. ram w. Jeakins Dry Goods Co., 
boots and shoes, etc., reported petitioned or peti- 
tioner in bankruptcy 
ulsa, f= 4 ‘Shoe Co., oat and mam, 


ted. 
cs peat 
petitioned or 


leather and ings, 
nya ne 





posted cnqseded 7 i 

Haverhill, Mass.—McCormick-Perry ae, Ce. 

ae aeons Ghee Co Co., by 

alden, Mass. ughlin-Page Shoe - chee 
me — H. N 

Whitman, a ‘Martin elson, (Nelson's 
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Montrose, Minn.—Montrose Farm Mercantile 
Co., merchandise, reported succeeded by 


& Siegel. 

Passaic, N. Senet ep a gid, Muls- 

hoo auegtel olen = te a 

New York Gioia Halperin (408-410 West 
or chased aut business. 

Bogtiign. N. Y.—Fenichal & Rich are Sutter 
Avenue), 7 757 Sutter Avenue), boots and shoes, 
iaFenichal & Rich (757 Sutter Avenue), suc- 
ceeded by Louis F 

yaar & Rich o oe Sutter Avenue), suc- 


ceeded 
Ny foo \ Genco, boots and shoes and 


FOR feat Sooke end dheen, 
~~ 
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2416 No. 10th Street 
ST. LOUIS, MO. 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


Catalog THE CHICAGO 
Pt WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Ill. 
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Latest" Styles 
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Delivery 
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F ancy Footwear for Fall 


Stock No. 129—Light | Welt—Price $5.00 ‘oo 
Healt 1314-8 Rabbes Lit, White Stitched 


>: 
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Minar 
WWrassore fl UIT 


September 1 
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Heal T2ye8. Rubber Lift, Wi White Stitched 


Terms 3% 10 
* Net 30 days” 


Mandalay[ Se Suede Calfskin, Mahogany 


ffor Kid Trim 


Stock No. 757 ice $5.00 


Same as above except in "Black 


pe patevia, NYP, 
Uniti 


Rubber Heels 





You want your shoes to 
express your own care- 
fully thought out ideas 
for correct design and 
craftsmanship. Now you 
can follow this idea 
through even to the rub- 
ber heels you put on 
them. 

We are prepared to make 
rubber heels for you ac- 
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Mandalay;Suede, Calfskin,”Cocoa Calf 
Trim, Cut Out 


Stock No. 138—Light Welt—Price $4.85 
| Same%as above except in Patent, Black 
Suede Trim, Cut Out 


lititnnn | 
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Tailored to Your Shoes 


cording to your own 
specifications. We can 
put your name and trade 
mark on every pair. 


Prompt shipments as- 
sured. 


Write us your require- 
ments and we will ex- 
plain our proposition in 
detail. 


THE REPUBLIC RUBBER CO. 


, , YOUNGSTOWN, OHIO 





REPUBLIC RUBBER HEELS 


Heels Tailored to Your Shoes 
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A Feature That Is Selling Shoes 


The return of lacing hooks is the 
revival of a popular feature on 
footwear for men. 


With the new demand for both 


style and practical convenience in - 


shoes the lacing hook becomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales, 





Sell. shoes that combine the 
features which men demand-- 
comfort, convenience, fit-- 
Shoes with lacing hooks! 





September 8, 1923 
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This is the boot 


that’s been selling 
this summer! 


No. 6374R 


A couple weeks ago we told you that boots had been selling to beat the band with 
us all summer long. 


Analysis of sales reveals that this No. 6374R pictured here led them all in volume 
of sales and total number of pairs. And that by a wide margin. 


It’s easy to tell why; for this particular boot fits perfectly the great majority of 
feet. Means quick and easy sales on a small stock of boots. You ought to have it 
in stock this fall. 





Black kid polish, 7 inches high; medium toe; perforated kid tip; flexible welt sole 
of high grade tannage; 14 inch heel with rubber top. A roomy, comfortable, good 
looking piece of foot-gear. 


In stock: A-B 3 to 9, C-D-E 2% to 9. $585 
E 344 to9 


J. J. GROVER’S SONS CO. - __ Lynn, Mass. 
“Soft Shoes for Tender Feet” 


Established 1865 CHICAGO OFFICE 
BOSTON OFFICE Kesner Building 

Little Building NEW YORK OFFICE 5 North Wabash Avenue 
80 Boylston Street Marbridge Bldg., 47 W. 34th Street Corner Madison 
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Style 380 
Black Satin 3-Strap 
Black Suede Calf Trimmed 


**MILDRED”’ 
16/8 Covered Heel 
Widths A to D. Price, $5.35 








2 "Sy, 


Style 452 
Black Kid 
*“CAROLINE’’ 


Goodyear Welt 
14/8 Wingfoot Heel 


Widths A-D. Price $4.50 
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A. M. CREIGHTON - 
i 


] HERE is a unique satisfaction enjoyed by every merchant who i 
puts Creighton Line Styles on his customers’ feet—he is firmly. 

assured each style is truly stylish, he is equally sure of getting new 
stock quickly, just when he wants it. And, of course, “Creighton” is 
only another way of saying “fine workmanship with the best of 


‘ LYNN, MASS. 
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White Leather Footwear 


for Spring and‘Summer Is No Longer Doubtful. 
It Is a Certainty---a Staple. 


Why Not Frankly Recognize This--Then Aci? 
BUY EARLY-—-You Get Three Big Advantages 


1. You Get Good White Leather---Made Slowly. 


2. You Beat the Price Rise.---(It Is Not a Phenomenon of Economics 


That Things in Strong Demand Cost More. It’s a Cold, Unavoida- 
ble Fact.) 


3. You Have Your White Leather in Your Factory When You Need 
It,---Not Weeks Later. 


BUY WITH THE LEADERS 
White Levor Grain Kid White Levor Grain Goat 
(Cabretta) (Chevrettes) 
a ar 









































TANNERS 
NEW YORK GLOVERSVILLE BOSTON 
DISTRIBUTING FORCE 
ARTHUR S. PATTEN LEATHER ©O., ST. LOUIS. GEO. W. NEWMAN LEATHER CO., CINCINNATI. 
McGAW & ATKINSON, CHICAGO. EDWARD ZOHRLAUT, SAN FRANCISCO. 
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Four Early Fall Styles 
— IN STOCK — 


re 


B 1447 G ap 06.95 B01479 L 
Net 30 Days et 30 Days 


Women's Star Brown Kid Quarter and iV amp, Women’s Star Blank Kid Quarter and Vamp, Black 
Nigger brown Suede Collar and Stra he 2 Two-stra Suede Collar and Straps, two-strap Marion Sandal, 
Marion Sandal, Grasmere Last, ay, 1% inch Grasmere Last, Mc ay, 1% inch Cuban Heei 
Cuban Heel with — Top Lire. with Rubber Top - 





AS tw8 AS tw8 

A4%to8 Mines rs 
B4 to8 

C3%to8 *- 

D3%to7% ¥ 





B419P 


$4.85 


Women’s Patent Quarter and Vamp. Black Suede 


$5.75 


Net 30 Days B 489 L 


Net 30 Days 
Women’s Log Cabin Ooze calf. ¢ Quarter and Vamp. 














Stra Two-Strap Coma Sandal, Savery t, 0 
tter Brown Kid Straps, Two-strap Coma Sandal, 
McKay Sole, 1% inch 1 2s om Cuban Heel. Savery Last, McKay Sole, 134 inch suede pecemces 
A4\%w8 Cuban Heel. 
B4 to8 = 3% to : 
+ \% to 
C3%two8 teehee 
C3%w8s 
U [z & D unn C O. 
Rochester N. Y. 
DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 i Bldg., Deere. Colo. Bush Terminal Sales Building by Wig at yay 
—_— & WeNUT we West 42nd St., Room 1521 C. McATEE, Representative 
att. wy . McOMBER, Representative 
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“National Park’ 


REG. U. S. PAT. OFF. 


| Hiking Oxfords 














| IN STOCK 














Beauty 
Quality 


S erv 1C € BLUCHER OXFORD PATTERN 504 








CONSTRUCTION 


Full Gusset Tongue, Plain Soft Toe, 
Modified English Last, 8/8 Heel, 
Rubber Top Lift, Goodyear Welt. 


No. 31504 Mah. Eric Calf Oxford, A-D 2%/8 $4.00 
No. 33504 Black Eric Calf Oxford, A-D 24%4/8 4.00 









































_ STOCK DEPARTMENT 


THE JUVENILE SHOE CORPORATION 
CARTHAGE - - MISSOURI 


Stocked for Pacific Trade by 


SOUTH COAST NORTH COAST 
WILLIAMS-MARVIN CO. FITHIAN BARKER SHOE CO. 
San Francisco Los Angeles Portland 
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IN STOCK 
B-C-D Widths 


$4.65 




















19X 
GALLUN’S 
BLACK NORW. 


20 X 
SCHMIDT’S 


K GOLF GRAIN 
Medium Tan Shade 


SCHOOL BOY STYLES 


Designed by leading college retailers for their big selling 
fall oxfords. Broad toe Varsity last. Overweight single 
sole. 14 edge. Straight stitched tip. Soft toe. Wingfoot 
heel. Correct School Boy Styles IN STOCK NOW. 


Feature them at popular prices. Increase your young men’s 
trade. That's where the big money is made in men’s shoes. 
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MARION SHOE CO. 1 
M ON, INDIANA : 


=| 


WESTERN QUALITY AND EASTERN STYLE 
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“THE TRELLIS” 


Is a Model Endorsed by Representative Shoe Merchants 
Who Have Seen It, as Having Sales Merit Par Excellence 
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Designed by 
BARNETT LIPP 


<Sas 
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Shown in Black Suede”™Gun Metal 
Trimmed, but equally effective in 
practically al) combinations 





The pattern is low enough to adequately display the hosiery, 
but sufficiently high to suggest the fall and winter tendency. 


The independent top anklet strap is particularly effective in 
appearance on the foot. 


ANOTHER WINNING ‘'DELIPP’”’ STYLE! 





DEGEN-LIPP, Ine. 


Makers of 
WOMEN’S BEST TURN FOOTWEAR 





SHOWROOM 
607 MARBRIDGE BLDG. 
NEW YORK CITY 


FACTORY 
133-143 FLOYD STREET 
BROOKLYN, N. Y. 
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The Sure Way 
to many sales 


" Corrective,“‘comfort-producing” 
shoes—not grotesque, but smart. 
S Up ay Proven profitable footwear. 


REG.U.S. PAT. OFF. In tock with a 


SHOES FOR MEN AND WOMEN widespread number 
N INNOVATION IN 0 leading 


ORTHOPEDIC 
WHOLESAL 
FOOTWEAR _ 
\Laclovies Brockton New Bedford ANashuaNKe 


EE SagleCompany 


Made in New England 
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Finally—an Elk Leather 
that isn’t stretchy 


Madeintwelve colors W | a Oo Every foot can be 


—dyed through and utilized. A most eco- 
through with pure anette nomical leather to 


aniline dyes. - I K cut. 





OMEBODY was bound to discover a tannage that 

S would produce a tight, smooth grain in elk leather. 

We found the way a year ago. The past six months 

has proved the leather in shoes. Now we know WILO 

ELK is the finest elk leather ever produced— 
a great and important improvement. 


SOFT—no leather ever was softer—slipper comfort on 
the feet—yet the shoes do not spread in service. 


And if the shoes are wet, they dry out just as soft as 
before—never hard and brittle. 


Perfect for Sport Shoes. WILO ELK is so soft, and yet so 
firm, that it provides a combination of support and comfort 
found in no other sport leather. The way it dries out in its 
original softness when wet makes it the only perfect stock for 
golf shoes. 


Ideal for Children. So soft for little growing feet, yet so 
firm in texture that the shoes do not stretch and let the 
feet become misshapen. Nothing like it for sturdy, wear- 
defying service. 


WG) O)\O)\ SO) \) 


Restful for Street Wear. Men and women in business, or 
who are much upon their feet, will find in WILO ELK the 
utmost comfort, coupled with a beauty of color and service 
that meets every fashion variation, 


() 


NO NO)NG)NO)NGOLNO) NOD)! 


Ask us for the names of 


manufacturers who can 
show you sample shoes of (, J), Kepner Leather Co. 
You can only appreciate Sole Selling Agents of Wilo Leathers 


the remarkable advance we 


have made in the tanning 139 South Street, Boston, Mass. 


art by getting the shoes Me? 
into lll a 4 10 Spruce Street, New York 


We know what your cus- ’ 308 Leather Trades Bidg., St. Louis, Mo. 


tomers will tell you. 


WOT WOT NOOO ONO NOTION OV OT ONO 
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Black calf high shoe—Har vard last—pinked 
tip—12 iron sole—rubber heel... . . . . $5.00 
No. F900 same in Tan. 

No. F902 
Black calf Joxford—Harvard last—pinked 
tip—12 iron{sole—rubber heel... .. . $5.00 
No. F901—same in Tan. 

No. F 844 


Patent leather dancing pump—Yale last— 
half leather box toe—10 iron velvet finished 
sole $5.50 











CERTIFIED 


Shoe 


is the one best bet for the dealer 
who seeks the steady trade of 
well dressed particular men. Cer- 
tified styles express taste and 
individuality. Certified shoemak- 
ing insures long wear with solid 
comfort. Certified prices present 
values far above the ordinary. 


RAPID IN-STOCK SERVICE 





Write for Catalog F 


STONEFIELD-EVANS 
SHOE CO. 
ROCKFORD ILLINOIS 


Chicago Salesroom, 410 Security Bldg. 
J. WURMSER 
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A smart J. & M. fall oxford of Fred 
Rueping’s Seminole Calf _ No. 32, 
made over the cma last 
Johnston & M 
Newark, N. 








RUEPINGS 


SEMINOLE CALF 


No. 32 


Such shoe manufacturers as Johnston & Murphy, 
whose first consideration is how good they can make 
their shoes, select RUEPING’S SEMINOLE CALF 
for its smoother and finer grain, its mellowness of feel 
and uniformity of color. 

Others, who must keep cost always in mind, cut 
RUEPING’S SEMINOLE CALF rather than other 
leathers because Seminole is so well worked out that 
its superior cutting qualities spell economy. 
Whether buying top grades or moderately priced lines, 
you'll find your best “‘buys”’ in Seminole Calf Shoes. 
Color No. 32 (a reddish tan) is a shade meriting your 
attention right now. Seminole Calf may also be had in 
No. 30 Ruby Red—No. 31 Tan—No. 33 Light Tan— 
No. 34 Brown—No. 35 Mahogany. 


Color cards cheerfully furnished to 
Cealers and to manufacturers’ salesmen 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, 
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VULCO-UNIT BOX TOES FOR STYLISH SHOES 


Clean cut, well formed, stylish toes are assured when shoes 
are made up with Vulco-Unit Box Toes 


3 
' 
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‘ 
t 
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THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG, CO. 


argest Man vfacturers of Box Toes in the World 
lll SUMMER STREET. BOSTON. 


Chicago GW. KIBBY & CO. (NK? Gp) GEO.A.SPRINGMEIER CO. Cincinnati 
OSCAR E WRIGHT CO. } = | St Louis 
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Novelty Straps 


Showing a Wide Range of Pleasing Effects in ManyCombinations 


We are booking orders for these desirable styles 
for early October delivery 


No. 251. Price $4.35 No. 123. Price $4.25 
Black Satin Betty Cross Strap, Black Patent One Strap Bernice, Dull Kid 
Suede Strap, Single Sole, Military Wood Front and Trim, Single Sole, Military 
Covered Heel, Newport Last. AA to C. Wood Covered Heel, Newport Last. 
AA to C 


Let us 
send you 
our 
October 
Style 
Folder 


No. 180. Price $4.15 4 
No. 110. Price $4.35 


Black Kid One Strap Natalie, Black Suede 
Trim Single Sole, Full Spanish Louis Black Satin One Strap Marion, Black 


Heel, Euclid Last. AA to C. Suede Strap and Trim, Single Sole, 8-8 
». No. 181. Price $4.15 Wood Covered Heel, Belmont Last. 


Same in Patent Dull Kid Trim. AA to D. 


No. 178. Price $4.75 . s 
Autumn Brown Suede One Strap Bernice, No. 193. Price $4.50 
Brown Kid Front and Trim, Single Sole, Black Satin Betty Cross Strap, Black 
Full Covered Spanish Louis Heel. Euclid Suede Strap, Single Sole, Full Spanish 
Last. AA to C. Louis Covered Heel, Euclid Last. AA to C. 


THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET $s $ BOSTON, MASS. 
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~MAX ! 


Lhe last masterly stroke in 























—— 


PATENT LEATHER 


MAXIMUS will give you an entirely new Patent 
Leather viewpoint. 


It has a lightness and pliability nearly approxi- 
mating fine glazed kid. 


You can see the grain of the leather right through 
the transparent enamel. 


If you desire to give the utmost in beauty, com- 
fort and service in your patent leather styles, 
MAXIMUS will make you very enthusiastic. 


} tandardize on 


Evans Brands 
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perfecting Patent Leather 























One of the best contributing reasons for the pres- 
ent popularity of patent leather on the avenues 
of fashion is the important discoveries in patent 
leather making which determined research has 
disclosed. 

The last masterly stroke whereby an exact bal- 
ance between the elasticity of the enamel finish 
and the leather itself is found in MAXIMUS 
PATENT LEATHER. 


JOHN R. EVANS & COMPANY 
CAMDEN New Jersey 
(Branches in All Principal Shoe Centres) 
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Your Best 


All shoes now coming through our 
factories carry the new Trade Mark. 
It is there for your protection, and 
for the protection of your cus- 
tomers. Teach them to look for it. 


WE offer you the best 
possible guarantee of 
success in Retail Shoe Mer- 
chandising when we place 
before you the Reputation, 
Facilities and Service of the 


Central Shoe Co. 


Our Reputation is built upon 
the unsurpassed Style and 
Quality of our Footwear and 
our Service to the Retail 
Merchant. 


Our Facilities include 14 fac- 
tories, equipped with the 
most modern shoe making 
machinery, manned by skilled 
and loyal operatives who take 
pride in their work. 


We maintain an active Adver- 


tising Department, through 


GENTRAL 


Saint 
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Guarantee 


which the public is kept in- 
formed of the merits of 
CENTRAL SHOES; a large 
Mail Order Department, for 
taking care of rush orders in 
large or small lots; and a 
force of 112 trained Salesmen 
whose entire time is devoted 
to making your business more 
successful. 


Our Service consists, in a 
word, of placing our entire 
facilities and personne! .at 
your disposal for the in- 
creasing of your sales. 


Let us cooperate with you 
in building a more profitable 
business this season. Write 
or wire us for salesmen. 


SHOE Go. 


Louis 


This Trade Mark is the sign man- 
ual of the Reputation, Facilities 
and Service offered by the 
CENTRAL SHOE CO. It will go far 


toward standardizing your trade. 





Dealer Infla :nce is secured thru advertising in the Boot and Shoe Recorder. 








| couswns <4 f—" "a “Memory 
hawt y “Wy [ey “As88|e> 


8D ‘Hh ‘I— PS Prd a er Pe 
codons 4S3ND3Y NO STivia0 1T1N4 
wynog ‘N “INO “BME—NG STlOdV4ANNIWI : 
amy he te, bane W&LSAS SATVS ATIAM “HM “L AHL 
ES Ses 
diageng keme—gein TES oe 
‘song qumg—JNPD “YE L pue saieIg pou, ey? 3nonsy) suadedsmou pue 
sity, jdong —2ig “womypeed & sjeusnof apes) Surpea] ay} se [jam se syueyozoul 
ere eh ih ape | e rs JO SpURSNOY) JO JUSUASIOPUT 9199UTS 9Y3 9D1A19g 
iene Sta aa ) Ser : oo ae pees Sepa 
7 Woe 1yBi2 yp YIM URpUo? Asa09 ONLLATUD 











September 15, 1923 








201g $194 J—"RPIO) “s9VEMIING 
0) ID IPPYW—'W 'N “1D 
‘sig sewoy | ~">, “819 [2UIA 


Ry 
Py 
~ 
wewede yy j J~Vey ‘purg ie2+y wi N04 wnvaVv TY ~ 
? 
Ons “gg “WoT ] SURO Man YyNI10 D ne ~ 





“J 
> 
° 9 Yeg— OW sewer) > Fe) 
10) waeUEpY “O9D— "IIL “PION Hinos wo YNOHYW THO yp IxXa 
yproyuuse \— F] “vornen, ¢ Ma 
eee tee an tng om uo as Na 
dus uayryy Y “3 Hy “HUEY A rnriowy? #* 
‘doug wasneyuuser) * "vowing man 
"OD FREE, W— PH] “211452190N 
W440 aR Ay ‘204 
Dan nocereunn ean K ssiw 
ZEW ® VEGA Y— BEY “Ojadn | N19ul 14un 
adaware [— ty ‘wean wi Ys N Mw 
wor apusyy wES— "ey “2emeeyeile | m." 
‘O) ssoyy t980{—"er) “owe ) 


Comeg-teapareg~"> ‘5 ‘Poenset sqm 

‘S01 29) H—D “N “YBRIPY d 
§ Aunquayier]—'t A “yr02ueUC) 
“s01g Aleapy— "py “Wmopssa8epy 
WN. [ (Q—'td “Hedseeyryy 
me PUY] NOOR MN ON 
Goyg woryse 4~ A Ny ‘adaaqyinoy 
WvyENOYY Wyo[— seyy “s2upser) 
0D HOW HH DA PPytunds 

surgdopy WY [PBEH- "Ay “VOK 














pesaky 




















ij 
Q 
Q 
& 
io) 
o 
& 
& 
Q 
i) 
x 
n 
Q 
z 
< 
& 
S 
° 
Q 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


5aaan” OlNUWLNO 


Sy 
Herptos 


AAUAS ATIAN HLA 
LNANILNOO AHL ONIAAZAOD 





























September 15, 1923 BOOT AND SHOE RECORDER 


e | Za 
,,| Aes 


wee, S 
igi 


; ey ML See Mp pe a 
ioe ti 3 B 


Ys a 
Z 
7 


Wisi) 


The Acknowledged Leather 


1”, Segeee LOTUS CALF is a light shade of brown, acknowledged 
as one eminent in shoe color. The fine qualities characteristic 


of P dV Lotus are at once recognized, and is a leather that will give 


service and satisfaction. 
This new leather shade, when combined with good shoemaking, 
will immediately attract the attention of folk who seek beauty in 


footwear. 


Penlaalan Nanton 


f 


PFISTER & VOGEL LEATHER CO. 


MILWAUKEE WISCONSIN 
Distributors 


BOSTON CHICAGO 
ST. LOUIS 


\ USAR ASUS 





Geo Sess 


CINCINNATI 
PARIS, FRANCE ZURICH, SWITZERLAND * 
KETTERING, ENG. 


na & 
LEATHE RS 


MADE SIN MILWAUKEE SOLD ALL OVER THE WORLD 
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FRANKLIN, 


WOOLEN HO SIERYo 


NE of your incentives to stock Franklin men’s Golf 

Hose is the splendid variety you can show in a compact 

assortment—all popular styles and colors, a small in- 
vestm<«nt that turns fast. 


The Complete Franklin Line 


Women's stockings and men’s half hose in Wool and Silk- 
and-Wool; seamless and full fashioned; in solid colors, fancy 
and heather mixtures, with and without clocks. 

Men's Wool and Silk-and-Wool Golf Hose 

Beys’ and Girls’ Wool Golf Hose 

Children’s Wool Hose in Black and Heather 


Leading Wholesalers Sell Franklin 


SULLOWAY MILLS 
Franklin, N. H. 


E. M. TOWNSEND & CO., Sole Agents 
345 Broadway, New York 
Boston Philadelphia Chicago 
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NOTE THE HUG 
AT THE HEEL— 
AND THE GRIP 
ON 


Why consider 
turn imitation? 


Buy real turns 
with our reputation. 


This pattern fits the 
foot smoothly and re- 
veals the natural grace 
of the ankle. 


KIMBALL & SHERMAN CO. 
HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 
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We showed him that 


TONY RED 
CALF 


is still very much alive 


A certain manufacturer called at our sales head- 
quarters. } 
Said he:—‘“‘My salesmen tell me that TONY RED 
is a dead issue~that they don’t believe it will go 
another season. I’ve come to you for the straight 
facts, so that I can hand it to them at our sales con- 
vention.” 

We showed him that our orders for TONY RED 
were, instead of deceasing in volume, actually ahead 
of the record of a year ago. Also that many of his 
competitors were selling oat uantities of TONY 
RED shoes, and featuring TONY RED in their 
new sample lines. 

The demise of TONY RED has been often pre- 
dicted; nevertheless, the “corpse’’ is today more 
alive than ever. 

TONY BROWN and TONY TAN, while health- 
ily increasing in sales, still yield the front row to the 
first to bear the world renowned name 


TONY 


REG. U. S. PAT. OFF. 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 Breadway, Cincinnati, O. 
Leather Trades Bidg., St. Louis Mo. 


Seplember 15, 1923 
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A Runaway 


season, that’s what you want—a season 
when your stock turns fast, when busi- 


ness is so good that you order again and 
again and again. 


That’s the sort of season we’re plan- 
ning for Crawford dealers. New methods 
of merchandising, new manufacturing 
and marketing plans, all have their part. 


And the shoes—are right. Right in 
style, right in price, right for your trade. 
They'll make a runaway season of it for 
you. Our men are on the road. One will 
call soon. Wait for him. 


The (ro . Shoe 


08 SHOg 


CHARLES A EATON (()}) SHOE INDUSTRIES 
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A good customer for a shoe store is 
one who buys all his shoes there. It 
takes good shoes to make good cus- 
tomers—even when the retail prices 
are moderate. 
At $8 and $7 a pair you can do a 
volume business in good shoes for 
well dressed men. At these prices 
you've probably found it easier to 
get the business than to get the shoes 
—that is, shoes of bang-up good 
——— leathers and materials throughout, 


Rueping’s Ruby Red Boarded Calf Bal, pinked tip and 
vamp orange stitching, Wingfoot heel; Derby last $4.85 





No. B657 
Gallun’s Norwegian tan Blucher oxford; six close rows 
of stitching on tip and quarter; semi-soft toe; bleached 
calf quarter lining; plump iron outsole; W ingfoot heel; 
Rex last $5.40 


ne GOQAiNG | 


i 


No. B653 
Rueping’s Black Norwegian oxford; pinked tip, vamp 
,and apron; kangaroo quarter lining; plump outsole with 
white fibre slip; Wingfoot heel; Frat last $5.35 
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Good Customers want Good Shoes 


Noa) 
I tisk 








S smartly styled and with long wear 
built in. 

; The Goding factory concentrates on 

the production of just such shoes. 
Here are a few of them. They're 

| as good as they look in every par- 

ticular. You'll be more than gratified 

} with the way they come through— 

) first shipment and every shipment. 

) A postal will bring salesmen or 

samples. 






No. B649 
Rueping’s Hazel Brown Boarded calf bal; double row 
of light perforation on tip and eye row; 9 iron outsole; 
Wingfoot heel; Rex last $5.35 









AK ey am elaay elena) 
§33~ 855 W. ah tive Chicago 
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Korxole--What It Is 


the Armstrong Cork Company, makers of 

cork products for more than sixty years. 
It is a composition of ground cork, rolled be- 
tween two facings of eight-ounce cotton duck, 
and matured by a long baking process. 

Korxole is the ideal material for innersoles 
because it is always uniform in quality and thick- 
ness, which leather is not. 

Korxole is flexible yet very strong. It is re- 
silient, a cushion for the foot. It will not “draw.” 
It will not squeak. 


K “the arms is a material manufactured by 


and W hat lt Is Not 


Korxole repels water. It will not absorb mois- 
ture or perspiration. It will not crack, check, rot, 
or lose its shape. 

Korxole helps the shoe retain its shape. And 
because it forms a tough, durable foundation for 
a shoe, Korxole permits re-soling as long as the 


uppers last. 

Korxole, therefore, is NOT a substitute for 
leather. A Korxole innersole is better than a 
leather innersole. — 

A card today will bring you a sample of this 
ideal innersole material. 


Write to the 


ARMSTRONG CORK COMPANY, 


a! 


Shoe Products Division, 


LANCASTER, PA. 





OLE 


TRADE-MARK 





“THE FLEXIBLE CORK INNERSOLE” 


September 15, 1923 




















— 
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-_Two-Button Braided 
Satin Strap 


The Value of our name and 
product is best attested by 
the long years of patronage 


we have enjoyed from the lead- 
ing wholesalers who take pride 
in featuring our line of fabric 
footwear. 


We-sell to wholesalers only. 











Ay 


Cy, 


Dinctey Foss SHoe Company | 
Fabric Shoe [Manufacturers | 


=: BOSTON OFFICES 
AUBURN, ME. 541incoLn STREET 


Lahde hhh hdd thd tde tk kee te ke ee 


G 
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Pigskin luggage constitutes the last word in the 
traveling equipment of the gentleman. 


It is the one leather which not only thrives under 
hardest service, but also improves in appearance at 
the same time. 
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Wanted—Light Dainty Shoes : 
and They Must Retain 
Their Graceful Lines 


Fashion demands that shoes must be ever 
lighter—yet they must have permanence of shape 
at the same time. 


The customer will have no patience with loss of 
the graceful lines which charmed her eye, and 
made her buy. 


So HUB PIGSKIN COUNTERS are in greater 
demand than ever before—because while half as 
light, they give the same shape-holding perma- 
nence as sole leather counters. 











No counter leather combines so many ideal 
factors as HUB PIGSKIN—elasticity, service, 


permanence of shape and lightness. Nek aidan oi ei tpilliel 
conforming as HUB PIG- 
SKIN, because of their nat- 


ural and unusual elasticity. 


A. C. Lawrence Leather Company 
210 South Street, Boston, Mass. And once in place, they 
Branches: “stay put,” and hold the lines 


New York Philadelphia ee: St. Louis to which they are moulded. 
Rochester incinnati 
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—Tan Boarded 
Veal—Rex Last. 


EBER UNION 

(MADE SHOES 
do not cease their influence 
with the first sale. 


Their inbuilt value and 
always correct style rarely 
fail to make many more sales 
to the man who tries them. 


$5 to $8 at retail. 


New York Office 


pe EE ‘ BROS SHOE CO. 
Cr QUIGLEY, Maina Hata Sod, Mo. ! ADAMS. MASS 











TIPS:—Guaranteed Not to Come Off 


CONSUMERS APPRECIATE THIS FEATURE OF 


“HUBTIP” «“NO-METAL-TIP” SHOE LACES 


Made of First Quality, Fast Color Braid from Tip-to-Tip 
Cannot PULL OFF, FRAY OUT or CATCH IN HOSIERY 
DISPLAY A CABINET OF “HUBTIPS” 


Easily and Conveniently handled. Packed in Single Pair Cartons, 72 pair in Cabinet 


TODAY’S PRICE LIST / 


. Laces, $2,00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


EITHER BLACK, BROWN OR RUSSET -.- ASSORTED CABINETS SUPPLIED 
YOUR FINDINGS JOBBER CAN SUPPLY YOU 


MANUFACTURERS 
FRANK W. WHITCHER CO. Boston and Chicago, U. S. A. 
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OODYEAR Wingfoot Heels are popular— 
tremendously popular. There are many reasons 
why they should be in such great favor, but they all 
come down finally to the one good reason—gquality. 


We make them, first, to be a better wearing heel. 
And with that longer wear we combine the advan- 
tages of style and fit. There is no substitute for 
Goodyear Wingfoot Heels. More people walk on 
Goodyear Rubber Heels than on any other kind. 


Goodyear Means Good Wear 


ENGEOOT 
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McHEN 


L FOR MEN__| 


McHENRY Welt Shoes for Men!—are 
the right shoes at the right time. 





A new line in an old factory. Not an experi- 
ment but a proven thing. 


Full Grain Shoes cut from Ejisendrath’s 
“‘Monarch” calf skins, tanned from im- 
ported French hides. 


IN STOCK—TO SHIP—RIGHT NOW-— 
FROM FACTORY a 
‘‘We told you this last week— LAST 
Now we tell it to you again’’ 


Stock No. 200—M Mah M h [Calf 
Order a sample case—then you'll know TOMAK Bal, Cand D Widths $3.40 
} ag rs 's Mahogany Anchor Calf = 


TOMAHAWK SHOE Co. 
TOMAHAWK WISCONSIN 


CHICAGO OFFICE: 401 Security Building, 189 West Madison St. 


STITCHDOWN 
In Stock BOOTS 


McKA Y— see aeaenacih . 5-8 814-11 1114-2 
GOODYEAR i 


385 Smoke Button 1.40 1.65 
385H Smoke Button, heel 2.00 


to 
~ 


Se 


Re SR $B set 


M 205 Mahogany Ox., wide toe 
M 1205 Mahogany Ox., English toe 


M 208 Nut Brown Ox., wide toe 1.75 
M 1208 Nut Brown Ox., English toe 


M 405 Mahogany Polish, High Cut, Rubber heel, 
wide toe. 8.00 
M 1405 Mahogany Polish, High Cut, English toe 
M 408 Nut coy A poe High Cut, Rubber 
heel, wide 2.00 


M 1408 Nut Brown Polish, High Cut, English toe ¥ F 301 Gun Metal Button . 1.65 
301H Gun Metal Button, heel 2.00 


JOCKEY BOOTS—Patent Cuffs 8-11 11%-2 235 Tan Lotus Biocher oie 40 1.65 ane 


330 Cherry Lotus Button 1.40 1.65 
330H Cherry Lotus Button, heel 2.00 


pene 


302 Patent Button 1.40 1.65 
302H Patent Button, heel 2.00 


Nie 


bere er 
$8 88 83 837; 


300 Black Kid Button 1.40 1.65 
300H Black Kid Button, heel 2.00 


pene 
NW 


L2021 Patent Polish, Black Top, wide toe 2.00 2.35 
L102] Patent Polish, Black Top, English toe 


2. 
1.2023 Patent Polish, Field Mouse Top, wide toe {2.18 2.5 
L1023 Patent Polish, Field Mouse Top, English toe 2. 285 Smoke Blucher ’ 1.65 
2. 
2. 


L2043 Mahogany Polish, Field Mouse Top, wide toe 2.15 28SH Smoke Blacher, heel 2.08 
L1043 Mahogany Polish, Field Mouse Top, English toe 


245 _ Black Calf Blucher ° 1.65 
245H Black Claf Blucher, heel 2.00 


265 Mahogany Elk Blucher y 1.65 
265H Mahogany Elk Blucher, heel 2.00 


237 Tan Lotus Polish ° 1.65 
237H Tan Lotus Polish, heel 2.00 


Hagerstown Shoe & Legging Co. Inc. 


~ . , ~ 217 C Lotus Polish < 1.65 
HAGERSTOWN, MARYLAND, U. S. A. ai7 Fl Chart? Lotus Polish, heel 2.00 
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(ITE CALF 
“Whitest of White” 


M\ ROUSMANIERE, WILLIAMS & CO., BOSTON, MASS. } 


x 
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IN STOCK 








“CAPRICE” 


CAHILL’S | |i 

ANATOMICALLY CORRECT | 

ARCH BRACE SHOE FOR 
WOMEN— | 


Just the shoe for Fall now that the Summer is passing 
and the brisk days are nearing. Gives a quick step and 
builds up the health of the woman. Flexible to every | 

muscle and fiber in the foot. Gives color and joy to IN STOCK 
women who spend much of their time out of doors, at 
the country club, walking, and the prominent foot ball Black satin with black ooze collar 


games. , 
Your profits will grow if you play strong with our and straps. 15/8 Spanish heel. 32 


corrective line. last, AAA to C widths. 48 pair cases. 


Write for the agency in your city. They ‘ 

are carried in s Heels 1”, 14", CE 7.25 
16-8”. Sizes 3 to 10, Widths A to D. PY) PRI $ 
Made in four weeks, 214 to 10, AAA to ' 


EE. Black Kid $5.00. Brown Kid $5.50. TOMICALLY 
Four weeks delivery on other leathers. me WOLNICAR SHOE CO. 
The CAHILL SHOE CO, : BROOKLYN NEW YORK 


Cincinnati, Ohio Trade Mark Registered 
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Sommer’s Adjustable 


Shoe T You're going to need 
ne SUEDE NAP BRUSHES 


To abust 
The Adjustment Is Easy, Positive and Stays Put 


The expansion of the fore- 
part is automatic. 
Four sizes to carry to fit 
all shoes. This season will break all records on suede footwear. 
— Every woman who buys a pair of suede shoes at 
ine y= Pewee your store is a logical prospect for a SUEDE NAP 
it-the best shoe BRUSH. 
» RP ee - Why not pick up the extra profit and at the same 
time gain the customer's good will by helping her 
keep her suede shoes smart and trim? 
SUEDE NAP is substantially constructed, easy to 
A good seller—it need only be displayed and it is a tree manipulate and highly effective in cleaning and 
with a name back of it. Ask your jobber or write us. restoring suede leather. 


$2.00 Per Dozen 
J. L. Sommer Mfg. Co. 
nasa hiluen aptuartudep ater vane E. T. GILBERT MFG. CO. 
NEWARK, N. J. 228-36 South Avenue” Rochester, N. Y. 
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ecAllow Us To Introduce 


eMiss -Atta Brown 


She will comment, in future issues of this publication, gn the 
“SUNPRU” colors and popular shades of suede calf leathers 





be. 


Broving Leathers” 


ATTA BROWN ATTA TAN ATTA RED 


C.D.BROWN & CO., Inc. 
Canneries and Executive Offices Z Rochester. NW. Y- 
C.D. BROWN COMPANY | vind Granches | GP; BROWN 6-CO.. ING. 


50 South Street, Boston, Mass. 30 No.Wells Street, Chicago, 
SUEDE LEATHERS OF ALL POPULAR SHADES 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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i 
YOU, 


Mr. Dealer, are the 
Important Person 
in this Picture 


ORE important if you're 

the shoe man who can 

serve all those who pass 
your store as they wish to be 
served. 


Styles with the snap and pep of 
to-day, conservative footwear for 
those who “ won’t wear anything 
else’’— your stock must be 
friendly with all people if you are 
to be successful. 


_ Rice & Hutchins service dovetails 
) with the demands of the store that 
caters to everybody. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U. S. A. 


WHOLESALE 
DISTRIBUTING BRANCHES 


Rice & Hutchins Atlanta Company. 
Rice & Hutchins Baltimore Company. 
Rice & Hutchins Chicago Company. 
Rice & Hutchins Cleveland Company. 
Rice & Hutchins New York Company. 
Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Company, Boston, Mass. 
Joseph I. Meany & Co. Inc., Phila. 
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The Business Skies Are Clearing 


The Outlook for Fall Improved by Recent National and International 
Accomplishments 


HE one outstanding thought in the minds of all 

merchants is “the business outlook.”” This week 

has happily brought about the solution of several 
perplexing problems. The outstanding domestic dis- 
turbance was that of the coal strike and by arbitration 
it appears that the public will get its coal supply this 
winter. 

Nothing is more irritating to the buying power of the 
public than any interference with its physical comfort. 
A coal-less and uncomfortable winter would have its 
direct effect upon the sale of all commodities. People 
would tighten up in their purchases on such things as 
shoes and fancy clothing and would spend their money 
for substitutes, for fuel, blankets, overcoats, and win- 
ter supplies. They would overdo it in that direction 
because the mind of the public would be centered on 
warmth. 

The recognition of Mexico has had a favorable effect 
upon business because it straightens out one of the 
aggravating points in our foreign relations. 

A study of crop and harvest reports indicates that the 
farmer will get good money for some of his products, 
even though he may have to take losses on others. The 
good old law of supply and demand is going to be em- 
phasized on the demand end of it to the benefit of the 
farmer himself. There is optimism in the South as far as 
cotton and sugar are concerned. In all probability, some 
solution will come out of the German mess to the ad- 
vantage of an international feeling of confidence that 
the world is not all going to the bad. 

Building operations have shown an increase, banks 
report more money for mortgages, and the great founda- 
tion of the housing industries is on a sounder basis, 
thereby giving possibilities in lumber and building sup- 
plies. There will be work for everybody this winter if 
the good spirit can be sustained. Weather has been a 


contributing factor, too, in that it has brought about 
an early fall feeling and goods have moved at retail at a 
better rate than what was first expected. 

The Japanese earthquake naturally had its effect 
upon the silk markets of the world and by the happen- 
ings of fate, a shortage in raw silk supply will mean 
one of those strange public demonstrations of purchas- 
ing heavily of any article that is showing a scarcity. 

The foundation of good business for the fall rests 
upon the payroll of the worker and certainly the highest 
prices ever paid for labor prevail today. 

The merchant in his community should study well its 
industries to see whether a sustained volume of business 
is likely to prevail in his town. The impulse of the 
American public is to keep good times with us and the 
store that has the goods when the public has the money 
is the one that makes the turnover and profit. 

Two of the things which will require some liquidating 
before matters settle to normal are the prices of city 
real estate and the prices of certain classes of labor. We 
refer to the top-notch prices charged on two or three 
streets in every town and city for real estate and to the 
wages of the “hold-up trades”—those trades which 
have been able to sandbag employers, who have “passes 
it on”’ to the rest of the community. 

In every town or city of any size in the whole country 
the cost of building has shot skyward, and every resi- 
dent has to pay a higher rent than he would if building- 
trade wages were at a sensible scale. These two things 
are bound to be corrected, sooner or later; and we hope 
it will be sooner. 

It certainly is a difficult problem for the merchant in 
most “downtown” localities to stretch out to cover the 
rental demanded for buildings suitable for retail trade. 
A hole in the wall to sell cigars in will cost $500 a month 
in cities away down in the third grade as to size. 




































































The main thing we are alll after is a fair share in this 
world. When some of us are getting more than our 
share, then the rest of us have to pay the blunt some- 
how. Our share is scaled down by the extra grab the 
other fellow makes. And it is worth while occasionally 
to reflect that the biggest grabbers, in proportion to 
what they do for the world, are not always men who 
gather for themselves quite a bunch of money. The 
yap who grabs $15 for a seven-hour day, actual time, 
at a “soft’’ trade, is a bigger grabber, in proportion, 
than the most hated plutocrat in the United States. 
He does not use half the 
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claim of shoes that have been under such conditions. 

Grant unreasonable claims reluctantly. To acknowl- 
edge inferior merchandise is to injure your store except 
in the case of manufacturing errors. These at times will 
not reveal themselves until after the shoe has been 
worn, but these mistakes are not considered in this 
connection. 

At any rate charge a fixed rate for the wear of the 
shoes (a dollar a month is fair) and grant your claims 
upon this basis of service. 





Swap Experi- 





exertion, nor one-tenth the 


ences at Retail 





brains of an average retail 
salesman who gets muchless. 
Rents have formed alarge 
item in the sum total of in- 
creased store expenses with- 
in the past few years. It is 
of no use for the public to 
complain of cost of living so 
long as every wage increase 
and every real estate boom 
is boosted by the whole 
community. It is unfair to 
blame the distributors of 
commodities, the mer- 
chants, fr any share of 
the added cost, for their net 
profits have become nar- 
rower, rather than broader, 
within the past ten years. 
The percentage of cost of 
doing business hasincreased ; 
the percentage of return 
for the owner’s time and 
capital has decreased. It 
would be extremely difficult 
to find an exception. 
Despite all these inci- 
dental factors of dis-pro- 





The Satins You Own Are Good 
Property 


For sixty days ahead the raw-silk sit- 
uation will be acute. There is strong 
probability that the Japanese disaster will 
bring about a shortage of raw silk and in- 
creases all along the line, because no 
matter what happens there will be about 
eight weeks’ output of goods suspended, 
together with losses in warehouses, con- 
ditioning plants, and in damage to fila- 
tures and cocoons. Already orders for silk 
future delivery have been refused by 
manufacturers until more definite knowl- 
edge as to costs and qualities are obtain- 
able. 

The outlook in silks for satin and for 
hosiery depends on accurate advices from 
Japan. If you own satin footwear it is good 
property, for strange as it may seem, a 
shortage or rumors of a shortage, is likely 
to encourage the public to want just the 
things that are scarcest. The silk associa- 
tion reports that there is in sight at least 
a two months’ supply of the raw materials 
at the mills. 








HE value of a visit to 

another city and of the 
calls that you might make 
upon fellow merchants de- 
pends upon the degree to 
which you keep your eyes 
open. To call upon a mer- 
chant and pass a few re- 
marks as to the weather, 
etc., is to lose nine-tenths 
of the benefit of your visit. 
Discuss with him some of 
the details and problems 
that have come up in the 
course of your business 
career and tell him how 
you surmounted them. He, 
in turn, will bring up many 
of the little pointers of his 
business, and before you 
know it you both will get 
a value out of the talk that 
cannot be measured in dol- 
lars and cents. 

There is nothing quite so 
valuablein the shoe business 
as experience, and if you 
can get the benefit of the 





portionate wages the out-- 
look brightens every corner, in every store—for there 
is money in circulation. 


A “Dollar a Month’’ Basis 


IRST frosts, snows, and cold weather bring 
troubles to the shoe merchant in the shape of 
returns and complaints. The larger proportion of these 
are based upon shoes that have been placed near a hot 
fire to dry or warm. Sudden and quick heat is not a 
beneficial thing to the shoe that has become water 
soaked. Leather repels the sudden extraction of moisture 
by hardening. The very next try-on opens up rows of 
cracks over the ball or vamp and the shoe is ruined. 
The scorched shoe can always be told. The blisters are 
uniform and if the heat has been great the damage is 
easily noted. There can be no reasonable ground for a 








other fellow’s triumph over mistakes you are saving 
yourself the errors of making the mistakes yourself. 









Report on Production of Shoes 


Washington, D. C., September 10—The Depart- 
ment of Commerce announces the following information 
with regard to the production of boots and shoes in 
July, 1923, based on reports received from 1,169 
manufacturers: 

The total production of boots and shoes during the 
month of July, 1923, amounted to 25,120,728 pairs, as 
compared with 28,187,973 pairs produced in June, 
30,926,004 pairs in May, 31,867,776 pairs in April, and 
22,685,747 pairs in July, 1922. Comparative figures for 
January-July show 212,983,046 pairs produced in 1923 
and 179,617,259 pairs for the same period in 1922. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more™ but “right’’; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Accessories to the Sales of Shoes 


Buckles, shoe trees, foot appliances and 
remedies are important items for the find- 
ings department. 


Latest Shoe Creations to Feature Style 
Show at Brockton Fair 


Seventy living models will wear smart shoes 
on long runway. 


Secret of Success in Retail Shoe Trade 
Lies in Department Systematization.. 40 


Simple system of accurate recording is 
answer to many retail shoe merchants’ 
problems. 


Unlimited Lines of Colorful Hosiery 
Suggestive of Nature’s Fall Shades... 51 


New York Retail Shoe Merchants’ Con- 
vention at Utica 53 





I am temperamentally an optimist. My experi- 
ence in life, such activities as my calling, business 
and social relations have brought me in contact 
with and the knowledge I have gained from men 
and books have confirmed and strengthened my 
optimism. In my own philosophy I have come to 
define optimism as the product of good health plus 
common sense and some knowledge of the facts of 
life and living; just as I conceive pessimism to be a 
species of despair and an ignorance of what life 
and its realities are. Because I am an optimist} I 
find human-kind about the same everywhere. 

And it is due to the optimistic temperament and 
the faculties of the leaders in the shoe industry to 
combine their optimism with practical ideals that 
we are able to progress steadily in every phave of 


the business. 
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A Complete Miniature Recorder, Yet Big Enough to Keep You Informed 
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on What Is Presented in This Issue—And Other News 


Facts About Styles 


Styles in women’s footwear 
remain the same. The char- 
acteristics so prominent in the 
most striking of the women’s 
patterns today have not been 
altered recently. Cut-out 
effects on a broad line of smart 
strap patterns is used con- 
sistently as means ‘of style 
expression. Gores are selling 
freely, side gores in most 
cities outselling front gore 
numbers. 

Attractive designs in buckles 
are being applied with good 
results on sides pumps 
Heels between 13-8 and 15-8 
at the present time appear to 
be leading. Retail merchants 
and manufacturers predict a 
oe evening shoe season and 
avor metal brocades as the 
most popular material. 


Miss Philadelphia Buys Her 


Shoes 


Miss Marion Green, who 
represented Philadelphia in the 
Atlantic City Beauty Pagent 
as Miss Philadelphia purchased 
several pairs of shoes from 
Winkelman’s stock, Philadel- 
phia. She bought a novelty 
— ump in white satin, a 

ary Jane with flat 
Ss a black and white sports 
oxford, and a black satin 


slipper. 
Pumps or Pomps 


A new name might be pro- 
ee! for the new types of pumps. 
hey cannot be ca plain 


mps, for they are trimmed. 
The name strap pumps, once 
commonly used, does not fill 
the bill. Nor does the term 


gp umps. And they cannot 
novelty pumps, be- 
a strap pumps are novelty 
pumps. Nor can they be called 
strapless pumps, because the 
name does not sound good. 
They might be called pomps, 
for the word pumps originated 
from it. The old time pomp 
was a shoe of ceremony or fine 
dress. 


For Japan's Relief 


An appeal to members and 
also those associated in the 
shoe trade to contribute finan- 
cially’ to the Japanese Relief 
Fund was made by the New 
England Shoe and Leather 
Association at a meeting in 
Boston. 

New York Styles 


Women’s strap patterns in 
black patent leather is the best 
seller in New York city retail 





shoe stores. Merchants con- 
fidently expect patent to con- 
tinue to be the best selling 
material during the fall season. 
Satins and suedes are also 
reported to be selling freely. 
For some time patent has been 
steadily gaining in popularity 
and indications point to a 
strong season on patent strap 
numbers. 


Something New for Golf 


G. H. Chapman of North- 
ampton, England, of the John 
Marlow & Sons, Ltd., shoe 
manufacturers, makers of the 
Waukeezi line, is showing the 
trade a new feature in golf 
shoes. A golf shoe with crepe 


general conditions there. A- 
mong his other visits was that 
to “The Old Folks at Home,” 
in Sweden. 

While in Berlin, Mr. Win- 
berg became extremely ex- 
travagant and spent 1,200,000 
marks for a shoe horn, amount- 
ing to about one and one-half 
cents in American currency. 


Tribute to Shoe Buyer 


Strawbridge and Clothier of 
Philadelphia in their adver- 
tisement paid a tribute to their 
shoe buyer, A. W. Smith. They 
stated that he took charge of 
their shoe business 28 years 
ago and that today it is 20 


times as big as it was then. The - 





Many accessories to 


“System.” 


about the salesmen. 





Features in This Recorder Issue 
Six-page article, generously illustrated, on findings. 
shoe department command 
attention of the retail shoe merchant, with the result 
findings departments are good “‘money makers.” 

Instructive editorial data contained in four pages on 


Two pages of new styles in women’s shoes in illustrations. 

Editorials on timely subjects in two pages by the Editor. 

Latest news relating the trend of buying in the retail 
shoe stores from the large cities of the country. 


Interesting facts in the Shoe Traveler department: 
pertaining to the conditions in the shoe industry as the 
salesmen find them, as well as containing personal items 


Trend of the Leather Market on one page. 
Shoe merchant’s success with rubber soled canvas shoes. 








sole with the nobs and cleats 
moulded into the crepe sole, is 
a “hit.” 

Presents Style Show 


The Potter Shoe Co. of Cin- 
cinnati — resented a style show 
at the Fall Festival and In- 
dustrial Exposition at Cincin- 
nati. There were three shows 
daily, and living models ex- 
hibited the latest creations in 
fall footwear. Miss Cincinnati, 
who represented her city at 
Atlantic City in the beauty 
contest, wore Rookwood shoes 
for the Potter Co. 


Shoe Horn Costs 1,200,000 


arks 


Carl O. Winberg, proprietor 
of The Family Shoe Store of 
Bakersfield, Calif., with his 
wife and little son, arrived in 
Boston on Monday evening, 
September 10, on the S. = 
Aquitania. Mr. Winberg 
four months touring the 
pean Continent and tubing 


box which gave this informa- 
tion contained, at the bottom, 
the names of the members of 
the firm. 


New York Convention 


Several prominent men in 
the shoe business were speakers 
at the annual convention of the 
New York Retail Shoe Dealers’ 
Association held at Utica. 
Vital problems of retail shoe 
merchants were constructively 
criticized. Charles L. ee 
Binghampton was elected 
dent, s ing H. 
Pratt of Oswego. 


Patent Leading Material 
in Brooklyn 


Brooklyn shoe manufac- 
turers re patent leather is 
the leading material being 
eoutt ip@he malin of woman's 

s. Ooze was most 
popular for a , but a 
survey shows it now ranks 
third, following satins. 


pele 


Tan Shoes at Dempsey 
Bout 


An estimate made near the 
gates of the Polo grounds 
> New D ag ny ~ 

empsey-Firpo bout for t 
heavyweight championship of 
the world was held, Friday 
night placed the percentage of 
men’s tan shoes worn at 70 to 
30 over blacks. Of course, ox- 
fords predominated to a great 
margin over high shoes. Plenty 
of patent leathers were worn 
and some real smart patterns 
with “doggy” effects were 
freely seen. 


Judged by Their Shoes 


“By Their Shoes Shall Ye 
Know Them”’ is the title of a 
short article written by an 
associate editor at Swarthmore 
College. The theme is timely, 
the author associating the 
character of the individual 
with the t of shoe worn. 
The text of the brief article is 
similar to a part of Tolstoi’s 
“Where Love is, There is God 
Also” in which a Russian shoe- 
es, seeing oat —o tees of 
people passing 18 ment 
window, knew the owners by 
the shoes they wore. 


New Plain Pump 


O’Connor & Goldberg, 
Chicago retail shoe merchants, 
show a new shoe for women— 
a plain pump with wide strap, 
starting from inside of shoe 
near the vamp and a 
diagonally across the ins 
— just below the a 

kle. Mr. Goldberg 
pn RD the pattern, after 
returning from a European 
tour. The model is sold in 
suedes and satins. 


Brockton Style Show 


Seventy-five living models 
will wear the latest creations in 
men’s and women’s shoes at 
the Brockton Fair Style Show 
to be held in connection with 
the Brockton Fair at Brockton, 
Mass. on Oct. 2, 3, 4, 5 and 6. 
Fifty years of in the 
shoe industry by concerns in 
the Brockton district will be 
demonstrated in a unique way 
as a shoe feature of the Style 
Show. 


Tenth O-G Store 
The 10th O’Connor & Gold- 
berg retail shoe store is located 
at 4348-4350 Halsted Street, 


Chicago. It is a well arranged 
store equipped with modern 


- furnishings. 
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Accessories to the Sale of Shoes 


The More You Sell the Greater Your Volume 
and Your Profit 


USINESS in the findings departments of retail 
B shoe stores is good. This section, to some extent, 
has been dependent on the success of the shoe 
department of the respective store, but today it is 
obvious that many merchants have commercialized 
their findings sections and have developed them into 
real sources for bringing in money. 

Accessories including foot appliances, remedies, trees, 
polishes and cleaners, buckles, laces and comfortable 
insoles are included in the stock in the average findings 
section. 

However, the bulk of the business today is due to the 
growing demand for women’s shoe trees, foot appliances 
and remedies, buckles, and suede cleaners. Women have 
commenced to buy freely of trees. They recognize the 
value of this appliance as a method of keeping the shoe 
in good condition, insuring keeping the shape and 
longer wearing. 


Shoe Trees Selling Well 


The woman who wants to preserve the styleful 
characteristics of her shoes buys shoe trees today—and 
frequently buys more than one pair. It isn’t necessary 
to carry a line of trees made solely of wood. Some 
departments carry a simple, yet effec‘ive, tree with 
wooden heel and toe being connected wiih a metal and 
flexible strip. This strip allows the tree to fit several 
sizes. This type of tree is much cheaper than the all 
wooden tree. However, many departments are finding 
good demand for this Adtter type, indicating that 
women are gradually appreciating the importance of 
keeping their shoes looking well. Trees for riding boots 
are also sold in stores carrying riding boots. Inasmuch 
as these trees contain a large-amount of wood, and 
involve considerable skill and labor in the making, they 
are sold at greater prices. 

You can add an attractive atmosphere to your find- 


ings department by conspicuously displaying shoe 
buckles and fannettes. They are selling freely in many 
stores and are not directly governed in sales by the 
current business in shoe departments. Women, who 
tie of wearing a plain pump for a few weeks, often dress 
their shoes with a smart-looking pair of buckles. Then 
there are many who buy the buckles to attach immedi- 
ately to a new pair of shoes. 


Smart Buckles in Many Designs 


Buckles, of designs more varied than ever, add their 
beauty to shoes, especially ball room shoes. Now is a 
good time to offer them, to please the dancing girls, as 
well as to open the way for a larger sale of buckles for 
Christmas gifts. Buckles retail at anywhere from a 
dime to $100 a pair, and pay a profit in proportion to 
their prices. 

Legion is the name of buckles, for there are many 
kinds. 

Cameos, among the handsomest of shoe ornaments, 
are sculptured, or raised figures, often that of a woman’s 
head. They are set on jade, or black glass, or on metal. 

Slides of satins or leather are of many types. Some 
are plaited with as many as 15 plaits, and are framed in 
metal, or are bordered with beads. Beads may be of the 
same color as the satins, or leathers, or of contrasting 
colors. For instance, one satin slide is bordered with 
four rows of small beads, two rows being of black, to 
match the satin, and two being of silver. A similar slide 
is bordered with two rows of silver beads, and between 
the rows is a line of black nail heads. 

Some slides, or buckles are round, others are oblong 
and still others are square, though corners are rounded. 
There is a notion, among some buckle men, that the 
large buckles are going to sell besi. Yet the main idea 
is to fit the ornament ‘to the shoe and both the orna- 
ment and the shoe to the woman. 
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Rhinestone ornaments for lace 
ends and cleverly made leather 
acorns. 


There are ornaments of leathers as for instance, a 
shawl tongue, made in a basket-weave pattern and 
having fringed end. 

Makersof shoe ornaments expect good business on fine 
buckles, and slides for the ball room and dancing shoes. 


Buckles Make Combination Sales 


Buckles lend themselves most pleasingly to a 
decorative plan. Only recently some of the big shoe 
department managers received cables from Paris telling 
them of the popularity of the short-tongued Colonial. 
This advice prompted one good merchandiser to get 
out some of his old stock of Colonials, place a very 
ordinary steel buckle on same and then put an ad in the 
city’s dailies, announcing a combination sale, which 
netted a large margin of profit, both on shoe and 
buckle. Information as to the “Latest cable from Paris” 
accompanied the cut of the buckled shoe in the news- 
paper announcements. The wording “Parisian Vogue— 
Buckled Shoes,” also appeared on a neat little card in 
the display case. 


Suggests Shoe Wardrobe 


Shoe trees can be “dressed up” by painted decora- 
tions*at either tip. Thus will they appeal at once to the 





Something new for pumps. It's a pump 
ond laces up the side and is made in 
the most popular shades to match pumps. 
] y . R. Whittredge Co., 
Swampscott, Mass. 
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In_ the footwear accessories for 
Fall spats appear. They present a 
smart appearance and allow the 
shoe to remain in view, and at ten 
same time ‘gy - su 
and warm Ee 
Manufacturing Co.,M iesspelie, 
Minn. 





eye and will remind the customer of the fact that shoe 
trees are after all essential if one would get the maxi- 
mum amount of shoe wear. The French artist-shoe- 
creator, Paolo Yantorny, who clothes the feet of the 
wealthy and ultra exclusive of Gay Paree, always sells 
10 pairs of shoe trees with the 10 pairs of shoes of his 
customer’s initial order. 

Yantorny always suggests a shoe wardrobe, which, of 
course, includes accessories and in pre-war days re- 
ceived a “‘first fee’’ of $600 before starting his creative 
effort. He deemed accessories very important in the 
preservation of the “‘soul of the foot,” which it was his 
aim to “make speak” through the beautiful in shoes 
and their accessories. Retail shoe merchants should 
always instruct their salespeople to suggest a pair of 
shoe trees with each pair of shoes sold. 

There are surely enough dressings and cleaners to 
enable customers to take good care of any kind of 
shoes which they: buy, whether they be of suede or 
satin; of calf or kid. The point is for you to learn what 
kinds are best suited to your shoe stock and then 
recommend them to your customers. They will appre- 
ciate interest in the long wearing quality and con- 





Women, who like to keep their shoes s ly, are appreciati 
more and more the value of shoe trees. Here is the most si 
ee , Twin trees are also sold for use “back of the 
wardrobe door a ee ean ne os See ified 
after the real last—they cost more and are worth it 

















September 15, 1923 




















Rhinestone or- 
naments} for 
the front and 


are smart.4 




















tinued good looks of the 
footwear which you have 
sold them. They have had 
confidence enough in your 
store to buy a pair of 
shoes therein; they will 
have a like confidence in 
your store and will buy 
a bottle or box of shoe 
dressing or cleaner therein, 
if you will tell them that 
you have these accessories 


Printed Advice to 
Customers 


And it might not be a 
bad idea for all retail shoe 
merchants to have some 
little slips printed, suggest- 
ing the kind of dressing or 
cleaner that is best for the 
particular kind of shoes 
bought. The sales person 
should be instructed to see 
to it that one of these slips. 
is placed in the bundle with the new shoes sold, whether 
or not a sale of polish is made. For if the customer can- 
not see the advisability of buying the dressing right 
now, she will know that your store has this dressing 
and that you do not want him or her to be “cheated” 
out of the life that is in their shoes by the use of the 
wrong article of restoration. 


Excellent Sales of Remedies 


Foot remedies and appliances are very important 
items in the findings department. It has been the ex- 
perience of many stores that foot remedies including 
corn, callous and bunion pads, and powders, balm and 
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foot soap sell very freely on Saturdays and also bring 
in good returns during the week. Satisfactory customers, 
who buy these remedies for foot troubles, often return 
in appreciation of obtaining relief and buy more. ‘““We 
take time to explain proper remedies for foot troubles 
when asked and try to satisfy the customer. We find 
that satisfying the individual in our findings department 
means more business from those obtaining relief from 
the applications,” said one merchant who exercises 
care in operating his findings section. 


Cleaning Sticks Popular 


Cleansing materials, especially those termed suede 
sticks, are salable accessories in findings departments. 
One store’s finding section reports that it is a common 
thing for the salesman to sell as many as 12 dozen suede 












Beaded anklets well with 
the new pumps of dark shades. 
The anklet is entirely se, 

from the shoe this one 
illustrated was made by The 
Pulsifer Co., 


—F ; ass. 


‘averhill, 








Fannettes or 
buckles add 
much in 
“dressing 
up”’ a plain 
pump. 
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sticks in various shades on a Saturday. The increasing 
popularity of suede leathers in women’s pumps adds 
to the possibilities of selling cleansing sticks. One of the 
best selling types comes in a cylindrical wooden box 
with a buffer for application on top. 

The stick is rubbed on the shoe with the result that 
the stick accomplishes its purpose by effecting a thin 
coating of whatever shade it may be. The sticks come in 
various shades, including: pearl gray, dark gray, beaver 
and dark beaver, mandalay, black, bamboo, log cabin 
and in every shade being used in the manufacture of 
suedes. 

In summarizing the conditions, which determines the 
calibre of the business done in the average findings 
department, it is clear that the department can be 
made a real “money-getter” by closely watching the 
demand for certain articles and by keeping a good stock 
on hand. 

Dress up the section with an attractive display— 
buckles always present a smart appearance and serve to 


In the vulcanized crepe sole, the 
Dryden Rubber Co., Chicago, claims 
to have worked out the problem of 
combining the comfort of the crepe 
sole with the trimness and neat 
appearance of the regular type of 
harder rubber composition. The 
vulcanized crepe ab is so flerible 
that il can be folded across the width. 
To give it the gripping qualities of 
crepe, a rough pattern is moulded on 
the bottom of the sole. 





attract and there are many other ways of keeping your 
findings department inviting and suggestive! For in- 
stance, the time is drawing near when women will 
begin to buy lamb’s wool soles to use for crochet slippers 
for house wear. A timely display of a pair of crochet 
slippers, with a pair of fleecy woolen soles beside, will 
suggest a comfortable article and also remind that fall 
is near. 

A little thought applied to managing the findings 
section is sure to prove valuable. It doesn’t absolutely 
hold true that business in the shoe departments reflects 
its quality on the findings section. You can bring in 
good returns in your findings section by carefully 
analyzing the needs of little things in the trade. 


Post Office Department Will Aid 
Merchants Using Mails 
Washington, Sept. 12—Merchants will have the 
assistance of the Post Office Department in preparing 
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sales campaigns by mail as a result of an order issued 
by John H. Bartlett, First Assistant Postmaster 
General. 

The Post Office Department desires that all post- 
masters of the larger cities in general formulate some 
well-defined plan forcontinued co-operation between the 
Post Office and its business patrons because of the re- 
sultant advantages to both. 

The First Assistant Postmaster General believes that 
an outside man should be assigned by the local post- 
master in the larger cities. “Such a man should not only 
have a thorough and broad knowledge of the postal 
service and its operations, but should be qualified to 
meet the average business man on his own level and 
competent to prepare circular letters, newspaper ar- 
ticles, etc. Then, too, the postmaster, assistant post- 
master, superintendent of mails, and the outside man 
should address business and civic organizations, such 
as chambers of commerce, boards of trade, Rota~y and 
Kiwanis Clubs, etc., as well as furnish data to the 
officers of such organizations and clubs fcr presentation 
at the regular meetings or display on_ bulletin 
boards.” 

Experience in many localities has convinced the Post 
Office Department that there is a great field for service 
in co-operation with business houses. 


Co-operation of Business Men 


In one city, through personal visits by competent 
supervisory officials, the use of what are termed “trade 
extension letters,” and the continued publication in the 
local press of instructive articles on post-office opera- 
tion and the use of the mails, one large post office suc- 
ceeded during the past two years in obtaining the co- 
operation of the business men to such an extent that 
more than 58 per cent of all outgoing mail was deposited 
in the post office daily prior to 6 P.M.: more than 90 
per cent of all outgoing circular and parcel-post mail 
bears precanceled stamps; approximately 55 per cent 
of all first-class mail is tied in bundles, with local sep- 
arated from outgoing matter, with a large per cent 
stated, and at the same time expenditures for overtime 
and auxiliary assistance were reduced approximately 
90 per cent, notwithstanding the fact that no additional 
regular clerks had been authorized and that there was 
an increase of 21.4 per cent in business handled as re- 
flected by the gross receipts. 

One of the chief elements of success at this particular 
office has been persistence. Snappy letters are sent 
weekly to all large business concerns and heavy mailers, 
copies of which are supplied to the different newspapers 
and almost invariably meet with favorable editorial 
comment and suggestions. In addition, what is known 
as the “salesman,” or “outside man,” is constantly 
visiting such firms for the purpose of explaining in 
person and more fully the different features of 
Postal Service and the advantages accruing to 
the. mailers through the different methods of: co- 


operation. 
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Doubling the Tracks to Shoe Stores 


_———— 


























“T’S a problem—advertising. 


No two men have the same conception of Ghings You. need 


its powers or weaknesses and that. means only 
one thing. Advertising is only to be considered in 
7 i 


its relation to your business. 

John. Wanamaker spent the entire proceeds of 
his first day’s business on advertising with the 
exception of about 65 cents—that he kept for 
chan ze on the following day—$24 was the amount. 

If this means anything it is that the amount 
spent doesn’t mean so much as how it is spent. 
There are others who have spent many times 
more than John Wanamaker at the start of busi- 
ness without making anywhere near the‘success he 
made. 

Proper Utilization of Appropriation 
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Some believe in constant change of advertising 
appeal—others, for example, mail order houses, 
have run the same copy for years without change. 
This after a careful checking of results on many 
kinds of ads. Some believe advertisements are not 
read. Others insist that one tell their whole story Sell a thing that is not wanted, nor will it make a 
in every ad. success where there is no merit. 


All claim authority in their views. All base There is one sure thing, however, that no one 
their views on experience. The one right way is to an read about or develop an interest in some- 
know what one’s public wants. Advertising won't thing they never see. And one comes naturally to a 

proper presentation of everything for sale. 


























Accessory Field Unlimited 

The shoe business is going through the refining 
process and shoe advertising must be refined too 
as the business develops. In the accessory field 
there is unlimited opportunities. Some merchants 
stock leather belts for men and hand bags for 
women, collars and neckties for men, leather 
goods specialties. That is for the individual mer- 
chant to decide in so far as carrying such goods is 
concerned, but the principle is 1ight from the 
merchandising point of view, that of multiplying 
La the number of reasons for the wearer visiting the 
soa Ment shoe store. 
fe... The efficiency of advertising is demonstrated 
here with regard to accessories in footwear ap- 













































































ul parelling alone as a means of increasing the in- 
and Comfort Your Name terest in each ad. 

f ress To determine your advertising problem’s solu- 

e eo tion keep at all kinds of ads until the right type 

show themselves up... . .then stick to that type. 
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Doubling the Tracks to Shoe Stores 
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The “First a Good Shoe’’ Ad 

The copy for this ad follows: Here’s our bargain 
men. We'll provide a shoe that’s first class in 
appearance, that’s built of material as good as 
grows on a steer’s back, made as well as the best 
shoemakers can put shoes together. Comfortable 
lasts, tasteful “trimmings’’ and we’ll guarantee 

rfect satisfaction while you're wearing them. 

ut that isn’t when most of the harm is done to a 
shoe—the yoy oy comes in letting a shoe stand 
idle after it has been soaked with perspiration to 
dry up and curl out of shape. Or to wear a shoe 
continually in the sun and rain without pr 
— of the animal fibers with the right kind of 
polis 

Some men complain of uncomfortable shoes 

iving various reasons, and we have the solution 

fo or most of that trouble in powder that soothes. 

Those are the things you get here as part of our 
service to you. Those three things are as neces- 
sary as the shoe purchase itself. Check up right 
now to see if you have all three—if not come in 
and get the whole combination. Start out with a 
new pair right and see if it doesn’t pay. We’ll look 
out for your feet and pocketbook. 


In the “Jeweled’”’ Ad 


The copy for this ad follows and emphasizes 
the “‘pretties’’ of the shoe store, brings a woman 
to feel that time may well be spent “shopping” 
here, too: 

Heels or tongues, jeweled. Buckles or heels 
interchangeable. It is getting so nowadays one 
can have as much fun in a shoe store as in a jew- 
elry store. The wearing of semi-precious stones in 
— and heeljis spreading—one shoe changes 

> as often as ha owner possesses 
buc + ee bib 

Almost daily some, Us turns up here. 
Sometimes a saving,can be effected, sometimes 


some pretty little addition to one’s dress. Just 
now it is the buckles that may be attached to any 
of your pumps to make them new again. 


The “Things You Need” Ad 


This is the copy for the ad generally speaking: 

It’s hard to realize there are so many 
besides shoes in a shoe store. 

There’s gaiters for one thing for the chill days 
so near. Everyone ought to have a pair now. 

And cleaner sticks for suede shoes. Did you 
“ies — — = ome right? ian! 

supports that really support use 
they’re fitted to both feet and shoes, by men 
illed i in fitting feet. 

Powder for perspiring feet that burn and ache— 
the kind best for feet. 

Shoe trees, contrivances for feet that have been 
abused by wrong shoes. Everything to do with 
foot comfort, and still folks think of a shoe store 
having just shoes. 


“Ever Break a Shoe String?’’ Ad 

Use some such light copy as follows to get the 
service story read: Of course. But that isn’t the 
point. Did you have a new , there’s the rub. 

Most men have everything "else but a lace 
when one breaks and it’s so with most footwear 
articles. 

If you’re troubled with your feet just stop in. 
We'll fix you - 

If you’ve had a shoe curl up on you in your 
—. we ll fix you up. 

ou’ve started to develop aches or corns, 

we'll ike those, too 

No we're not M.D.’s, but we have consciences 
and want our customers to get the full use of their 


t. 
And while you’re here we'll show you some 
“‘corking’’ new styles. 











Ever Break a 
___ Shoe String? 
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ba Address ~ 
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Latest Shoe Creations to Feature Style Show 


at Brockton Fair 


Whole Floor of Large Building Devoted to Booths for Shoe 
Manufacturers and Runway for 75 Models 


HE latest creations in men’s and women’s shoe 

styles, originating from the Brockton shoe manu- 

facturing district, will be a feature of the Style 
Show to be held at the Brockton Fair the first week in 
October. Shoe styles play a prominent part in the Style 
Show, inasmuch as Brockton’s leading industry is shoe 
manufacturing. 

Between 50 and 75 men and women models will dis- 
play the latest designs in shoes produced in the Brock- 
ton district. Extensive preparations to make the shoe 
industry a dominating factor in the Style Show have 
been made and manufacturing concerns of the entire 
South Shore district are interested 
and will co-operate in the shoe 
program. 

When it is considered that ap- 
proximately 300,000 people, putting 
it conservatively, will attend the 
Brockton Fair, it is essential that 
the shoe industry and its associated 
arms devote some time to planning a 
program which will reflect credit on 
the Brockton district as a shoe style 
center. 


‘ 


Long Runway for Models 


The thousands who witness the 
Style Show this year will have a 
splendid opportunity to get a close 
view of the new patterns in shoes 
displayed by models. A long run- 
way, extending almost the length of 
a, large hall, will be attractively 
decorated and the audience can 
gather closely to the runway. In recent years much 
interest has been manifested at the Style Show. 

Shoe manufacturers will show samples of their prod- 
ucts on the main floor of the Educational Building 
where the long runway is located. This year, unlike in 
years past, the booths in the Educational Building will 
be reserved for only shoe manufacturing concerns'and 
also the associated industries, and there are many in the 
South Shore district. Exhibits will include exhibitors 
from all over the country rather than from Brockton 
alone. 

Colorful Decorative Scheme 


The long hall will be prettily decorated in colors. 
Paper peacocks will hang from every section of the hall 
and will harmonize with the other colors. 





FRANK E.PACKARD . 
Acting Chairman Brockton Fair Style Show 


The models will enter the runway from an old- 
fashioned doorway of 50 years ago. The turnstile and 
the old oaken bucket with a little wildflower garden will 
all be there. From this the fairy models will trip their 
way into a peacock alley bringing the styles which they 
wear for today into an appropriate setting. 

The young ladies wearing the Brockton district shoes 
will be mostly Brockton young ladies, most of them 
having previous experience with the Style Show. One of 
Brockton’s leading gown shops will have exclusive 
handling of the gowns. This will be Storey & Co. 

An unusual attempt will be made to give men’s shoes 
a prominent position this year. The 
Kennedy Clothing Company of 
Brockton will exclusively handle 
men’s furnishings for models. 

Another feature will be from four 
to five each afternoon a Children’s 
Style Show, exclusively showing 
children’s gowns. Mailman and 
Hanlon will have the exclusive 
showing of children’s clothing. This 
Children’s Style Show will be under 
the supervision of Miss Mollie F. 
Hurley. 

Another innovation will be the 
shoe man’s hour which will occupy 
the time from 12 to 1 each day. This 
gives a concentration of efforts 
upon the shoe industry at this hour 
each day, and allows those who 
may have booths to have attend- 
ance at this time of day only leaving 
the rest of the day for their 
own pleasure. 


Whole Floor for Shoes 


Inasmuch as the entire space in the upper floor of the 
Educational Building is to be devoted to the Style 
Show and the booths of shoe manufacturing firms and 
allied industries, the Style Show is bound to reflect an 
atmosphere of shoe styles rather than style features of 
any other article. Appropriate clothing apparel for the 
occasions depicted will be worn by the models with new 
shoes. 

The Style Show is to be held daily and at night, 
therefore some smart evening shoes for women in the 
latest patterns will come in for close attention. 


This being the golden anniversary of the Brockton 
(Continued on page 52) 
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Secret of Success in Retail Shoe Trade Lies in 
Department Systematization 


Know at a Glance the Exact Status of Your Business by 
Installing a Simple System 


By L. F. KNUSTMAN 
Western Editor, Boot and Shoe Recorder 




































































































































































































































































































































































DAILY SALES AND CASH 
—_—_ acumen DAY OF WEEK — DATE 19 WEATHER 
4 ay ow eel ‘ae ee 1 coer PETTY CASH DISBURSEMENTS 
blll Paro FoR caer 
ey rere | 
Oe 
HE transitory period of the shoe industry covering the past 
7? an years has presented many difficult and complex problems. 
A solution of these new and unusual questions did not fall so 
hard on the manufacturer because to him it meant largely a change in | Sacomedalie 
policy but not in system; but the retail merchant was confronted with —_ 
difficulties beyond his experience in merchandising, for it meant to ie 
him in many ways a complete cessation of previous methods and the a 
installation of thorough systems covering the requirements of his 
business. ——— — —— 
To be successful, modern business demands a systematizing of SAbn agcemrs eros 
every department. An accurate record is invaluable. It aids in the et rae a 
solution of not only present but future problems; it conserves assets, BALANCE BAL mt sann 
assists in stock turnover, minimizes expense and promotes the meprconmees pana 
general health of the business. 
Simplicity Is Essential 
Assuming that shoe merchants are not accountants, it is impera- Sunmany OF DALY SALES 
tive that the system installed be simple. Contrary to the general be- SALE AT seine rece 
lief, the keeping of proper records governing the retail shoe business 7 —— 
is not an intricate puzzling problem, but a simple application of 
everyday common sense. 
It is merely the entry in writing of the various transactions of each 
day in their designated space by the faithful performance of from 10 
to 15 minutes work daily. One of the simplest forms of retail shoe 
business accounting consists of the exhibits as shown in this article. : 











This system consists of five forms, each performing certain duties (“The Kay 5_ stem Copyrighted”) 


and interlocking one with another in making up a complete system This is Form No. 1, showing a record of 

r + .° : : . daily sales and cash and s1les number or 

of ac counting, extremely simple in operation and so complete in de- ah. Pelinanend of ont naaiier inet 

tail that all the vital items of interest are included. dentals and c1sh receipts, bank deposit, 
cash on hand and cash balance 


What Does a System Accomplish ? 

The importance of system is shown by results ob- low the record will tell; if your sales have increased or 
tained; it is the only possible means of eliminating decreased, a comparison with previous records will show 
excesses whether in stock or in expense. On the con- how much. This is also true of items of expense, amount 
trary it distinctly shows what items should be in- of insurance carried, etc. 
creased; if the merchandise account is too high or too Another valuable feature of system is the effect it 











seeatinaatiicadtiaaetlinaatiien aseitleaatimadiicentimedienticantiiante Lil 


to se 


calinenaiadineddienemmettcate tiie 


L 


1 














i oileadiesdinatidiniedtientiaats 





September 15, 1923 


has on your creditors. How pleasant relations are be- 
tween manufacturers or wholesalers and retail mer- 
chants when upon request a detailed financial state- 
ment is submitted, showing figures that are taken direct 
from records and showing an inventory of stock at the 
most six months old. One of the greatest difficulties 
credit men find with retail merchants is due to a lack 
of systematic accounting, and to find statements are 
submitted in round figures, which on their faces show 
merely guess work, and not only devoid of the purpose 
intended, but often reflect on the integrity of the 
retail merchant. 

System determines the personality of the retail mer- 
chant. To prove this statement pay a visit to any shoe 
convention and compare notes with your co-laborer in 
the retailing of shoes. If he proves himself conversant 
with the various phases of his business and answers 
your questions fluently, you immediately surmise that 
his really is a business and you classify him as a thor- 
ough shoe man and are proud of his acquaintance. 

One other good reason for system is that it elimi- 
nates all detail from the mind, thereby allowing more 
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time for thought and effort to the development of the 
various angles of business, which would undoubtedly 
be otherwise neglected. Much more thought is re- 
quired in purchasing of new styles than ever before, 
and the more clearly one can think, the greater the 
chance for correct buying. 

In the issue of August 18 of the Bool and Shoe Re- 
corder, a survey of 105 retail shoe stores showed a 
turnover in stock of 1.8 times. This would indicate 
top heavy stocks, and only by a systematic reduc- 
tion of inactive to turnover merchandise can this 
fault be remedied, but it must be done systematically. 
This report also shows that these stores failed to 
make a profit for the period represented. Again we 
rely on system to avoid any such occurrence, for a 
proper record of accounting precludes any pos- 
sibility of such results. 

System gives us in addition to the advantages enu- 
merated a complete record of purchases, sales, expenses 
and profit, both gross and net. It determines for us the 
cost of doing business; shows how much must be added 

(Continued on page 52) 





































































































































































































































































































MERCHANDISE ACCOUNT a 
sited MONTH OF — 
| AMOUNT OF venus TOTAL MDSE. RETO D wose. on Hann POSE: RETO) SALES AND PROFIT 
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(“The Kay System Copyrighted”) \ > 
, ° » 
Form No. 2?.—Daily and monthly record of merchandise received and returned in ad- 0 
dition to the perpetual inventory. u 
12 
43 
di 
\ 15 
; P , \ 6 
Diversions from Routink f 1 
r . . pte] 
rhe arrangement of these forms, if followed out in 19 
their order, is very simple in operation and once in use. “ 
becomes a pleasant diversion from the routine of shoe 22 
fitting; the reward is far greater than the time utilized ~ 
in operating. % 
One outstanding mark of distinction between the _ H- 
merchant and the store keeper is that the former keeps Es 
an accurate account of his business and the latter does = 
not. A simple concise record requires a few minutes each ai | Lit 
day, but the information compiled becomes an invalu- r TH tt 
able asset for the information it contains. as 
[ 
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ACCOUNTS PAYABLE 


ame] chances items creoITs 


CASH DISBURSEMENTS 


OIisTRiS@uUTION OF CASH 
TO WHOM PAYABLE sont vat. cxpecse 


u 
au AND WEAT Amo Bmarace 


AOvERTIONG INSURANCE 








(‘The Kay System Copyrighted”’) 
Form No. 3 is headed Cash Disbursements and is a daily and monthly account of all moneys paid out and the distribution of these pay- 
ments to their respective headings, whether for merchandise or any item of expense. 
- a No. 4,— Accounts Payable,” showing a simple every day ledger sheet to record the invoices received and which have been entered on 
‘orm No. 2. 


YEARLY COMPARISON SALES PROFIT AND LOSS 
AND FINANCIAL STATEMENTS 


cosT oF oross rota. OIisTRIBUTION OF xXPENSES 
sacs Prost CxPENSES sacanits 


- 
AND HEAT | awoorarace | “OTS mens 


PROFIT AND LOSS ACCOUNT AT CLOSE OF IsT 6 MONTHS PROFIT AND LOSS ACCOUNT AT CLOSE OF YEAR 


FINANCIAL STATEMENT CLOSE OF Ist 6 MONTHS 





(“The Kay System Copyrighted”) 
Form No. 5—A summary of information contained in previous forms, but divided into two seasons, as modern shoe retailing demands an 
invoicing of stock every siz months. It also provides a profit and loss account and a financial statement for each season’s business. 
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Unlimited Lines of Colorful Hosiery 
Suggestive of Nature’s Fall Shades 
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that folks just stop in to buy. It is a 

street floor article in the department 
store just as collars or gloves, for few are in- 
fluenced in the purchase of hosiery other than 
by fancy. Often the selection that is finally 
made by fancy is the result of need, so that need 
is the governing factor unless merchants push 
hosiery as well as shoes. 


Easy to Stimulate Hose Sales 


From the very fact of the floating demand 
for stockings, it should be possible to corral a 
good share of hosiery business. 

A summing up of the factors of selling re- 
veals a tendency to buy all of certain articles 
at one kind of a store, another certain set 
somewhere else. Underthings group them- 
selves; outer-clothing also, and with the indi- 
vidual a habit is formed of depending upon one 
store for its respective grouping. 

This brings up the matter of competition— 


OSIERY is one of the articles of wear 


an old story of course—but ‘YneverthelessYim- 
portant in framing advertising. The store "with 
the greatest number of articles‘for sale attracts 
the most customers, and it follows logically 
that the shoe store with every added article of 
merchandise, properly advertised,@may in- 
crease its number of interested callers, thus 
while the store favored with many departments 
seems to dominate the situation the very 
things that make it so are ready to work for the 
benefit of the shoe store. 

Competition doesn’t appear so formidable 
if due regard is placed on precedent. 

“‘What is sauce for the goose is sauce for the 
gander,” at least that is the way it works out. 


Idea of Advertisements 
The principal thing in advertising is to as- 
sociate one’s name with a product and this 
fundamental rule is observed here. The ad 
entitled, “I'll wear those new ones from 
Blanks,”’ is for the purpose of giving a general 
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survey of the hosiery lines carried. This is done in the 
general text while the actual sale is taken care of in the 
illustration of shoe and hose. The thought is that the 
reader will be inclined to place herself in the position of 
the woman who seems to have a good opinion of Blank’s 
hose. That is the impression the ad is intended to convey 
and the whole appearance of the ad is to induce every 
woman who looks at it to read it through. 

The ad, “Gossummer,” is planned for a quality ap- 
peal while it also deals specifically with certain shoes 
and hosiery as illustrated. , 


Create Selling Ideas 


There is no reason why hosiery should be treated 
in selling as widely separated from shoes, but it is quite 
generally and ought to suggest a complete change of 
advertising policy to the merchant, who usually looks 


a long way ahead and who frames his plans for creative 


selling. 

“Gossummer” is an old English name for Indian 
summer—descriptive of the latest hose, too, that will 
be worn during Indian summer. The browns of fall 
comparing in beauty with the turning leaves—tints and 
shades of filmiest silk. 

Greens, reds and blues to match one’s costume. The 
variety is unlimited and the colors are taken directly 
it seems, from Nature’s palette on which the golden 
browns, the bright reds and the occasional greens of the 
woods were mixed, and the browns of the drooping corn 
tassels touched by the first frosts. 

Gossamer, as the word is today, is an apt one to ex- 
press the fineness of our hosiery. 

And durability—it’s as sure as the shades are sea- 
sonable. For fall you'll need many pairs. 

Why not stop in if just for the fun of seeing pretty 
things—you know fall dress needs the sparkle of color— 
Nature tells us so in her Indian Summer. 

“I'll wear those new ones from Blank’s’’ ““—or the 
old ones either for that matter, Jesse, they are equally 
good although I just love that shade of brown in the 
last lot I got.” 

Sometimes we hear those nice things said of our 
hose—more often we don’t—but it’s safe to say most 
women feel that they receive exceptional value here 
because they come here repeatedly for their stockings. 


Hosiery Brightens the Costume 


It isn’t just a matter of wearing out the hose on hand 
either, for our ever-changing range of colors provides 
plenty of opportunities for a choice that will brighten 
a suit or gown at just the time it seems to be getting 
drab. 

And the secret of wear amounts to more than you 
think. All our hosiery is guaranteed to give satisfaction 
and we are only too glad to make adjustment when 
our customers feel it is their due. But in the first place 
if the hosiery wasn’t just as good as hosiery can be, it 
wouldn't pay us to guarantee it. 

The new beige and nudes are simply irresistible— 
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that is if having new things while they are new will 
tempt you. ; 

Read the description of the shoe and hose at the 
left. You may need just these, or remember there are 
so many shades it might be better to see them. 





Latest Shoe Creations to Feature Style 
Show at Brockton Fair 


(Continued from page 47) 

Fair, 50 years young, there will be more or less enter- 
tainment and representation of this in connection with 
the Style Show, showing not only the 50 years progress 
of the fair, but of the shoe industry. Dancing, singing 
and vaudeville will he included with the style show to 
carry out both for entertainment and education the 
progress of the Brockton made shoes. 


Style Show Committee 

The committee in charge of promoting the Style 
Show includes: John S. Kent, president Brockton Shoe 
Manufacturers’ Association, honorary chairman; Frank 
E. Packard, acting chairman; George M. Rand, decora- 
tor; William B. Nash, style show director; Frank E. 
Cobb, exhibits and exhibitors; W. W. McArthur, en- 
tertainment; Frank M. Bump, secretary and treasurer. 
The above are assisted by: Miss Mollie F. Hurley, 
dancing and models: J. Frank Beal, music; Miss A. L. 
Glidden, advisory; A. Scudder Moore, electrical effects: 
J. R. Bunden, leather exhibits. 





Secret of Success in Retail Shoe Trade 
Lies in Department Systematization 
(Continued from page 49) 
to the cost of merchandise to produce a certain net 
profit; it dictates our policy for the next season by 
bringing to the surface our mistakes of the former. It 
is in substance the guiding hand to our destiny as mer- 
chants, and is entitled to all the consideration and re- 
spect we can give, and he who can see and will not see is 

blind to the institution of system in business. 


Editor’s Note—This office is ready and willing lo answer any and 
all questions regarding shoe store accounting. 





Shoes Imported Increase 


The increasing volume of imports of boots, shoes and 
slippers into the United States is attracting attention. 

Arthur B. Butman, chief of the Shoe and Leather 
Manufacturers Division, Bureau of Foreign and Domes- 
tic Commerce, states that the United States imported 
1,020,573 pairs of footwear other than rubber during 
the first seven months of 1923, and during the corre- 
sponding period of 1922 the importations of leather 
boots and shoes amounted to only 78,256 pairs. The 
1923 imports comprised 528,393 pairs or 51.7 per cent 
of dutiable footwear, and 48.3 per cent of footwear not 
subject to duty, which represented 192,922 pairs of 
leather boots and shoes, and 299,258 pairs of leather 


slippers. 

















September 15, 1923 





BOOT AND SHOE RECORDER 53 





Retail Shoe Merchants of New York State, who gathered at Utica at the annual convention of the New York Retail Shoe Dealers’ Association 


New York Retail Shoe Merchants Convention 
at Utica 


Inspiring Addresses by Prominent Figures in Retail Trade— 
Association Name Changed 


HE vital problems of retail shoe merchandising 

were thoroughly analyzed and constructively 

criticized at the annual convention of the New 
York Retail Shoe Dealers’ Association held at Utica on 
Sept. 4and 5. Speakers of national prominence addressed 
the gathering and their themes were timely and of an 
instructive nature with the result that the shoe 
merchants returned to their respective stores bet- 
ter prepared to cope with the retail problems of 
today. 

John Slater, president of the National Shoe Retailers’ 
Association; Sam Davis, field secretary for the N. S. 
R. A., Percy E. Hart, second vice-president of the New 
York association; Edward P. Tuttle, president of the 
National Credit Men’s Association; President H. Irv- 
ing Pratt of the state association; James H. Stone, 
president and editor of the Shoe Retailer; and R. R. 
Wason of Proctor and Collier’s advertising agency of 
Cincinnati, were speakers. 


Association Name Changed 


An amendment, providing for changing the name to 
the New York Retail Shoe Dealers’ Association, was 
passed. It was formerly The Retail Shoe Dealers of 
New York State. The next convention will be held in 
Syracuse on the two days following Labor Day. 

Charles L. Strange of Binghampton, N. Y. was elect- 
ed president of the association. He is well known 
throughout the state and has been actively engaged in 
promoting the ideals of the association. 

Percy E. Hart, chairman of the women’s and chil- 
dren’s style committee, submitted a report and the 
following high lights were noted: 


1—Leading styles retailing during October, 
November and December will be straps. Tendency 
toward Opera pump patterns. 

2—Strap effects here to stay because they possess 
becoming style characteristics, are easy to fit and 
permit much variations in designs. 

3—Tendency in lasts toward fuller toes and 
popular heel will be about 12-8. 

4—Black satins, patents, kids and ooze will 
predominate with browns close second. 

5—Colored kid and ooze in subdued shades will 
be in demand, character of the popularity de- 
pending on location. 


Percy Hart's Inspiring Address 


Mr. Hart, elected as second vice-president, sounded 
a strong note in his address: “Buy the Shoes You Need 
and Sell the Shoes You Buy.” Extracts from his address 
follow: 

“T thought this was a very important topic, because 
the success or failure of retail shoe businesses are 
dependant on this policy. The subject can be reduced to 
one word, namely TURNOVER. Like most other re- 
tailers, in fact, | may say, all retailers, we are too prone 
to backwater on the shoes we purchase. Primarily all 
purchases are made or should be made on a budget and 
in determining this budget, the following facts should 
be borne in mind; for instance, if we are determining the 
budget for the fall, we should consult our sales at cost 
for the same period a year ago and also the number of 
pairs of shoes sold. We should then figure what per- 
centage of increase or decrease has occurred in the cost 
of our merchandise, and we then should decide whether 
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or not business conditions are more favorable or less 
_ favorable than they were as compared to the previous 
years. ; 

So having made our decision, we should set up a 
figure at least 10% below this estimate, because leeway 
must be left to take care of fill-ins and new styles ap- 
pearing from time to time. You know it is much easier 
to buy than to sell, and for the shoes that have been sold 
you have the money and with the cash you can secure 
either immediate deliveries or deliveries quick enough to 
take care of any demand that your store may have. 

I believe most factories of today are equipped to give 
prompt deliveries, and if these are not obtainable, you 
always have the jobbers. You will find our friends in 
this branch of the industry prepared to take care of 
your needs. We can always at a pinch get, in a fairly 
good time and in quantity, any of the new styles which 
creep into being during the season. Once having bought 
our basic stock, plus the novelties 
which are shown to us, approximately 
before the season opens, it is then our 
duty to stand by these purchases and 
turn them into money. he hey 

“Merchandising is as much the 
manufacturers’ function as it is the 
retailers, for if the retailer does not 
liquidate his stock within the season 
that it has been bought for, it will 
only react upon the manufacturer.” 


John Slater’s Address 


President Slater of the National 
Association chose as his subject, ‘““The 
Shoe Merchant as a Citizen.” His 
subject was very interesting. He 
stressed the need of a national organi- 
zation for shoe merchants. He said in 
part: 

“Gentlemen, let me impress upon 
you the very real necessity of a Na- 
tional Association. Never before in the history of this 
country has the need for one been so great. Without it 
our best efforts could only be feeble and localized. With 
it they are powerful meriting and demanding recognition. 
Legislatures will always be filled with bills for regulat- 
ing business, these are at times inimicable to us, and 
must be met with conclusive arguments, fair and 
equable, so as to properly guide the lawmakers. The 
lawmakers listen to the voice of a great body where 
they give little heed to a few. So I appeal to you for 
unity and'strength. 

_ “This brings me to the point of my subject. Who is 
responsible for the make up of our legislatures? Who 
elects these members of State and National Assembles, 
who are ever ‘throwing a wrench in the machinery of 
business,’ for the sole purpose of keeping themselves in 
the public eye? Gentlemen, we do and we are to blame. 
We have not accepted our responsibilities as citizens. 
lf a man is a good retailer he is usually a good citizen 





CHARLES L. STRANGE 
New President of Association , 
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and vice versa, as the one fits in for the other. All re- 
tailers endeavor to increase the volume of their busi- 
ness and‘ to improve the conduct of it. They should 
also look further and see the importance of lending 
themselves to the improvement of the community in 
which they live. We must consider our value to our 
community as well as ils value to us. 


Qualifications for Shoe Merchant 


“Retailing of shoes entails a mixture of man, that is 
almost impossible of production. He must be lenient, 
yet firm. He must be patient, yet quick. He must be 
generous, yet close, in fact he should be of that com- 
posite make-up that HE IS what he is nol, and IS not 
what HE is. And why all these difficulties;. because 
he is dealing with a” public, who has been taught to 
distrust him. A shoe retailer to keep up with the method 
of business must be ever ready to change when the new 
ideas prove to be an advantage. A 
good retailer should be classified as 
one who is always on the job, always 
courteous to his customers, always 
ready to make necessary improve- 
ments in his store and in his methods 
to meet the ever-changing conditions. 


Pratt Tells of Progress 


President Pratt in his address 
dwelt on the marked progress at- 
‘tained in recent years and urged the 
members to apply themselves to en- 
rolling new members. He commented 
favorably on the development of the 
association in its five years of 
existence. 

The report of the women’s and 
children’s style committee in full, 
submitted by Chairman Hart, follows: 
“The leading styles for retailing for 
October, November, and December 
are at the present time to be straps. There is a small 
demand for gore effects, and most of these have open- 
work strap fronts. 

“There is also a tendency toward having Opera pump 
patterns. There is no saying at the present writing just 
how large this demand may become. It is well to give it 
consideration, and we predict that even if this style 
of footwear increases in demand, it will not last long. 

“There is no question that strapped effects are here 
to stay for some time because there has been no style of 
footwear.more becoming, more easy to fit and permit- 
ting of more variation than this has been. We therefore 
repeat that regardless of how large a demand we may 
have on any other style during the next three months, 
that you need have no fear that your strapped models 
will not sell even though the sale may be retarded to 
some extent. 

“The tendency in last is toward fuller toes, and the 
same popular high heel will be around twelve-eighths. 
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In Paris at the present moment women are wearing 
pointed toes and very high heels. We do not think this 
style will appear during the coming fall. Black, where it 
be satin, patent kid or ooze will predominate, with 
brown a close second. 

“We must not lose sight of the fact that colored ooze 
as well as colored kid in subdued shades will have a call 
this fall. In children’s shoes there is a tendency to pro- 
duce patterns in straps on the order of women’s styles. 
This will have a varied demand, principally due to 
location. 

“We will make no mistake if we continue the same 
children’s styles both as to styles and last that we are 
now showing. 


Spirit of Co-operation 


Extracts from President Pratt’s address follow: 

“Not so many years ago we looked on our competitor 
across the street as a bitter enemy. Today, we know 
that he is in business for practically the same reason 
that we are; that he is generally willing to discuss 
problems of the trade with us and is not such a bad fel- 
low after all. It is quite a common thing to hear the 
merchant say: ‘I am sorry, Madam, that we haven't 
just that style today. I think you can find it at McCor- 
mack’s across the street!’ 


‘This change has been brought about largely through 
local, state and national associations. They have culti- 
vated the Get-Together spirit. Business is a game of 
competition and co-operation. If it were not for co- 
operation, business would not be the all-absorbing 
topic that it is today. If it were not for competition 
there would be no incentive to grow. In the words of 
our National Field Secretary, Sam Davis, we must keep 
mentally elastic. He says: ‘I want to tell you that you 
must be mentally elastic, in order to stretch yourself 
with the growing responsibility, in order to stretch 
yourself with the real opportunities. You might be the 
biggest man in your store, in your business you might 
be the brightest man in your town, but you cannot 
possess the combined wisdom and capabilities of a 
body of men.’ That is why we have to be keenly con- 
scious, keenly appreciative of what the real get-together 
spirit can do for us. 

“Tt has been estimated that at least 50% of the world 
is misfitted. Men who should have been farmers are 
preachers; men who should have been undertakers are 
doctors; men who should have been in business are 
teachers ; and so the list could be continued indefinitely.” 


New Officers Elected 


Officers for the ensuing year include: Charles L. 
Strange, Binghamton, president; Mott B. Hughey, 
Watkins, first vice-president; Percy E. Hart, New York 
City, second vice-president; F. C. Kimball, Buffalo, 
third vice-president; Charles T. Miller, Utica, fourth 
vice-president; Harry A. Chase, Rochester, secretary; 
E. P. Elithays, Watertown, treasurer. 
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Directors for three years—Ernest N. Park, Syracuse; 
H. Irving Pratt, Oswego; J. L. Patton, Schenectady; 
Jay Van Vrankin, Glens Falls; J. D. Hambrecht, Fort 
Plain. 

Directors for two years—Charles H. Barton, Buffalo; 
John Slater, New York City; W.,;W. Dusenberg, Geneva; 
L. O. Hoffman, Albany; Watson Butts, Fulton. 

Directors for one year—William Pidgeon, Jr., Roch- 
ester; Harry H. Phelan, Rochester; Chris Sauter, Jr., 
Utica; William F. Toher, Oneida; A. Spencer Hughes, 
Utica. 

The resolutions committee reported resolutions on 
the death of President Harding and on several other 
timely subjects. 





Third Meeting in Effort to Curb Waste 
in Distribution 


Washington, Sept. 11—The third step in the govern- 
ment’s co-ordinate campaign to eliminate waste in retail 
distribution was taken this week when officials of the 
U. S. Department of Commerce, including Secretary 
Hoover, met with representative producers of essential 
commodities. These included manufacturers of boots, 
shoes, clothing, underwear and hardware. The first 
step in the campaign to eliminate waste in distribution 
was a meeting between government officials and retail 
merchants in these lines. The second, was a meeting 
of wholesale merchants and jobbers in the same lines. 

The plan of the government, which is being worked 
out by the recently organized Bureau of Distribution in 
the Department of Commerce, is to collect concrete 
facts and definite data from the retail merchant, the 
wholesale merchant and jobber and the manufacturer 
of the essential commodities. With all the facts before 
them the department, with the aid of the represen- 
tatives of these fields, hope to work out some plan where- 
by the‘present and increasing cost of distribution may 
be minimized. 

Now that all sides have been heard, the government 
officials, headed by Irving S. Paull, of the U. S. Bureau 
of Distribution, under Secretary Hoover’s guidance, 
will attempt to work out some definite plan of pro- 
cedure. This plan will be submitted to the various 
groups for further consideration and finally some modi- 
fied plan, acceptable to all, will be submitted for a 
referendum vote to the various organizations in the 
dry-goods, boot and shoe, grocery, hardware and gar- 
ment manufacturers’ fields. 


Shoe Industry Represented 


Among those attending the conference which closed 
Saturday, were the following representatives of the Na- | 
tional Boot and Shoe Manufacturers Association: Frank 
B. Briggs, president, Boston, Mass; J. Dudley Smith, 
Secretary, New, York City, and Albert N. Blake, Lynn, 
Mass. 
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Patent leather cross 
strap. 16/8 Spanish 
Louis heel. Mccoy 
Gorman & Water- 
house, Lynn 


Patent leather cut- 
out strap effect 
14/8 Spanish Louis 
heel. Krohn, Fech- 
heimer & Co., Cin- 
cinnati 






Tan calf, two but- 
ton turn, openwork 
patent colt strap and narrow patent 
colt collar around top. Medium short 
vamp last. Medium full toe. 16-8 full 
breasted Spanish heel. Phillips Shoe 
Co., Haverhill 







Log cabin suede 
re pump. Patent 
eather trimmed. 
French toe. 17/8 
Spanish heel. 
Active Shoe Mfg. - 
Co., Inc.,Brooklyn 


Black suede cross 
strap with black 
kid tr mming. 15/8 
Spani: h Louis heel 
Kripperx orf - Ditt- 
mann Co., Cincin- 
nati 
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Patent leather cross 
strap. 12/8 Cuban 
heel. Dugan WHud- 
son, Rochester 


Autumn brown ooze, one strap with 
instep strap. 12/8 covered heel. Unity 
Shoe Co., Brooklyn. 


Brown satin three 
strap, lattice work 
at sides, 16/8 Span- 
ish Louis wood heel. 
A. E. & M. C. 
Witherell Co. 
Haverhill. 
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In log cabin ooze, 
with kid trimming 
of contrasting 
shade. 14/8 Cuban 
heel. The Menihan 
Co., Rochester. 


Black satin oxford. 
Black suede trim- 
ming. 14/8 covered 
heel. C. P. Ford & 
Co., Rochester. 
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New Accessories to Add Zest to Your Busmess 
Style Has Been a Stimulant to Shoes—Why Not Create New Findings? 
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BEACON 
SHOES 


[" m Prompt Delivery of Stock Styles is one phase of Beacon Service. That means 
=fadded profits for you. Because of your opportunity for Quick Turnover. 


YOU CAN SIZE UP ON BEACONS ANY TIME 






































































Airplane View of Factory and Administration Buildings 


; In OurjBig Roomy Factory over 8000 ee of shoes are made daily. In Our Stock Department we carry 
| over 60 Styles of Men’s, Women’s and Boys’ Shoes. Mur entire organization is at your service. 


MEN’S GOODYEAR WELTS WOMEN’S GOODYEAR WELTS 





esa No. RS131 











Chestnut Eskimo Oxford. Two leather soles to heel. jestrap, Chestnut Calf trimmed, 
Wingfoot Rubber Heel. Widths C and D. Sizes 5-11. ty ae oy Wingfoot Toplift. Width A sizes 4-8. 
Note the Maltese Cross Perforations widths B, C, D sizes 3-8 


Write for a copy of our Stock Bulletin 


F. M. HOYT SHOE COMPANY 


PMANCHESTER NEW HAMPSHIRE 



























Dealer Infla :nce is secured thri: advertising in the Boot and Shoe Recorder. 
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Do not be misled by an 
imitation 

Buy the Hosiery with a 
reputation 


Propper Blue Edge 
Chiffon Hose 


' b Ft & 


‘“‘No Hose Like Chiffon 
No Chiffon Like Propper 
Blue Edge”’ 


oh ob Ob 

Propper Silk Hosier pMills 
276 Fifth Avenue, N. Y. 

Mills: Elmhurst and Long Island City, N. Y. 

















SYEAGLE BRAND 


SUEDE STICK 


Will Make a Big Hit 
With Your Customers 


IT’S the new, handy tube-package for cleaning 
Suede, Buck, Nubuck and nappy leathers—a 
guaranteed product of The American Shoe Polish 
Company. 

A slight press of the a on one end of the 
package extend; the Suede Stick Cleaner for use on 
a moment's notice. The other end of the package is 
equipped with a felt pad for ae. Simple, com- 

ct and convenient. No soiling of the rs in 

andling. Can be safely carried in the hand bag or 
traveling case without. fear of soiling hands or 
clothing. 

SUEDE STICK is made in the following shades, 
which conform in color and name to those used by 
leading tanners and manufacturers: 


LIGHT GRAY, DARK GRAY, MEDIUM GRAY, SLATE, 

R-GRAY, No. 18 GRAY, BEIGE, FAWN, DARK FAWN, 

CASTOR, BAMBOO, CHAMOIS, LIGHT BROWN, ME- 

DIUM BROWN, DARK BROWN, MANDALAY, LOG 

7 allan BEAVER, AUTUMN, HAZEL, SAND, 
USSET. 


ORDER Eagle Brand SUEDE STICK 
From Your Jobber Today 


Packed 1 Dozen to the Box. 12 Boxes to the Case. 
' diate Deli y 


The American Shoe Polish Co. 


1950 South Troy St. 
CHICAGO U. S.A. 


yy 
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by the U. S. Patent Office 
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one Ce orem Bae 


New veremecee vecemn Eeeottes mas EPeetdrest oar 6 are tare THe meee 








william ©. Hebberley, his 


rer cee et ob SEVERN wees seme eee 






Cr eo] 








twenty-erghth a oe 





Augast, ot ee See ae awe | lwenty-three, 












Sree TMROCEO re 






ee 
ase ce Te seerreoseres reareerer 






Yn testimony whereot. There Aonamée wt my 
Acree ancl csrecneel the sol of Ihe Crear Mice 
tobe afferd ab hho Cnty of Mashinglon 


flee, Wwenty-aighth way of sagust, 









tot the yous of ewe Jord cre thriaserd nine 
Merlot! md twenty-three, amd nf the 
Sadeype mdovere rf the Wrcterl Geabe of henna 
Attest: Me ence hardtoed and tortyeignth 


SPY Ha Sremas €. 


Law Exeainer 
Ame ecmrowres of Me 


















Pinehurst No. 7 
**No-Bite’’ Tip 
Pat. August 28, 1923 


. I ‘HE issuance to us of letters patent covering our original 
“‘No-Bite” Tip pattern and process establishes our sole 
right to its use in the manufacture of shoes. 


Infringements upon our rights in this regard will be subject 
to process of law. 


William C. Habberly 
President of 


NORMAN & BENNETT, Inc. 
Boston, Mass. 
Es1. 1876 
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are French corded throu 


No. 2031 In all patent 


n Philadelphia and 
Eastern Pa. 


MR. M. FIERMAN 








IN STOCK 
NOW 


The latest craze in novelties. A hand- _ A hand-turned shoe of the finest qual- ich r eae 
perch Meare igo cn Malia SNR Lape Miliary or 18/6 See covered appar he 
“re s pani: is heel. 
No. 7406 In Patent covered cuban heel . %. +4 


All carry 16/8 full Spanish Louis heels and No. 1932 Patent Spanish heel . .. $5.50 fo. Fees in Doves qavered os 


No. 2735 In Patent colt French last . .. $4.25 v 

No. 2734 In Patent colt M 4.25 No. 1934 Blk ooze calf Spanish. . 5.75 
No. 2737 In Blk ooze calf French last. 4.50 
No. 2736 In Bik ooze calf Modified last.. 4.50 
No. 2738 In Blk satin French last «+. 4.25 
No. 2741 In Bik satin Modified last .... 4.25 


C”" WIDTH ONLY “B” and “C" WIDTHS leather heel, rubber toplift. . 





A high grade close edge Featherweight wit OR DER 


with 13/8 leather heel and rubber toplift. 
No. 2027 In Mandalay buck brown kid trim 


No. 2030 In Gunmetal calf ps patent trim . 4.25 
No. 2029 In all tan Russia calf -«- 4.25 
“C” WIDTH ONLY 


MOoNnARCH 






We are now offering 
the ‘‘second edition” of 
this popular favorite. 











Better Deliveries Assured 


A high grade imitation turn with the popular 


- No. 1933 Patent Military heel .. 5.50 No. 7407 In Bik Russia ralf covered — cuban, 


lodified last. No. 1935 Bik ooze calf Military. . 5.75 FI 
No. 1938 Bik satin bik suede trim No. 7409 In Bik Russia calf covered “Rio 
OS) ERR re 
No. 1939 Blk satin blk suede trim 
EY: onvcecgbectesetesenss 5.50 No. 5511 As above in patent calf but with n 13/8 


No. 7410 In Tan Russia calf covered Fla 


“C’ WIDTH ONLY 





WIRE US 
A TRIAL 





: No. 2743 A patent colt hand turned French 
No. 2028 In Log cabin buck Tan Russia vy 4 corded 2-strap pump. trimmed with matt kid. 


with the popular 9 /8 celluloid flapper heel $4.00 
- se “C” WIDTH ONLY 






SHOE CO. Inc: 


omens Specially footwear 
79 Reade Street. NewYorkCity Mn. JAMES MILAW 
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What 
The Robert Wise Line 
Means To You— 











Beautiful designs 
Smart lasts 
Clever patterns 


—attributes giving lightness and daintiness 


to our HAND-TURNED FOOTWEAR 


ye NN 
( HOLD 


SHAPE) 
SHOE 


"The Shoe that is Tailored.” 





HOLD-SHAPE SHOES are increasing business 
for every retailer who has the agency 


Salesmen now on the road with 
greatest line ever shown. 


Don’t fail to see it! 


Do not wait for representative to call— 
wire at once! 


4“ 











CShe Robert “Wise Co. 


Cincinnati 


BRANCH OF THE UNITED STATES SHOE COMPANY 
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Prices For Fall 1923 
W 's T Comfort 
and 
Men's 1 Sli 
Mens lLurn Slippers 
(IN STOCK FOR IMMEDIATE SHIPMENT) 
Our shipments last month on these shoes were 100% 
more than the previous month. Prompt and careful 
attention given to large and small orders, also to re- 
quests for samples for your approval. 
WOMEN’S TURN COMFORTS MEN’S TURN SLIPPERS 
149 Kid Wide Ankle Tip Polish EEE $3.35 180 Tan Kid Jumbo Everett EEE $2.25 
141 Kid Regular Plain Toe Polish C, D, E 3.00 170 ‘Tan Kid Romeo E 2.00 
142 Kid Blucher Tip Oxford C,D,E 2.50 171 Tan Kid Everett E 2.00 
143. Kid Wide Ankle Tip Oxford EEE 2.85 174 Tan Kid Brighton E 2.00 
144 Kid Plain Toe Oxford C,D,E 2.50 172 Black Kid Romeo E 2.00 
145 Kid 1 Strap Sandal C,D.E 2.00 173 Black Kid Everett E 2.00 
146 Kid 2 Strap Sandal C,D,E 2.10 196 Tan Kid Romeo EE 2.35 
147 Kid 1 Strap Press Sandal C,D,E 2.25 197 Tan Kid Everett D, EE 2.35 
148 Kid 2 Strap Press Sandal C,D,E 2.35 198 Tan Kid Opera D, EE 2.35 
160 Kid Regular Tip Polish CAs 3.00 
161 Kid Bal Kid Tip E, EE 2.60 SPECIAL FULL KID LINED 
162 Kid Oxford Kid Tip D, E, EE 2.25 oie ; 
163 Kid Oxford Kid Tip C,D,E io SS ae a re 
164 Kid Plain Toe Oxford D, E, EE 2.25 192 Tan Kid Opera D. E 2 65 
165 Kid 1 Strap Sandal C, D;E 1.90 <— 
310 Kid Com. Sense Bal E, EE 2.60 
311 Kid Com. Sense Oxford E, EE 2.25 
“ sorb peinn oa “ 4 ao Manufacturers and Distributors 
391 Kid Unlined Oxford E, EE 2.40 
392 Kid Juliet Kid Tip E, EE 2.00 
el Women's } MISTWOLD COMFORT SHOE CoO. }?2™%"'s 
Styles RAYMOND NEW HAMPSHIRE || ©2205 
In Stock , . n ’ In Stock 
— 
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The (all for Satin Footwear - 


EVER was it more insistent. And it 

is going to last just so long as mer- 
chants continue to demand and manufac- 
turers to supply Satin of the Cedar Cliff 


Quality. 


Good Satin—Cedar Cliff Satin—is a logi- 
cal footwear material for permanent and 
standard use. No longer is it considered 
as a temporary novelty which comes or 
goes with a season. It has earned its pres- 
ent proud position on the basis of practi- 
cal, economical quality plus distinctive 
beauty. 


Shoes of Cedar Cliff Satin are in greater 
vogue this Fall than ever. And there is no 
indication the vogue will ever pass. 


“Yhe CEDAR. CLIFF 
SILIL COMPANY 


251-255 FOURTH AVE. 
NEW YOR JIC 


CEDARCLIFE 
SHOE SATINS 





Pattern No. 79— Black Cedar Cliff 
Satin Cross-Strap with Straps of Black 
Kid. Trimmings of Same Material. 
Modified French Toe, 17/8 Spanish 
Covered Heel. 

Designed By 
Travaso Shoe Company 


St. Louis, Mo. 
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CHICAGO 


New Patterns Are Impressive 


Fall Business Not Very Steady as Yet, Although New Num- 
bers Are Attracting Attention 


HOES have not been moving to any 

special degree in the retail stores. 
Mornings find the stores devoid of cus- 
tomers as a rule, but afternoon brings 
some show of interest in the attractive 
new patterns on display. 

Nothing in shoemaking has been spared 
on the new models shown. Shoemaking at 
this time is an art, and the many beautiful 
and intricate patterns on display bear 
witness to this. Little does the ordinary 
wearer of these shoes realize the time and 
careful work put on them in the factories, 
but they are so beautiful and so attractive, 
and the woman who is desirous of being 
well dressed is each day realizing more and 
more that the shoe is one of the most 
important items of her costume, that she 
does not hesitate to pay the high prices 
that must be asked for these patterns. 
The main idea is to find something that 
appeals to her eye, and she will arrange 
some way to take care of the pocketbook 
part of the purchase. 


Men's Business Good 


Apparently the men’s fall business has 
not started, although business in men’s 
shoes has been active. The darker shades 
of tan, and also the red shades have been 
selling well. This usually means the selling 
of another pair, if not at the same time 
with the tan shoe, the sale will follow later, 
for after a man purchases a tan shoe, he 
realizes that the times and places to wear 
tan shoes are very limited, and that he 
also must have a pair of black shoes of the 
same type. 

Interest also has been shown in gun 
metal and patent, and in the heavier 
appearing shoes Scotch grain has been 
selling well. 


Fashion Art League 
Convention 


The week of September 10 was selected 
by the Fashion Art League of America as 


Fashion Week in Chicago, and during this 
period the city was the center of interest 
throughout the fashion world. 

Led by the convention of the Fashion 
Art League of America, other interests 
joined in making Fashion Week a memor- 
able occasion. Many of the department 
stores of State Street held their fall open- 
ings during the week. Chicago and New 
York importers held displays in the 
Auditorium, Congress and Blackstone 
Hotels. 

The crowning event was the Fashion 
Show, held the afternoon and evening of 
Wednesday in the Gold Room of the 
Congress Hotel. 


O-G Zelle Pump 


The new ideas in novelty shoes worked 
out by Mr. Goldberg of O’Connor and 
Goldberg on his trip to Europe, have been 
making their appearances in the O’Connor 
and Goldberg stores. The innovation which 
came in this- week is a perfectly plain 
pump, having a wide strap which starts at 
the inside of the shoe down near the vamp 
and extends diagonally across the instep, 
and fastens just below the ankle with a 
buckle. 

This design has been advertised exten- 
sively as the Zelle Pump, and the store 
reports an unusual run on it since it has 
been on display. This pattern comes in 
patent leather, black or henna brown 
suede, or black or golden brown satin, and 
is different from anything shown in any 
of the other stores. * 


To Open New Store 


The 10th O’Connfor and Goldberg store, 
located at 6348 and 6350 Halsted Street, 
opened on Sept. 15. O’Connor and Gold- 
berg have turned this two-store location 
into a high-grade shoe store, carrying out 
their interior fittings and decorations in 
Spanish and Italian architecture. They 















=> 





have adhered to the modern idea of having 
the stock hidden from view and have 
arranged display cases along the walls. 
The front of the store has been remodeled 
in such a way as to give them excellent 
space to display their footwear. 

Leon Cummings, who has been associ- 
ated with the O-G stores for the past eight 
years, is manager. 


Former Buyer Opens Store 


A most valuable addition to the retail 
shoe trade in Chicago is the announcement 
of J. A. Ackerburg of the opening of his 
new store at 1122 Granville Avenue. This 
location is in the heart of what is known 
as Up-town Chicago. Mr. Ackerburg was 
for many years shoe buyer for Rothschild 
& Company. 


New Madison Street Store 


Sam Levine has within the past month 
opened at 64 West Madison Street one of the 
smallest shoe stores in the city of Chicago. 


‘ This store occupies a floor space of eight 


feet by 23 feet, and every inch of space is 
utilized. The location being at the entrance 
of an office building, it affords a large “L” 
shaped display window in which to show 
the shoes. 

Mr. Levine carries exclusively men’s 
shoes, at one price—$5.50, and reports an 
amount of business since the store has been 
opened, beyond his expectations. 


Shoe Travelers Meet 


A luncheon and meeting of the Chicago 
Shoe Travelers’ Association was held 
Saturday, September 8, in the Fraternity 
Room of the Great Northern Hotel. The 
keynote of the meeting was “Shoes for the 
Occasion.”” The slogan was originated by 
Frank B. King, and was carried through 
the talks given by Henry Sell, general 
editor of Harper’s Bazar, and Frank W. 
Hopkins, sales manager of Hirsh Wickwire 
Company, well-known men’s clothing 
manufacturers. 

Mr. Sell gave a very interesting talk on 
ladies’ wearing apparel, and laid emphasis 
on the fact that women’s shoes, gloves and 
hats were the most important parts of her 
costume at the present day. He said 
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women are paying more attention to shoes 
and accessories than they formerly did, 
and that more are realizing each day the 
necessity of having one pair at least, and 
possibly more pairs of shoes to wear with 
each costume. 

Mr. Hopkins gave a very thorough talk 
on what is the proper thing to wear for all 
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occasions for the well-dressed gentleman. 
His talk was very interesting and instruc- 
tive, and he advocated a way to sell more 
shoes by educating the retail merchants, 
when selling them merchandise, to sell the 
proper wearing apparel for the proper 
occasion, and not one pair of shoes to be 
worn at all times and for all occasions. 





MILWAUKEE 


Retail Shoe Buying Steadier 


Diversified Demand for Fall Patterns—Black and Brown 
Leading Shades 


USINESS is settling down to a steady 

stride after the relatively uneven 
course throughout the summer months, 
and in practically all downtown and up- 
town stores volume is becoming larger by 
degrees. The situation of the retail shoe 
trade in Milwaukee is at present most en- 
couraging. Excepting in rare cases the 
past months of this year turned out a 
bigger amount of business, in pairs as well 
as dollars, as in corresponding months of 
1922, and the fall season is being entered 
with more confidence. 


Demand Covers Wide Range 


It would be difficult to simmer down toa 
definite line of demarcation the trend of 
demand for style goods. With the offerings 
of merchants covering such an unusually 
wide range of colors, combinations and 
patterns, the demand likewise is corre- 
spondingly diversified. While the season is 
rather late for it, there seems to be a well 
sustained call for sport oxfords. In dress 
pumps the straps and strap effects in 
suede, satin and patent are moving well. 
Black and brown kids are good. Grays like- 
wise attract many buyers. The full Louis 
seems to be more popular so far than the 
baby. Cuban and Spanish heels rule ox- 
fords, with some selling in straps. 


The Manufacturing Situation 

Improvement in orders for immediate 
delivery is generally reported. Field men 
are cleaning up fall and winter advance 
bookings, and factories are now in good 
position to outline production schedules 
up to Jan. 1 and beyond. Buying has a 
better tone, for retail orders for forward 
shipment are larger, indicating that mer- 
chants look for a bigger volume during the 
fall and winter and at the same time they 
are better fortified financially to take on 
stocks. Collections are reported fair to 
good, with buyers liquidating accounts 
more rapidly than since the late spring. 


Grand Army Reunion Big 


One of the largest conventions Mil- 
waukee has entertained in a number of 
years was the 57th annual encampment of 
the Grand Army of the Republic during 


the week ended Sept. 8. The city was beau- 
tifully decorated and the shoe merchants 
certainly did their share in this respect. 
Naturally the presence of thousands of 
men, women and children of all ages in- 
creased store volume over the ordinary. 
It was the second time the G. A. R. and 
the various auxiliaries met in Milwaukee. 
The first time was 25 years ago, when 
Milwaukee had hardly 200,000 population 
compared with more than halfa million now. 


Florsheim in New Store 


The Milwaukee Florsheim store, under 
the management of Joseph Klawitter, has 
been moving all week from the Majestic 
building to its handsome new store across 
the street at 228 Grand avenue. The new 
quarters are not entirely completed,so that 
the date of the formal opening has not 
been determined. It is a most notable addi- 
tion to the list of fine shoe establishments 
of the city. Manager Klawitter conducted 
a successful sale at the old location, pric- 
ing the entire line at $8.85 for an excellent 
turnover. 


Fall Schedules Announced 

The Retail Shoe Dealers Association of 
Madison, Wis., is again adhering to the 
fall and winter schedule of keeping open 
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Saturdays after 6 p.m. Announcement was 
made in a community way by display ad- 
vertisements in the local press. During 
July and August the short schedules were 
introduced with good r€sults. Not only 
were owners and their employees gratified 
at the relief from long week-end hours, but 
it was noted that store volume did not 
suffer in the least. 


Brouwer Back from Woods 


Stephen J. Brouwer, head of the S. J. 
Brouwer Shoe Co., 322-324 Grand avenue, 
Milwaukee, returned Sept. 8 froma month's 
vacation, most of which was spent at 
Boulder Junction, in the very heart of the 
renowned lake and forest region of extreme 
Northern Wisconsin. Mr. Brouwer came 
back much refreshed and “‘fit as a fiddle” 
to undertake the arduous merchandising 
campaign of the fall and winter months. 
Business at Brouwer’s is reported very 
good and improving week by week. 


Wilson Co. New Store 


The Wilson Shoe Co., operating retail 
stores in Beloit, Wis., and LaSalle, IIL, 
has recently formally opened its new store 
in Janesville, Wis., which occupied new 
quarters at 103 West Milwaukee street, in 
the heartof the downtown business district. 
The new shop is under the management of 
Joseph Zoll, formerly of Rockford, Ill. 
Every visitor received a carnation, and 
guests were entertained by a strong or- 
chestra during the afternoon and evening 
of the opening day. 


Fashion Show at La Crosse 


Sept. 27, 28 and 29 have been fixed as 
dates for the annual formal Fashion Show 
at LaCrosse, Wis. The fall season will be 
ushered in officially at 8 p.m. on the first 
day, when store windows of all retail mer- 
chants will be unveiled simultaneously. No 
goods will be sold that evening. Stores will 
close at the usual hour, 6 p.m., on the 
following two days. 





CINCINNATI 


Preference for Brown Shades 


Early Fall Business Good and Promises Well for Success of 
Season 


ARLY fall business in the Cincin- 

nati retail shoe stores has been satis- 
factory. The volume of sales has been 
stimulated by the presence in the city of 
thousands of visitors who witnessed the 
Fall Festival and Industrial Exposition, 
but, even with this out-of-town trade in 
mind, the fall business has been normal 
and indicates that the retail shoe mer- 
chants in Cincinnati should enjoy a 
profitable season during the next few 
months. 


A decided preference is being shown for 
browns of all shades. Beige, log cabin, 
cinnamon brown, and other shades of 
brown are having good sales, while several 
of the large retail houses report a steady 
demand for grays. In fact the number of 
grays that are being sold are greater than 
many merchants had anticipated. Brown 
and black kid oxfords have come to the 
front and have commanded attention of 
feminine buyers. A great many cut-out 
effects are being sold. 
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The tendency toward the round toe is 
seen in the shoes being sold here. Shorter 
vamps are also seen while on low shoes a 
14-8 Spanish heel with Cuban back and 
French arch is very popular. Spanish heels 
have come into their own and many of the 
new shoes being displayed carry a two- 
inch heel. 

Prefer Quality to Price 

There has been no noticeable decrease 
in the demand among women for black 
satins and patents. The trade on these 
two materials seems to have developed 
into a certain volume which can be count- 
ed upon by merchants as a staple trade. 
Some of the Cincinnati shoe men say that 
they have noted a further disregard by 
many women for price in favor of quality 
in their shoes. This is an encouraging 
feature of the early fall trade of many 
stores and shows that women are being 
educated to the fact that quality footwear 
really pays in the long run. 





Anklet Patterns Good 


The salesmen of The Dutten- 
hofer-Stevens Company left for 
their respective territories and are 
already sending in some nice orders. 
Many re-orders are also being 
received by the company. The 
company report that anklet patterns 
are taking well in the larger cities 
and that there is a strong demand 
for light-weight welts. The bulk of 
the call is for shoes averaging 14-8 
in Spanish-covered heels, although 
welts carrying a 10-8 and 12-8 
leather heel are quite popular. 











Vollman-Lawrence Co. to 
Make McKay Shoes 


An announcement of importance to the 
shoe trade throughout the country was 
forthcoming during the past week when 
The Vollman-Lawrence Company, Cin- 
cinnati shoe manufacturers, made public 
the fact that it is introducing a novelty 
line of McKay shoes this fall which will 
closely rival its strong line of welts. 

The company has established a fine 
reputation on women’s welts. The demand 
from the company’s customers has been 
so great for a novelty line of McKays that 
the officials of the company decided to add 
this type of shoe. The company’s factory, 
therefore, has been equipped to make 1,000 
pairs of McKays in addition to the welts, 
which will give a maximum output from 
the factory of 3,000 pairs of shoes daily. 
The samples of the new McKays attest to 
the fact that their quality, style, and 
workmanship will stand with the best lines 
in the country. George R. Vollman has 
been closely identified with the making of 
high-grade McKays and welts for the past 
30 years. 
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The territories in which there will be 
direct representation are as follows: New 
England, Edward J. Andrews; New York, 
Eastern Pennsylvania, and New Jersey, 
Jack Marcelle; Western Pennsylvania, 
Ohio, Southern Michigan, and Western 
West Virginia, H. W. E. (Bob) White; 
Indiana and Illinois, W. A. (Bill) Barney; 
Missouri and Kansas, H. L. Whitman; 
Texas, Walter J. Hettel; Kentucky, Mis- 
sissippi, Tennessee, Louisiana and Alabama, 
George G. Woolsey; Georgia, North and 
South Carolina, Eastern West Virginia 
and Virginia, Mercer M. Williams. George 
R. Vollman, president, and Ray H. Meyer, 
sales manager, will make the larger cities. 


New Stock Department 


The United States Shoe Company has 
established a stock department at 706 
Sycamore Street. Here a large stock of 
attractive shoes are being displayed and 
are ready for shipment. The company is 
carrying a full stock of new fall shoes 
which it is featuring at present. Charles 
A. Sternberg is in charge of the company’s 
new stock department. 


Sales Ahead of 1922 


The shoe department of The John 
Shillito Company department store, has 
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been enjoying a splendid volume of 
business and the shoe sales are far in 
advance of last year and reports that the 
woman buyer of footwear today is de- 
manding quality first of all in the selection 
of her shoes. 


Brown Shades First 


The Walk-Over Shoe Company, 5 Vine 
Street, reports good sales on suede foot- 
wear. Blacks in satins and patents are 
having encouraging sales, too. There has 
been a noticeable increase in the sales of 
men’s shoes and it is expected that the 
sale of men’s footwear will show a demand 
ahead of that of 1922. In women’s shoes 
browns have the lead, but a growing 
demand for blacks is expected to develop 
as colder weather sets in. 


Interest in Grays 


The interest that women are showing in 
gray footwear is an outstanding feature at 
The Smith-Kasson Company. Cross- 
straps and cut-outs are both good sellers 
and there is a steady demand for gore 
shoes. Beige, log cabin, cinnamon and 
dark: brown are popular colors with 
women. The volume of sales has increased 
greatly. Conservative buying of staple 
high shoes is noted. 





ST. LOUIS 


Women Buying Welt Oxfords 


Pronounced Preference for Black Shoes in the Retail Shoe 
Stores 


USINESS during the week ending 
September 8 has been fair according 
to reports of the retail shoe merchants. 
There was no decline in the volume over 
that of the previous week. There was a 
stronger tendency for more activity and 
resulted in a good Saturday business. 
This was especially true of the women’s 
end of the business. Practically all stores 
were crowded in the women’s department. 
Some disappointment was heard with 
reference to the dullness displayed in the 
men’s business. Considerable improvement 
was looked for in this department during 
the coming few weeks. 
Fall Shoes Going Well 

The demand for fall shoes is constantly 
on the increase and this trend is being 
aided by the cool days which have sug- 
gested autumn atmosphere. 

The outstanding news of the week has 
been the continued demand for welt ox- 
fords in creased vamps and 8-8 heels, and 
the further trend toward black shoes. 
Both of these elements have been re- 
ported in previous letters, but the trend is 
now more pronounced and the demand 
considerably increased for this typeof foot- 
wear. 


Welt oxfords are selling in good volume. 
In fact, many.stores have sapped their 
stocks of these shoes. One very large store 
stated that seven numbers of this type of 
footwear had been stocked and every one 
of them was on duplicate for shipment as 
quickly as possible. 

A new feature that has been shown is a 
two-tone effect and a Scotch tongue, 
which makes a rather jaunty shoe. The 
younger element of the feminine sex has 
accepted this shoe with great enthusiasm. 
So much so that many stores are making 
efforts to get these shoes on the floor of 
manufacturers to meet the demands. The 
best bet seems to be the tans or browns. 
While practically any style will sell, the 
choice over black is tan. One of the largest 
operators in discussing welts of this type 
stated that it was his belief that this 
business would constitute the welt busi- 
ness for this season. 


Black Shoes Lead 
The sudden change on the part of 
women for black shoes has caused talk in 
retail trade circles. Of course, everybody 
had black shoes. But few anticipated the 
complete swamping of their black stock so 
early in the season. Black is the biggest 
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bet at present. Other shoes are being sold, 
especially the darker colors of brown. 
The more serious situation is the short 
buying of black satin. The demand for this 
material has been overwhelming and no 
retail shoe merchant at least has admitted 
that he has purchased enough of these 
shoes. Strap patterns with 13-8 heels are 
eagerly being sought in all stores. Patent 
is second in the choice of the somber shoes. 
Trimmed in suede is a combination that 
is popular. Black suede while running third 
in the race for black supremacy, there are 
many who believe that this material will 
gain on the leader within a short time. 


Books for Children 


The Shoe Mart in seeking the children’s 
business gave a drawing book to each child 
whose parents purchased their shoes from 


this store. 


Abernathy with Huette’s 


C. J. Abernathy, formerly connected 
with Brandt's, has resigned his position 
to accept a position as floorman with the 
W. B. Huette Shoe Company. He will be 
connected with the store located at 420 
North Sixth Street. He replaces Oscar 
Horn who has been associated with the 
Huette organization for five years in a 
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similar capacity. Mr. Horn has not yet 
announced his future plans. 


Endicott-Johnson Opens 
Warehouse 


Seventy employees of the Endicott- 
Johnson Corporation arrived recently 
from Endicott, New York, the home office, 
to train new employees and to form the 
nucleus of the staff of the new distributing 
house which opened recently at 2204 
North Broadway. The warehouse will 
carry $2,000,000 stock of shoes. The com- 
pany early this year determined to es- 
tablish in the West a large distributing 
house for its shoes, in order to follow out 
its policy of rendering more prompt serv- 
ice to its customers. 

The $2,000,000 stock of shoes will sup- 
ply the trade in Missouri, lowa, Eastern 
Nebraska, Kansas, Oklahoma, Texas, 
Louisiana, Mississippi, West Tennessee, 
West Kentucky, Southwestern Illinois and 
Arkansas. 

Roger E. Lord, who has been manager 
of the Endicott-Johnson sales organiza- 
tion in St. Louis for the past eight years, 
will be manager of the distributing plant. 
He is well known throughout the shoe 
trade and has a wide acqaintance among 
the leading business men of this city. 





CLEVELAND 


Shoe Stores Fairly Busy 


Opening of Schools Serves as Stimulus to Business for Retail 
‘ Shoe Merchants 


UGUST temperatures during the 
A first week ending September 8, 
certainly were not conducive to boosting 
trade in the retail shoe stores of this city. 
However, merchants as a whole report that 
sales were satisfactory. 

Schools opened Monday, September 10, 
and nearly 200,000 children had to be 
outfitted for their re-entry into the class 
rooms. In addition many thousands of 
others were to be outfitted with clothing 
and shoes for their departure for academies 
and colleges, which open from the 15th to 
25th of September. 

The warmer temperatures persuaded 
many to continue to wear the shoes that 
had done service during the summer 
months, but in spite of this the stores were 
busy during*the first week of September. 
Novelties continue strong in the demand; 
so do patent leathers, black satins and 


suedes, 


The Industrial Situation 


Industrial conditions were not so good 
in the city on the last day of August as 
they were the last of the previous month, 
according to a report issued by the Labor 


Relations Committee of the Chamber of 
Commerce. 

The number of employees decreased 
during the month, but the drop was 
slight. The decline since May has been 
larger than the seasonal drop. 7 

Bankers, however, are predicting an 
impetus in retail business during the fall 
and in production in the factories. Already 
there are indications of this. Loadings of 
railroad cars went up quite a bit during 
the first week of September. 


Daniel Store Opens 


Walter Synnenberg, one of the best 
known shoemen in Cleveland, has been 
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Novel Merchandising 
dea 


Fred Gruloch, shoe merchant, 
sprung a new merchandising idea on 
the Central Shoe Co. that has 
brought results. The shoe company 
recently made him a_ proposition 
whereby he was to pay $1 each for 
a certain number of watches, these 
to be given away to patrons who 
bought $16 worth of Central Shoe 
shoes. 

Mr. Gruloch took the watches, 
called in some boys in his neighbor- 
hood, told each to go out and hustle 
into the store people who needed 
shoes, and that when each boy had 
brought in customers to buy $16 
worth of shoes, he would be given 
a dandy watch. The boys “hustled 
and Grulock had some of the best 
days in the history of his stores. 











chosen to manage the Daniel store, which 
opened September 15 at 719 Prospect 
Avenue. Mr. Synnenberg is one of the best 
posted men on merchandising in Cleve- 
land. He has for years studied what ap- 
peals to the consumer are effective and he 
knows the psychology of Clevelanders. 

He was associated with the Bailey Co., 
one of the largest department stores in the 
city, as buyer and manager of the shoe 
department and was owner of the Prospect 
Shoe Mark. 

The new store has a new front, with 
plate glass show windows on each wall. 
Mosaic tile covers the floor. The walls are 
finished in a light color. There are seats 
for 125 and the finishing is in magohany. 
The store has a depth of 125 feet and 
width of 50 feet. 


Hauseman Visits City 


M. Hauseman of New York, an execu- 


tive of the Diamond Shoe Co., was 
recently in Cleveland getting in touch with 
the many customers of the corporation 
who have been placed on the books by 
Douglass Osik, local representative. 

Mr. Hauseman found Cleveland in an 
excellent situation and leaders in industry 
and business agreed that prospects were 
never brighter for one of the best fall sea- 
sons in the history of the city. 





SAN FRANCISCO 


Fall Styles Going Well 


Preference for Conservative Shades in New Numbers— 
Brown Shades Strong 


OME of the leading retail merchants 
report a greater tendency toward con- 
secvatism on the part of the public. Smart 


stores have been disposing of th ir extreme 
styles and distinctly summer stock at 
marked reductions and are now featuring 
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darker colors, especially black and the 
various shades of dark brown. The warm 
weather and continuance of the dry season 
are combining to make light slippers and 
light colors still popular for street wear. 

Sommer & Kaufman plan extensive 
alterations on their building and store in 
the 800 block on Market street. Max E. 
Sommer stated that the entire front will 
be changed and additional space will be 
taken. The floor will be completely al- 
tered, the children’s department will be 
thrown open to the main store, giving a 
large sweep of space and the basement will 
be entirely devoted to stock. 


Fred White, manager of the Los Angeles 
Bootery, president of the California Shoe 
Retailers’ Association and Vice President 
H. A. Ballentine, manager of the Hanan 
Shoe Store, Geary street, are both in the 
East, on buying trips. Melville Kaufman, 
secretary of the Association, stated that 
there is no Association significance in their 
visits to the Atlantic Coast. 

Mr. Kaufman is preparing to send to all 
the Association members, an engraved 
parchment sheet, on which is printed the 
code of ethics of the association. It has 
been made especially artistic-looking, 
with an eye to tempting the members to 
have it framed and hung up in some con- 
spicuous spot where it will serve as a con- 
stant reminder of the high ideals of the 
organization. Speaking of current themes, 
Mr. Kaufman said: 

“The growing abuse of returning worn 
shoes for crédit will soon have to be given 
attention by retail shoe merchants’ organ- 
izations.” 


Changes at Baker Store 


The C. H. Baker Shoe Store, at Post 
and Geary streets is having extensive al- 
terations and improvements, in common 
with the rest of the building. “Business as 
usual”’ is the slogan, during the changes. 


Peters Store Reopens 


Peters Bros. of San Francisco have re- 
opened their men’s specialty shop in the 
location formerly occupied by them at 766 
Market street. They are featuring “*Kor- 
rect Shape”’ shoes for men. 


More’s Half-off Sale 


Frank More recently held his annual 
half-off sale at his store on Geary street, 
near Powell. He cleaned up on his extreme 
styles, odds and ends and end sizes. Now 
he is doing well with a broad line of fall 
lines, including various shades of brown, 
black satin, patent field mouse, etc. 

Mr. More married Miss Maybelle Hoff, 
foreign buyer for Livingstone Bros., a 
large department store of this city, at 
Bridgewater, Mass., in August. 





BOOT AND SHOE RECORDER 


CANTON-AKRON 


Suedes Selling Freely 


Satins and Patent Leathers in New Patterns Meet with 
Favor in Retail Trade 


HE bulk of business done so far this 

month has been on early fall footwear, 
despite the fact that summer weather has 
prevailed for the past two weeks. Windows 
of Akron and Canton stores are carrying 
attractive displays and in most every 
instance August business was ahead of the 
same month of last year. 

Suedes seem to have the edge on the 
field. Brown and black suedes are running 
neck and neck, and the higher grade foot- 
wear seems to be moving a trifle more in 
brown ‘suedes, but merchants say that 
blacks will hold their own this fall. Satin 
is becoming a staple material for the 
better grade of women’s footwear. Next 
to suedes, satins and patent leathers have 
the call. 

Combinations in colors and shades are 
looked upon with favor at present although 
in some of the shops the solid colors are 
selling better. In some quarters merchants 
are still cleaning up odds and ends at 
reduced prices. Most of the stores placed 
fall merchandise on their shelves early in 
August. Merchants are planning to handle 
a lot of business, for industrial conditions 
are becoming adjusted. 

School shoe buying was reported heavy 
in the downtown stores. Men’s sections 
are a little slack, but are expected to 
improve soon. 


Trade Extension Week 


Eleven retail shoe stores have joined 
with other' merchants in Canton to 
observe Trade Extension week to be held 
the last week in September. “Canton Has 
It” is the slogan selected-for the special 
sales event, which promises to attract 
thousands of out-of-town buyers to the 
city. This event will take the place of the 
annual fall style exposition. 

Sales Show Gain 

Sales for August at the store of the 
Garver Bros. Company, Strasburg, O.. 
were announced this week as $63,476.36. 
The gain for the month was $12,326.93 
over August of 1922. Gain to date for this 
year in storewide sales is $110,756.42. 
Of this total the shoe department of the 
store shows the greatest gain according to 
Mr. Garver. 


Store at Youngstown 


A prettily appointed shoe department 
has been opened on the third floor by 
A. Greenblatt and Co., 205 West Federal 
Street, Youngstown. One of the most 
complete collections of women’s footwear 
is being presented, officials of the store 
announce. 





LOUISVILLE 


Good Sales of School Shoes 


Strap Effects in Brown Colors Going Well—Patent and Satin 
Promise to Sell Freely 


HE last part of the week ending 
September 8 provided good business 
for the retail shoe merchants of this city. 
Wet weather during the early part of the 
week served to dull buying and there was 
little business. Now that the vacation 
season is closed, the shoe business assumes 
a more promising aspect. Shoe stores 
are back again to a full-time schedule 
on Saturdays which means much because 
there is always generous buying of shoes 
on this day. 
Opening of the school season resulted in 
a heavy volume of children’s business. 
School registration is far abead of any 
previous year and merchants reported 
they were busy in handling this trade for 
several days before opening of the season. 
Men’s styles show very little change. 
Many of the shops are featuring oxfords 
for fall, planning to sell high shoes when 
the weather becomes cold. 


Merchants selling women’s shoes are 
anticipating another season of low shoes, 
and have bought very few boots. Women’s 
shoes are running chiefly to strap effects, 
and cut-outs, in so called lattice effect 
pumps or oxfords, with Louis heels. Vari- 
ous shades of brown are getting the calf, 
both in kid and suede. Satin is expected 
to go good and is starting well. It is still a 
little early to see any pronounced demand. 


Latham Buys Interest 


J. W. Latham is one of the newer ar- 
rivals in the Louisville shoe colony. He 
recently purchased the interest of Charles 
F. Siersdorfer in the shoe department 
operated at the store of Besten & Langen, 
Inc., which features the fine line of Laird & 
Shober shoes. Mr. Siersdorfer is taking a 
needed rest and hasn’t announced his 
future plans. 
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IT IS THE GREATEST SIGN OF UN- 
USUAL OPPORTUNITY IN EXISTENCE 
TODAY—and wise indeed is he who 
thoroughly and constantly investigates 
what the Government has to offer for 
sale from its War Surplus Materials and 
what he can buy it for BEFORE making 
his purchases. 


No matter in what direction your needs 
may lie the probabilities are that the 
wanted materials or merchandise or 
something which will answer the purpose 
as well or better may be found in these 
War Surplus Materials. 


The Way to Investigate 


Watch your Commercial Business Publication 
and the Metropolitan Dailies for announcements 
of specific auction or sealed bid sales. 


Send for the Catalog mentioned in the announce- 
ment. 


Check off the items that interest you. 


Send a representative to the sale to inspect the 
materials—in advance, if possible. 


To ensure you more leeway, send your name and 
address at once to Major J. L. Frink, Chief, Sales 
Promotion Section, Room 2515 Munitions Build- 
ing, Washington, D.C. Advise him the character 
of materials you are interested in, and if such 
items are available in future sales your name will 
be placed upon the War Department mailing list 
and catalogs of such sales forwarded you as rap- 
‘dly as sales are scheduled. 
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Look for the Eagle 
before you sShop— 


And then comes your opportunity to buy 
at price considerations which are well 
worth while—with this too comes your 
big chance to make for yourself and the 
people in your community an economy 
of extraordinary merit. 


Don’t be short sighted. Learn what your 
Government has to sell and when it is 
to be sold. Investigate (it’s easy) the 
actual offerings. Buy them at your price. 
Take the action which not only assures a 
fair and reasonable profit for you and 
economy for your customers, but which 
also aids your Government in disposing 
of its War Surplus Materials. 





Final commodity sales are now being 
scheduled. Stocks of Quartermaster Sup- 
plies are to be offered at auction at Brook- 
lyn, September 27; Chicago, October 18; 
San Antonio, October 24; San Francisco, 
October 30. Additional sales will be an- 
nounced as scheduled. 


Important sales of Real Estate, Buildings, 
Plants and Warehouses will be held at 
Camp Devens, Ayer, Mass.; Ordnance Re- 
serve Depot, Amatol, N. J.; Ordnance Re- 
serve Depot, Toledo, Ohio; Camp Knox, 
Louisville, Ky.; and Camp Lewis, Ameri- 
can Lake, Wash. Definite dates will be 
announced later. 


| _ Look for the Eagle 
before you shop. 
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Pride of Product 


Is a Gallun characteristic that has always been reflected in 
Gallun Quality Leathers 


Then and Now 


Over twenty-five years ago the firm of A. F. Gallun & Sons 
originated and named the now famous line of 


Norwegian Veals and Calf 








This leather became at once in demand because of its 
many super-fine qualities. Ever since that time the name 
Norwegian has always been identified with the name Gallun. 
And today a shoe made from “‘Gallun’s Norwegian’’ is im- 
mediately regarded as a quality product. 


A smooth finished leather that is pliable, 


Aztec Calf strong and pleasing to the eye. Offered in the 
Fashionable shades. 


one Available in black and five colors. A smooth 
Viking Calf finished leather of superior merit. 


| 
© 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 

















| A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 


Pre-War Peak 


Raw Hides and Skins (Price Per Pound) 





* wy for up; 


(1913 Av.) 
Native steers, as used in sole leather, 
ED, 5 nvcnktenamahsicede $0.1834 $0.52 @$0.55 
Heavy Texas steers, for sole leather.. “ 18 on 50 
t native cows, for side u leather .. 17 Sy) ee 62 
Branded cows, for light sole leather. . ad 17 a 50 PF 
No. 1 buffs for heavy u andsidelea . AS 45 50 13 
No. 1 Chicago City skins for fine 
Ge anncéctaconccadeiecs 17% 80@ 1.02% 15 
BORGER. o clinsccccsicee ac 16% 65@ .80 5S 
hides for sole leather........... --@ 30 A2@ .26 .16 


December, 1922 Today 
Calf, suede, top grade................ $0.32 @$0.35 $1.40 @$1.50 65 @$0.75 60 @ .70 
Cc alf” smooth colored, top grade....... -28@ .30 1.40@ 1.50 45 @ .50 40 @ 45 
Calf, smooth, black, top grade... ..... @ .28 1.30@ 1.40 43 @ 45 - @ 4 
Side leathers, colors, top grade........ 18@ .22 -75@ 1.00 -26 @ .30 28 @ .30 
Side leather, black, top grade......... 16@ .20 65@ .90 24 @ .26 -26 @ .28 
ee e . cevacmwetd @ .50 1.40@ 1.60 65 @ .80 60 @ .70 
White buck, top grade (side leather). . 28@ .30 -.90@ 1.00 35 @ .40 35 @ .46 
Elk, heavy side Fibadiscesece¥eseeeos 4@ .26 65@ .70 24 @ .26 28 @ .32 
Elk, for Ci csans nodiwands oe .30 44 7 
Elk, colors, best fancy............... 35@ .40 1.40@ 1.65 80 @ .90 90 1.00 
Kid, colors, top grade................ -28@ .30 1.35@ 1.60 -70 @ .80 -70 85 
Kid, black, top grade................ -28@ .30 1.35@ 1.50 60 @ .70 65 -75 
Kid, medium, arr ae -20@ .24 -70@ 1.10 35 @ .55 35 @ .60 
Kid, medium, black................. 18 -22 -60@ 1.00 30 @ .50 35 @ .50 
RT er aes 06 12 -20@ .36 ee - @ .20 
Cc hrome, patent sides and kip......... 25 .30 -85@ 1.05 45 @ .50 45 @ .50 
| a ike PTR 40@ 1.40@ 1.60 70 @ .80 65 @ .75 
Sole Leather (Price Per Pound) 

Cite BED OND. 2.2 <0 cccccccccasenme — 33 $0.56 @$0.58 $0.34 @ .. $0.33 $0. 
GRIN AE cno.nn 6i es 650560065600 es .36 90 46 @ .50 48 55 
aaa Cnr. .39 -92 95 55 @ .58 -50 60 
No. 1 oak bends, shoe mfrs.” use..... . 46 47 -98@ 1.05 60 @ .65 .55 65 
No. 1 oak bends, finders’ use.......... --@ 48 1.15@ 1.25 -70 @ .80 -70 @ .80 














More Interest in Leather Market with 
Promising Outlook 


INCE the interruptions due to sum- 
S mer vacations, the holiday and other 
factors which help to retard business 
are over, there is more interest noted in 
resumption 07 business. The beginning of 
fall, the opening of schools and colleges 
also help to start up trade. The shoe and 
leather industries are mostly free from 
labor disturbances at the present time and 
the settlement of the big coal strike also 
helps to restore confidénce and give a 
promising outlook for business this fall. 
The fact that tanneries and shoe fac- 
tories have been curtailing for some months 
is good proof that there are not burden- 
some supplies of leather on hand, and if 
there is a turn in either direction it should 
be toward greater activity. Tanners for 
many months were for the most part 
operating at far below normal capacity 
and the tendency to buy leather in small 
lots and very close to the needs of shoe 
manufacturers also was reflected in the 
spirit of excessive caution among tanners. 
The latter have correspondingly kept out of 
the hide market even though the very low 
prices of hides and skins have been 
tempting for some months. . 
A prominent tanner of patent leather 
remarked recently that although prices of 
hides are low at the present time, buyers 
of patent leather are taking too much of 


the lower-priced stock and neglecting the 
higher grades of patent leather which 
leaves little or no profit for the tanners. 
Prices of upper leather are not reduced on 
the top grades in spite of low-priced skins 
as the lack of demand has the effect of 
compelling firm values on the top grades 
which were made from high cost material. 
There is no question but what shoe manu- 
facturers will need leather in much larger 
quantities to carry on fall operations. The 
large business thus far has been in novelty 
footwear and novelty leathers, but the 
trade will not be on a substantial basis 
until there is a larger business in what are 
considered the more staple and conserv- 
ative lines. 


Sole Leather Situation Improving 


A good volume oi shoe business booked 
for fall and winter promises a better 
demand for sole leather. When buyers 
believe that prices have reached bottom 
the market will undoubtedly show more 
activity. 

Packer steer union backs are now 
selling at 50c per pound for heavy and 47c 
to 48c for medium; cow backs 46c to 48c. 
Packer oak steer backs bring up to 52c per 
pound for prime seleetions; other tannages 
ate quoted as low as 40c: Shoe manufac- 
turers’ bends bring from 45c to 60c. 


37 ; } § TMLVWise & 


Calf Upper Active 


The upper leather market is showing 
more interest principally because of the 
great number of varieties of upper leather 
that are to be used to make up the total 
production of footwear. So far as colors 
are concerned, they are always in strong 
evidence because there is such great 
opportunity in following the dictates of 
fashion. There will not be such a strong 
run to radical colors, but the popular 
shades of brown and the various new 
shades constantly being introduced in 
both suede and smooth finishes are in very 
fair demand. The call for suede is a little 
quieter at this writing, but suede calf and 
suede buck are both likely to be in demand 
this season. The choice selection of fancy 
suede calf bring from 60c to 75c, the regular 
run of top grade leather bringing from 50c 
to 60c; medium grades lower, according to 
quality. The smooth finishes in colors for 
plump weights and standard tannages are 
quoted at 45c, 40c and 35c. The accumu- 
lations of cheaper grades run down as low 
as 22c and 25c._ 

Buck Finishes in Best Demand 

The feature of the call for side uppers 
leathers, has been the active demand for 
the buck . These, of course; vary in 

(Continued on page 77) 
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Eleven Championships Won 
With New Crepe Sole Keds 


Players wearing the sensational new Crepe Sole Keds have won eleven ten- 
nis championships this year. This is the greatest record ever achieved by 
any sport footwear. The eleven events are as follows:— 


World's Singles Championship on a. National Championship Mixed Doubles 
Champ on- 


World's Hard Court Singles — Women’s Double Champion- 


ship. P- 
National Clay Court Championship. National Junior Championship. 
National Women’s Singles mpion- + ee nee Junior Doubles. 


ship. ational Boys’ mage Championship. 
National Championship Doubles. National Boys’ Doubles Championship. 


Crepe Sole Keds have the only vulcanized Crepe Soles on the market. 
Here is a sole that will not separate from the upper, that has the perfect 
adhesion with the upper which only vulcanization can give—a sole that 
is elastic, light weight, buoyant, durable and will not bulge. Crepe Sole 
Keds are soft and kindly to the feet—give a grip on any playing surface 
and lessen the fatigue of the longest and hottest matches. Made only by 


United States Rubber Company 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Window display of Kgds at Angaben: 's, Kalamazoo, Mich. This window was used lo arouse interest in a Short Story 


st in which Keds were awarded to winners as prizes 


Appeldoorn’s of Kalamazoo, Michigan, Promote 


Successful Keds Sales Campaign 


aroused in Kalamazoo, Michigan, 

by the P. B. Appeldoorn’s Sons 
Company, retail shoe merchants, when it 
held a campaign: to stimulate the sales of 
canvas rubber soled shoes, Keds, made 
by the United States Rubber Co. Special 
window dispays and smart newspaper 
advertising established added zest to the 
campaign. A short story contest was 
staged by the company in one of the 
summer months and many boys submitted 
stories and received prizes. 

The short story subject was: “Why 
Keds*are Better than Oridnary Grades,” 
and winners were given the choice of any 
pair of Keds in the store. Boy scouts were 
interested in the campaign and many won 
prizes. 


(cowed in Kaien interest was 


Interest in Story Contest 


A letter to the United States Rubber 
Company from Apeldoorn’s, commenting 
on the success of the short story contest 
follows: 

“Our contest went over big and we had 
a store full of boys on the day the contest 
closed, when we gave away three pairs of 
Boys Meteor Keds. 

“Perhaps the biggest stunt we ever 
pulled with boys was when we staged a 
Waste Paper Campaign and gave the 
Boy Scout winners (one in each troop, 12 
in all) a pair of Meteor Keds. 


“We did this at a Boy’s Banquet of 300 
boys, and they went after it big. In fact 
it was an incentive to the boys to get out 
and hustle; they cleaned up $1,000.00 for 
their Camp Fund. You can imagine it was 
a happy bunch of boys that presented or- 
ders from the Scout Master entitling them 
to a pair of Meteor Keds, and incidentally 
we got a special mention in the papers 
and [ots of free advertising for Keds. 

“We feel well satisfied with the way 
Keds are moving. It is the biggest canvas 
year we have ever had. We think we have 
had excellent results and hope to cash in 
later on this advertising campaign on 
Keds when school starts.” 





More Interest in Leather 
Market 
(Continued from page 75) 
color and price, but the insistent demand 
for the suede finish which could not be 
filled resulted in turning customers to side 
leathers in the buck finishes. The top 
grades bring from 40c to 50c; medium 
grades anywhere from 30c to 40c, and 
lower grades according to quality. The 
smooth finish chrome side in colors is 
quoted all the way from 20c to 32c ac- 
cording to tannage and selection. There 
is also a fair demand for the heavier 
grades for footwear for men and boys. 
For the heavy storm shoes and sport 


shoes there is a fair demand for elk leathers 
in the various weights and colors, prices 
ranging from 24c to 40c per foot. 


Better Call for Patent 

There has been a fair inquiry noticed 
for patent leather and a larger volume of 
business is expected during the fall months. 
Leather is some cheaper than last spring 
and winter with the best selections of 
chrome patent kips quoted at 45c to 48c. 
Chrome patent sides bring 40c, 42c and 
45c per foot for the top selections. Medium 
grade leathers are quoted from 32c to 38c. 
Tanners claim that there is too much of 
the lowest grades of patent being used with 
prices running from 20c to 30c. There is 
a fair call for the best grades of patent 
kid which are quoted at 65c to 75c with 
patent colt offered at 55c to 700 by the 
leading tanners. 


Kid Tanners Busier 


Some of the kid tanners report a very 
active business. Factories are becoming 
busier and in spite of the high prices pre- 
vailing a busy season is looked for on the 
leading tannages of kid. There is virtually 
no change in quotations which appear on 


this page. 


Opportunity walks hand in hand with 
the man who is prepared.—W. M. Sloan 
in The McElroy-Sloan Enthusiast. 
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| Women Envy ‘= 
/ Beautiful Ankles 


—that is one reason they buy “Pocahontas” 


— 


The minute you show a woman how the 
super-elastic stitch contracts and clings to 
the ankle, she will recognize the outstand- 


ae 


ing feature of Arrowhead Ankle-Clinging 
Hosiery. 


Added to this beauty-feature is the ele- 
ment of long-wear—and moderate price. 


_— 


Strong, continuous advertising in the lead- 
ing magazines tells your customers of these 





features. 
















Sell the whole line—which includes pure 
silk, fibre silk, mercerized, cotton and 
worsted stockings for Women, Men and 


Children. 


All mail orders filled promptly. 








“Pocahontas.” Twelve strand pure Japan silk, twenty-one 
inch boot, elastic, mercerized top, double sole, high-spliced 
heel, reinforced toe, seamed back with fashion marks in ankle, 
unusually fine gauge. Made for beauty and service. Colors: = 

Black, White, Cordovan, Navy, Pearl, Tan, Beige, Fog, Cin- BBW wc Beown? 
namon, Rembrandt, Log Cabin, Coating and Congo. Sizes, 
eight to ten and one-half. Three pairs to the box. 


a 





RicHMonD Hosiery MI ts, Ine. 
Established 1896 


CHATTANOOGA TENNESSEE 


Arrowhead 


Ankle-Clinging 


HOSIERY 


For all the Family 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Steady Call for Blacks 


Fall Business in Retail Stores Developing Well—Many Style 
Features 


HERE is little change in the retail 

situation here. The fall business is 
developing well and from present indica- 
tions will be as large as it was last year in 
most stores. A few establishments report 
current business already running ahead of 
last year. 

The style situation is decidedly mixed 
and there is no one type of shoe that is 
leadinz in consumer demand at present. 
Retail merchants apparently haye made 
their own style decisions and are sticking 
by them and boosting them by advertising 
and window displays. 

Brown ooze is selling well at present, 
with patent leather showing greater gains 
as the season progresses. The strong de- 
mand for blacks has given the New York 
merchants the idea that patent leather will 
be the largest selling material before the 
season is finished. 


Straps on Welt Shoes 


Opinion differs on goring shoes. All 
retail shoe merchants are showing them, 
but only a few have gone into them heav- 
ily. The majority of new stocks ordered by 
the merchants here are in strap effects, 
particularly the interlocking strap or 
other light fancy effects. In the more con- 
servative shoes now being shown the 
fairly broad low heeled one-strap model in 
welts is most often seen. A survey along 
Fifth Avenue in the shopping hours shows 
that this type shoe is being frequently 
worn by some of the best dressed women 
with their new suits or plain tailored 
dresses. It is a particularly good style with 
the younger girls of high school and finish- 
ing school age and some retail merchants 
have done a big volume on them in the 
period when preparations for the school 
term were made. 

The opening of the school term also 
brought a large volume of business into 
the stores handling children’s shoes. Several 
special sales were run in school shoes to 
attract this trade and retail merchants 
devoted considerable advertising space to 
such footwear. 


Barnet Leather Company Ob- 
serves 50th Anniversary 


The completion of the new modern 
additions to the Barnet Leather Com- 
pany’s tanneries at Little Falls, N. Y. and 
also the 50th anniversary of the company’s 
start in business were events of interest 
which marked progress by the concern. 
The additions were completed in August 
and the anniversary was also observed in 
the same month. 


Sylvan M. Barnet, president of the com- 
pany has taken a deep interest in the 
development of all of the modern equip- 
ment. The start in business occurred with 
the purchase by Morris S. Barnet, then a 
dealer in hides and skins at Albany, N. Y., 
of the old Gilbert & Weeks tanneries, a 
small group of wooden buildings lying 
along the shores of the Mohawk River. 

It was here that he laid the foundation 
of the present successful business—a real 
success when it is considered that now with 
the completion of the newer buildings and 
the operation of the entire group of mod- 


‘ern, re-inforced concrete daylight con- 


struction tanneries, they constitute the 
largest exclusive calfskin tanneries in the 
world. 

Fifty years of determination and earnest 
application of the principles laid down by 
Morris S. Barnet, have been well vin- 
dicated and it seems unfortunate that he 
could not have lived to see the completion 
of all of the new units of the present great 
plant. 

The growth of the business has been 
steady and consistent, but has been ex- 
tremely rapid since 1913 at which time it 
was found necessary to add a seven-story 
modern concrete tannery to the then 
large group of buildings. This provides 
160,000 square feet of new floor space for 
the production of “Little Falls Leath- 
ers.” 

In 1917 another addition was required 
and a new four-story re-inforced concrete 
tannery containing 120,000 square feet 
was completed. 


Modern Cold Storage Plant 


The cold storage plant of four stories is 
modern in every respect, refrigerated by a 
special automatically controlled plant and 
will provide perfect cold storage for 350,- 
000 calfskins. This, with the present hide 
cellar capacity will enable the Barnet 
Leather Company to advantageously store 
over one-half million calfskins and will 
stabilize the high quality of “Little Falls 
Leathers.” 

In honor of the golden anniversary and 
the completion of the additions of the 
tannery, the Barnet Leather Company is 
creating two new leather lines, one of 
suede and one of buck kip sides, each in 
all of the latest shades. 

Pioneers in all branches of the business, 
the company have just taken a decidedly 
forward step in the removal of their execu- 
tive offices in New York city from the 
“swamp” to the Grand Central Terminal 
district. 








Where to Buy 


Women’s Shoes 











FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slip; none 
pumps in the latest designs and finest lea 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 


















E.A.& M. C. Witherell Co. 


Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Fi 
Haverhill, 
Boston Office 
Rice Bidg. Reem 406 











J.W.BARNARD & SON 
Andever - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 


for Ladies 
IN STOCK 















BLEECKER STYLES 


Are the last word in footwear 
for stylish women 
















Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Mass. 


a 7 
Boston Office 
207 Essex Street 














NEVERSLIPS 
clipping at beet Black. brown 
White. Price $1. 75 dos. pair. 


$i 9.20 
The H. L. HYMES C 
sow. 15th St., New York Ciny 














No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 


All the Time 
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| Where to Buy 


Men’s Shoes 

















() M. A. PACKARD co., Makers 
BROCKTON 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


N. Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 























"TRwson BROS . SHOE 
FINE SMOEMAKERS 2 
BROCKTON 
= 
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Commorwzaurn Suot & ‘Learume Co. 


WHITMAN, MASS. 








One Pair 
Sells 
Another 


T.D.Barry Co. 


Brockton, Mass. 
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Better Tone to Retail Trade 


Return of People from Summer Resorts Results in Period of 
Steady Buying 


ETTER business in the retail shoe 
market was reported by the mer- 
chants for the week ending September 8. 
Although the buying in the shoe stores has 
been good during the latter part of August 
and especially well when the new fall lines 
were displayed in the windows, the return 
of the people from the summer resorts 
during the week of September 3 marked 
the beginning of a period when the new 
colors sold exceptionally well. 

Subdued shades of brown, black patent 
and satin and some grays in straps and 
gores were the leaders during the week. A 
marked tendency for jeweled buckles was 
noted. A broad line of pretty buckles of 
various designs are displayed in almost 
every retail shoe store in the city and are 
reported as selling freely. 

At the George H. Wirth store, straps and 
gores enjoyed good calls. Beaded effects 
on some gore numbers are shown at this 
store. Suedes are selling very well, being 
the leading material. A pretty shoe of 
French bronze kid is striking. Some pretty 
gore models are commanding attention at 
the Wirth store. 


Buckles Going Strong 

J. A. Manning of the shoe department 
at the Jordan Marsh store on learning 
that Colonial pumps were popular, ac- 
cording to a style report from Paris, ad- 
vertised a pair of women’s Colonials with 
buckle for $8.75 whereas the regular price 
was $9.75. A good findings department 
display here is attractive. 

Hurley’s Shoe Store on Washington 
Street displayed many striking patterns 
for both men and women. A new men’s 
model was a black pigskin on a plug ox- 
ford pattern, Haig last and radio tip. 

Vice-President W. B. Kingman was 
optimistic regarding the success of the 
new imitation turn shoes being made for 
women. He reported they were selling well. 
Brown shades are most popular. Some 
tongue effects on oxfords and strap pumps 
with covered heels are featured in the new 
numbers. 

Heels in most cases are selling best at 
14-8. 


New Sales Co. in Boston 
Office 


Alfred K. New of the New Sales Com- 
pany of Haverhill has opened an attrac- 
tive office at Room 522 in the Rice Build- 
ing at 10 High Street. He is featuring a 
line of McKay novelties, welts and leather 
moccasins. He plans to have a line of 
turns as well as stitchdowns very soon. 





Retail Association 
Meeting 


The first meeting of the season 
of the Boston Retail Shoe Sales- 
men’s Association will be held 
October 1. Roy Smith, assistant 
manager of the Jordan Marsh 
women’s shoe department is presi- 
dent of the organization and is 
planning an active program for the 
ensuing year. 











Asks Contributions of Trade 
to Help Stricken Japan 


An appeal to the members of the New 
England Shoe and Leather Association 
and the shoe trade in general to contribute 
financially to the fund to aid Japan has 
been made by the New England Shoe and 
Leather Association. The appeal has been 
circularized through the mail and is signed 
by President Herbert T. Drake and 
Thomas F.. Anderson, secretary-treasurer. 
In part it reads: 

“That the stupendous disaster of quake 
and flame that has recently overtaken the 
people of Japan will bring a quick and 
generous need of financial assistance from 
our shoe and leather industries goes with- 
out saying. There is urgent need of all 
that we can spare, for the catastrophe is 
apparently unprecedented in the world’s 
history. 

“Hundreds of thousands are homeless 
and in want and needing medical attention 
and the call to our humanitarianism and 
sympathy is loud and insistent. 

“New England’s quota of the country’s 
total relief contribution is $350,000, that 
of Massachusetts $255,000. On the Citi- 
zens’ Committee to co-operate with the 
American Red Cross, appointed by Gover- 
nor Channing H. Cox, our industry is 
represented by George W. Brown, vice- 
president of the United Shoe Machinery 
Corporation, who is also one of the guaran- 
tors of the fund. This appointment is a 
particularly appropriate one, inasmuch 
as Mr. Brown’s son, President Edwin P. 
Brown of the U.S. M. C., and members of 
his family, together with John H. Connor, 
the Corporation’s foreign manager were in 
Japan at the time of the disaster, for- 
tunately escaping without injury. 

“Subscriptions from our members and 
the trade should be sent to any local Red 
Cross Chapter, or to any National bank or 
trust company, checks to be made payable 
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to “American Red Cross, Japanese Earth- 
quake Relief.” 


To Hold Style Show 


H. H. Storer, proprietor of the retail 
shoe store bearing his name, situated 
in Roslindale, one of Boston’s suburbs, is 
to “pull off’ his second annual Style 
Show on the afternoon and evening of 
Wednesday, September 19. This will be 
held in his shoe store and at about the 
same time of the year as his first very 
interesting style show was held. 


Second Event September 19 


Mr. Storer is a pioneer in retail shoe 
store shows in this city. Last year, he 
conceived of the idea during the leisure 
moments of his vacation, getting his in- 
spiration from the National and Conven- 
tion style shows held the country over. It 
was with some trepidation that Mr. 
Storer essayed his first style show in his 
little 65 by 18 feet of store space, on a run- 
way 16 feet in length; but he went at it 
right, had living models, men, women and 
children to display his general line of foot- 
wear, trimmed up his store’s interior and 
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exterior in festive array and hired an or- 
chestra to play while the models paraded 
the runway. 


Sales Are Doubled 


The result was that the next morning 
the folks in this community began to ask 
for shoes which they had seen on the run- 
way the night before, a good ad for his 
new fall goods was effected, and sales 
usually made at that period of the year 
were doubled. 

Mr. Storer has elaborated on his plans 
for his 1923 style show, with a 24-foot 
runway and more models. There will be no 
runway display until the evening, the 
afternoon being devoted to a counter in- 
spection of his new fall merchandise. 


Colonel Shedd in Training 


Colonel B. B. Shedd of the American 
Oak Leather Company, commanding the 
Massachusetts Artillery Corps, is with his 
regiment at Fort Wright, Fisher’s Island, 
Long Island, N. Y. The regiment went in 
training for two weeks, commencing 
September 8. Colonel Shedd will be glad to 
welcome visitors at his headquarters. 





BROOKLYN 


Patent Leather Leading Material 


Manufacturers Report Call for Ooze has Dropped while 
Patent Gains Steadily 


AIR business continues to bereported 

from the larger manufacturers in the 
Brooklyn shoe producing district. Some 
of the smaller establishments are not any 
too well supplied with forward orders, but 
they get a sufficient amount of quick de- 
livery business to keep them operating 
close to capacity. A few of the larger fac- 
tories have already sold up their produc- 
tion to the end of October. -In other de- 
liveries in about six weeks are being 
promised. 

Business on calf ooze has dropped con- 
siderably and most manufacturers now 
report patent leather as the leading ma- 
terial. Next to patent comes satin, with 
ooze, third. The manufacturers for the 
most part welcome the drop in demand 
for ooze, as this particular leather was 
getting scarce and the best tanners were 
rationing their customers. Prices also had 
begun to rise to uncomfortable levels. 

There has been little change in styles 
in recent weeks. The light airy effects in 
strapped models continue to lead in popu- 
larity. Gores are still going strong, but 
are not selling as well as the strapped 
styles. The side gores are outselling the 
front gore, as the latter is usually finished 
with a decoration or buckle which brings 
the prices up higher than most retail mer- 
chants are willing to pay, because they 


j e 
fear they may not be able to pass th 
price along to their customers. 


Plain Pumps Selling 

Some manufacturers are making fairly 
plain pumps now on the modified round 
toe lasts. Some of the pumps have a slight 
tongue decorated with a buckle. Others 
have a narrow fancy collar with slight 
perforations. These collars are usually of 
a contrasting leather, such as suede on 
patent, or patent on satin. 

Medium height heels continue in the 
lead. The new Duchess heel, a combina- 
tion of French and Cuban ranging around 
13-8 to 15-8 in height, are gaining a good 
hold on the trade. The box wood Cuban 
heel, running as low as the 8-8 is being well 
sold in some factories. There is little de- 
mand for the high Louis or Spanish type 
heel except on evening shoes. 

In evening shoes some Brooklyn fac- 
tories are doing a good business at present 
and indications appear to favor a strong 
season on women’s fine evening shoes. The 
metal brocades are the leading fabrics al- 
though some bright colored brocades also 
are being used. 


To Sell I. Miller Shoes 


Frank Tannenbaum and Mr. Glucksman 
formerly of the 42nd street store in New 


Where to Buy 


Men’s Shoes 














HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
Every Wednesday and Friday 








FOR MEN ON THEIR FEET 
THIS SHOE CAN'T GE BEAT, dl 


MERSON | ANS 








Men’s and Women’s 
Sport and College Shoes 
Boston Salesroom 


) aa 207 Essex Street 
WORCESTER 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications te the 
Factery at 


BROCKTON, MASS. 








Pe) Pusan TeAveLNG SUPPERS 
betterthan ever in Quality and fit 
Or 6 Lower of Thade Mark ork Willman: 


$15.00 
ie” hed 


























ds at Your Service, 

















Where to Buy 


Men’s and Women’s Slippers 

















in Medium and" 
IGH GRADE 


ors LIPPERS 


dll /tylas made vy Do ic and 
Imported Satin. Brocadesand Meta! Cloths 


$2.10 ver a up 
worst MGUSTING  mewomaif 


ge RST 
R' Trade 
BEST-EVER 
Seft-Sole Leather 
" Boudelve and Novelty 
mona Sandals 
Wena & for Prices 


j BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 





Serer 
Grade 








PARISTYLE FOOTWEAR MFG. CO. INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSA YS 


Made of Satin, Quilted Satin, Embossed 
Leather, Tinsel and Brocade. 


<4 














| Where to Buy 


Ballet Slippers 

















IN-STOCK 
BLACK BALLET SLIPPERS— 

Childs $1.30 
Sizes 7 to 11 
M Isses 1.35 
Sizes 114 to 2 
Ladies 1.40 

Sizes 24 to & 

BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N. Y. 





BALLET SLIPPERS 
all styles and 
colors—Black 


FERGUSON BROS. CO. 
2121 Washington St. Boston, Mass. 








BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 


Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 


1. MILLER & SONS, Inc. 





One Caglton Ave., Brooklyn N.Y. 
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York city operated by the I. Miller & 
Sons, Inc., will soon open a retail shoe 
store in Springfield, Mass. They have been 
with the Miller organization for sometime. 
They are going to carry I. Miller shoes, 
Truwauk shoes and Claremont shoes made 
in Haverhill. 

The I. Miller Company is in no way 
connected with these shops other than 
supplying the merchandise, publicity _ser- 
vice and general merchandising service. 
This opportunity is available to any live 
retail merchant with capital who can 
visualize the possibilities of the I. Miller 
proposition, and who wishes to open in 
cities where I. Miller shoes are not already 
sold. The Company expects to have a pro- 


September 15, 1923 


duction of approximately 25,000 pairs a 
week of women’s high grade turns. 





Mackey Co. in New 
Home 


The Mackey Shoe Co. Inc. is now 
located at 482-500 Driggs Avenue. 
The concern now has doubled floor 
space with excellent facilities per- 
mitting a more efficient handling of 
a greater volume of business. Mac- 
key Master Made Turns are being 
turned out in large numbers. 














PHILADELPHIA 


Blacks and Browns Dominate 


Big Call for Suedes in Strap Patterns and Gores Are Selling 
Very Well 


OST of the shoe factories are run- 
Maine along on a basis of about 60 to 
70 per cent of capacity. They are getting a 
fair amount of fall business and believe 
that, with Labor Day in the background, 
their salesmen will be able to develop more 
business. The big call is still for suedes, 
though one prominent manufacturer who 
concentrates on glazed kid is looking for 
a very active market. Black and brown 
are the dominant colors though there is 
also said to be a fair demand for grays. 

No tendency towards staples is appar- 
ent though there has been a falling off in 
the extreme styles of the summer. Straps 
still dominate the style situation though 
gores are coming up very fast. There is no 
demand for tongues. 

A manufacturer bases this hope for bet- 
ter trading on the fact that the retail 
trade is not heavily stocked and that 
when people get back from their vacations 
and fall activities are resumed there will 
be quite a few shoes sold. 

Another manufacturer thinks that a 
tendency towards staples is about to start 
among the small retail merchants. He 
says they are in no position to deal in 
fancy colors or extreme styles and thinks 
their demand will be the entering wedge 
for a return to more staple lines. Prices 
remain unchanged. 


Trading in Glazed Kid Quiet 


Glazed kid manufacturers report that 
trading has been rather quiet during the 
past week, but they are very optimistic 
concerning the future. One manufacturer 
says that the shortage of suedes will tend 
to develop better glazed kid business. 
Another says there has been a run on reds, 
greens and blues, that suedes are getting 
their share of the business now, and that a 
run on glazed kid is the next thing in line. 


Black and browns predominate with some 
reds and blues being made for children. 
The sale of a considerable number of four 
and five-foot skins may be taken as an 
indication of an increased call for high 
shoes though the trade is not very opti- 
mistic about a return to boots. With raw- 
stock prices and labor costs continuing 
high, no price recessions are in sight. 
There has been some increase in the raw- 
stock market, but it has not affected the 
price of the finished product. 


Sole Leather Prices 


Sole leather tanners report that prices 
have declined slightly during the past 
week. There is only a moderate amount of 
buying, factories taking no more leather 
than they have been taking for some time. 
There is no advance buying. Collections 
are said to be very satisfactory. Some 
slight improvement is reported in the 
findings trade in extremely light and 
extremely heavy weights. 


Satisfactory Wholesale 
Business 


C. R. McClellan, Philadelphia represen- 
tative of A. J. Bates & Co., reports that 
August business was very satisfactory. 
Black satin, suedes and patent leathers 
predominate. There may be a consider- 
able demand for log cabin a little later. 
There is not much activity in the glazed 
kid market. Mr. McClellan says that 
some mat kid could be sold if it were 
shown in stylish models. 

In men’s shoes Mr. McClellan reports 
that the lighter shades of tan are selling 
very well, though the big business will be 
on the darker shades. There will also be 
considerable call for blacks. Patent leather 
will continue in favor. The trade is getting 








923 








September 15, 1923 


away from the wing tips. There are not 
many perforations on the better grade of 
shoes. 


Retail Offerings 


The John Wanamaker store is offering a 
collection of pumps, slippers, sandals, and 
oxfords in oxblood, Egyptian granite, 
copper and other shades of brown. Gore 
pumps and blucher oxfords in leather are 
featured in street styles at $12 and $15. 
Afternoon sandals and slippers in suede, 
with Spanish or low Louis heels, are 
offered at $12. This store is also featuring 
a black ‘velvet sandal at $16. It has a 
rounded toe, Spanish heel, high arch, and 
low-cut sides. The narrow side strappings 
are caught together on the instep with a 
cabochon of frilled black satin, jet and 
steel under which is hidden an elastic 
gore. 

At $10, Winkelman’s store is offering a 
hand-made, kid-trimmed strap pump in 
black, gray or Mandalay suede. 

Geuting’s is featuring two models in 
patent, satin and gun metal at $12.50 and 
in black, brown, beige and gray suede at 
$14. One of them, a “Shoor-Tred,” is a 
one-strap. The other is a front strap model 
built along similar lines with a higher heel. 

Strawbridge and Clothier are featuring 
their line of Wickham shoes for men at 
$8.50. They are offered in 35 styles includ- 
ing brogues, English lasts, conservative 
oxfords, dress shoes and golf and sports 
models. They are of brown and tan Russia 
calf, Scotch grain, black calfskin, black 
glazed kidskin and brown Norway grain 
leather. They have oak-tanned soles and 
heels, some with rubber top-lifts. They 
have heavy full-grain leather inner soles 
and calfskin quarter linings. 

Snellenburg’s are featuring 30 models of 
women’s fall pumps and oxfords at $5 and 
$6. At $5 they are offering a variety of 
sports and walking oxfords and pumps 
including tan calf one-strap pumps with 
high or low heel, tan calf. lace oxfords with 
Cuban heels, gray suede one-strap pumps 
with low heel, gun metal calf one-strap 
pumps with military heels, black and 
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Suedes and Satins 


William F. Jackson, of the Sorosis 
Shoe Company, reports that the big 
demand is for suedes with increasing 
call for satins and patent leather. 
Brown, in light and dark shades, is 
leading the market. Straps are still 
the chief style feature, though there 
is some call for gores, Tongues are 
dead. Cut-outs continue to be ac- 
tive. There is no demand for staples. 


Where to Buy | 


Children’s Shoes 


























‘Bonita: Shoe * Baby] 


In Stock 
Send. er Cotabg 
AH MartinG@ 


Mekhew ROCHESTER NY 











brown kid lace oxfords with Cuban heels, 
and gray suede and beige suede combined 
with colt or calf in one-strap pumps. At $6 
the offerings include black suede one-and 
two-strap pumps with covered Cuban 
heels, patent colt and gun metal calfskin 
two-strap pumps with flat heels, black 


. kaffer kid and Victoria brown calfskin 


lace oxfords with Cuban heels. All of these 
shoes have welted soles and rubber heels. 

Lit Brothers are featuring at $5.98 fall 
one-strap pumps with panel cut-outs on 
the sides in patent colt, black satin, gun- 
metal, black, gray and brown suede, and 
tan calf. They have turned soles and 
Baby Louis heels. 

Bargain clearance sales continue. Geut- 
ing’s recently featured a sale in which 
they offered 600 pairs of women’s low 
shoes in every kind and style in leather, 
satin and white at $1. Hallahan’s also 
recently had a $1 sale in which they 
offered 1236 pairs of women’s low shoes 
including various styles, colors and 
leathers with plenty of whites and satins. 


Sorosis Fire Sale 


Sorosis Shoe Company recently offered 
at a fire sale the 35,000 pairs of high shoes, 
oxfords, and pumps which were damaged 
when flames swept the store a few weeks 
ago. In this sale prices on the women’s 
shoes ranged from $1.85 to $3.85; on men’s 
from $3.85 to $6.85. The children’s shoes 
were offered at $1.50. The loss of $35,000 
caused by the fire was covered by in- 
surance. 





LYNN 


Straps in Browns Strong 


Showing of Strapless Pumps—Blacks Growing More Popular 
and Some Grays Selling 


YNN’S volume of business at this 
time is chiefly on strap styles, ranging 
from familiar one-straps to cross-straps 
and anklette straps. Oxfords have shown 
some gain since the first of the month, 
regular oxfords, lattice front oxfords and 
sport oxfords all selling. Some manufac- 
turers say that gores continue good. 
Black is coming back. Of course there 


aren’t as many black shoes as in days of 
yore. But there are more blacks than for 
along time. Browns are good. But they 
are familiar color. Browns are running 
from dark to light shades. Browns and 
blacks make up the bulk of Lynn shoes, 
excepting for a few grays. What a re- 
action from the reds, greens and blues. 
Towards strap, opera or strapless pumps, 
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This feature in its quick 
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Lynn manufacturers are moving with 
caution. A number of new samples of 
these pumps which have been made up 
show overlays of ribbons of leather, fancy 
stitched inlays or even cut-outs on the 
sides, throat collars and ornamental bor- 
dering on the quarters of perforations, or 
fancy stitching. 


[Points About Pumps 


“As for pumps of the new type,” says a 
Lynn designer, “‘there are several points 
to be considered. How is the average girl, 
the sort of a girl who buys Lynn novel- 
ties, going to like them, after wearing a 
long time the easy-fitting, sure-hold-on 
strap pumps? 

“‘Real pump lasts will have to be used, 
for the last is the basis of the fit of pumps. 
A pump last is a low last. It lets the foot 
way down into the shoe, with good ball 
and forepart room, so that the toes can 
grip. And of course, it must have a snug 
fitting heel and a counter that fits the heel 
as snugly as paint on the wall. 

“Flexible pumps are likely to fit best, 
because they will bend easily with the 
foot and lessen the pull on the heel, which 
sometimes makes pumps slip. That is one 
point favorable to pumps. 

“Another point, also favorable to 
pumps, is the popularity of Louis, or like 
heels of wood. Such a heel shortens the 
stride and lessens the leverage on the heel 
in walking. 

“French cording, on quarters, will 
strengthen the sides of pumps, so that 
they will fit smoothly. French cording was 
done by hand, when pumps were formerly 
popular. Now it is done by machinery 
and is a somewhat common process. But 
then the same results can be had by run- 
ning a tape along the top of the quarter. 

“Taking things altogether, improve- 
ments in shoemaking, since the former 
pumps, should make the new pumps better 
vogue of shoes than ever were pumps be- 
fore. Of course, when I speak of pumps, I 
mean the new type pumps without straps. 


The Cushing 400 


A few new pumps of the opera type 
have been added to “the Cushing 400” 
line of the Cushing Shoe Company, a line 
so called because it shows 400 different 
styles in shoes. These pumps show fancy 
overlays of ribbons of leather, inlays on 
the side and novelty collars, perhaps of 
perforations on the quarters. 

However, the bulk of the September 
orders so far placed call for strap styles, 
especially one-straps. A popular one-strap 
for street or walking is of black, or Russia 
calf leather built over a low heel last. The 
strap fastens with a King Tut buckle, a 
metal buckle with Egyptian figures on its 
rim. 

Also, larger orders for oxfords are noted 
in this month’s sales. Lattice front oxfords, 
which lace through blind eyelets, are 
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popular. Zebra oxfords also are selling. 
These oxfords are made in zebra stripes, 
as for instance, a patent leather oxford 
overlaid with dull calf in zebra stripes. 


Moccasin Style Slippers 


The Litch Shoe Company, 495 Union 
Street, Lynn, is making ““Elk-O-Mocs”’ for 
men. As the name implies, the uppers are 
of elk leather. The color is brown. The 
vamp has an imitation moccasin seam. 
Also, it is crossed by a strap, which fastens 
with a harness buckle. The bottom, which 
is made by the turn process, has a me- 
dium weight sole of leather and a rubber 
top-lift on a leather heel base. These 
“*Elk-O-Mocs” are made for indoor wear. 
But they are stout enough for any ordin- 
ary out of door wear. 

The Litch Shoe Company is also making 
men’s felt slippers. The slipper business is 
good. 


Cameo and Bugles 


For shoe ornaments the Lynn Orna- 
ment Company has some cameos set in 
metal and some slides of satin or leather 
trimmed with bugles and beads. A cameo 
is a figure, usually a woman’s head, raised 
or sculptured. The cameo is one of the 
oldest ornaments of the jewelry trade. 
Possibly, it may have originated in an- 
cient India, though, as a matter of fact, 
nobody knows when, where or how it 
originated. 

A bugle is not the familiar implement of 
the musician, but an extra long bead. A 
slide, or satin is rimmed with bugles and 
beads, the bugles being silver and the 
beads black. 

Lynn Notes 

Blacks continue to lead in the R. H. 
Mitchell Company line and strap styles 
are first and foremost. 

J. Morris Caunt, who retired from 
Mitchell-Caunt Co., a while ago, has 
returned from a trip to Europe. 

Charles MacLaughlin of MacLaughlin, 
Conway Company, is on the road with a 
new line of samples. 

Edric Taylor of McNichol, Taylor, Inc. 
is arranging a style show for the Kiwanis 
convention at the New Ocean House next 
week. 

Benjamin F. Spinney was 91 the other 
day. He was head of B. F. Spinney & Co., 
who made shoes for 40 years and more. He 
has been a banker in Lynn for 60 years. 

One Lynn firm has made and delivered 
welt shoes in New York in 10 days. 
Another firm has made and delivered Mc- 
Kays in seven days. 

Brown elk leather oxfords wlll be shown 
for the late fall. Several Lynn firms tell of 
more business in boots. Lattice front ox- 
fords now lace through eyelets, instead of 
through the lattice holes. 
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BROCKTON 


Manufacturer Comments on His Life 


W. L. Douglas of W. L. Douglas Shoe Company worked for 
Thirty-Three Cents a Day When a Youth 


N a recent issue there was a note in 
this department relative to the 78th 
birthday anniversary of Hon. William L. 
Douglas, former governor of Massachu- 
setts and head of the W. L. Douglas Shoe 
Company of Brockton. In connection 
with this fact, some very interesting and 
instructive incidents in Mr. Douglas’ busi- 
ness life were told to a newspaper reporter. 
In speaking of his early life, the shoe 
manufacturer said that at the age of 15 he 
worked in a cotton mill at Plymouth, 
Mass., for 33 cents a day, giving $1.50 of 
his scant weekly earnings to his grand- 
mother for board and room. That left 
him about 50 cents a week for other 
necessities. 

Regarding his later life he said: 

“In 1901 I shifted the burden of my 
business to other shoulders. I think a 
good many business men take too long to 
do that. I retired in good season, in the 
sense at least, from the grind and atten- 
tion of my business. I visit my factories 
on an average of two or three times a week. 
I keep in touch with all developments and 
have my say when I want it. As for the 
details I don’t know about them and 
don’t want to. Every winter I go to Miami 
which is my haven of rest. I do avail my- 
self of the greatest privilege good fortune 
can confer on a man; the opportunity to 
reflect and live his life somewhere near the 
way he would like to. I very well enjoy 
life and find it more interesting than ever; 
perhaps because I have more time to 
watch and note developments from the 
side lines.” 

Tanners Make Better Leather 


Regarding the shoe business of today 
Mr. Douglas said: 

“Tanners make better leather than they 
used to. Before the-war we didn’t have the 
dyes in America which we have now. The 
shoes of today for which fair prices are 
paid can, with repairing, last a man a 
year. That was not the case in former 
years. New England manufacturers are 
making good shoes. Better leather and the 
universal facilities for repairing shoes are 
factors against a maximum sale of foot- 


wear. 


Company to Move 


Craig, Reed & Emerson, Inc., manu- 
facturers of men’s welts, will move from 
the present location on Montello Street, 
Brockton, to the Ideal Factory Building 
in the Campello District. In the new 
quarters this concern will occupy the 
entire top floor and a part of the base- 


ment, utilizing about 18,000 square feet 
of floor space. The production beginning 
with the occupation of the new plant will 
be about 60 dozen pairs daily. This con- 
cern has made a healthy growth since 
beginning business a few years ago and is 
one of Brockton’s successful younger 
houses. 


Leases Worcester Factory 


L. Q. White Shoe Company, with fac- 
tories in the neighboring town of Bridge- 
water, has leased the R. H. Long factory 
in Worcester, Mass., as an annex to the 


-business. 


In the new plant it is the plan to produce 
between 500 and 600 dozen pairs daily 
and to employ more than 1000 persons in 
this work. The Worcester building is a six- 
story structure with a floor space of 9000 
square feet. Electrical power is to be 
utilized. The L. Q. White Shoe Company 
is continuing the factories at Bridgewater, 
which are now being operated at full 
capacity. 


New Line for Field & Flint Co. 


Men’s Truwauk is a new proposition 
developed by I. Miller, New York, and 
Field & Flint Co., Brockton. The success 
of the Truwauk in women’s lines, which is 
strictly a Miller proposition, has pointed 
the way for the development of the same 
idea in men’s footwear. This development 
will be conducted by Field & Flint Co., 
which will make the shoe on snappy style 
lines. The new shoe will contain*the Tru- 
wauk shank and heel cushion, which are 
exclusive features of this orthopedic sys- 
tem. The shoes as made by Field & Flint 
Co. will be snappy to correspond with the 
similar line produced by Miller in women’s 
goods. They will retail from $10 up. Field 
& Flint Co. contemplate the development 
of quite an extensive line of these shoes 
carried in stock. 


August Shoe Shipments 


For the month of August shoe ship- 
ments from Brockton total 54,136 cases, 
which is the second best month of the 
year. March had the best record, with 
upwards of 70,000 cases. Shoe shipments 
for the first eight months of 1923 were 
340,465 cases. 


Returns from Abroad 


Serafino Zarrella, a special agent for 14 
years in Italy representing the United 
Shoe Machinery Company, recently re- 
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We make them in all colors. Bead- 
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turned to the United States. He left Italy 
for the reason that practically all the larger 
shoe manufacturing concerns in that coun- 
try had passed out of existence. He made 
and was 
specially engaged in the work of instruct- 
ing operatives. He says that approximately 


his headquarters at Milan, 
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60 shoe factories have been shut down— 
stopping the daily production of from 300 
to 3000 pairs per factory. He adds that 
Walk-Over shoes are especially in demand 
throughout Italy. Mr. Zarrella, who 
makes his home in Brockton, will for the 
present take employment in local factories. 





HAVERHILL 
Cut-Out Patterns Bring Business 


Prompt Deliveries of Orders by Shoe Manufacturers Result in 
Increased Trade 


shoe 


AVERHILL 


for increasing the output of their factory 
stitching rooms. 


stitching room help has been so insistent 
that not only Haverhill, but the country 


for miles around has been combed for 
employees for this department. Summer 


months, during which many of the women 


employees take vacations, have served to 


emphasize the difficulty of getting an 
adequate number of stitchers. 
Now, however, that the vacation period 


is over, congestion in the stitching rooms 


is somewhat relieved through the return 
of many expert workers on cut-outs and 
other details connected with novelty 


shoes. Orders continue to come into the 
factories for immediate as well as future 
deliveries. With the new patterns which 
the 
Haverhill manufacturers and the imme- 


are continually being shown by 


manufacturers 
are utilizing every possible method 


The cut-out patterns, 
which are having such a tremendous sale, 
have brought to Haverhill a record-break- 
ing business in which the stitching rooms 
bear the greatest burden. The demand for 


diate response in orders from wholesale 
and retail merchants, there is every 
prospect of a continued large output from 
Haverhill plants for many weeks to come. 
The increasing promptness of shipments 
is a factor which is much appreciated by 
merchants as their needs for these novel- 
ties continue. 

An important point is that the con- 
tracting stitching rooms are giving Haver- 
hill factories preference in this work. 


Shoemen With New Line 


Charles P. Ellis, formerly of Hopkins & 
Ellis, has become associated with the 
Arlington Shoe Company of Haverhill and 
will represent this concern in the selling 
department, with a Boston office at 110 
Lincoln Street. This concern manufac- 
tures a line of children’s turn shoes for the 
wholesale trade. Mr. Eliis, who has been 
for several years identified with the Haver- 
hill shoe trade, is well qualified for his 
new position because of his knowledge of 
manufacturing and selling. 





. ATLANTA ‘ 


Promising Outlook for Trade 


Shoe Business During July and August Ran Ahead of 1922 
Volume 


ETAIL trade in the downtown shoe 

and department stores continued to 
hold up fairly well during August, al- 
though it was not up to the promise of 
three or four months ago when the volume 
of sales was proving above the same 
months of last year. The July and August 
retail sales this year were only slightly 
better than they were during July and 
August of 1922, but the outlook at the 


present is much more promising. 


With an excellent cotton crop promised 
selling at a price that will net the producers 
the greatest amount they have ever 
realized from the sale of the staple, 
Atlanta retail merchants and jobbers also 
are almost without exception predicting 
that fall business will be the best this 
year since the inflation period immediately 


following the war. For the same reason 
they are also looking for shoe sales to hold 
up well through the coming winter months 
into the spring of 1924, which it un- 
doubtedly will, if the present cotton prom- 
ise becomes a reality. 


Gross Sales Better 


Gross sales in the larger department 
stores of the Southeast during July and 
August were from 10 to 12 per cent better 
than they were during the same months 
last year, the three large stores of Sa- 
vannah being the only ones to report a 
decline, though in the three largest At- 
lanta department stores the increase was 
less than one per cent. This information 
is from the Atlanta branch of the Federal 
Reserve Bank System. 
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Wholesale shoe business in the district 
also was slightly better than July and 
August last year, approximately 14 to 15 
per cent. Three larger Atlanta jobbers, 
however, reported a decline of nearly 
five per cent, the increase for the district 
outside of Atlanta being around 23 per 
cent. Jobbing sales declined as compared 
with May and June. 





Wilkinson Greeted 


Many Atlanta friends of Ridley Wilkin- 
son, of Palatka, Fla., formerly president of 
the Southeastern Shoe Retailers’ Asso- 
ciation, gave the ex-president the “glad 
hand”’ when he made one of his visits to the 
city in his present capacity as southern 
salesman for the firm of Harry Smolian, 
of Brooklyn, N. Y. Mr. Wilkinson was 
manager of the shoe department at the 
large Cohan Department Store in Jackson- 
ville. Later he went into the shoe business 
on his own accouont at Palatka. 


Adds New Department 


The Fred S. Stewart Company, Atlanta, 
one of the largest exclusive shoe stores in 
the southern field, has added a new de- 
partment to the Atlanta store, handling 
exclusively men’s furnishings and hats, 
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it has just been announced by Mr. Stewart. 
The new department occupies space in the 
store with the men’s and boys’ shoe: de- 
partment, and will open soon. Nesbit 
Tilly is manager of the department. 





Kiser Co. New Home 


The new home of the M. C. Kiser Shoe 
Company, Atlanta, manufacturers and 
jobbers in the southern field will be at 
South Pryor Street and Trinity Avenue. 
C. J. Sullivan is sales manager. 


Emerson Store Opens 


The Emerson Shoe Company opened a 
new branch store in Atlanta, the 37th store 
of the Emerson chain. The Atlanta store is 
in charge of J. W. Bramlitt, manager, 
assisted by W. R. Coulter. It is located at 
44 Marietta Street in the downtown shop- 
ping district. 


Cinderella Shop Organized 


The Cinderella Boot Shop has been or- 
ganized at Jacksonville, Fla., with $10,000 
capital, operating a shoe store in that city. 
Thomas W. Wood is president of the com- 
pany; L. R. Wood, vice-president, and 
Arthur P. Wood, secretary and treasurer 


ROCHESTER 


Retail Business on Good Basis 


Suedes in Strap and Gore 


Numbers Sell Freely—Black 


Favorable Color 


ARLY indications point to a good 
season for the retail shoe merchants. 
Business in the shoe stores has been good, 
although the weather during the week 
ending Sept. 8 and prior to that time was 
warm and not favorable for influencing 
women to buy fall merchandise. 

Suedes in dark shadesof brown are selling 
freely. Strap patterns in a broad assort- 
ment of designs are most popular while 
gores are enjoying good sales. Pretty 
buckles are prominently displayed at al- 
most every shoe store and there is already 
demand for them. Black in patent and 
satins gains steadily and it is predicted 
that blacks will be extremely popular for 
fall footwear. 


Shoe Merchant Dies 


John Hart, Sr., one of Rochester's 
pioneer retail shoe merchants, passed 
away recently at the age of 75 years. 
Since Mr. Hart was 20 years old he was 
engaged in selling shoes and for nearly 52 
years conducted a business at the same 
stand in Main Street East. He was always 
actively interested in civic movements and 
was highly regarded in business circles. 
Members of the Rochester Retail Shoe 
Dealers’ Association attended the funeral. 


Know Them by the Shoes 
They Wear 


Considerable interest was aroused in 
retail shoe trade circles recently when Miss 
Peggy Barclay, an associate editor of the 
Swarthmore College paper, and secretary 
of her class, came out in print declaring: 
“By Their Shoes Shall Ye Know Them.” 
Shoe merchants were interested in the 
theme and many expressed their opinions 
of the statement after carefully analyz- 
ing it. 

Miss Barclay contends a man’s character 
is revealed by the type of shoes he wears. 

Her article recalls Tolstoi’s book. 
“Where Love is, There God is Also,” in 
which Martin Avdyeitch, a shoemaker, 
watching people passing by his basement 
window saw only their feet, yet by their 
boots he recognized the owners. 


Here’s the associate editor’s phil- 
osophy on shoes and their owners: 

“There's a close connection between a 
man’s shoes and his personality. The 
successful business man weasr polished 
sensibly designed shoes of conserva- 
tive style. Such a man makes the ideal 
husband. 

“The man with little feet and sleek 
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shiny shoes is usually annoyingly self- 
centered, self-absorbed and self-satisfied. 

“Men who wear shoes with toes 
turned up are very materialistic, often 
pessimistic and sometimes ‘down al 
the heels.’ Broad, comfortable shoes 
indicate that the wearer is a man of 
genial disposition. Narrow — shoes 
suggest a single-track mind. 

“Loud shoes, if they are high, are 
usually worn by the same kind of man 
who displays a sparkler on his little 
finger. Brogues indicate usually the 
collegian. 

“Thisruleof shoes, like all other rules, 
is subject lo some modification. It 
works so well, however, thal most of my 
friends use it for the first size-up,” 
concludes Miss Barclay. 


Hornell Merchant Marries 
J. Doherty of the firm of J. Doherty & 


Son, shoe merchants of Hornell, was 
recently married to Miss Helen Childs of 
Hornell. Miss Childs has been assistant 
to the cashier of the Citizens Bank in 
Hornell and is prominent socially. 

Mr. Doherty was with William East- 
wood & Son of Rochester and Buffalo for 
eight years and also with R. H. Fyfe & Co. 
of Detroit for three years. 


Endicott-Johnson Dividends 


Endicott, N. Y., Sept. 11—At the 
meeting of the directors of the Endicott- 
Johnson Corporation this morning, the 
regular E-J dividends of $1.25 on the 
common stock and $1.75 on the preferred 
stock were declared to stockholders of 
record at the close of business September 
15 and payable October 10. 


A Smart Pamphlet 


Norfolk, Va., Sept. 10-—Smith-Ballance- 
Nunn, Inc., retail shoe merchants of 311 
Granby Street, recently issued a smart 
pamphlet with the title: “‘Fall Footnotes 
1923” on the cover. Drawings of men’s, 
women’s and children’s shoes, accom- 
panied by reading matter illustrate the 
issue. It contains four pages. 


Adelman’s New Store 


Waco, Texas, Sept. 10—George Adel- 
man recently opened the Guarantee Up- 
stairs Shoe Store at 61714 Austin Avenue. 
For 10 years he was with Segal’s Upstairs 
Shoe Parlor. 


George W. Brown Honored 


Alexander E. Little, president of the 
Sorosis Shoe Company, Lynn, gave a din- 
ner to George W. Brown, vice-president of 
the United Shoe Machinery Company at 
Sunbeam Inn, Swampscott, recently. It 
was in honor of Mr. Brown’s 82nd birth- 
day. . 
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Kxelusive Styles 
win women buyers 


Cosysatins 
Cosyleathers 
Cosyfelts 
Cosybrocades 







Style No. 409-1 
The Mandarin 


San Francisco 
963 Mission Street 


Chicago 


404 So. Wells Street 


New York 


115 E. 23rd Street 






Women buyers are particularly attracted by style. 
Your experience in shoes proves it. 

So women buyers appreciate CosyToes slippers 
because these finer slippers come in attractive 
styles you'll find in no other line. © 

Their wide range of shades and colors, too, permits 
women to match other garments. 

And, of course, being carefully tailored of the very 
finest materials, CosyToes fit properly and hold 
their shape through months of wearing. 

These are sales features for you. Tell your cus- 
tomers about CosyToes in felt, satin, leather and 


brocade. Sell more slippers by selling the kind that 
please customers and bring them back for more. 


Cosy Ides 


The Restful Slipper 





Sales Hints - No. 6 


Schools and colleges will soon open again. 
This offers you a chance to suggest CosyToes 
as part of the “going away”’ purchases which 
are now being made. Ask every buyer of shoes 
for an opportunity to show CosyToes Slippers. 
You'll make many sales this way. 











Standard Felt Company - West Alhambra, Calif. 





COSY TOES ARE SOLD DIRECT TO THE RETAIL TRADE ONLY 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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SHOR TRAVELER ® 


This Department is conducted Ly Helen M. Haney, Associate Editor 


Travelers Showing Snappy New Styles 


Men Off on Trips After Sales Conventions—Gordon Goldsmith Represented N.S. T. A. 
at Washington Pullman Surcharge Hearing 


HOE travelers in general report mer- 
chants short of wanted styles. The big 
demand in women’s shoes is for suede 

leathers. They state that some of the 
stores report a sale of fifteen pairs of 
suede to one of some other kind of leather, 
with customers calling for some particular 
pattern which the merchants do not seem 
to have bought. Then there is a frantic 
request to the shoe traveler for immediate 
delivery; or a hurried call by the merchant 
to the nearest market. Travelers report 
that in the women’s lines lattice work 
straps are good sellers. 


Correct Shoe Building _ 


Many sales conventions have been held. 
New samples for fall and winter have been 
studied, sales forces increased and re- 
arranged, and men either in their terri- 
tories, or about to start for same. Shoes for 
men, women and children were never 
more beautiful or better, grade for grade, 
than this season. American manufacturers 
certainly understand the art of correct 
shoe building. 


Goldsmith Active at Washington Hearing 


Gordon Goldsmith of Baltimore, who 
represents the Phillips Shoe Co., Inc., 
Maryland Shoe Corporation, A. M. Legg 
Shoe Co. and John J. Kazanjian & Co. 
member of the legislative committee of the 
N.S. T. A. represented the National Shoe 
Travelers at the September 5 Pullman 
Surcharge hearing at Washington. Mr. 
Goldsmith is well versed in legislative 
matters. He has been most active oa the 
legislative committee of the National for 
some time past and did some fine work in 
securing the passage of the absentee voting 
bill in the several states. 


Watson Men Off on Trips 


H. R. Lokey, who makes the South for 
the Watson Shoe Co., D. T. Bass, who 
covers the big cities of the Middle West; 
O. B. Cook; traveling Denver to the Coast, 
and D. T. Gillespie, who makes Pennsyl- 
vania, Maryland, the Virginias.and sec- 


tions of the Middle West, left for their 
territories on September 4. “Ed” Hyde 
of the firm, is calling on the special ac- 
counts in the big cities. All of the Watson 
salesmen call on the large retail merchants. 











W. J. LOVEJOY, KNOWN AS “BILLY” 
LOVEJOY 


Racer Soret MY ae 
lor we: ears. **Billy”” 
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“Papa” Kittredge Visits 
Boston 


Darwin E. Kittredge, veteran shoe 
traveler, known as “The Papa of Chil- 
dren’s shoes,” paid a call at the National 
office last week. Mr. Kittredge had been 
visiting relatives at Hampton Beach and 
ran down to Boston on his way home. Mr. 
Kittredge carries a line of Rochester-made 


children’s shoes; with-territory through the -- 


Middle West. “Papa” Kittredge will be 77 
years old some time next April. He is in 


fine health and is as energetic as many a 
man twenty years his junior. 


Only Five More Trips 


He is one of the oldest shoe travelers in 
the United States at the present time. He 
stated in a recent interview that he in- 
tends to make five more trips, after which 
he is going to retire from the road and will 
spend the remainder of his life reading in 
the trade papers about what the other 
boys are doing. Mr. Kittredge has a host 
of friends in the trade and when he gives 
up traveling, he will take with him a host 
of pleasant memories. 

His advice to young travelers is: “Be 
honest with others and they will be honest 
with you. Represent your merchandise as 
it is. Take good care of your health and 
spend your money wisely.” 


McCormick Says Plain Toes 
Popular 


W. J. McCormick travels the Middle 
West for the A. J. Bates Company, making 
the big towns, such as Chicago and Cleve- 
land. Mr. McCormick states that he finds 
business in very good shape in his ter- 
ritory. He reported that in the Middle 
West semi-sport shoes were attaining much 
popularity. He believes that nine out of 
every ten popular styles for men will 
have plain toes. Out through the Middle 
West, Mr. McCormick stated that plain 
toes in men’s shoes have become a staple 
article. “The young fellow of today,” con- 
tinued Mr. McCormick, “is demanding 
style in footwear.” He also gave it as his 
opinion that from what he observed of 
New England, this section, which at one 
time had been a bit conservative as to 
novelties, was now like all the rest of 
the country, adopting the new creations. 


When you can’t get to sleep, kid your- 
self into the belief that it is morning and 
high-time-for you to get up. If you are 
normal, this will put you to sleep at once.— 
Indiana Shoe Traveler. LiveWire. 
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For speedy, positive action-- 


the new 


Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 









Repco Shoe Stretchers 
are made in nine sizes— 
No. 000 down to No. 6. 
Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher. 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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(“MATCH”) FRED H. MAATSCH 


Who covers Kansas and Oklahoma for the Aull- 
Williamson Shoe Co. 


Maatsch Covers Kansas and 
Oklahoma for Ault Williamson 


Fred H. Maatsch covers Kansas and 
Oklahoma for the Ault-Williamson Shoe 
Co. He succeeds C. Enrich in that terri- 
tory. Fred H. Maatsch, known to every- 
one as “Match,”’ is a native of the Sun- 
flower State, where the wheat and corn 
grow. 

Fred relates that 
telephone companies in his state made 
cornstalks 


one of the local 


complaints because of the 
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CAPT. W. A. DAMER 
Who travels Pennsylvania for the F. M. Hoyt 
Shoe Co. 


which have grown so tall that the ears 
fall off on to the telephone wires and im- 
pair the service—in places the ears have 
broken the wires. ‘‘Match’’ wants to know 
who can “match’’ the above story. Mr. 
Maatsch is well acquainted throughout his 
territory where he has sold shoes for a 
number of years. He recently spent a few 
days at the St. Louis division of Ault- 
Williamson Shoe Co. and is very enthusias- 
tic over the black and brown kid “‘Con- 
stant Comfort”’ specialties. 


IRWIN I. ROTH 
Now covering Indiana, Michigan and Wis- 
consin for the Bettmann-Dunlap Co., Cincinnati. 
Mr. Roth was for fifteen years with Krohn- 
Fechheimer Company. 


Tom Emmet and Phil Laurie 
Visit Boston 


Tom A. Emmet, who makes Michigan 
for the Outing Shoe Company, with head- 
quarters at the Hotel Tuller, Detroit, mo- 
tored on to Boston a few weeks ago in 
company with Phil Laurie, who travels 
Michigan for Lunn & Sweet and has head- 
quarters at the same hotel. ““Tom’’ Emmet 
is a son of R. B. or “Bob’”’ Emmett, well 
and most favorably known to the shoe 


Traveling representatives and officials of the Craddock-Terry Company and Geo. D. Witt Shoe Co., Lynchburg,Va., at recent sales convention 
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Extra Profits for the Dealer 


The Dr. Scholl Line of Foot Comfort Appliances and Remedies offers the progressive shoe merchant - 
a greater margin of profit than any other line he carries. Owing to the millions of dollars spent in 
advertising this line, a constant, ready, ever-increasing consumer demand has been created. This 
assures the dealer quick turn-over and accumulated profits. Study the profits on the items below, 
then decide that you are going to push the Dr. Scholl Line energetically and reap these extra profits. 








Dr. Scholl’s Foot Eazer 
Dr. Scholl's Anterior Metatarsal Arch Supports 





Eases f body and nerves. Quickly and pmente 
relieves tired, aching feet, weak, turning ankles, cramped These supports made in five designs (four shown) are designed to care for those 
weak and broken-down arches, callouses, corns, bun- inful cases Pot foot troubles caused by the breaking down of the arch across the 






ions, painful heels and rheumatic-like pains in the legs. l of the foot. Each Dr. Scholl’ s/Anterior Metatarsal Arch Support is designed 
to meet a cogeme foot condition. 


Price $24.00 per dozen. Retail $3.50 per pair. ce $36.00 per dozen. Retail $5.00 per pair. 


Profit 757% Profit 66 2-3% 












° " -S Heel 
Dr. Scholl's Bunion Reducer = ee — a a 








Dr. Scholl's Toe-Flex 
Gives immediate relief to bunions and enlarged Correct run-over heels by equalizi 
By straightening the crooked toe, Dr. great toe joints. By excluding air and moisture, the body. Prese 
Scholl's Toe-Flex gives immediate relief Sise of the bunion is redueel and further growth Sa Sree rvea ahape of 
and corrects the cause of the bunion. prevented. i 35¢ 
Price $6.00 per dozen. Retail 75c each Price $6.00 per dozen. Retail 75c each. Price a oe oe. ae = 
or 
Profit 50% Profit 50% Profit 53% 













Dr. Scholl's Zino-pads 
For corns, callouses, and bunions. 
Dr.Scholl's Nu-Grip Heel Liner Pul one on—pain is gone. 

Dr. Scholl's Heel Cushion Remove the cause of corns, friction 














This device prevents shoes, slip 

tennis slippers, golf =o and pressure. Absolutely safe. Thin, 
walking boo boots, etc. slipp ne o the shank of "the shoe, — sorting the ‘ihe healing ae mons 
heel. Saves hosiery. A big Better tha: con hea ~~ i ~ . 3 
Price $2.00 per dozen. ave per ferful relief for core, > heels. Price $2.80 per dozen. Retail 35c per 
Dalr. - Price $2.75 per dozen. Retail 35¢ per ; 

Profit 50% pair. Profit 507, 

Profit 53% 






Write today for our catalog and full particulars for installing ana 
conducting a profitable, prestige building, Foot Comfort Department 


The Scholl Manufacturing Company 


Largest Makers of Foot Specialties in the World 


213 West Schiller Street 62 West 14th Street 112 Adelaide Street, East 
Chicago New York City Toronto, Ontario, Canada 
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trade of the entire country, who has trav- 
eled for the last fifteen years for A. M. 
Creighton. 

+ Another son, Robert B., known every- 
where as “Bob” Emmet, Jr., travels for 
the Watson Shoe Company. “Bob” Jr., 
looks after Boston territory, and then 
everything from the Hub through to 
Chicago. Last year he went only as far 
as Detroit. He is busy working, covering 
Eastern territory just now. A little later, 
he will start for the West. 


Mackey Shoe Co., Inc., Sales- 
men Soon to Start on Their 
Spring Trip 

“After two months of designing, the 


Mackey Shoe Co., Inc., line has incorpo- 
rated in it 50 new patterns and several 


new lasts that will be in demand by mer- 


chants of discriminating taste, said Paul 
Chevollet, designer and superintendent. 
Our new factory has a capacity of 1,000 
pairs of high grade turn shoes a day; the 
trade will have an opportunity of pur- 
chasing character shoes and are reasonably 
sure of prompt deliveries.” 

Eric A. Anderson will cover the West 
and Coast States. Jack E. Joster will cover 
the Southeast to New Orleans. Frank F. 
Aube will cover Pennsylvania, Southern 
Ohio, Indiana, Kentucky, Tennessee and 
points west of the Mississippi River into 
Texas. Martin J. Brennan will cover the 
larger cities in the East and Middle West. 

The men are highly pleased with their 
new line and are leaving with confidence 
of very big business on their trips. 

J. P. Reilly is very optimistic and pre- 
dicts a steadily increasing business for a 
long time to come. 

“The New York office at 526 Marbridge 
Building is always open,” said Mr. Reilly, 
“and merchants visiting New York are in- 
vited to inspect the line at any time.” 


Meyers Is Clifton’s Cincinnati 
Representative 


J. W. Besel, who has represented the 
Clifton Manufacturing Company in Cin- 
cinnati for the last seven years, has been 
obliged to resign from business and go to 
California, as the health of*his daughter 
demanded a change. 

Mr. Besel was very well known and 
liked among the shoe manufacturers in 
Ohio and neighboring territory and his 
firm is very sorry indeed to lose his services. 

Arthur J. Meyers will represent the 
Clifton Manufacturing Company in Cin- 
cinnati immediately upon Mr. Besel’s 
departure. Mr. Meyers knows the practical 
end of shoemaking and the Clifton folks 
believe that he will be a very valuable 
man for them in Cincinnati. He is well 
known among the shoe manufacturers 
and buyers and will undoubtedly make a 
success as representative. 

He will maintain the office at 616 Syca- 
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A. J. PECK 


Who covers the large trade of the Middle West, 
Southwest and Northwest for Hennessey, Maz- 
well, Hennessey Si 





A. J. Peck on Trip 


A. J. Peck, who covers the large trade 
of the Middle West, Southwest and North- 
west, for Hennessey, Maxwell, Hennessey 
Shoe Co, visited the Lynn factory last 
week, for the purpose of giving final sug- 
gestions on the coming season’s samples. 
Mr. Peck has been connected with women’s 
lines for years. He is recognized as an au- 
thority on novelties, has a good grasp of 
what will be the popular taste on new 
creations, and has been credited with hav- 
ing perfected many new styles during the 
past few seasons of novelties. He is now off 
and away on his trip. 





more Street, Cincinnati, that was formerly 
occupied by Mr. Besel and will be there to 
attend to the calls and give attention to 
the shoe manufacturers’ needs. 


Herman Salesmen Hold 
Annual Conference 


Salesmen of the Joseph M. Herman 
Shoe Co. of Millis, Mass., held their an- 
nual sales conference on August 28 to 30. 
The convention began with a dinner at 
the Boston City Club when executives, 
salesmen, production and advertising 
officials talked over the past season’s 
achievements and planned for a bigger year. 
President S. J. Barnet welcomed the 
gathering. Treasurer Alden was toast- 
master. 

Treasurer Alden announced the details 
of the plans for 1924. He said that the 
leather market was becoming firmer, 
prices would advance rather than de- 
crease and said there was a promising con- 
dition in the country. He announced the 
embarkation of the company on its first 
national advertising campaign. 


Best Ever Convention 


An outing was held at Pemberton the 
day following the dinner. There was an in- 
teresting sports program. The men en- 
joyed swimming and baseball. The Her- 
man boys divided themselves into two ball 
teams, the “King Tuts”’ and the “Pharaohs” 
and proceeded to split bats and knock 
covers off the balls for five innings. The 
“Tuts” subdued the “Pharaohs’’ by the 
score of 10 to 9. 


Richardson, Entertainment Chairman 


S. F. Richardson of Dallas, Texas, 
grabbed the honors as Chairman of the 
Entertainment Committee.During the lob- 
ster course, the well known Medway Melo- 
dists, O’Donnell & Son, led the dinner 
guests in the singing of a number of ap- 
propriate selections. 

Thursday was devoted to a most inspir- 
ing “‘selling”’ session. At its conclusion the 
men left for their respective territories de- 
termined to “‘put their new lines across.” 














J. M. HERMAN SHOE CO.’S ORDER “HUSTLERS” 
“Snapped” at the close of one of the sessions of their annual sales conference, August 28-30, 1923 
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Arthur I. Benedict's Mother 
Is Dead 


Arthur I. Benedict, of New York, rep- 
resenting John Hunter & Son, Ltd. of 
Sydney, Australia, and R. Hannah & Co. 
Ltd, of Wellington, New Zealand, is re- 
ceiving the sympathy of the entire shoe 
trade on the death of his mother, Magdelan 
J. Benedict. 

The late Mrs. Benedict was the widow 
of J. Irving Benedict, long identified with 
and well liked by the trade. Mrs. Benedict 
passed away at the residence of her son, 
Arthur I. Benedict, in Mount Vernon, 
New York. She was eighty-nine years of 
age. 

The funeral took place on September 5, 
interment at New Canaan, Connecticut. 
Besides her son, Mrs. Benedict leaves two 
daughters: Mrs. Robert J. Stratford of 
Pasadena, California, and Miss Grace 
Benedict, who had given her whole time 
to the care of her mother, since the death of 
her father, J. Irving Benedict, fourteen 
years ago last May. 





Walk-Over Holds Semi- 
Annual Conference 


The semi-annual conference of the Geo. 
E. Keith Co. salesmen was held on Sep 
tember 5 at the Walk-Over Club, Campello, 
Mass, with morning, afternoon and even- 
ing sessions, following the policy adopted 
last spring of holding the conference but 
one day instead of two or three as formerly. 
The morning session was presided over by 
Vice-President George H. Leach of the 
company. 

Addresses were given on “Advertising 
Service,” William T. Card; ““Upper Leath- 
er Discussion,” Harry Dunbar; “‘Depart- 
ment Six,”’ Arthur J. Chase; ““War Cry,” 
Wilfred M. Littlefield. 

Ernest A. Burrill of the credit-sales de- 
partment, presided at the afternoon 
session. Addresses were given as follows: 
“Zone Planning to Date.”, Harold W. 
Copeland; ‘‘Walk-Over Shanks,”’ William 
M. Nickerson; ‘“‘Men’s Line,”’ Walter D. 
Leach; ““Women’s Line,”’ Frank E. Pack- 
ard and William A. Farley; “Sales Sum- 
mary,’’ Ernest A. Burrill. 


President Keith Sends Message 


Prior to the evening session acommunity 
sing was held by Ernest A. Burrill and 
Ernest W. Stedman, with Rollo Hudson 
at the piano. Vice-President Leach pre- 
sided at the evening session and spoke on 
“Walk-Over Distribution.” Louis H. Carr 
spoke on “‘For the Factory Organization” 
and Raymond E. Jackson, “For the Sales- 
men.” The closing address was a message 
from the president of the company, 
Harold C. Keith. 

Salesmen left for their respective 
territories on Thursday morning, Sep- 
tember 6. 
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Meet George Reinhardt, one of the boys who 

goes “over the top” for the Wobst Shoe Company, 

Milwaukee, Wisconsin, calling on retail trade in 
North and South Dakota. 








**Ed”’ Sinsheimer Will Travel 
Illinois for Lunn & Sweet Co. 


Ed. Sinsheimer, who has covered In- 
diana for Lunn & Sweet Co., has recently 
been given Illinois territory. Mr. Sinshei- 
mer’s many friends in Indiana regret very 
much his leaving this territory as during 
the nine years he has covered the Hoosier 
State he has become very well and favor- 


ably known, but “Ed”’ feels that Illinois . 


offers him greater opportunities. His head- 
quarters and residence will be at Blooming- 
ton, Ill. For eight years, Mr. Sinsheimer 
traveled Indiana for Sinsheimer Brothers 
and Company. 


Gregory Getting Good Orders 


George Gregory, one of the best known 
salesmen and style men, who travels for 
the Cahill Shoe Company, is on a Western 
trip. His report is that business is good 
and that he is booking a good volume of 
orders. 


Smith with B. Rothman, Inc. 


F. J. Smith, one of the partners of the 
former firm of Smith & Sarrubi, a man of 
long experience in the shoe business and 
with a wide acquaintance among retail 
shoe merchants, has joined the sales force 
of B. Rothman, Inc. Mr. Smith’s territory 
will be in the West and South—in fact, 
he will represent the B. Rothman folks 
quite generally through various pa:ts of 
the country. Among the cities which he 
will cover are: Baltimore, Washington, 
Richmond, Pittsburgh and Cincinnati. Mr. 


Smith is now’ covering his trade. 
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Ricker on Western 


Trip 

Gene T. Ricker, who has traveled for 
the past 15 yeags for the Collins & Staples 
Co., has this year taken on the George B. 
Leavitt Co.’s line to sell to the retail trade. 
Gene started out from Boston right after 
Labor Day, on a six weeks’ trip, covering 
all of the large points, as far west as 
Kansas City. Gene’s sample cases show 
some very snappy novelties. This is the 
first long trip he has made in two years, 
as most of his business is transacted at the 
Boston Office, 183 Essex Street, Boston. 
But recently so many S. O. S. messages 
were received by Gene to call immediately 

-that he had to pack up and get started. 


“Gene” 


“Westward Ho’? with Snappy Numbers 

He left Boston with much enthusiasm 
over his new lines. “It is ‘Westward Ho,’ 
Boys!” said he, “with the snappiest lines 
ever in straps and cut-outs 9-8 to 14-8 heels 
—in patent leather, black satin with 
black suede trim, log cabin, nubuck and 
other good sellers.” 


Gene Is a Fisherman 

Brother travelers, with offices at 183 
Essex Street, Boston, are predicting that 
between sales Gene will be able to enter- 
tain his customers who enjoy fishing with 
many interesting stories, for Gene is an 
expert with the rod and line and has fished 
at most of the good “‘spogs’’ in New Eng- 
land. A recent trip of his extended to the 
Saguenay Region. 





“Al” Beauchemin a Favorite 

Shoe travelers who visited Nantasket 
Beach section of Massachusetts during 
August made it a point to call on “Al” 
Beauchemin, buyer for Thos. Childs Shoe 
Co., Holyoke, Mass. For “Al” is very 
popular with the boys on the road. He 
with his charming family enjoyed a three 
weeks’ vacation at the Wild Wave Cot- 
tage, Bayside, and while there was the 
favorite of the company, and the leader 
in all of the social events of the summer 
colony. 

**On dit’ that notwithstanding the fact 
that “‘Al’’ sat up late nights, he was a very 
early riser and enjoyed thoroughly his 5 
A. M. cold dip each morning in the icy 
waters of the Atlantic. 


McOmber Attended N.C.T:S. 
Meet 


S. A. McOmber, Secretary-Treasurer of 
the Boot and Shoe Travelers’ Association, 
of New York, attended the convention 
of the National Council of Traveling 
Salesmen’s Associations at Atlantic City, 
September 5, 6, and 7. A special train left 
New York on Tuesday, September 4. 
Convention headquarters were at tte Am- 
bassador Hotel. There were addresses by 
prominent statesmen, and a fine entertain- 
ment program. 
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EPT. 5 has strength- 

ened its line of in-stock 
shoes by the addition of two 
new numbers. 


Style 29-R, Tony Brown 
Calf Bal, L’Etoile Last. 


Style 30-R, Gun Metal 
Calf Bal, L’Etoile Last. 


These two styles are shown 
in Stock Book 33-R, along 
with all the other in-stock 
models. If your copy hasn’t 
come yet, write and we'll 
send it. 


The Stetson Shoe Co. 


Incorporated 


South Weymouth 
Mass. 


Boston New York Chicago 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution— 
needs capable salesmen; young men between the ages of 25 
and 35 years who have had thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, now 
operates 37] retail stores in 29 states. Wesell dry goods, shoes, 
notions, clothing and furnishings for men, women and children. 
We do a strictly cash business. Our sales in 1922 were $49,- 
035,729. We opened 115 stores in 1920, 9 stores in 1922, and 
will open 104 stores this Summer and Fall, making a total of 
475 stores in 33 states in operation this year. 


By industry, study, and determination your progress will 
be rapid in our organization. Under our experienced managers 
you are trained to become a manager. When you have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest suc- 
cesses come from the ranks of average men. What we need 
are young, healthy, and capable salesmen who have had 
thorough experience in a small or medium-size department 
store, or are experienced in general store work in special lines. 
The investment of money is not necessary for your success 
with us. The financial backing of our company is ample. 
Briefly, this is our proposition—tested and proven over a 
period of 21 years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability you 
learn the greater possibilities of co-operative effort. 
Your progress depends-upon your ability and effort. 

As our new stores are opened, managers are selected 
from our sales force. 


When you make a success of the management, 
you are sold a one-third interest in a new store and 
become its manager. You may afterward acquire a 
partnership in other stores which are the outgrowth 
of the one in which you first received a financial in- 
terest. If you do not pessess the capital to purchase a 
one-third interest in a new store, the money is loaned 
you by the J. C. Penney Company, and you repay it 
from subsequent profits of the store. 


Write today for our booklet, “Your Opportunity,” ae 
fully explains our plan. Give your age and number of 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to 
J.C. PENNEY COMPANY, INc. 


Wm. M. Bushnell, Manager of Em 
Star Building, St. Louis, 


loyment, 
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Shoe Prices Show No Sign of Reduction 


AID one of the men selling the whole- 

sale trade recently: “With all of the 
fancy work which is now demanded on 
shoes; with suede leather in such big de- 
mand; withsatin shoesnever more popular, 
and raw silk, from which satin is made, 
showing an advance of $2.65 the pound; 
with increased labor costs and no decrease 
in hotel or travel costs, I cannot see any 
reduction in shoe prices. On the contrary, 
shoe prices have a tendency to increase. 


Ernest Burnce Resident Buyer 
of May Department Stores 
Company 

The May Department Stores Company 
opened sales headquarters at Rooms 805- 
806, 186 Lincoln Street, Boston, on July 1 
with Ernest Burnce as resident buyer. Mr. 
Burnce is a Boston boy. He was formerly a 
shoe traveler and also buyer for wholesale 
houses in the Hub, among them having 
been McGaughey-Riordon Co. and D. M. 
Kasanoff Shoe Co. His experience with the 
wholesale shoe business has extended over 
a period of five to seven years. He recently 
had charge of Hamburger’s one, of the 
May chain, at Los Angeles, coming across 
the continent iast July to open and take 
charge of the Boston headquarters. 


Five Stores in May Chain 

Mr. Burnce stated that the May De- 
partment store chain is a most interesting 
and unusual one. It is composed of five 
well-known and large department stores, 
each being one of the most successful de- 
partment stores in this section. They 
carry a general line of men’s, women’s 
and children’s shoes. The stores and their 
locations are as follows: The May Co., 
Cleveland, with S. Wilkinson and F. J. 
Prashek in charge; The Famous & Barr Co., 
St. Louis, with H. Fiedler, J. Young, B. 
Munchweiler and C. Kuhlenbeck, Buyers; 
the M. O’Neill Co. of Akron, L. L. Os- 
borne, buyer; The May Co., Denver, Mr. 
Alexander, Buyer; Hamburger’s Los Angel- 
es, R. Gough and J. J. Riordon, Buyers. 
Those from the Middle West come to 
Boston from four to six times a year, 
while buyers from the more distant points 
come to Boston every three months. Mr. 
Burnce stated that the first May Company 
was started years ago in Denver by Dave 
May. He said that current business has 
been most satisfactory and that already 
this year, it has run over and above last 
year’s figures. E. M. Sostman, who rep- 


resents the May Department Stores Co. 
in New York recently moved into new 
quarters at 1115 Broadway and 9 West 
24th Street. 


Invites Travelers to Call 


Mr. Burnce has a host of friends among 
the shoe travelers, who have been calling 
on him and extending congratulations on 
the shoe area of half an acre over which he 
presides. He invites all shoe travelers and 
the trade in general to keep in close touch 
with his office at 186 Lincoln Street, 
Boston, as it serves as the headquarters for 
the respective buyers of-this organization. 


Fred Raymond Member of 
Raymond Sales Company 


The Raymond Sales Company consists 
of three persons—‘‘Muz,” Fredand “Dad... 
““Muz” is the charming wife of Charles 
(Charlie) H. Raymond and Fred is Fred 
L. Raymond, who became a member of 
this firm in July 1922. Fred L. Raymond is 
a Technology graduate, Class of ’21 where 
he won his degrees as a chemical and me- 
chanical engineer. He chose Tech for his 
alma mater because he believed that the 
above-named college trains the mind more 
than do many other colleges. And Fred 
enjoyed working out the mental prob- 
lems presented in his course. 

While at college he managed a musical 
club there for a year, as be is an expert on 
the banjo, saxophone and piano. He was 
also a three letter man in track athletics, 
excelling in hammer throwing and he was 
also on the Hockey Team. 


Fred Likes the Shoe Business 


Fred came into the shoe business, how- 
ever, because he really liked the same 
and he considers that his Tech technical 
training has taught him how to work in 
earnest. Fred travels, visits the factories 
whose lines The Raymond Sales Co. carries 
and receives the visiting buyers at 183 
Essex Street, Boston, just the same as does 
“Dad” Only when “Dad” is on a trip, Fred 
“keeps house.” 

He has some very positive ideas on shoe 
selling and does not believe that the news- 
papers of the country while doubtless 
meaning to do the very best for the in- 
dustry, always help the business of the 
retail shoe merchant “‘because,”’ said Fred 
recently, “they will try to write about a 
style which is perhaps just being brought 
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FRED L. RAYMOND 
One of the members of the Raymond Sales Co. 


w warters at 183 Essex Street, Boston 





out of the factory, declaring that the very 
best seller, before the retail shoe merchant 
has had a chance to properly introduce a 
style which he had bought a bit earlier.” 


Sells Product of Seven Factories 


The association of “Muz,” Fred and 
“Dad”’ in the Raymond Sales Company 
is a most delightful one. They sell the 
product of seven factories, and with 
“‘Dad’s ’’shoe experience and inspiration of 
18 years, the group is a most efficient one. 
“Charlie’’ notes that in the old days two 
trips a year was the rule; the next move 
was four, and now he makes twelve trips a 
year. 

Speed Is the Keynote 

Before the interview was over “Charlie”’ 
drew a parallel between automobile speed 
and shoe selling speed. “‘In the old days,” 
said he, “I covered my customers twice a 
year’’—this was before the days of the 
automobile; some years later, I moved 
with the rest of the shoe travelers into 
four trips a year; then six, and now I have 
thrown my machine into high and am mak- 
ing twelve trips a year.”’ 


“We Make ’Em Make ’Em Good” 


The Raymond Sales Company, during 
its five.years of existence has been doing a 
most successful business, because, accord- 
ing to “‘Charlie’’ they have always lived up 
to the policy which they have preached. 
Said he, ‘“‘Some people like to make shoes 
good, and other people have to be made 
to make them good. We make ’em make 


*em good.” 


Opportunity stalks beside the pathway 
of the workers—W. M. Sloan in The 
McElroy-Sloan Enthusiast. 
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A Si f Profit 
R-572 
There's solid satisfaction in putting this sign of an A black glazed kid oxford. Welt. 
° 9 8 P " ul measurement last No. 172. 
“old timer” in your window—‘‘Dr. A. Reed Cushion iy AR, ay 
—— height 134 inches. 
Shoes”! In Stock 
; v :' Widths AA to E 
It cuts out the long, expensive advertising of an un- 
known brand. 
Everybody has worn or known of ‘the original comfort shoes.” 
And what is familiar is easy to sell. 
Fasy sales make bigger profits. 
Wrile or wire for prices, samples and sales plan. 
JOHN EBBERTS SHOE CO., Inc. siisiiis “oe¥5u 
eo ANC. BUFFALO NEWYORK | 
6) 
Ory Re 





DO YOU KNOW? 


Cinderella Suede Sticks are 
made in over 40 shades— 
ground of solid colors, they 
will thoroughly clean and re- 
color nappy leathers. This 
package contains handy buffer and Suede 
brush that make it easy to use. 


THEN 


Note that Cinderella Silver Slipper Cleaner is 
pleasing more people each year of its leadership 
because if does what it claims to do—thoroughly 
clean and replate tarnished and worn silver 
cloth slippers. 

Why not use these Cinderella 
Good Will Builders to increase 
your customers’ satisfaction? 





Produced by 
EVERETT & BARRON CO. 
Providence, R. I. 


Makers of highest quality 
footwear finishes 


For Profit yy Fill Out 
and Send Coupon 

















“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 
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PIPE Teen ae 


Te est 








Yes, Marist, you're ieteaip ‘right. 





They are so 





aitractive looking, and they never seem to wear out. 


What Your Customers Are Being Told 


The above is the ilhistration used this 
Fall in one of thie -fpll-page advertisements 
in the Ladies’ Hime ‘Journal, Woman’s 
Home Companion; “McCall’s Magazine, 
People’s Home Journal, Harper’s Bazar 
and Vogue. 


ee These magazines reat nearly five out of 
“every eight families ‘in the United States. 
These families are being told of the excep- 
tionally long wearing and stylish qualities 
of Gordon ‘Hosiery, supplementing what 


+s 


New York 





+: “BROWN: DURRELL COMPANY: | 
tena “Cordon Hosiery = Forest Mills Underwear : 





the millions of present wearers of Gordon 
Hosiery say-to their friends. 


When you stock Gordon Hosiery you 
know that nearly every one coming into 
your store has a good opinion of it, and that 
Gordon Hosiery is backed by the Brown 


Durrell Company’s unequalled service to ~ 


merchants. 


We are the sole distributors for many 
mills making Gordon Hosiery under our 
strict supervision. 






Boston 
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No. 791 Bobs” Army Shoe 
cut from Fred Ruening’s Kin 
Kin_ Elk, carries a full 10 iron 
Rock Oak sole, full toe vamp. 
soft box and rubber heel. For 


$3.15 
3.75 
4.35 


real schoolboy service 
Sizes 9 to 13 1/2 
Sizes 1 to § 1/2 
Sizes 6 to 8. 

In case lots 


Delivery in 15 days 


I In Stock 


No. K703—"Bobs”: In 
hogany and in metal, 


rain Fred ueping's 
eather. with Rock. Sak 
rubber heel. 

gon Peo DG - 

Sizes 1 to 5 1/2 "3.50 
Sizes 6 to 8............. 428 
In case lots 
+A wonderful value 
Order now 


sole, 
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REG. U.S. PAT. OFF. 


The Drerr Shoe for 
theB Boy w/o Cates 


Our Shoulder ( ‘aaneil Process which is 
used in the manufacture of “BOBS” in- 
sures a smooth innersole and allows the, 
outsole to be sewed solidly against the in- 
sole and welting without the 
use of a cork filler. A light 
piece of felt is simply placed 
between the inner and outer 
soles to prevent squeaking 
This flat, firm bottom, un- 
affected by water or perspira- 
tion, tends to keep the shoe 
from running over and thus 
prolongs its life. 
‘BOBS as the only Boys’ shoes made with the Shoulder 
Channel Process. We Love numerous testimonigls sho that 
‘BOBS” are often resoled as many as four times without losing 
their shape. 
1s =< build a large and substantial Boys’ 


rwhere in 
will prove 


business on 


’ and 


tite 


~& the best value you can bu 
a. Gents’ footwear. One case of * ‘BoB 
oday 





= sR ever 
are Koro ae 











og) ee 
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In stock 


No. P7038— ‘Bobs: In ma 
hogany and n enna. fall 
rain Fred uepin Calf 
eather. with Rock ( hk sole. 
rubber heel. 3 
Sizes 9 to 13 1/2... .... .$3.0 
Sizes | to 51/2... .. 3.6 


In case lots 
The boys demand them 


TERMS 
5% 10 Days 
Net 30 Days 


No. J703 — “Bobs”: Little 
Gents in 


metal. full grain Pred Ro 


“s calf leather. Rock Oak 


1 
le and rubber heel. 
Sizes 9 to 13 1/2....... . $3.00 
In case lots 
A real mioney-maker. 
Delivery 15 days 





KANNALLY- WICK CORPORATION 


HIGHLA'ND 


Manufacturers 











ILLINOIS 


o 














* hothorwolt 


TRADE MARIX REGISTERED 


Yf' 
AYN 
} THE FINEST WELT MADE 
PARAMOUNT IN STYLE. SUPERIOR IN SERVICE 


ANOTHER DECIDED WATSON SUCCESS 
MADE IN 
ALL PATENT ALL SUEDE OR SUEDE 
WITH CALF OR KID TRIMMINGS TO MATCH 


. 
TO RETAIL AT TEN DOLLARS 


WELT CONSTRUCTION ~~TURN APPEARANCH 
MADE POSSIBLE ONLY BY 
EFFORTS CONCENTRATED ON ONE PERFECTED IDEAL 


MADE ONLY BY WATSON—-ONLY WATSON COULD 


Watson Sls 


LYNN-~MASSACHUSETTS 





BOOT AND SHOE RECORDER September 15, 1923 


| CABRETTAS le 


Cabrettas of Character € f 


COLORS 
Choice Raw Stock FIELD MOUSE 
LOG CABIN 
SILVER GRAY 
Careful Manufacture reant iene 
RED 
Standard Selection BLUE 
GREEN 
HAVANA BROWN 
IVORY 














PRICES NO HIGHER THAN FOR 


INFERIOR LEATHER. We can also match 
any color at sh-rt 


thro“ ice. 


2 KALLMAN- NEWCOMB COMPANY & 


My CINCINNATI 
S\ 63-65 SOUTH ST. BOSTON, MASS. 
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Send 
for our new 
Stock Catalog. 
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There’s something 
in it that 
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you want. 


! 
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Stock No. 137—-Welt. Price $4.85 
Stock No. 482—Turn. Price... .$5.35 


2 
5 > —_ 


‘ 

Last No. 53. Widths AA to C. White 

Stitched Edge Natural Finish Heel 8-8 Terms: 3% 10 
Rubber Lift, Natural Leather. “Irene” Net 30 days 
Strap. Log Cabin Suede Calfskin, Mouse 


Brown Calf Trim. 


ve . ye ou tt 
“lll iincas 


a 
lone 


Last No. 91. Widths AA to C. Heel. 
13%-8, Full Breasted, Spanish. Dark 
Brown Satin. Brown Suede Trim. 
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What Full Fashioned — 


Stockings are 


an entirely different way from other 

kinds of stockings. They are knit flat, 
actually shaped in the knitting to fit the leg, 
heel and toe, and then seamed up the bac 
and through the sole of the foot. 


This method of knitting gives t 
fit. The shaping of full “shioned stockings 
won’t wear out, stretch out, or wash out. 


All fine grades of silk stockings are knit in 
this manner. 


Fe: fashioned stockings are knit in 


The one infallible test which is illustrated 
below is a very simple way to distinguish 
genuine full fashioned stockings from all 
other kinds. 

Your customers may be confused on this point. 
You can lessen complaints and make your job 
easier by showing this test to your customers. 
Any woman who appreciates good looks and 
lasting fit will be grateful to you for showing 
her how she can always be sure of getting 
the stockings she wants. 


OF AMERICAN MANUFACTURERS 


334 FOURTH AVE-NEW YORK CITY 


“Fl Jeilianad Hosiery Guild 


The One 


ULL fashioned hose are 

shaped in the knitting to 
conform to the natural curve 
of the leg. Part of the threads 
are dropped or bound off to 
narrow the hose at the ankle. 
Always look for this narrowing 
and the fashion marks which 
are evidence that the number 
of threads have actually been 
reduced to plish the de- 
sired shaping. Full fashioned 
shaping will! not wash out. This 
shaping is the one infallible test 
of full fashioned hose. 


Infallible 
Test 








~ also the heel 


Full round box heel tound 
always in full fashioned 
hose. The only comfort- 
able heel. 


Another fashion feature 
~ the Toe 


Look for the diamond 
point. All full fashioned 
stockings have this. 


@ 


ee | 


Dealer Influence is secured thru advertising in the Boot and Shee Recorder. 





BOOT AND SHOE RECORDER September 15, 1923 


KREIDER’S 


BUSINESS BUILDERS 


WE CARRY THE STOCK FOR IMMEDIATE 
SHIPMENT 


393—Patent Pony Cut Lace. Mouse Top—Rubber Heel, McKay Sewed, Footform Last. 
Inlay Collar, Fair Stitch. 
Growing Girls’ D 2%-7 $3.25 
Misses’ D 11%- 2 2.60 
Childs’ Spr. & School Heel D 8-11 2.25 
391—As Above, Mahogany Calf Top 
395—As Above, Black Top D 2%-7 

D 11%- 2 

D 8-11 


TOAS WBA G. 


DISTRIBUTING HOUSES 
51 No. 3rd St., Philadelphia, Pa. 923 Penn Ave., Pittsburgh, Pa. 123 Duane St., New York, N. Y. 
1408 Washington Ave., St. Louis, Mo. _ 312-318 W. Monroe St., Chicago, III. 
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Here is something your 
customers can’t get in 
any other shoe— 


ARNOLD GLOVE-GRIP COMFORT with STYLE 


Sell your customers Glove-Grip comfort and they will come 


It’s a patented and exclusive feature. 
Arnold Glove-Grip shoes are 


back for the next pair because they can’t get it in any other shoe. 
nationally advertised in the Saturday Evening Post. 
Style and quality are first considerations in Glove-Grip shoes. They come in all the popular shapes 
and leathers. But, in addition to being good-looking, they are comfortable as well. 

It is easy to explain the comfort feature to a customer. The soft leather of 

the upper grips the instep like a glove. Lacing a Glove-Grip shoe lifts up 

the arch instead of pressing it down. 

slove-Grip shoes come in a wide variety of styles and sizes, including com- 

bination widths. 


Send for Fall and Winter Stock Style Catalogue—S. 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 


BOSTON OFFICE NEW YORK OFFICE 
10 High Street 127 Duane Street 





MODEL S—485 


N Shank —U Footprint of normal foot. 
ateached ee sole at = Glove Grip Innersole THE HAIG—Geanuine Tan Scotch Grain, Arnold Glove-Grip Brogue Oxford, Soft 
conforms to shape of Toe Cap Half Rubber Heel. In Stock Sizes AA-A, 7-11; B, 6-11; C and D, 

Price $7.50 


side. 
foot. Upper leather is 
drawn under arch and 


supports the foot. 
THE HAIG—Genuine Black Scotch Grain, Arnold LIS. Brogue Oxford. 


ont eatin 9 Half Rubber Heel. In Stock Sizes AA-A; 7-11 6-11; C and D, 
Pri ’ 


GLOVE-G RIP SHOES 
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‘ SHOE INDUSTRY 


“ IRENE” 


Combination of 
Black suede with 
patent leather. Can 
also be made in 
solid colors or any 
suitable combina- 
tion, as well as any 
last and toe 


EMERSON, our wise philosopher, 
said: 


“If a man builds a mouse trap better 
than his neighbor or if he can preach 
a sermon better than the other fellow, 
though he build his house in the 
woods, the people will make a beaten 
path to his door.” 


Fashionable women soon find their 
way to the store which sells the 
successful “Rothman Line” of high 
grade novelty footwear. 


Get in touch with us now for an 
eXclusive agency in your territory 
before your competitor contracts 
for this beautiful line. It offers a 
gilt-edge opportunity for merchants 
with a high grade clientele. 


(No. 2 of a Series.) 
(Watch for the next interesting article.) 


BENJAMIN ROTHMAN Ine. 
Designer$ and Biulders of 

WOMENS HIGH GRADE FOOTWEAR 

43-TO-47 -WEST - 167- STREET-NEW: YORK 


September 15, 1923 





‘dark. 








GROPING 
IN THE 
DARK 


a 


Time was when the purchase 
of advertising space was a “blind 
groping in the dark.” Adver- 
tisers had no means ofchecking 
a publisher’s statement of cir- 
culation and often these figures 
were unreliable. 


In six years the Audit Bureau 
of Circulations has solved this 
perplexing problem. By a sys- 
tematic analysis of distribution 
and methods this organization 
is able to supply just the data 
an advertiser needs. The dark- 
ness is dispelled and the bright 
light of verified facts takes its 
place. Space buyers no. longer 
find it necessary to grope“in the 


There are no dark spots in 
the Boot and Shoe Recorder 
circulation. Our records are 
audited by the Audit Buréau’of 
Circulations. 
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Caught ‘“‘On the Job”’ 


Job 


SPECIAL 
FAMOUS SHOE FOR MEN 


Officer King, Chicago, wears the famous 
“On The Job” shoe. 


No. 754—Monarch Last, Rueping’s Mahogany Calf, “Special,” Blucher made with patent waterproof welt 
feature also with whitefiber middle sole and extra heavy outsole. Khaki Lining and glazed gray top band 
and facings, also leather heel pad. In stock for quick shipment. Choice of four regular runs 6/10, 6/11, 7/9 
and 7/11 width E. Price $4.25 less 4% 20 days. 


EXACT SIZES OF MEN’S PACKED IN 12-PAIR SEALED CASES 


(The same assortment of sizes are also packed 24 pairs sealed cases) 
es Ad i i 6 |14, 7/144) 8 4) 9 /44'10/11 7 [14] 8 [14] 9 [4/1 0)11 
} BO aN eR: BSE SN | | 
}2}1]2\1)2/1|2/1] 1] | 


1) hj2}1)}2/1/)1 1/1/2 2}1/2'1 


12 Pairs 7—9 12 Pairs 6—10 12 Pairs 6—11 12 Pairs 7—11 


J.W. CARTER & CO. 


SPECIALTY MANUFACTURERS OF 


Men’s and Boys’ Goodyear Welt Dress Shoes Popularly Priced 
NASHVILLE, TENNESSEE 


Price Folder mailed on request 
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The (olors of 
cAbsolute Fashion 


cAuthority 





BEAUTY BROWN 
No. 5 


SAHARA 


CHAMPAGNE 
No, 18 


TERRA COTTA 
No, 2 


WINE 
No. 6 


SEA-GULL GREY 
No. 23 
MIDNIGHT BLUE 
No. 14 


BRONZE 
No, 34 


HAVANA BROWN 
No. 10 
LIGHT BROWN 
No. 8 


ROYAL PURPLE 
No, 15 


CARDINAL RED 
No, 19 


CANARY 
No, 30 


CHANTICLER 


No, 36 


No, 41 


BELGIAN BLUE 
No, 21 


MAPLE BROWN 
No, 12 


BOOZIE BLUE 
No. 38 


JADE GREEN 
No. 13 


1 
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SCHERER S - 


“FLOWER CITY*KID 



































Color plays so vital a part in shoe fashion that no 
merchant who specializes in fine footwear can af- 
ford to choose his colored leathers carelessly. 


The variety—the delicacy—the warmth and glow 
of SCHERER colors are: not obtainable except 
from “the master-makers of colored glazed kid 
since 1883."’ 


OSCAR SCHERER & BRO. Inc. 


ORIGINATORS OF AND LEADERS IN FANCY COLORED K/O 
20 SPRUCE ST., NEW YORK 


FACTORY AT NEWARK, UT: V- 


September 15, 1923 
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TAN AND BLACK 
MOORLAND CALF 


SS 
eae 
ee 


— 

— 

—. 
— 


SI ISZZ= 


\ 


ZIP 


UZ 


SM 


a. 
aaa 


7. 


Bue dealers really designed this golf 
shoe. It embodies the best ideas of a 
number of the prominent merchants whose 
expert opinions. on shoe-building have fre- 
quently influenced our selections of designs 
and materials. 


WHAM 


Y, 
Sas 





in the strenuous activity of the game itself. 


toughness and fine boarded surface. 





LEV EG. RAT 


NTPC AAI AI WITS 


DIYLEZ2IINEN 


New Bates Golf Shoe' 


Style 2197-B 
Medium shade of Tan Moorland Calf. 
Best Crepe Sole. Leather Counter. 
Sizes, 5 to 11; widths, B, C and D. $5.35 
Style 2191-B—Same, except made of 
Black Moorland Calf 


At this time of tremendous popularity of golf our new model for men golfers meets per- 
fectly the strong demand for a shapely blucher oxford that is both comfortable and efficient 


The last is ideal fora golf shoe. The Moorland Calf upper stock is selected for its flexibility, 


The crepe bottom is of the best obtainable quality and it is attached by the newest 
improved method that entirely prevents loosening at the toe or sides. 


Note particularly that these two Moors—Tan and Black—are carried in stock. 


Ask us for descriptive matter concerning Bates Fall, Winter and Spring styles 


A. J..BBATES COMPANY 


WEBSTER MASSACHUSETTS 


alll WIT? 


AS som 
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MMORIRED CUSTOM Heel 


D-DD 2 > SS EE = 

Allows: the Shoe 
to Set Flat and 
Tread Flat 








i oe 
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Another evidence of the 


Quabaug purpose to set 
the pace in rubber heel 


development. 


= 
SS - S- e 


As rubber heels progress 
in popularity ARMOR- 
TRED Heels will play 
their part in that progress. 


ce Te TO Oe CT 


ARMORTRED __ rubber 
heels on your shoes will 
help in increasing customer 


good will. 


Quabaug Rubber 
Company 
By graduating the heel from back North Brookfield Mass. 


to breast (% inch thick at back 
and ye inch at breast, as shown 
above) a pe erfectly flat striking sur- 
faee is affor 


— 


fh. 
f 
fi 
f 
f 
A 
f 
A 
A 
A 





ulustration shows h« Arma This illustration shows how the or- 
tr ~ ral STOM Heel heips to giv dinary heel tends to rise and strike 
the whole shoe a perfectly flat tr eh. at the breast, but not at the top. 


ARMORTRED 


RUBBER HEELS 
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If New York says, “It’s the latest style’ —we've got it! 


a 


ALLEN, GOLLER SHOE CO. 
60 K. Street, South Boston, Mass. 
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Rubber Heels? 








Whatever your allowance may be for 
Rubber Heels, we have the grade. 


Special Designed Heels for 





Stitchdowns 
Men’s Slippers 
Felt Slippers 


Comforts 


Wedge Heels for 
Children’s and - - - - - 


- - - - - Infants’ Shoes 





Specialists in Private Brand Heels 





“NU-LIFE” 








Hanover Rubber Company 
WEST HANOVER, MASS. 
Boston Office 10 High Street 
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GYMNASIUM SHOES 


In 
Stock 


141—Women’s ‘‘Flexo’”’ Gym Oxfords $1.05 
141—Men’s “‘Flexo’”” Gym Oxfords..:....... 1.15 
“Flexo” Gym Shoes are made with Flexible, Non-slip, 
Chrome soles. 


703—Women’ s “Ironclad’’ Gym Oxfords. .$1.35 

“Ironclad” Gym Shoes are made with Sturdy Chrome Elk 
Leather soles. A shoe that stands four seasons of Gym work 
in High Schools and Colleges. 


701—Women’s Gym Oxfords $1.70 
Made with our special corrugated Rubber sole for Women’s 
Colleges. 

Our Gymnasium shoes are known in universities and colleges 
all over the country as the finest made. 


““FOOT-LITE”’ 
BALLET 
SLIPPERS 


In 
Stock 


SOFT TOE HARD TOE 
Black Kid Black Kid 


601—Women’s... ... 606—Women’ ae 
Mi 1.40 Mi 


Perfect fitting Ballet Slippers in stock for 
immediate delivery 





Be sure to write for samples of our new 
Right and Left last Ballet slippers. 
The perfection of Ballet Shoe making. 








BROOKS SHOE MFG. CO. 


1731-41 NORTH 6TH ST. PHILADELPHIA 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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| mt! ASY FITTERS — THAT'S 
ps3) WHAT OUR CUSTOMERS 
CALL OUR SHOES. 


AS A RETAIL MERCHANT, YOU 
KNOW THE SIGNIFICANCE OF 
THIS. ONE THING IT SIGNI- 
FIES IS THAT ON BUSY DAYS 
THE WALK-CROFT DEALER 
SELLS MORE SHOES. 





SMART SHOES FOR WOMEN ARE MADE BY 


BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON 





























~ 
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KRENTLER BRoTensce 
: 


The 
Last 
Word 


UNITED 


The St. Louts Link = 2 5 2 
no no oo $n Our Service Chain 


THE FACTORY OF 
KRENTLER BROTHERS CO. 


KRENTLER BROTHERS COMPANY may rightly be called a 
land mark in the history of St. Louis Shoemaking. 


Long years of service and experience in the development of modern 
lasts make this company a most important link in our chain of 


service. 


United Last Company 


Headquarters—Boston, Mass. 
SEVEN SHOW ROOMS 


TEN FACTORIES BOSTON 
> 212 Essex St. 


BROCKTON ROCHESTER : ; 
NEWARK HAVERHILL Ne Wg NEW YORK 
LYNN AUBURN SR hes i fr 1402 Bush Terminal Bldg. 
CHICAGO ST. LOUIS Ss Wi /4 CINCINNATI 
oe AA, te y / 803 Syracuse St. 
NEW YORK MILWAUKEE A\ G ST. LOUIS 
Rah it Adv. Bldg., Rm. 303 


CHICAGO 
Affiliated Company Wells Bidg., Rm. 406 
United Last Company, Ltd PHILADELPHIA 
Montreal 331 Arch St. 
hB h Offic Toronto MILWAUKEE 
with Broach OGee @ Teron 10 Metropolitan Bldg. 

















ee ——— 
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“just as good 
or thesameas-” 


Bradley and Metcalf’s 

. | 7 $5.00 Retailers are a 

No. 878 — ‘ mae, standard for compar- 
ison where $5.00 sellers 


$3.50 = ' are shown. 


Don’t be deceived by statements of 
No. 878—Men’s Gun Metal “er 9 
Klass-Kaf, Cap Toe Blucher, just as good or the same as-- 


Perforated Tip and Vamp Line, 
Kid Lining, Goodyear Welt, 


old Rose Edges Ys Rubber Hedi, Comparisons are only made with the 
Widths C & D, Sizes 6 to 11. 


Made over Boulevard Combina- best. 
tion Last. 


No. 880—Same as 878 only 


Mahogany Klass-Kaf Bal. Don’t gamble with the good will of 
My seta tras, your customiers. Give them the best 
No. 923—Men’s Blucher Oxford of style, quality and finish at $5.00 

with Bradley and Metcalf Men’s 


Quality Shoes. 


BRADLEY ano METCALF CO. 


MILWAUKEE WIS. 
McINTOSH & CO., SPRINGFIELD, MASS., NEW ENGLAND DISTR. 
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FOUR WONDERFUL NUMBERS 


' AT ATTRACTIVE PRICES 
SHOWN BY TOBER-SAIFER 





‘ 


~ A 
se av AZ 


No. 6617—Lo Catia Buck. new cross-strap pump. Straps and tip 


made of Log Cabin Calf. Goodyear welt sole. 13 /8 ee ae. 
rubber top lift. A beautiful style. B and C widths, 3t08 ee. 4 = pt | sole, “13,8 Mileary heel, rable top pueth be —_— 
No. 6618—Same style as above in taupe gray buck, gray aa Ie illustrated. A big number. B and C widths, 3 to 8 


GRE GUD . 2c cine cccdee ce cesdtad bec ce gu cerchéameseueeed No. 4867—Same style as above in an 8 /8 heel, rubber top lift. .$3.50 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors 
NOVELTY FOOTWEAR IN STOCK 


1312 Washington Avenue St. Louis, Mo. 
Chicago Salesroom, 505 Lees Building 




















c 


eusmrenntcti es MIM 


STOCK. No, 518 Smart and Stylish Men’s 
PREMIER LAST. ~SGOODYEAR WELT’ SHOES 


IN’ STOCK FOR IMMEDIATE DELIVERY 


STOCK NO. 518 * 
PREMIER LAST 
Men’s Ruby Red Calf Oxford, Single Sole, pees Heel 
Widths: A, 7-11; B, Il; C and D, 5- 
No, 418—As above in Ivory Calf. Same = hey it Widths. 


The Dalton Company, Inc. 
Makers of Fine Shoes 
BROCKTON, MASS. 





pepectheres 1 Macieides Builds 1618 R blic Bide. 209 S State S 
G OVELY 65 arbridge Building = . State St. 
£0. J. GEO. W. MANSON, JR. G DYER E. B. SLOCUM C. F. BARSTOW 
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is 


READY TO SHIP 


IN-STOCK STYLE 16864 
Order from 
, NEW YORK or CHICAGO 
LOG CABIN OOZE “TRIESTE” 1-STRAP PUMP 
Log Cabin Kid Front Piece Cut Out 


15/8 Wood Covered Paris Heel. 
, 


REG. U.S.PAT.OFF.T.C.PCO. 


A 47 B 3 1/2-7 


Price, $5.65 


is your assurance 
.Perfeci Style 
Perfect Fit 


In the great field of popular demand, the completeness of Queen = 
Quality service enables merchants to concentrate on Queen Qual- 


ity shoes in their departments for women and children, thereby 
insuring clean, well-balanced stocks covering every requirement 


of feet and fashion, backed by the manufacturing resources ahd « © 


the In-Stock service of the largest factory of its kind in the world. 
Wherever the Queen. Quality agency. franchise is open, there is an 
opportunity for merchants to avail of the advantages exclusive to 
America’s best known brand—the leading name in women’s shoes. 


THOMAS G. PLANT COMPANY 


101 Bickford Street, Boston, Mass: 
New York: 125 Duane Street Chicago: 207 W. Monroe Street 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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BOSTON OFFICE 





This Novelty Turn 


STOCKBRIDGE SHOE CO. 
HAVERHILL, MASS. 


Is Right! 


Patent Leather turn one strap with Gun 
Metal apron front cutout. Made on our 
new French last carrying 16-8 French 
Louis heel. Can also be had on our“ new 


14-8 heel French last. 


This shoe is also good in combinations 
of black satin, suede and buck. 


-t- 207 ESSEX STREET 
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Martin’s Genuine Imported 


Scotch Grain College Oxfords 

















—— IN STOCK 
Two Real Sales Getters 
Overweight “A” Quality Leather Soles. Bleached Calf Lining 
Peck Standard of Shoemaking 
. No. 860—Tan Imported Scotch Grain College Ox. Coach Last 
Ne. 861—Black Imported Scotch Grain College Ox. Coach Last 
Sizes & Widths: B6-11,C 5-11, D5-11. Price $6.10 


Order Now to Have on Hand for 
School and College Trade 


FREDERICK. S. PECK 


40 Thomas Street 
WORCESTER MASS. ~ secasie 








3 
BBBBADG QHBRBAD MP 





Various Widths and Colors 
Cotton-Mercerized and Silk 


SEND FOR SAMPLES 


-EVERLASTIK, Inc. | 
Webster and Spencer Aves., Chelsea, Mass. | 
. 1107 Broadway, New York City 





BBABAAABABS nn ee 
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TRADE MARK 


Beautiful 
Havana Brown 


Kid Oxfords 


J’AncirFirreR ) 


TRADE MARK 





On Special Measurement Lasts 
Ready for Immediate Delivery | 


Widths AAAA to EEE 


Price $5.50 


B 926—Havana Brown Kid 6 eyelet oxford. 
Medium toe, regular tip, 144 in. Cuban heel 
with a rubber top lift. 


B 976—Havana Brown Kid 6 eyelet oxford, 
round toe, regular tip, 1 }4 in. Military heel 
with a rubber top lift. 

The above numbers are built over two 
wonderful fitting ‘“‘“combination”’ lasts with 
free fitting foreparts and snug fit.ing arches 
and hee's. 


Your order will receive attention, regardless of its size. 


Reinforced 
Steel 
Arch 

Supporting 

Shanks 
built into 
every pair 


Goodyear Welts with Red-Line-In 
linings, Diamond Eyelets, Leather 
Counters, Leather Box Toes, 
Glazed Kid Quarter Li:.ings. 


Sizes 1 to 12 


su Price $4.75 


B251—Havana Brown Kid circular foxed 


oxford, round toe, regular tip, 1 54 in. Mili-" 


tary heel with a rubber top lift. 


B263—Same as above with a recede toe 
and 1% in. rubber Cuban heel. 


The above are “Stylish Stout Outsizes,” 
built over lasts which have proven excep- 
tional_fitters on stout or fleshy feet. 


It is W. B. Coon Co. policy to encourage the 


retailer to buy small quantities often, in preference to large quantities occasionally. 


Some dealers size their stock of W. B. Coon Co. shoes after business hours every Saturday. 


With the 


exception of far distant points this insures replacements not later than the following Saturday. 


Buy what you need as you need it. 


surplus of the above numbers. 


W. B. Coon Co. have and will continue to maintain an adequate 


ROCHESTER, N. Y. 





506 Security Building 
189 W. Madison Street 


Chicago Office: 


Note: Sizes 84 and 9 are 35c. extra; 94 and 10, 50c. extra; 104 and 11, 75e. extra. 11% and 12, $1.00 extra. 


nn nn : 








In 
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INDIVIDUALITY! 
REFINEMENT! 
GRACEFULNESS! 


ARE THE OUTSTANDING FEATURES OF THE 


“TUNIS” 


decidedly new fall creation just designed 
and forwarded to our sales staff. 


a 


MR. TOM D. COLLINS Covering the SourHwest 
MR. S. I. SHANE MR. ARCHIE STEWART MR. JUNIUS SYCLE 


Covering New York, New Covering PENNSYLVANIA,OHIO, Covering the Soutu, East 
Jersey and New Encianp Inpiana, Micuican and ItitNots of the MisstsstPP1 


DON’T FAIL TO SEE THE ‘‘TUNIS’’! 


[ SHouLp you not have the opportunity to view the shoe | 
personally, we will gladly send you a sample on request. 


SAKS SHOE CoO. 


MANUFACTURERS OF 


«Modern FOOTWEAR for Women 


54 CLASSON AVENUE BROOKLYN, N. Y. 
ESTABLISHED 1895 


WABV/ANTIN/ ONT NNTINT RYN NTN NTN AN ONAN ON NTN NTT 


0 \ (e\ (i y 
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LI 


. CARRIED IN STOCK AS FOLLOWS: 


B—810 All Gun Metal.. 
B—820 Patent with Gun Metal trim’. 


The Estelle Pattern (288k : 
with 12-8 covered Cuban heel . sini ike i ustration, ene 
Genuine Hand Tune 


A4to7,.B3%to7,.C3to7 
Terms 5 per cent 10 days 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder 
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Ripe Profits 


Grow on These Trees 


HE daily use of Miller Shoe Trees 
is ‘steadily increasing. They are 
See eere tans wr easily sold—they keep the shoes you 


bring you some infor- 
mation, about shoe tree sell in good condition. They make 


business which will be -— 4 
mighty interestiig to good will and a good .profit. Wise 


| eS > merehants- eyerywhere ‘\noW carry 
: a3 am a \ i 

alae nf 
ete them asa matter of course. 


"= = 


SHOE TREE DIVISION 


O. A. Miller Treeing Machine Co. Brockton, Mass. 


* 


ee al 
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“That’s What I Want!” 


" HE longest wearing pair of shoes I ever bought had 
USKIDE Soles and U.S. Spring-Step Heels.” 


Here is a concrete example of consumer acceptance. You 
know the advantage in having the shoes you sell accepted by 
your customers because of the satisfaction they give. 


Millions of shoe wearers know the wear, comfort and good 
appearance of USKIDE Soles and U.S. Spring-Step Rubber 
Heels. 


They know that the U.S. trade-mark stands for quality in 
material and excellence in manufacture. 


Cash in on this “acceptance” of U.S. products. 


Why not ask your manufacturer to equip ail your shoes with 
U.S. Spring-Step Rubber Heels. They cost no more than 
ordinary heels! 


Your sturdiest lines soled with USKIDE can be turned into 
most effective leaders. 


United States Rubber Company 


1790 Broadway New York 
Sole and heel stocks in our following branches: 


BOSTON CHICAGO CINCINNATI | NEW ORLEANS NEW YORK ST. LOUIS 
PORTLAND, ORE. SAN FRANCISCO LOS ANGELES 


i= 


Coe is FRE SEZ 


September 15, 1923 
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BLACK SATINS—PATENTS—SUEDES 


New Styles, New Patterns, New Lasts 


ee 


No. B261 Patent Leather Two Strap, side cut- 

outs, single row fancy stitch on quarter, 

genuine turn, 15-8 Full Spanish heel, A to D, 

code, “Rae 

No. B262 As above except with 12-8 “Cuban 

heel, B to D, code ““Nuovo” $4.00 
Sept. 25 Delivery 


No. ™“71 Black Satin Two Strap, suede trim- 

mea e cutouts, genuine turn, 12-8 Cuban 

heel, u . D, code “Ideal” $3.75 

No. B6W As above except with 15-8 Full 

Spanish heel, A to D, code “Chic”. ,... . .$4.00 
Sept. 25 Delivery 


No. B7868 Black Satin One Strap with beaded 
fore strap, genuine turn, 9-8 Military heel, 
B to D, code “Victoria” 

No. B7168 As above jexcept with 12-8 Cuban 
heel, code “Beatrice” $3.35 
No. B7768 As above except imitation turn, 
9-8 heel, code “Dora” 

No. B7678 As above except with 12-8 Cuban 


heel, code “‘Bonton” 


HAVERHILL 


Send for the Sep- 


tember issue of. 


Hannahsons News. 
It has real news and 
information for you! 
We shall be pleased 
to add your name to 
our mailing list and 
to send you all forth- 
coming issues of the 
News. 


: 


No. B221 Patent Leather One Strap, suede 
trimmed, 7-9 work front strap, imitation 


turn, 15-8 ull Spanish heel, B to D, code 
Bue $3.50 


Sept. 30 Delivery 
io. B868 As above except Black Satin, 15-8 
Pail Spanish heel, code “‘Floss’’. $3.25 
Sept. 25 Delivery _ 
No. B248 As above except Black Suede, 15-8 
Full Spanish beet, code “Gloria”. . .$3.75 
Sept. 30 Delivery 


No. B869 Black Satin One Strap, suede 

trimmed, open work front strap, imitation 

turn, 12-8 Cuban heel, B to D, code “Nina” 
Sept. 25 Deliver 

No. B222 As aes sprens, Patent Leather, 

suede trimmed code “Ruth $3.50 
Sept. 30 Deliver 

No. B249 As bed er: th Black suede, 

code “Mitzi” $3.75 


No. B841 Black Satin Suede Trimmed Two 
hae Side Cutouts, Imitation turn, 14-8 

anish heel, B to D, code “Vesta” $3.25 
No B842 Same as above except 12-8 Cuban 
heel, code “Vulcan” $3.25 


NNAHSON 


SHOE CO. 


MASSACHUSETTS 
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Certainement! 


En effet, ce sont les petits détails 
qui contribuent a la réalization 
d’une chaussure parfaite, tels que 
les petits oeillets, toutefois visibles, 
si essentiels pour le chic et la 
qualité de mes chaussures. 


Wee. 


CLLVOLS AS SLIP SA PEP Ve OP 


















Lafayette are in- 
ad identified as ss — 4 by ay A Diamond Brand 
Vi oe rated Eyelets. Their genuine celluloid tops 





al look new and never wear brassy. They promote easy 
Sn. retain their original finish indefinitely and actually 
outwear the shoe. 
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“Yes indeed, it is the little details chat make a perfect 
shoe, such as the tiny but visible eyelets so essential 
for style and quality in my footwear” — says Mlle. 
Andfeé Lafayette, the charming heroine of Richard 
Walton Tully’s all-star production of Du Maurier’s 
Novel, “Trilby”, a current First National release. 


The well-groomed women of America are no less fastid- 


September 15, 1923 








SESS SSS SSS > 


——— SIS SS LS 


ious in selecting the dainty footwear that completes 
their wardrobe. Quite naturally they insist that their 
shoes be finished with visible eyelets, the mark of 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of — 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


quality, distinction, and chic! 
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UNITED FAST COLOR EYELET COMPANY 
ALBANY BUILDING 


205 Lincoln Street, Boston, Mass. 


To Progressive Shoe Merchants, 


—Everywhere ! 


From time to time you have been told of our aggressive, per- 
sistent, and SUCCESSFUL efforts in popularizing visible eyelets 
on quality footwear of every description. 


You have seen full-page trade paper space used week after week 
to drive home the story of the visible eyelet as an important detail 


in the manufacture of the best grades of shoes, and as a STYLE 
FEATURE. 


The September issue of Vanity Fair, the magazine which more 
than any other influences styles in every item of the wardrobe of the 


well-groomed man, carries a striking full-page advertisement featur- 
ing visible eyelets. 


In the October Fifteenth issue of Vogue, whose columns are 
consulted by fashionable women everywhere, you will see an equally 
striking full-page advertisement directed to women. 


And now, a fitting climax to this advertising, is our full-page 
advertisement in the October issue of Photoplay, a magazine with 
over 500,000 buyers, and nearly five times as many readers. 


It is eminently fitting that Mlle. Andree Lafayette, the Charming 
French actress who was especially chosen for the part of “Trilby” 
because of her beautiful feet, should be selected by us to emphasize 
the necessity of visible eyelets as a style feature. 


Richard Walton Tully’s all-star production of this photoplay 
masterpiece is now being released for exhibition all over the country. 
Hundreds of thousands of men and women, many of them in your 
city, will see. this picture and applaud the screen debut of Mlle. 


Lafayette: 
Very truly yours), 
United Fast Color Eyelet Company 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 








J 
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High Grade re 
BROcKTON Mass. 


TROP MARE REG US PAT OFF 











A New Oxford 


Imported Tan (Calf 


One of the Newest and 
Best Styles in our Men’s 
Welt Line. 


Moor’s Imported Tan 
Calf Oxford on a new, 
wide Haig Toe. 


WHITMAN & KEITH COMPANY 


BROCKTON (Campello Station), MASS. 





IN BIG DEMAND 


3 W’s Lenox 
In Stock Now 


No merchant can go wrong 
in stocking this tried and 
true line of Children’s and 
Misses” footwear for Fall 


Pat. Chrome, Field Mouse Top selling. The fine quality 7 

3 Bar Collar, Rubber Heel, always in it. The fitting 

McKay qualities are always perfect. Pat. Chrome, Field Mouse 
They are school shoes par = Top, White Rubber Welting, 


excellence. * Pat. Chrome Collar, McKay 


Same in Tan Calf, Smoked Elk Top a. is ee. st ph 7 ar 


8510—Grow. Girls’ 2}4 to 7, C & D, rubber eS. 457—Child’s 844 to 11,'D & E, spring heel... 2.65 


Ress = WEIMER, WRIGHT & WATKIN CO. 


isd ccd 35 S. SECOND STREET, PHILADELPHIA 
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MAKES ORTHOPEDIC SHOES 
“UNNECESSARY 
. , 


sitnapntthlincesed a 
HE¢ éxclusive* paténited saddle innersole 
construction of the Eaton shoe makes ortho- 

pedic shoes unnecessary. This fact alone offers 

retailers who handle the Eaton line a sales 


feature far beyond the ordinary. 


Aside from this superlative talking point, the 
Eaton shoe, built on the A. E. Little patents, 
embodies other exclusive features, all of them 
unusual, all of them sales productive. 


The Eaton line is being sold on an exclusive 
agency basis. It will be advertised locally and 
nationally. Our salesmen have details. One 
will call on you shortly, ask him or write us 
direct. 





EATON DIVISION 


CHARLES A. EATON (@) SHOE INDUSTRIES 


BROCKTON MASS., U.S.A. 
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Repco Makes Shoes Look New 


R= is a liquid enamel 
which restores that much 
desired newness to sole edges 
and to heels. 

Your customers prefer Repco to 
any other brand of enamel be- 
cause Repco is easily applied 
without danger of soiling hands 
or clothes. 


Repco contains no varnish, shel- 


lac or other gummy substance— 
but materials that protect the 
leather and prolong its life. And, 
best of all, Repco clings firml 

and evenly to the surface. ‘It 
does not rub off. (28H jhe 


Repco is made in™every stylish 
color—white, ivory, light gray, 
dark gray, champagne and Ha- 
vana bare 


For Sale by Shoe Finding Jobbers 
UNITED SHOE MACHINERY CORPORATION, {Boston 


San Francisco Branch, 859 Mission Street 
J. K. KRIEG, 39 Warren Street, New’ York 
UNITED SHOE REPAIRING MACHINE COMPANY, 'Boston 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





Seplember 15, 1923 


September 15, 1923 BOOT AND SHOE RECORDER 129 


i i i i A i A A i A i i Ail ie ie Me ie ee i ie i i i i i i i i a i i i i i i i i a Ne Bi in Bi Ne ie he Be Be Be Rie Ba he Baie Be Be Be Badin de Bact Sede 
eee eerer reer errr reer rrrrrrrTereFFeeeeeroreeveeewveeerrerrerrvrrerreeevrereereeeeeeeeeeeeee 


A New Number—“GLORIA” 








2. 2.4.4.4. 


Sd. de ded dd. dd. 4. dd. 4. 4d. 3%. 5 2D 5 2 DD 
ororrrereeeeeeeeeererecemeeeceee eee ee ee 
orrerrrrrrererererrrerererrrrte ree eT TS 
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**Norma’”’ $4.75 In Stock—delivery at once 


Black Satin Trimmed with Black Ooze Calf. , “‘Gloria’’—patent vamp and foxing, gun-metal 


Medium Round Toe, 14-8 Spanish LXV Heel, ; [ sumatore and straps, 22 cut-outs on the quarter. 
A 47, B 3-7, C 3-8 | Made to order, 4 to 5 weeks’ delivery. 


Write Today for Further Details 


HARDING SHOE CO., Inc. 


TURN NOVELTY CREATORS 
HAVERHILL : : : MASSACHUSETTS 
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Style -Full 
Don -Siz 


DEMI-SIZE 


Seal Brown Suede’Cut-Out ; 
3-Strap $5.25 
(Not carried in stock) 


Snappy styles fér women, Yon 7éither the popular OVER- 
SIZE or on the new DEMI-SIZE. Thirty styles are carried 
IN-STOCK. A line will bring either samples or a salesman 





ANDERSON-OWENS SHOE CO. 1X: 


BOSTON OFFICE: 186 LINCOLN STREET 


, , 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 

















B-325—All Pat. Colt, 3 stra: trimmed 
with Blk. Kaffor Kid, quate ont re. 
Colt underlay, close edge welt. 14-8 
Ear 


B-331—Same in Brown Suede, trimmed 
with Brown Kid $5.60 


B-327—All Pat. Colt, cut-out with side 
gore, 14-8 Cuban leather heel, Light close, 
Geena sccccdsévencéccesectuce $4.90 


es xy Watt — AA-006-8— AO RB, 
2-8 Terms: Net 30 Days 
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IN STOCK—NOW! a 


B-329—All Black Satin Cross-Strap, trim- 
med with Black Kaffor Kid, 14/8 ish 
heel. Hand 


B-330—Same 
with Black Kaffor K 


B-317—Hand turned two-strap pump of 
Calf, field mouse trimmed, 


15-8 nish covered heel $6.50 
B-300—All Gray Suede one Lory pum ee + ‘Black ae oe 


Trimmed with Gray Kid, 
p— Ey XR Bed, | Be Bik, Katfor K 


B303—Same in Black Satin, trimmed an 
WI MUD osicce concanncccusases Trimmed with Brown Kid 


JOY, CLARK & NIER, INC., Rochester, N. Y. 


NEW YORK OFFICE, 127 DUANE STREET, MURRAY KLEIN 

















eA Young Man's Shoe 


Number 750 


IN, § TOCK KO W charge 35 cents per pair 


The Preston B. Keith Shoe Co. 


Brockton, Mass. Campello Station 


No. 36 Colored Calf—The 
Season's most popular color 
—Trouser Crease Vamp, 
Scot Last, Plump Leather 
Soles, one-half Rubber 
Heels. 


B wide—Sizes 7 to 11 
C & D—Sizes 6 to 10 


Less than 12 pairs, extra 


























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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YY Y~ TAAT OLD MUD-SLINGER OUTSIDE 


/, maaan ee 
NEW S. BETTER BREAK 
HIS HEART WITH A PAIR lj x aS), 
OF HOOP CLINCHERS! 


INS 
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ee Lie lp “8 
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r My \ ene y Yi i, Stu 

ich 2 yr Ut w/ c= 18 Wg 
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He is your customer 


F you don’t sell him a pair of rubbers to 
fit his new shoes, and so protect his invest- 
ment in your merchandise, someone else will! 


Provide, against that rainy day when your 
customer will step into the nearest store to 
get acquainted with a competitor. 


The right word at the right time in the 
right place is Hood. Tell him that a pair of 
Hood Clinchers* will fit his old shoes as well 
as his new, and you will have made a friend 
and kept a customer. 


Hood Rubber Products Co. Inc., Watertown, Mass. 


* Say HOOD “SNUGS” to your women customes 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Boston 
ERNEST JACOBY 
79 Milh Street 


F. R. HENDERSON & CO., Inc. 


111 BROADWAY, NEW YORE CIty 


(Crude Rubber 


IMPORTERS OF PLANTATION SHOE SOLE 


Crepe Rubber 


Cable Address 


REDSONDER, NEW YORK 
LIEBER’S A. B. C. 5th Edition -Private Codes 


“HENDERSON, FORBES & CO., Led. 


Oo Ft 


Singapore . 
HENDERSON BROS., Ltd. 


Batavia 
HENDERSON BROS., Ltd. 





APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 

wing children and as a fully venti- 

ated shoe, the Burkley Ventilated Foot 

Developer is unexcelled. Well known 
surgeons recommend its use. 

7. your | oom of 

children’s shoes 

WENTILATIONS A 

Sapires =" compte by, conding 

Phone Brockton 2133 

for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 





GREELEY 
BOUDOIRS 


Little things count in busi- 
ness, and for that matter 
details of the shoes you 
buy deserve your closest 
scrutiny. I invite most care- 
ful inspection of my bou- 
doirs as I know they will be 
found surprising values. 


In Black or Colored 
Kid. 36 pair lots 


If your Jobber Cannot Supply You, Write,Us. 


A. W. GREELEY .*. Haverhill, Mass. 














Fine Calf Leathers 


M anufacturers of 
Velvetta Calf— 
Tuscan Calf— 


Russia Calf— 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 











No. 32769/11 Areca Plant, 
nataral prepared, 36 inches 
high with 11 leaves and pot, 
complete $3.50; perdoz. $35. 


Our FALL CATALOG No. 32 
with illustrations in colors of 
Artificial Flowers, Plants, 
Vines, Trees, etc., mailed 
FREE FOR THE ASKING. 


FRANK NETSCHERT Ine. 
61 Barclay{St. ™ New York, N.Y. 











GROPING IN THE DARK 


Time was when the purchase of advertising 
space was a “blind groping in the dark.” Ad- 
vertisers had no means of checking a pub- 


lisher’s statement of circulation and often . 


these‘figures were unreliable. 


In six years the Audit Bureau of Circula- 
tions has solved this perplexing problem. By 
a systematic analysis of distribution and 


methods this organization is able to supply 
just the data an advertiser needs. The dark- 
ness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no 
longer find it necessary to grope in the dark. 


There are no dark spots in the Boot and Shoe 
Recorder circulation. Our records are audited 
by the Audit Bureau of Circulations. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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BOOT AND SHOE RECORDER 





issue: 


$4.00 


12.00 
16.00 





7 times 13 times 26 times 52 times 
$3.50 
8.00 7.00 
10.50 
14.00 


Payment in advance is required, 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


; . a 4 eight] SITIONS WANTED—Foar. cents ord for each insertion. 
Recorder rates for space less than one-eighth page per P + al a cnount Fem ramos cents, For other 


“Want” advertisements, seven cents per word for 
accepted, $1.25. 


Minimum amount 
$3.00 $2.50 
6.00 


12.00 10.00 


~ 
except when regular advertisers, as amounts are too small to open accounts 


received up to noon on Tuesday of week of publication date. 
advertisers desire answers to come in care 
5.00 must be allowed in each advertisement for address. 
9.00 7.50 desire jes forwarded direct to their 
+ + address must che counted in the advertisement and paid for 
Answers to ads mast be sent under letter postage. 


Ads under this heading will be 
Whea 
oe 

vertisers 


When ad 
address, each word of the 
accordingly. 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ALESMAN WANTED—For No. Carolina 
pe, Virgi * and eaten 
ade salesman in standing 

with the el in 4 territory. Stron, 1: of Welt 
and Turn Shoes from Infants to irls 


references, etc. 
Address E-257, care Boot and Shoe Recorder, 207 

South Street, Boston, Mass. 
GALESMAN WANTED — Experienced road 
salesman to represent yn —— 








= 


ium. Deneanie. Minnesota, K 
Florida, 


rder, 207 South St., Boston, Mass 





Wanted wide-awake high-grade salesman to carry side line of quilted satin, brocaded 
silk, and leather soft sole boudoir and novelty slippers to the retail and department store 
open in following states, New York State, Pennsylv: 

entucky, Tennessee Mississippi ee Al 
, Colorado, New Mexico, Utah, Arizona, California, cael Washington. 
Factory established ten years. atte for details. Address E-264, care Boot and Shoe 


4 


" pndiene, Michigan, 








LONG established manufacturer of infants and 
childrens turns want salesmen well acquainted 
and qualified to sell to jobbing trade of the country. 
(cam Geen over esqelitisties Sansaces of lege ctanSins. 
y experienced, grade successful 
Cay epee Ee ann Address E-260, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass, 








~-- A 207 t South Street, Boston, —~ *. 


ALESMEN WANTED—Experienced Men to 
handle complete line of Nationally Advertised 
Felt, Satin and Leather Slippers in Minnesota, 
Towa, Nebraska, Kansas, Ohio, Indiana and Michi- 
en. State territory traveled and furnish references. 
A. Bradley, 404 S. Wells St., Chicago, Illinois. 





GALESMEN WANT Wer nee maker 
of Shoes has desireable territories 
ith and ba for men selling the g 





Replies i 
Shoe Recorder, 207 South Street, Boston, Mass. 


Sere WANTED—We still have some 


territory 
trade. 








Dive to increased production, necessitating that 
we geta dd my” business we have the 
: Arizona, New Mexico, 
North Dakota, Sou South h’ Dako ngs. a 1 
lowa issouri, est Virginia, 
Virginia, ae ¥ York and N North Carolina on 6% 
commission basis with a high grade line of Men 
— Boy’s work rey dress shoes, 48 style oun. 


ply in writing, give references. ter State 
see Company, Fond du Lac, Wisconsin. 


Saaane ae RECORDS SMASHED!—Our Chil- 
dren's Down and Women’s McKay 
Comfort tee oleae big winner for real live 
ve side-line salesmen—15 numbers in all— 

big harvest and dealers 





Address H. C ———— Director 
‘obst Shoe Company, M ilwaakee, Wis. 


See to sell one popular priced number 
satin 
portunity, season started, all territories 


commission. Address E-259, care Boot and shee 
Recorder, 207 South Street, Boston M Mass. 


Write toda 
of Sales, 











SALESMEN WANTED 
te ye may! trade only 
following territories. 
and Arkansas; 
lowa and Nebraska; 
Northern Penn., Michigan 
and Wisconsin; 
Minnesota, North & South 
3 
Colo., Utah, Wyoming 
and Montana. 

Please forward references 
immediately with application. 
THE VOLLMAN, LAWRENCE Co. 
Station A 


Cincinnati, Ohio 
Women’s Welts and McKays. 








a > 


SALESMEN y WANTED-—Salesmen selling retail 
Seite to sell good stitch-down line including 
dals, Kid R Ventilated Oxfords, 
Berton Sandals, etc. Spring line ready. Made in 
pete New York factory. 
it (6% 

















WANTED—A salesman for northern Indiana to 
and welts, 


concise Cit aie 
; and children’s. A 
to the right man. Must be a pro- 
ee Saar kh te ae nee 
‘Address E-247, care Boot and Shoe Recorder, 207 
South St., Boston, M 


avi Ww. 





salesman with 


Recorder, 207 South St., 
Se WANTED—Resident salesman for 
territories: 


owa, Illinois, - 
enon issouri, Connecticut, Ohio Philadel- 


Wisconsin, Detroit, to 
tem misses’ and children’ i 4-~ Fat te ’s 
made and carried in stock in hoeeasteeate Factory. 
Give three references when writing. Address E225, 
se Boot & Shoe Recorder, 207 South St., Boston, 
ass. 


ANTED—Side line salesman 
shoes 








vania. Big seller ais all the 
be $ as well as stitchdown. A yr other eon sone 
soniye epee. Box E-242, 623 Powers B 





SIDE tn line salomnée to sell snappy soft sole holiday 
house 


dress 
E21 be Boot and Shoe » Recorder, 207 South St., 
Boston, Mass. 








w= SALESMEN that call on best retail 
shoe stores, to sell one style advertised ladies 

guaranteed silk hose. Easy selling plan. One sample 

pair to show. We help to. book your orders. Terri- 

torial rights. Address K-542, care Boot & Shoe Re- 
ler, 127 Duane St., New York. 


GIDE LINE Ppt coy ta you are a real 
salesman 


with plenty of 
ability and established Te have one of Ot 
fastest 


sronly 15 





McKay lines thor Children, Misses, 
Sater as per oes 
“bread and butter” ” class. We are 

at once. Write today. civing Bvt 

rector of Sales, tras TierbertC.Groonerald, Di 
































HELP WANTED 
WANTED—An exceptional i is 
offered by an ‘active Western Shoe Mafiutc: 
turer, to a man, High School or 


oun 
gtaduate gealere who has had retail shoe experi 
ence in a city of not less than 10,000 tion 
and has a thorough knowledge of shoe retailing 
methods—is able to suggest merchandising plans 
that will be of real service in helping retail merchants 
to sell more shoes—clean up his stock etc. He will 
be under the personal supervision of the Sales 
Manager where abundant opportunity will be 
given for rapid advancement. In answering give 
age, educational advantages, name of and address 
of retail merchant he served and three character 
references. Address E-274, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








POSITION WANTED 


POSITION wanted by good hustling Shoe Man 
with vast experience as manager and buyer of 
Department and Self Service Stores. At present 
located in Connecticut. Reason for change wishes to 
be in commuting distance of Boston. Address E-270, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 








UYER—Fourteen years in shoe game. Also 
a> peneee, Address K-550, care Boot and 
Shoe Recorder, 127 Duane St., New York. 





BUYER AND MANAGER 








EXPERIENCED BUYER AND MAN- 
AGER of Men’s, Women’s and Chil- 
deen’s Shoes would like to make change 
preferably in the South, but would 
accept offer anywhere in the 
country. For full information write to 
E-220, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














LINE WANTED 


INE WANTED FOR NEW ENGLAND—I 
have covered the New England trade success- 
fully for several years and have an established trade 
with the better class merchants. I am desirous of 
securing a snappy line of men's and women’s high 
fate popular priced footwear for coming season. 
+ are looking for a live salesman who is a hard 
and conscientious worker get in touch with me at 
the following address: Address E-265, care Boot 
and Shoe Recorder, 207 South Street, Boston, Mass. 





BOOT AND SHOE RECORDER 


September 15, 1923 





FOR SALE 





— 7s. 7,7, = ., = 
INE WANTED FOR WHOLESALE TRADE 
My long e i 
manufacturers is my best 
established trade with leading jobbers, department 
and chain stores and retailers buying on case lot 
basis. Prefer line of womern’s medium grade shoes 
and would like to make Boston my headquarters. 
Best of references. For further information, Address 
E-269, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





WANTED—An up-to-date line of women’s 
flexible McKays to sell to the jobbing 
trade—by a well-known an with a first- 
class Boston office. Address E-253, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





MANUFACTURER’S LINE 
Wanted by America’s fastest growing 
Mail Order Comp .B f gceat- 
ly increased volume of shoe business, 
can use additional shoe manufacturers 
making a popular priced line of Wom- 
en’s Novelty McKays. We are seeking a 
real live progressive manufacturer 
seeking volume and steady business. 
Address E-254, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 

















FOR RENT 


For RENT—Excellent basement location in 

dry goods and cone Se wear store. Town of six 
thousand; southern Michigan. Rent on basis of 
sales. Address E-272, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 





“A specialty shop catering to high class 
clientele, moving into its new home in 
the early spring, is desirous of renting 
space for high class shoe department. 
This is a wonderful opportunity to 
build up a successful shoe department. 
Further particulars can be secured by 
addressing the above firm.’’ Address 
E-273, care Boot and Shoe Recorder. 
207 South Street, Boston, Mass. 





INE WANTED FOR PENNSYLVANIA— 
Energetic Salesman, 30 years of age, is open 
for a strong line of men’s or women’s popular price 
shoes in Pennsylvania. Has established trade. Best 
of references furnished. Address E-266, care Boot 
and Shoe Recorder, 207 South Street, Boston, Mass. 


NERGETIC YOUNG MAN 26, seeks i 
as peer salesman with ton 
established factory line. Experienced handlin 
volume trade, office details, floor goods etc. Sever: 
centage ¢ on Sm references. Address E-267, 
care t an oe Recorder, 207 Sou t, 
Boston, Mass. 74 a, Pogo 








ELIABLE shoe man, 30, is looking for a line of 
ium pr Women’s and Children’s shoes 

for Pennsylvania and Southern N. J. selling. Office 
and salesroom to be in Philadelphia. If interested 
kindly write. Address E-268, care Boot and Shoe 
Recorder, | 207 South Street, Boston, Mass., for 


interview. 





SALESMAN, live wire, desires fine shoe li 
S Greater New York. Address K-546 tay Le 
and Shoe Recorder, 127 Duane St., New York. 

s 


FOR SALE 


EXCEPTIONAL. OPPORTUNITY — Thirteen 
sections shelving, beautiful walnut finish. 
Sectional capacity, 102 pairs, Two 6 x 4 Plate Glass 
Display Cases. A specially designed cash 
register. Will sell very reasonable. I i 
Ave., Portage, Wisconsin. 


OR SALE—If taken at once. Only basem 
F shoe spore in city wiheag oe Southam ichi —~ 
nd lease. ¥ to iversit i 
fey. Address 020 Monroe St, Aan Abo, 
, igan. pit, 











R SALE~—Our stock ahd fixtures and 
Fr, town in the southwest. City of on hemtped 
thousand population. Cheapest rent on main street. 
Small clean stock of ladies medium high le 
om. Very en ek location. Address 
» Care t an ecord: 
Street, Boston, Mass. ° wrieaterane 


I 


For SALE—The only exclusive Shoe 
ida, Stock about $5 


Ocaia_ 
7M. 





FOR SALE 


A clean and complete shoe-stock of a 
going concern, in the best location in 
a live town of 5,500 population. Busi- 
ness established 1909. No job lot buyers 
need apply. If i d Add 

rwood Shoe Company, 56 Main 
Street, Wellsville, New York. 











FOR SALE—Shoe Store, in healthiest 
town in America. Fine front store 25 x 
75, Best location in town, Reason for 
selling, owner has other business, will 
take about $6,000. Splendid oppor- 
tunity for person seeking health for self 
or family. Don’t write unless you mean 
business. C. W. Bayne, Silver City, New 
Mexico. 











FOR SALE 


For Sale: Best exclusive shoe and hosiery 
stock in city of 6000 in northern In- 
diana. Best location in city. Stock in 
fine condition. Good reasons for selling. 
Do not write unless interested. Ad- 
dress E-141, care of Boot and Shoe Re- 
corder, 207 South St., Boston. Mase. 











MISCELLANEOUS 











Unusual opportunity for some manu- 
facturer of women’s shoes to divide 
Providence, R. I., store with a high 
grade men’s line. One of best locations 
in Providence and occupied for many 

ears as shoe store. Address E-276, care 
Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 




















Hawaiian 


Member of the Associated Business 


Cable Address 





Epo exhortation Price of the Boot and Shoe Recorder is 





Each issue copyrighled by the Bool and 


ISSUED 
EVERY SATURDAY AT 207 SOUTH STREET peSTON, MASS., U.S. A. 


Puts : $5.00 a year in advance, which includes 
EI Selvedor, Argentina’ Belivie Breay'ten mn vg me SY Spein. The 

No Subscription Accepted for Less Than One Year 
Pa Ine. Member of the United Publishers Corporation. Member of Audil Bureau of Circulation. 
1d Shoe Recorder Publishing Co. Entered at the Post Ofioe Boston. Mess. es second-class matia. 


Dom! 
Balearic Islands, and the Canary Islands. 


im the United States, Cube, 
Henduras, Nicaragus, 


Printed in U. S. A. 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


BUSINESS REVERSES 


Clarksville, Ark.—The Leader Inc., boots and shoes, 
etc., — petitioned or petitioner in bank- 


ruptc 
Three Rivers, Cal.—H. P. Moffit, general merchan- 
— reported petitioned or petitioner in bank- 


tcy. 

Pe: ann al Conn.—Harry Katz (598 East Main 
Street) boots and shoes, re petitioned or 
petitioner in bankruptcy. 

Rose Lebovitz (233 Spruce street) boots and shoes, 
etc., reported petitioned or petitioner in bank- 


Julecbers, Col.—Howard O. Wiggins, boots and 
shoes, etc., reported petitioned or petitioner in 


bankruptcy. 

Washington, D. C.—White Sales Co. (606 F Street 
N. W.) leather and findings, reported petitioned 
or petitioner in bankruptcy. 

Chicago, Ill.—Hyman Karas (2851 West Madison 
street) boots and —— reported petitioned or 
petitioner in bankruptc 

Dowagiac, Mich. —Nathan Cooperman, boots and 
shoes, etc., reported petitioned or petitioner in 
bankruptcy. 

Boston, Mass.—Carter Shoe Co. Inc. (698 Wash- 
ington street and 19 Boylston mang boots and 
shoes, reported asking for a receiv 

St. Louis, Mo.—Pastelnick Bros. (2 “North 11th 
street) leather findings, reported offering to com- 
promise at 25 cent. 

Kansas City, —Moses Galitzky (1106 East 
18th street) foeas and shoes - " ponata peti- 

tioned or petitioner in bankru 

Bayonne, N. J.—Louis Goldbery ( Gil Avenue C) 
leather and — od ee petitioned or 
petitioner in bankrup 

Passaic, N. J.—Jack F. oo (937 Main avenue) 
boots, and shoes, reported petitioned or peti- 

ed in bankruptcy. 

Charleston S. C.—Sam Solomon, boots and shoes, 

tc., reported petitioned or petitioner in bank- 
sentey. 


BUSINESS CHANGES 


Los Angeles, Cal.—J. N (504 Crocker street) 
boots — psa succeeded by the Pacific Coast 


Leather 

Long a “Cal. oe mee, boots and 
shoes, etc., 

Florence, Cal. Bullncas Fairley Mercantile Co., 
boots and shoes, etc. changed name to Fairicy 
Price Mercantile Co. 

Chicago, Ill.—A. M. Ratner, (737-43 West 43rd 
street) boots and shoes, etc., reported succeeded 
by Dave Se = 

l.—Englestein 6 oe. boots and 
| meng Semana dissolved ceeded by Sam 
pstei: 

Savannah, Til.—L. Santucci, boots at shoes and 
repairing, succeeded by William H 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 


PURCHASING CORPORATION 
596 BROADWAY, NEW TORK, N.Y. 5 


WILL(SLOW SELLERS 
SURPLUS STOCKS ype 
BUY (ENTIRE STOCKS 

— he _ 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Scomet attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N.Y. 
Phone Canal 0679 








We quick and pay a 
t= B-; wholesale oon shoes or 
--& Bb. Quantity no object. 
specialty 


BROOKLYN PURCHASING STNDICATE 
FRANK W . Proprict 


610 Re ay cectinn lyo 
Phone Stagg 1757 








BOOT AND SHOE RECORDER 





WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 


tial. . 
MAX GLAUBERG 
52 Lispenard wees, New York Cit 
We also- epmmanus hing, hats, fi 
goods, etc Phone Canal 








DO YOU CONTEMPLATE 
Retiring or going out of business? We will 
stock of 


pay value for nee 
shoes. aving a short term torun taken 
over Eotaklished 25 years. 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 








Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








I PAY SPOT CASH 


us Shoe Stocks and 


Slow Moving yY quantity. Will 


give you immediate reply. 


S. CLEARFIELD 
116 W. 32nd Street, New York 














MISCELLANEOUS 








SHOE STORE 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR QNKEN CO. 
1181 4th St. CINCINNATI, OHIO 








Milbradt Rolling 
Step Ladders 


are made in a great man 
| styles to suit all k 
stores and shelv: 


Write for our latest 
showing 18 a 
| ers as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 
by the : : 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen] Mgr- 
GEORGE W. R. HILL, Ist Vice-President 
ll. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretar) 


SWAIN, CARPENTER & NAY, Counsel. 
73 Cornhill 


ARTHUR D. ANDERSON, Editor 


OWEN A. THOMAS HELEN M. HANEY 
Associate Editors 





PUBLISHER'S NOTICE 


SUBSCRIPTLON—The subscri 
Boot and Shee Recorder is 


price of the 
.00 a year in ad— 
in the United 





— which 
States, Gore. Hawaiian PI 
Virgin Islands, Alaska Conede, ex- 
ico, Costa Rica, Dominican Republic, Hon- 
duras, Ni . El Salvador, ey 4 
a ca 
Canary fal 


Balearic Islands and the 
FOREIGN SUBSCRIPTION—The price to alP 
foreign otadoding penaes, except the above is $10.0 

i = ty" payable in advance. 


ADVERTISING RATES—Card of Advertising. 
Rates furnished on application. For rates 


for Wants, For Sales, etc., see Want 


is taken by the BOOT AND 
SHOE fon’ RECORDER to avoid printing 
statement likely o ae we 

publishers reserve i lbs 4 
advertising eading tter which t in 
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THE ®! 
BRAEBURN 


No. 603 
Black Norwegian — 
Iphia oxf ‘ 


in Tan Norwegian 


THE 
ORMOND 


No. 602 
No.4 Russia Calf 


English Blucher oxford 


(Trouser crease) 
A, B, 7-11 
C, D, 6-11 
No. 607 same style in Black 
Calf 


THE 
BRAEBURN 


No. 605 
Tony Black Calf Lace 
xford 


o 
A, B, 7-11 
C, D, 6-11 
umber 601 same style in 
N No. 4 Russia Calf 


SHOE 
NOW IN STOCK 


In the spring but especially in the fall a 
young man’s fancy turns to the prevailing 
styles in footwear. 


There isn’t a chap in your town who will pass 
by your windows if these models are displayed. 


And you don’t have to wait to have them 


made—they’re IN STOCK—NOW. 


Rush service! 


Speaking About Service 


During 1922, 98.9% of all orders received in our IN 
oo K DEPARTMENT were shipped within 48 
urs. 


Let us help make this THE 
department a profitable ESSEX 
part of your business. 


No. 591 
Tony Brown Calf 
Polo Lace Oxford 

A B, 7-11 
C, D, 6-11 
(Harness fitted) 


M. A. Packard Company 


Brockton : 


Massachusetts 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The return of lacing hooks is the 
revival of a popular feature on 
footwear for men. 


With the new demand for both 
style.and practical convenience in 
shoes the lacing hook becomes a 


strong selling item. Lacing hooks © 


have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales. 





Sell shoes that combine the 
features which men demand-- 
comfort, convenience, fit-- 
Shoes with lacing hooks! 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


A Feature That Is Selling Shoes 








we 


